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KOLDFLO PROCESS 
developed by Mullins 
Manufacturing Corpora- 
tion is a method of cold 
shaping steel into a wide 
variety of shapes, some 
of which have hitherto 
had to be machined. Four 
3000-ton presses, capable 
of shaping pieces up to 
100 pounds weight, all 
use Texaco Regal Oil R&O 
as hydraulic fluid. 





‘“Systems completely free 
of sludge, rust and foam’ 


—reports Mullins Manufacturing Corporation, Warren, Ohio 


r 3000-ton Lake Erie presses went into service in 1953 ten times the oxidation resistance of ordinary turbine- 
ith an initial fill of Texaco Regal Oil RGO — 2700 quality oils — far greater ability to keep systems free from 
lons in each system. Now, two years later, Mullins sludge, rust and foam. And there is a complete line of 
lls us — Texaco Regal Oils RGO to meet the requirements of all 


"Your Texaco Regal Oil R&O has done a 
great job in assuring the dependable hydrau- 
lic performance we must have. All systems 
are completely free of sludge, rust and foam. 
Very little make-up has been required.” 


types and sizes of hydraulic equipment, all operating 
conditions. 

Let a Texaco Lubrication Engineer help you select the 
proper one to keep your hydraulics trouble-free. Just call 
the nearest of the more than 2,000 Texaco Distributing 
Plants in the 48 States, or write The Texas Company, 
ico Regal Oil R&O has been proved by test to have 135 East 42nd Street, New York 17, N. Y. 


TEXACO Regal Oils R&O 


FOR ALL HYDRAULIC UNITS 


TUNE IN: TEXACO STAR THEATER starring JIMMY DURANTE on TV Sat. nights. METROPOLITAN OPERA radio broadcasts Sat. afternoons. 
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Here’s the story... 
‘ 


NEW SMALLER, BETTER MOTORS 
1 TO 30 H.P. 






In this revealing book, Century shows how and why 
the New Standard, smaller motors actually out- 
perform the larger, heavier Old Standard models. 


These trim, compact “New Standards" give you 
weight savings up to 40%. . . plus space savings 
and easier installation. Dead weight and dead air 
space are eliminated. The “active materials,"’ such 
as iron and copper, are designed to give greater 
efficiency than ever before. New synthetic insulat- 
ing materials give greater dielectric strength and 
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uniformity. 


SEND FOR YOUR PERSONAL COPY 
OF THIS VALUABLE DATA BOOK...! 


Mail this coupon today! 
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MECHANICAL VARIATIONS 
Poges 142 
SETTER PROTECTION 


Poges J to 6 


To CENTURY ELECTRIC COMPANY 
1806 Pine Street, St. Lovis 3, Mo. 


SMALLER, VES... 
AMD GETTER! 


SMALLER AND LIGHTER 
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Performance Rated® 
MOTORS 
1/20 to 400 H.P. 


CENTURY ELECTRIC COMPANY 


1806 rine Street « St. Louis 3, Missouri ¢ Offices and Stock Points in Principal Cities 








FORCE AERO published monthly, by C-M Business Publications, Inc., subsidiary CONOVER-MAST PUBLICATIONS, INC., Publication Office Orange, 

onn. Editorial and Executive Offices, St.. New York 17, N. ¥. ee ee ER, t 9. 1942, at the Post Office in 
pe, Conn., under the act of March 3. 1839. Subscription rates, United States, U. S. Possessions and Canada, per year: elsewhere $10 per year. 
Single copies $1.00. January, 1956. Volume XL, No. 1. 
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Where rubber hose outlasts 
flexible metal pipe 5 to 1 


Connecticut plant, they used the best flexible metal 
nload quicklime from a freight car. But the sharp, 
ive quicklime wore and ate through the pipe in a 
ks. Then B. F. Goodrich hose, with a special tough 
ning, was tried. It lasts five times as long as the 
pensive metal, and is easier to handle from railroad 
storage because it’s much more flexible. 








s ? wll F 
Transmission belt saves 3 ways 
by lasting twice as long 


changing to a B. F. Goodrich “Drivesall’’ belt, the 
r of this plant has saved the cost of one new belt be- 
the B. F. Goodrich belt,.made with rayon fabric, has 
y lasted twice as long as any belt ever used before. 
less stretch, fewer take-ups are needed, so mainte- 
costs are down, too. And the owner reports the third 
is in production costs because the mill now runs with 

r shutdowns. 
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Steep angle conveyor belt 
increases stacking height 40% 


With an improved kind of package-handling conveyor belt 
—B. F. Goodrich Ribflex—this California warehouse now 
stacks 42 sugar bags where 30 were the limit before. It 
climbs at a steep 45° angle, carries twice as many sacks at 
a time. The higher incline angles made possible by the Rib- 
flex belt can make substantial savings in conveyor lengths 
and floor space. For example, by increasing the incline 
angle from 30° to 45°, a 29% shorter conveyor can be used, 
42% less floor space is needed. 


— actual cases are typical of thousands where im- 
proved B. F. Goodrich products have saved money by 
lasting pe or doing jobs other materials couldn't do. 
The cost of anything, of course, is its price divided by the 
length of service it delivers. Buying for long service is 
the only businesslike way to buy anything and that is why 
B. F. Goodrich products cost so much less. 

The time saved in buying, handling and repairs, is an 
extra B. F. Goodrich dividend you get when you call your 
B. F. Goodrich distributor for rubber products. The 
B. F. Goodrich Co., Dept. M-524, Akron 18, Ohio. 


B. F. Goodrich 


INDUSTRIAL PRODUCTS DIVISION 
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THE ICEMAN GOETH... 


Ever stop to reflect on how American traditions are being industry has emancipated us from household drudgery. 


more pleasant. A vigorous and imaginative appliance 


quietly but constantly removed from the scene by prog- 
ress? The iceman, for instance. In our day, the develop- 
ment of modern refrigerators and more than a hundred 
other household appliances has made life a great deal 


New and better steels have played their part in this 
evolutionary process. And. here at Inland, we’ve been 
pleased to work closely with appliance manufacturers, over 
the years, to provide the right steels for their products. 


INLAND STEEL COMPANY 


38 South Dearborn Street, Chicago 3, Illinois « Sales Offices: Chicago, Milwaukee, St. Paul, 
Davenport, St. Louis, Kansas City, Indianapolis, Detroit, New York © Steel products supplied to 
he appliance industry include hot and cold rolled sheets and strip, enameling iron sheets, electrical 
heets, Ti-Co galvanized sheets, tin plate, black plate, bars. Other products: plates, structurals, g-Way 
afety plate, reinforcing bars, rails and track accessories, coal chemicals. 
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stly rewiring. 


ower distribution systems that can effectively handle future 
is are the surest way to avoid electrical obsolescence 

















FREE booklet tells how BUStribution 
provides for today and tomorrow 


Bulldog BUStribution is today's most efficient, 

»st modern electrical distribution system. It 
provides the utmost in plant layout flexibility: 
1. Allows simple easy changes as machinery is 
moved about. 2. Will meet demands of newly 
nstalled, high production, automatic machinery. 
BUStribution flexibility and economy are fully 
explained in this illustrated 
booklet. Write Graybar. 
} Request Bulletin BD-750. 























” Grayba 


CALL GRAYBAR FIRST FOR... 


ELECTRIC CO., INC. 
420 Lexington Ave., New York 17, N. Y. 














Local Graybar Representatives will work with you or your 
electrical contractor in the selection of wiring and equip- 
ment to meet today’s needs...and tomorrow’s. 


“Plan in’ future plant flexibility... today 


Planning extra power capacities for future expansion is 
an important consideration in new plant construction. 
Today’s pressure of electrical growth often outstrips 
power-carrying capacity long before the equipment itself 
becomes outmoded. This then, is the most important reason 
why it pays to call Graybar first on any wiring project. 
A Graybar Inside Construction Specialist can not only 
help you determine a power-distribution system to satisfy 
present and near-future needs, but also to “plan in” flexi- 
bility for long range expansion. 


Over 100,000 different electrical items are distributed 
by Graybar through its nation-wide system of offices 
and warehouses. Complete catalog and quotation service 
covering them is available to help you work out job costs 
and specifications — for lighting, power, control, ventila- 
tion, communications, as well as wiring. 464-171 





IN OVER 120 PRINCIPAL CITIES 
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$500,000 skyrocket! 


xploding 2000-barrel asphalt tank booms skyward, showering 

asphalt on adjacent tanks, to devastate this storage area. 
fire has gained such headway, it becomes extremely difficult 
ntrol. 


t there is a time when practically any fire can be controlled 


kept from turning into a disaster. That moment is at the very 
and the way to do it is with a Grinnell Fire Protection 


inell has spent more than three-quarters of a century building 
stalling reliable fire protection systems. Today Grinnell can 
ou a system for every need. If you face a fire problem, call on 
ll. Grinnell engineers are trained to evaluate your property 

ise on the proper system for you. With a full range of equip- 
ou are assured of unbiased recommendations which will be 
to your needs. Grinnell Company, Inc., 273 West Exchange 
OV idence, R. al 








There’s a GRINNELL 
Fire Protection System 
for every fire hazard 


Automatic spray sprinklers — wet pipe, dry 
pipe and Simplex systems 


Deluge spray sprinklers—rate-of-rise detection 
—Multitrol wet or dry pipe systems 


Emulsion and vapor dilution extinguishment 
— Mulsifyre and ProtectoSpray systems 


Water spray for cooling, insulation, and 
controlled burning — ProtectoSpray systems 


Air foam blanket — ProtectoFoam systems 
Carbon dioxide blanket — C-O-Two systems 


Dry chemical systems 








GRINNELL 








Manufacturing, Engineering, and Installation of Fire Protection Systems Since 1870 
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NEW THOR 


SCREWDRIVERS 


Less noise on your lines means 
more production, better employee 
relations and morale 





ES, here is 75% less noise on your production 

4 line . . . the great new Thor “‘Silentair’’ Screw- 

drivers! A steel sleeve with 24 perforations is at- 

- tached over the exhaust of any of these Thor No. 

—= 2 series straight screwdrivers. This sleeve, with 

its acoustical pattern of holes, breaks up and 
~—. absorbs the sound of the air motor. 


Hear the difference between standard air driven 
=~ screwdrivers and Thor’s new ‘“Silentair.”” Try 
one. Then try the other. Then you’ll know what 

“—= silent air power can mean in your plant. 


= 





‘‘Silentair’’ is optional equipment on Thor air 
screwdrivers—the most powerful available to in- 
~, dustry. For a demonstration, contact your near- Quiet power on your lines 
est Thor factory branch listed below, or write lets employees do better 


Thor Power Tool Company, Aurora, Illinois. work, improves output — 
~N fewer mishaps, mistakes. 


THOR POWER TOOL COMPANY 


Aurora, Illinois 


Atlanta © Birmingham « Boston « Buffalo * Chicago 
e Cincinnati « Cleveland « Denver « Detroit * Houston « 
Los Angeles * Milwaukee * Newark © Long Island 
City, N.Y. © Philadelphia ¢ Pittsburgh + St. Lovis « 
San Francisco * Seattle * Toronto, Canada 
Export Division, New York City 
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CO “CAN DO” 


Other injection molders said...“Impossible” 
We took a second look 


It was a complex air-conditioning grille—no question about that. But 

impossible? —-our ingenious engineers didn’t think so. We helped with the 

plastic-part design .. . developed a special molding material . . . designed 

a mold with almost 90 feet of parting line . . . then built the mold. We 

molded the several plastic parts on our modern pre-plasticized presses, 

inspected, decorated, and conveyor-line assembled. Nosco packed and 

case histories—and a glimpse of palletized the finished parts according to our customer’s needs~-shipped 

Nosco plant and facilities, send for the the initial desired quantity as scheduled, and the rest were stored in the 
Tagg reams nlag warehouse section of our 227,000 sq. ft. plant, awaiting releases. 
Produce Your Needs In 


| 


Practical Plastics.” Not every job we do is an “impossible’’ one. But Nosco “Can Do” can 


make any plastics problem seem easier. We've proved it over and over again. 





= eel | Let Nosco prove it to you on your next plastic part. 

j Nosco Plastics, Inc. sgh | 

, Erie 1, Pa. tein’ we 

Please send me (_) copies | 
Nosco Brochure. 

! 

i oN 

naan oO * o 

+ NOSCO plastics, inc. + erie 1, pa. 
it — 

| World’s largest injection molding plant 

ents —_—— | 

Firm: a | 

| 
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GOODYEAR INDUSTRIAL PRODUCTS 


@)-Specified 


COMPASS CORD Transmission Belting 


Cord-covering envelope of tough, 
elastic fabric, resists wear. 


Multi-strand cords laid in a single 
, plane carry the load. Cords on 
opposite sides of belt axis are 
twisted in opposite directions to 


insure true running. 


C, Thinner cross-section permits longe 


life over smaller pulleys. 


wy 
. 1200% more life 
f; nding belt 
from wire-winding belts 
: “Games steel wire is drawn, it must be wound on months —cut down-time and maintenance costs 
u — ° ° ° ° ° 
spools. This is done on special machines with the inestimably. 
“ 
Ip of short, endless belts. 
-d help . eon How can the G.TM. and Compass Corp Trans- 
Ve Previously used belts lasted only six weeks. Exces- mission Belts cut your drive costs? Find out by 
as. sive oil, severe abrasion, short centers and high contacting him, your Goodyear Distributor or 
nd speed were the reasons for such short life. The writing Goodyear, Industrial Products Division, 
ed G.T M.—Goodyear Technical Man—was consulted. Akron 16, Ohio. 
he He suggested COMPASS CORD Transmission Belts 
(see blueprint) with oil-resistant top covers. YOUR GOODYEAR DISTRIBUTOR can quickly supply you with 
Hose, Flat Belts, V-Belts, Packing or Rolls. Look for him in 
ai RESULT: These endless cord belts cost less than the yellow pages of your Telephone Directory under “Rubber 
” half of those formerly used—last an average of 18 Products” or “Rubber Goods.” 


COMPASS CORD TRANSMISSION BELTS by 





GOODF/YEAR 


THE GREATEST NAME IN RUBBER 

Compass—T. M. The Goodyear Tire & Rabber Company, Akron, Obie! 
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When an 


ICE STORM CAUSED 
SINGLE PHASING 


and low voltage conditions. . 
we blew a flock of Fusetron fuses 
but we saved over 40 motors 


from burnout 


“Eor twenty-four hours 
after the bad ice storm of 
February 15, 1950 we were 
endangered by single phas- 
ing and low voltage con- 
ditions due to the damage 
done the power lines by 
the ice. 


“During this period, we 
blew a flock of Fusetron 
dual-element fuses—around 
240 in fact — but we figure 


that was a very cheap price 
to pay for saving overt 40 
motors from burning up. 


“After this experience 
we didn’t lose any time in 
putting all of our plant and 
equipment under Fusetron 
Fuse protection.” 


Michael G. Kupcho, 

Master Mechanic 

Ashland Shirt and Pajama Company 
Ashland, Pennsylvania 
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You too, can be safe from 
electrical hazards by using 


Fusetron@fuses 


They provide 
10 Point Protection 


1 High interrupting capacity—protect against heaviest 
short-circuits. Have proven on tests to open safely on 
circuits set to deliver in excess of 100,000 amperes. 





















burnout. 


2 Protect against needless blows caused by harmless 
overloads. 
‘ 5 
3 Protect against needless blows caused by excessive 
heating—lesser resistance results in cooler operation. Ro eee : 
4 Provide thermal protection — for panels and switches | Muted Rahele 
against damage from heating due to poor contact. 
ac bd ° 
5 Protect motors against burnout from overloading. Obtainin; 3 
6 Protect motors against burnout due to single phasing. will not smea. 
7 Give DOUBLE burnout protection to large motors — when some or: 
without extra cost. cement or th 
8 Make protection of small motors simple and Hozecezter t' 
inexpensive. 
9 Protect against waste of space and money — permit } 
use of proper size switches and panels. ’ es 
10 Protect coils, transformers and solenoids against ‘ mts 


Write for bulletin FIS. 


TRUSTWORTHY NAMES IN 
ELECTRICAL PROTECTION 





DON’T RISK LOSSES — Start today 
to install FUSETRON fuses throughout 
the entire electrical system! 


— 














JANuary, 








For loads above 600 
and up to 5,000 amps., ..« « 
use BUSS Hi-Cap Fuses... 


They have unlimited inter- 

rupting capacity to handle any cuits to limit fault outages to 
fault current regardless of sys- circuits of origin. 
a gene. Dependable service through 
the years because there are no 
moving parts to stick or get out 
of order. 


Write for bulletin HCS. 


Overload protection as well 
as short-circuit protection. 


Coordinated with Fusetron 
fuses on feeder and branch cir- 






BUSSMANN MFG. CO. (Div. of McGraw Electric Co.) St. Louis 7, Mo: 


F i — 
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HARDENED and GROUND PRODUCT 








The items pictured here represent 
but a small segment of the great 
variety and forms of hardened 


and ground product produced 











at our Cleveland plant. Headed, 
milled, formed, blanked, tapped, 
cross-drilled — whatever your 
ne€ds, it will be to your advantage 


to use our complete facilities. 


SCREWS - NUTS - WASHERS 
CLUTCH HEAD SCREWS 
STAMPINGS 


OFAN UE exe Melo) mony are bile We B10) 0 O10) ole) wet eleye| 


Chicago 8 Cleveland 2 New York 7 
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MATERIAL SHORTAGES 
LIKELY 


CONTROL MEASURES 
SUGGESTED 


TIGHT SUPPLY 
TALLY 


REPORT 


for purchasing agents 








January 1, 1956 


Industry is again heading into a market where there will be 
many Shortages. While the military take has been shaded, and 
now represents a much smaller fraction of material usage, 
other uses are booming. So much so that there is mounting pres- 
sure for either mandatory controls over materials, or a form of 
voluntary allocation. 

Tightest situation is in heavy steel. Moreover, there is 
a tight supply outlook for the two metals that along with the 
ferrous group make up the backbone of our metal economy—copper 
and aluminum. 

The combination of steel, copper and aluminum has been used 
as the basis for the various materials control programs initia- 
ted by the Government as both war and peace emergency measures. 











Now the heat is on again for some form of controls. The 
pressure comes from users who want a preferred position in get- 
ting on mill schedules—in obtaining deliveries. 

Among the groups that have been pushing for allocations of 
Searce materials either on a mandatory basis or by "voluntary 
allocations" are transportation and specific large-scale con- 
struction. 

Within the Government there is strong resistance to either 
mandatory controls or a voluntary allocation program. Reason 
for Government reluctance is that with the exception of nickel, 
where the military take represents a healthy slice of the out- 
put, the materials tightness comes from civilian users. 

Under the Defense Production Act, the Government is author- 
ized to set up materials allotment programs to meet a military 


emergency, but not to decide whether available steel is to be 























diverted from bobby pins to freight cars. 


* * * 


Currently, the tight supply outlook is mainly in steel, 
copper, aluminum, cement, nickel—and in some chemicals. There 
is surplus in textile fibers and agricultural products. We are 
in a fairly comfortable situation on rubber and a large group of 
chemicals. 

The problem of material supply will come to a head next year. 
For a variety of reasons, and with politics not the least of 















Economy Buy for Many 
Process Services 


IN PULP AND PAPER, WOOD TREATING, 
CHEMICAL, PETROLEUM, ETC. 


WORKING PRESSURES: GATES AND CHECKS 


12 in. and smaller—200 psi W.O.G. 
14 in. and larger — 150 psi W.O.G. 


















Cross section, Check, No. 14493 Cross section, Gate, No. 14477 
Flanged ends . Flanged ends 
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Crane Nickel Cast iron Valves 
IMMEDIATE DELIVERY from Factory Stocks 


Why wait for low nickel alloy cast iron valves Crane 18-8 SMo alloy trim in these valves combines 

when you can get Crane quality—at no extra with nickel alloy body to assure tight seating and 

cost —immediately from factory stocks? Gates smooth, maintenance-free operation. The gates have 

on hand in sizes: 2” —212”—3” —4” —6” —8” —10” Crane features such as: full-length disc guides. . . 2- 

12"—14”—16”—18”. Checks in all the same piece ball-type gland . . . T-head disc-stem connection. 

sizes up to 12” incl. (14”—16” —18” will be made The checks feature all 18-8 SMo trim, including body 

to order). This delivery offer good while present ring, disc, hinge and hinge pin in sizes 2 to 12 inches. 

stocks last. Valves 14 inches and larger have disc same as body, 

.e valves have an outstanding record in the pulp with 18-8 SMo disc faces. 

per industry in handling various alkaline liquors. You'll save with these valves on original cost and 

od treating they’re used successfully on creosote maintenance. Call a Crane Representative for imme- 

ind oils. They’re ideal, in the petroleum indus- diate delivery! Crane Co., General Offices, Chicago 5. 
‘handling oils containing traces of mineral acids. Branches and Wholesalers in all industrial areas. 


C F A N E Since 1855 


VALVES & FITTINGS « PIPE « KITCHENS © PLUMBING ¢ HEATING 
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them, there will be conditions prevailing that will further boom 
the economy. 

The St. Lawrence Seaway development will take large ton- 
nages of steel. There will be a big push on the building of 
freight cars. It appears certain that the Congress will vote a 
much larger interstate highway building program. fThere is 
little question but that the Federal Government will put money 
into school construction. 

Most of these new demands will be a plus over and above the 
large tonnages of materials going into various construction 
and industrial uses. Materials will be tight. 





* * 


Under these conditions, it would appear that Government 
would be preparing to work out some method of materials distri- 
bution—either on a mandatory or voluntary basis. 

But there is little enthusiasm for a Government-supervised 
control program. Government advisers who went through the 
World War II CMP program, the postwar voluntary steel allocation 
program, the Korean version of CMP, and who are currently re- 
sponsible for the priority program for military uses of mate- 
rials, are much against a materials control program, even though 
Supply gets very tight. 

Heart of the opposition to a materials control program for 
civilian industry uses is that it is impossible to set up any 
reasonable yardstick of essentiality in a period of boom. 

The whole economic pace is sparked by the production and 
purchase of luxury products. It is essentially a luxury econ- 
omy. It is impossible to justify giving one luxury industry a 
priority over another. 




















* * * 


If the Government were to help one user to obtain materials 
for a non-military purpose in a period of a boom luxury market, 
it would be impossible to draw the line at any point. 

Any diversion of materials from one industry to another 
would create an employment problem in those industries deprived 
of a free access to materials. 











* * * 


On the other side of the fence is the problem that the large, 
well-established buyer will get preference in obtaining mate- 
rials in a scarcity market, while the smaller buyer will get 
badly squeezed. 

These are the conditions which create gray—and later black 
markets. It may be too early to talk about gray and black mar- 
kets when the real pressure for materials has not begun, but such 
markets can be expected with great scarcity— and some well- 
defined markers are definitely pointing to developing scarcity. 





* * * 


Another paramount issue for purchasing is prices, and here 
the outlook seems crystal clear. For some two years, roughly 
ending the middle of 1955, prices remained stable. 

Industry absorbed some cost increases, and compensated for 
others by using substitute materials and improving productiv- 
ity. There was intense competition, and this kept prices down 
and pared down profits. 

Now, the picture has been altered. The wage increases 
which have been tacked onto costs during the last year are being 
written into the price levels. 
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Vant a "Leg Up” On Production? 


If you’re “‘left at the post” in today’s race for quality production 
at competitive prices, better study Ledloy’s* form sheet. 
e Faster feeds and speeds 
e Longer tool life 
e Fewer production line breakdowns 
e Finer finish—often eliminates final 
| ARISTOLOY machining. 
a Truly a steel with “Built-in Productivity.” 


For proof of increased production at lower costs, try a partial 
run with Aristoloy Leaded Steel. 
*Inland Ledloy License 
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COPPERWELD STEEL COMPANY «+ STEEL DIVISION + WARREN, OHIO 
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SPECIAL SERVICE FOR READERS 


You will want additional information about the equipment, materials, serv- 
ices or methods described or advertised in this issue of PURCHASING. 


As a special service, our Reader Service Department will gladly and promptly 
arrange to have manufacturer’s literature regarding any item in this issue 
sent directly to you. 


Two cards are provided—one for you, and one for the individual to whom 
you pass your copy of PURCHASING: 
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VULCANIZERS KEEP CABLE UPKEEP DOWN 


A 16-page illustrated catalog gives full particulars 
on a line of portable electric vulcanizers to keep 
cable upkeep down. Data is supplied on vulcanizing 
supplies, tools, molds, compounds. 


Joy Mtg. Co. 
Circle No. 1 on Inquiry Card—Page 17 


WIRE CLOTH MADE FROM MANY METALS 


Listed in a 15-page, color catalog (No. 55) are 
various kinds of industrial wire cloth in rolls and 
fabricated parts. Included are types of weaves, 
over 19 metals used, mesh, etc. 


The Pequot Wire Cloth Co. 
Circle No. 2 on Inquiry Card—Page 17 


INDICATORS, GAGES, INSTRUMENTS 


Bulletin No. 416 illustrates in 80 pages 140 models 
of dial indicators, dial gages and instruments. These 
include test indicators, comparators, strain gages, 
vibrometers, etc. 


The L, S. Starrett Co. 
Circle No. 3 on Inquiry Card—Page 17 


POLISHING HEADS, ABRASIVE BELTS 


A comprehensive account of the brush-backed 
polishing head in various models is contained in 
bulletin No. 102. An abrasive belt unit and acces- 
sories are covered in bulletin No. 104. 

Grinding & Polishing Machinery Corp. 


Circle No. 4 on Inquiry Card—Page 17 


PRACTICAL APPLICATIONS OF VACUUM PUMPS 


Printed in 2-colors, catalog No. 425 describes 50 
different fields in which vacuum pumps could be 
used. They range from a % hp unit with 2cfm to 
a 40 hp unit with 780 cfm displacement. 

Kinney Mfg. Div., N.Y. Air Brake Co. 


Circle No. 5 on Inquiry Card—Page 17 
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CONVEYORS WITH BETTER BEARINGS 


Twenty pages of data in catalog 60A treat of a 
line of medium and heavy duty roller conveyors. 
Cutaway views show dustproof, greased-for-life 
plain and ball bearings. 

The E. W. Buschman Co, 


Circle No. 6 on Inquiry Card—Page 17 


BALANCED VALVE REGULATORS 


High and low pressure balanced regulators, adapt- 
able to many special arrangements to satisfy spe- 
cific control requirements, are outlined in 36-page 
bulletin No. 1094, full of line drawings. 

Rockwell Mfg. Co. 


Circle No. 7 on Inquiry Card—Page 17 


USE OF ALUMINUM IN BUSWAYS 


An eight-page bulletin (2-color, No. GEA-6169) 
describes use of aluminum bus bars in both feeder 
and plug-in or trolley busway distribution systems. 
Aluminum is shown to conduct well. 

General Electric Co. 


Circle No. 8 on Inquiry Card—Page 17 


TABLES OF INDUSTRIAL STANDARDS 


Arranged for easy reference, 112-page paper-bound 
volume contains selected tables useful in various 
industries for establishing standards. The formulae, 
charts and definitions are concise. 

United States Testing Co., Inc. 


Circle No. 9 on Inquiry Card—Page 17 


MAKING PRECISION PARTS 


Practically the whole current technology of pre- 
cision mechanism is pictorially reviewed in a 32- 
page, illustrated publication. It describes facilities 
for making complex parts. 

Hamilton Watch Co., Allied Products Div. 


Circle No. 10 on Inquiry Card—Page 17 
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SLINGS, FITTINGS 
DESCRIBED 


The Tuffy Sling Handbook 
(8%” x 11”) contains 60 
pages of illustrations, charts and diagrams des- 
cribing 16 factory-fitted slings and 24 fittings. 

Union Wire Rope Corp. 


Circle No. 11 on Inquiry Card—Page 17 


STEELS FOR THE ELECTRICAL INDUSTRY 


\ 24-page data sheet gives information and num- 
ous graphs on Monimax (contains molybdenum) 
and Sinimax (contains silicon) EM-20 steels, two 
specialized types for use in the electrical field. 
Allegheny Ludlum Steel Corp. 


Circle No. 12 on Inquiry Card—Page 17 


LEAD BATTERIES FOR MOTIVE POWER 


The industrial cycle service is fully covered in a 
{8-page manual on lead batteries for all types of 
motive power. It includes charts, photos, tables, 
repair & maintenance hints. 

C & D Batteries, Inc. 


Circle No. 13 on Inquiry Card—Page 17 


WHERE TO USE LIMIT SWITCHES 


Bulletin GEA-6131A (8-pages, two colors) con- 
tains application information, product ratings and 
limensions on a line of lever and rotating cam 
type limit switches for varied purposes, 

General Electric 


Circle No. 14 on Inquiry Card—Page 17 


CARBON & STEEL ALLOY TUBING 


Four major classifications of carbon and alloy steel 
tubing—mechanical, pressure, airframe, and air- 
craft mechanical—are described in an 8-page cata- 
log. Also covered is tube fabricating. 

Copperweld Steel Co., Ohio Seamless Tube Div. 


Circle No. 15 on Inquiry Card—Page 17 


ADVANTAGES OF REINFORCED PLASTIC 


A fully illustrated, 2-color reference manual covers 
the advantages, applications and procedures for 
ising “Scotchply,” the first formable reinforced 
plastic sheeting for structural jobs. 

Minnesota Mining & Mfg. Co. 


Circle No. 16 on Inquiry Card—Page 17 










SAWS FOR CUTTING ALL TYPE MATERIALS 


A 60-page, 84 x 11 catalog describes and illustrates 
a complete line of hacksaws, band saws and band 
knives. It includes illustrations applications and 
reference tables on all types. 


The L. S. Starrett Co. 
Circle No. 17 on Inquiry Card—Page 17 


AUTOMATIC FEEDERS TO SPEED PRODUCTION 


Elevating, blade rotary and vibratory feeders which, 
with accessory conveyors, make machine tools fully 
automatic, are dealt with in a 2-color illustrated 
brochure. They handle symmetrical parts. 

Feedall Inc. 


Circle No. 18 on Inquiry Card—Page 17 


MILLS, COUNTERBORES, HOBS STOCKED 


Catalog No. 18-C details in 52 illustrated pages 
a line of milling cutters, end mills, counterbores 
and hobs stock-fabricated. Full specifications are 
supplied with hints on ordering. 

National Twist Drill & Tool Co. 


Circle No. 19 on Inquiry Card—Page 17 


WHEN TO USE WHAT HEATING ELEMENT 


Profusely illustrated, a 28-page booklet, No. EC-53, 
is designed for the convenient selection of electric 
heating elements suited to equipment or a product. 
Unique data charts aid selection. 

Cutler-Hammer Inc. 


Circle No. 20 on Inquiry Card—Page 17 


RECTIFIER DESIGN FACTORS 


A 12-page “Selenium Rectifier Design Data Guide” 
gives factors to be considered in designing indus- 
trial and military rectifiers and explains their 
importance. Rectifiers are listed. 

Federal Telephone & Radio Co. 


Circle No. 21 on Inquiry Card—Page 17 


POSITIONERS POWER-CONTROL LOADS 


Pneumatic power positioners that drive valves, 
dampers or other devices to provide the “muscles” 
for thousands of exacting control loads in every 
industry form text of File Folder TP-MFTI. 
Hagan Corp. 


Circle No. 22 on Inquiry Card—Page 17 
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4 times the life... 
A the maintenance 


through proper selection of LINK-BELT chain 


‘<i ete | | | ’ Bucket elevator at 
: fertilizer plant proves 
advantage of choosing 
from this complete 
line 




















Often there’s no need to go to excessively 
costly cast special alloy chains to get long life. 
Here’s proof: In an Indianapolis fertilizer 
plant, Link-Belt SS-111 bushed chain (left) 
handled an average of 75,000 to 80,000 tons 
of fertilizer before requiring replacement. 
The previous type of chain had to be replaced 
after handling 18,000 tons. 


This installation is an example of the effi- 
ciency and economy that can be gained by 
applying the one chain best suited to specific 
conditions from the complete Lixk-Belt line. 
Remember, no other single source cffers you 
such a broad range of roller, silent, cas!, com- 
bination, forged and fabricated chains . . . 
with matching sprockets. 

A call to your nearby Link-Belt office or 
authorized stock-carrying distributor will 
bring you all the facts about the complete 
line of Link-Belt chains and sprockets. 


gr oe 


Under severely corrosive conditions, Link-Belt SS 
chain on bucket elevator of this type in fertilizer 
plant handled 80,000 tons, to previous chain's 18,000. 


Looking for the best 
chain for a specific 
need? Link-Belt makes 
the complete line. 







LXS steel 
chain 


LINK 


CHAINS AND SPROCKETS 


LINK-BELT COMPANY: Executive Offices, 307 N. Michigan Ave., 
Chicago 1. To Serve Industry There Are Link-Belt Plants, 
Sales Offices, Stock Carrying Factory Branch Stores and Dis- bushed chai 
tributors in All Principal Cities. Export Office: New York 7: eee 
Canada, Scarboro (Toronto 13); Australia, Marrickville, 
N.S.W.; South Africa, Springs. Representatives Throughout 

the World. 13,910 
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Class C 
combination chain 





“‘Flint-Rim”’ 
cast sprockets 
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ALUMINUM PIPE 
FOR EVERY PURPOSE 


Characteristics and advan- 
tages of aluminum pipe 
for conveying everything from air to acid are 
presented in a 2-color, 18-page booklet. Each major 
field of application is covered in detail. 
Aluminum Co. of America 
Circle No. 23 on Inquiry Card—Page 17 


DO YOU BUY RUBBER PARTS? 


Molded and extruded rubber products are covered 
in a Rubber Engineering Data Book. A section 
details technical specifications and relative proper- 
ties of natural and various synthetic rubbers. 
Tyer Rubber Co. Industrial Div. 
Circle No. 24 on Inquiry Card—Page 17 


POWER TOOLS FOR VARIOUS MATERIALS 


A 5l-page catalog lists power tools for cutting, 
shaping, drilling, and finishing wood, metal, fiber 
and plastics. Illustrated, it describes jointers, plan- 
ers, arbor saws, sanders, etc. 
Boice-Crane Co. 
Circle No. 25 on Inquiry Card—Page 17 


INDUSTRIAL DIAMOND TOOLS DESCRIBED 


Illustrations and tool specifications covering dia- 
mond tool and thread grinding dressers, and center 
cones form text of catalog titled “Diamond Dres- 
ers.’ Hints are given on wheel dressing. 
Diamond Products, Inc. 
Circle No. 26 on Inquiry Card—Page 17 


METAL RACEWAYS, FITTINGS 


Illustrated and described in a 132-page catalog 
and wiring guide is a complete line of metal 
raceways and fittings. Detailed instructions are 
supplied for installing all sizes. 


The Wiremold Co. 
Circle No. 27 on Inquiry Card—Page 17 


SPEEDING CAN PRODUCTION 


\ complete line of flanging, beading and thread 
rolling machinery for medium and high speed 
-an-making lines is covered in a 20-page catalog. 
Many types of automatic machines are listed. 

E. W. Bliss Co. 


Circle No. 28 on Inquiry Card—Page 17 


CUTTING MACHINE ENLARGES PLANT 
PRODUCTION 


Catalog 8048, fully illustrated, describes in 12 pages 
the “Oxygraph” multiple torch gas cutting ma- 
chine. It cuts an unlimited variety of shapes from 
steel plates, slabs, forgings. 


Air Reduction Sales Co. 


Circle No. 29 on Inquiry Card—Page 17 








HIGH TEMPERATURE USES OF MOLYBDENUM 


A complete picture is provided in a 72 page boox- 
let of the present high temperature applications of 
molybdenum and possible uses in future such as 
in turbine blading, due to 4750 F melt point. 
Climax Molybdenum Co. 
Circle No. 30 on Inquiry Card—Page 17 


VULCANIZED FIBRE IN INDUSTRY 


A 20-page, copiously illustrated brochure gives 
a clear view of the innumerable possible uses of 
vuleanized fibre in industry. Its properties and 
methods of fabrication are given. 
National Vulcanized Fibre Co. 
Circle No. 31 on Inquiry Card—Page 17 


STAINLESS FASTENINGS FROM STOCK 


A complete line of all types of stainless steel 
fastenings available “right-off-the-shelf” is listed 
in catalog No. 55A. It includes most types of screws, 
nuts, washers and pipe fittings. 
Star Stainless Screw Co. 
Circle No. 32 on Inquiry Card—Page 17 


ALL TYPES OF STAINLESS FASTENERS 


A new two-color 52 page stainless fastener data book 
covers forty basic fastening devices. Also covered 
are specifications, engineering data, properties, ap- 
plications, etc. 
Allmetal Screw Products Co. 
Circle No. 33 on Inquiry Card—Page 17 


HYDRAULIC & AIR-DRIVEN COMPONENTS 


Catalog No. 555 lists a complete line of hydraulic 
and air driven units-for any type of lifting, push- 
ing, or pulling job. Included are pumps, cylinders, 
rams, foot lifts, jacks, etc. 
Star Jack Co., Inc. 
Circle No. 34 on Inquiry Card—Page 17 


WELDLESS STEEL RINGS IMPROVE PRODUCTS 


Design advantages and cost-cutting applications of 
forged weldless steel rings and flanges in indus- 
trial processing equipment and machinery are dis- 
cussed in 12-page bulletin No. 10,000. 
Baldwin-Lima-Hamilton Corp., Standard Steel Works Div. 
Circle No. 35 on Inquiry Card—Page 17 


HOW TO SELECT CLEANING MACHINES, 
MATERIALS 
Manual No. 10,000-G, containing 100 illustrations, 
shows various types of industrial cleaning machines 
and supplies technical material to help plants select 
best material and machines. 
Magnus Chemical Co., Inc. 
Circle No. 36 on Inquiry Card—Page 17 
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Valves may look alike on the surface. Their 
performance is another story. And the in- 
side story of Powell Valves is that every 
Powell Valve has Performance Verified. 
X-ray and gamma ray inspection—ex- 
amining the very structure of the metal it- 
self—are two of the many ways that Powell 
can make absolutely certain that Powell 
Valves will give dependable flow control. 


Every part of every valve must pass 
rigid inspection. As a final step in manu- 


story : 


facture, every Powell Valve is subjected to 
an actual line test. Because of Powell’s 
pains-taking quality control, valve repair is 
cut to the minimum and plant shut down 
through valve failure is substantially re- 
duced. Records from refineries, power and 
industrial plants the world over prove it. 


Consult your Powell Valve distributor. 
If none is near you, we'll be pleased to tell 
you about our COMPLETE quality line 
which has PERFORMANCE VERIFIED. 


The Wm. Powell Company, Cincinnati 22, Ohio...110th YEAR 


FIG. 1793—Iron Body Bronze Mounted FIG. 2608—Bronze Full Flow 


0.S. & Y. Gate Valve for 125 Pounds 


Globe Valve for 200 Pounds W.S.P. 


FIG. 2491—Stainless Steel 0.S. & Y. 
Gate Valve for 150 Pounds W.P. 


POWELL VALVES 


BRONZE, IRON, STEEL AND CORROSION RESISTANT VALVES. 
For More Information Circle No. 167 on Inquiry Card—Page 17 
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Personnel changes affecting top 
posts in four district sales offices 
have been announced by Jones & 
Laughlin Steel Corp., Pittsburgh. 
Richard G. Carney, formerly in 
Chicago, is now district sales 
manager at St. Louis. Chester M. 
Kuhns has moved from St. Louis 
to become district sales manager 
Cleveland. The new district 
ales manager in Columbus is 
Alfred C. Pollock, formerly at 
Kansas City. And, Robert B. 
Clark, a salesman in Chicago, is 
yw assistant district sales man- 
ager in Chicago. . 


American Hoist & Derrick Co., 
St. Paul, Minn., has named G. O. 
Britton as manager of distributor 
sales. He will handle sales for 
the company’s line of crawler 
truck mounted cranes and 
excavators, as well as hoists and 
lerricks. 


und 





Tube Reducing Corp., Walling- 
ton, N.J., has organized its sales 
department into three divisions. 
C. L. Megargle, presently assist- 
ant sales manager, is also mana- 
ger of the new Specialty Tube 
Sales Division. In the Bearing 
Tube Sales Division, Byron C. 
Hague has been made manager. 
Finally, T. L. Lee has been ap- 
pointed manager of the new 
Rockdrawn Tube Sales Division. 


National Rubber Machinery 
Co., Akron, has opened offices in 
Chicago to increase sales engi- 
neering service in the area. Wil- 
liam G. Potts has been named 
as district manager of the new 
office. 


The new assistant sales mana- 
ger of Lewis-Shepard Products, 
Inc., Watertown, Mass., is Clem- 
ent N. Williams. 





C. N. Williams 








D. Frank Mederos has been 
made vice president and assistant 
to the president of Walworth Co., 
New York, manufacturers of 
valves and pipe fittings. 


The formation of a new sales 
district has been announced by 
Construction Materials Division, 
General Electric Co., Bridgeport, 
Conn. Called the Mid States dis- 
trict it covers Cincinnati, Dayton, 
and Columbus, Ohio; Indianapo- 
lis and the entire southern half 
of Indiana; Charleston and Par- 
kersburg, W. Va.; and Kentucky. 
Linvill L. Young has been named 
manager of the new district. 


Eastern Brass and Copper Co., 
New York, has appointed Wil- 
liam J. Senter as sales manager. 
He will direct sales activities in 
New York, New Jersey and New 
England. 





W. J. Senter 
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The Engineer from Continental 


Screw Co. ... 
y 4 i : me . a 78 
‘ EF. . ~— “y : ase : 
















Here’s Why Holtite-Nylok Locks Securely 


HOW NYLOK LOCKS 
(patented) 


Resilient Nylon plug (A) sets 
up lateral thrust, smoothly 
wedging mating threads to- 
gether (B). All of locking ac- 
tion is on the threads; head 
is not stressed. Locking is 
postive seated or unseated. 


...Will study your specific requirements for 


Holtite Nylok Screws at no cost to you! 


Talk to the Engineer from Continental 
about 1-piece self-locking screws and bolts 























anufacturers all over the nation are saving time and Only Continental Engineers 

money by switching to Holtite Nylok Screws. These Are Required To Have This Training 
amazing self-locking screws and bolts eliminate safety Each engineer at Continental is required to undergo thorough 
wire, lock washers, jam nuts, and various other locking experience producing ground thread taps and gages, with their 


devices. exacting screw thread dimensions. This special training is 
The secret behind their smooth efficiency is a nylon ican a te 
insert in the threaded section which provides a positive- 
locking action. Seated or unseated, they lock where they 
stop. Our engineers will be happy to study your specific 
requirements and make the correct recommendations at 
no cost to your company. 
Remember, Holtite Nylok Screws and Bolts give you 
these advantages: 














1. Positive locking 7. Defies vibration 
2. One piece; eliminates 8. No harm to mating 
separate auxiliary parts threads of parts ‘ 
3. Readily replaced 9. Acts as a seal You Can Always Count on Continental 
4. Interchangeable for gases and liquids a 
5. Re-usable under high pressures C t t i S C 
6. Locks seated or unseated 10. Locks where it stops 0 n in e in a C rew 0 - 
It will pay you to talk over your fastener problems with Manufacturers of Holtite Fastenings 
the Continental Engineers. New Bedford, Massachusetts, U.S.A. 
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Suppliers 


\eroquip Corp., Jackson, Mich., 
nade Kent R. Manning gen- 
manager of the Jackson divi- 

He will be responsible for 
and manufacturing of all 
ift products made up by the 
yn, including Elbeeco, Inc., 
sidiary. 


Villiam W. Ogren is now gen- 
e! ales manager of the Penco 
Metal Products Division, Alan 
Wood Steel Co., Conshohocken, 
Pr }) 


ice D. Henderson has been 

operating vice president 

vision manager in charge of 

ir conditioning division of 

Westinghouse Electric Corp., 

Pittsburgh. Mr. Henderson has 

vice president in charge of 
asing and traffic. 


new distributors have 
appointed by The Polymer 
Corp. of Pennsylvania, Reading. 
B ngs, Inc., Cleveland and 
napolis, will cover Ohio, 
Indiana, Pennsylvania, West Vir- 
New Jersey and Kentucky. 
\ subsidiary, Dixie Bearing Co., 
lanta, will handle the south- 
1 and southwestern states. 
Delta Products Division, 
Accessories, Inc., Fort Worth, 

yver northern Texas. 


ph M. Murphy has been 

ted special production rep- 

tative of the Container 
Division, Robert Gair Co., Inc., 
New York. 





Additional “Suppliers in the News” 
will be found following the 
Industrial Development section 





The H. M. Harper Co., Morton 
Grove, Ill, has announced two 
appointments. R. N. Hillner is 
now manager of standard product 
sales. He will take charge of all 
standard products in bolts, nuts, 
screws, washers, rivets, etc. John 
A. Stevenson is manager of tech- 
nical sales. He will handle spe- 
cialty engineering products in- 
cluding fastenings of titanium and 
high temperature metals of 
Harper’s Aero Division. 


The new general sales manager 
of Pesco Products Division, Borg- 
Warner Corp., Chicago, is Donald 
R. Spotz. 


Five new pump distributors 
have been announced by Ampco 
Metal, Inc., Milwaukee. They are: 
Will Process Equipment Corp., 
Rochester, N. Y.; The Conduit 
Co., Tulsa; A-L Machine and 
Equipment Co., Franklin Park, 
Ill.; Rawdon Myers Agency, Cin- 
cinnati; and Paul B. Duggan, 
Chicago. 


The Cleveland Vibrator Co., 
Cleveland, maker of electric and 
pneumatic vibrating equipment, 
has named Gilbert R. Stocum as 
sales engineer for Illinois. 


Specialties, Inc., Alexandria, 
Va., has been made a franchised 
distributor of Parker synthetic 
rubber-o-rings for sealing appli- 
cations by Parker Appliance Co., 
Cleveland. 


Whitney Blake Co., New Haven, 
Conn., has named Edward J. 
Horelik as assistant sales manager 
of their Electronics Division. The 
division makes connectors for 
electrical, electronic and aircraft 
circuits. 


David W. Armstrong has been 
appointed manager of the new 
Kansas City, Mo., district sales 
office of the Fuller Co., Catasau- 
qua, Pa. 


Robert M. Gordon, formerly 
sales manager of the Air Impeller 
Division of the Torrington Mfg. 
Co., is now general sales manager 
for Milford Rivet & Machine Co., 
Milford, Conn. 


R. M. Gordon 


J. E. Johnson 


John E. Johnson is now direc- 
tor of sales for the Datamatic 
Corp., owned jointly by Minne- 
apolis-Honeywell Regulator Co. 
and Raytheon Mfg. Co. 


R. W. Bruins 


Robert W. Bruins has been 
named to the newly created post 
of manager of handler sales for 
The Colson Corp., Elyria, Ohio. 
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PHOSPHATES 
MAKE WATER WORK BETTER 


Of all the elements placed at the disposal of man, none is 
more widely used in manufacturing processes than water. 
But sometimes water possesses minerals which impair 
its ability to work at top efficiency. Throughout industry, 
Victor phosphates are used to make water work better. Cement 
manufacturers increase production and realize lower costs by 
adding a sodium phosphate to the raw slurry — 
less water is required and pumpability improved. Added to 
boiler water, sodium phosphates prevent costly scale... 
and Victor sodium tripolyphosphate is most effective 
as a builder in detergents and soaps. 
Write for the Victafile listed on the back page that tells how 
Victor chemicals are used in your industry. /t Pays to see Victor. 





AND THE 
GREEN 
GRASS 
GREW... 





Liquid fertilizer solutions give roots a hearty meal. These solutions are 
easily applied, and produce a sturdy, healthy growth of all plants and 
grasses because nitrogen, phosphorus, and potash are present in a readily 
available form. Today, many formulators specify one or more of Victor’s 
ammonium phosphates, potassium phosphates, or phosphoric acids, 
for the preparation of liquid or dry concentrates. 

Fertilizer manufacturers and formulators are invited to send for the Victafile 

and complete data on this new development. Jt Pays to see Victor. , 


BRUSH YOUR TEETH WITH PHOSPHATE? 


Sure you do. . . because Victor calcium phosphates are 
important polishing agents in many of today’s leading 
dentifrices. These pure, tasteless phosphates are 
manufactured to meet exacting specifications. They are soft 
enough to polish brilliantly and at the same time clean teeth 
effectively. Victor offers a complete line of dentifrice grade 
calcium phosphates, and our technical service department 
will be glad to help you select the best one for your needs. 
' Victor produces phosphates of exceptionally 
high purity and many of them also comply with USP 
and NF specifications. They are included in various 
Victafiles listed on the back page. Jt Pays to see Victor! 





















PATTY BAKES A CAKE 


With today’s easy-to-use prepared cake mixes, even mother’s little 
helper can bake an outstanding cake. Cake baking is no longer a 
“trick” . . . because modern mix-makers select Victor phosphates for the 
leavening. The “‘phosphate”’ is the determining factor in producing 
a cake with good volume, fine texture, and excellent flavor. And, it is 
also of major importance in the shelf-life of the mix. That’s why 
e most of the leading mixes contain one or more Victor phosphates. 
For information on a variety of phosphates that solve leavening 
problems, send for the new Victafile from the list on the 


oft 

athe back page. It Pays to see Victor! 
e 

nt 
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VICTOR CHEMICAL WORKS 


155 NORTH WACKER DRIVE « CHICAGO 6, ILLINOIS 
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Victor Chemicals for 


your industry 


Here’s a brand-new concept in chemical litera- 
ture that’s tailor-made for your industry. Each 
Victafile contains complete data on Victor phos- 
phates, formates, and oxalates used in your in- 
dustry. In simple, concise form, each Victafile 
provides important technical information on the 
Victor chemicals you can use to cut costs, in- 
crease production, or add sales appeal. 


Send for your copy of the Victafile edited 
especially for your industry. Just circle the num- 
ber of the Victafile you want, clip the coupon to 

ur letterhead and mail it today. 


SELECT THE VICTAFILE 
FOR YOUR INDUSTRY 





Agriculture 9. Leather Tanning 
Chemical 10. Metal Finishing 
Manufacturing and Rustproofing 

}. Dentrifices 11. Mining and 

4. Detergents Drilling 
and Soap 12. Paints 

5. Flameproofing 13. Petroleum 

6. Food and Products 
Beverages 14. Pharmaceuticals 
Glass, Ceramics 15. Plastics 
oo 16. Pulp and Paper 

17. Textiles 


8. Industrial and 
Household Cleaners 18. Water Treatment 








Victor Chemical Works 
N. Wacker Drive 
igo 6, Illinois 


Please send the Victafile for our industry circled below: 
45 67 8 9 10 11 12 13 14 15 16 17 18 


COMPANY 

1. DDRESS 

Crry___ STATE 

ATTENTION 

Please send sample of Victor Pa) 


| | 







































We have a particular problem; if there’s no obligation, please 
have technical service representative call. 
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Here’s one feature all 
1956 cars have in common 


™~,. thanks to AMERICAN 











Any auto show will quickly show you a ‘“‘familiar face’’, literally 
millions of times over . . . the good-looking, unmarred head of 
the Phillips cross-recessed Screw. For it’s a matter of record that, 
since American first introduced the Phillips Screw to industry, 
auto makers have come to use more and more of these modern 
fasteners until now most of the industry is standardized on 
Phillips . .. as one look at your own car will tell you. 


And why has Phillips fastening been so widely adopted in 

the world’s most cost-conscious, competitive industry? Ease of 
handling... speed and straightness of driving . . . unscarred work- 
surfaces, uninjured workers, no rejected work, no lost time. In fact, 


time savings overall run up to 50%. So the auto industry knows that 
Phillips Screws always cost least to use. 


7" 
a PT een 





And many auto makers bank on American to keep their assemblies 
rolling without a hitch. For they know that American has the 
volume capacity and the inflexible inspection systems 

that assure prompt delivery of top-quality Phillips 

fasteners of any type, size or metal. Likewise, 

you can get fastener problems off your mind 

once for all... just turn them over to American. 


p¢ marks the spot . . . the mark of extra quality 








AMERICAN SCREW CO. 


PHILLIPS HEADquvarters 
WILLIMANTIC, CONNECTICUT 


Plants at Willimantic, Conn. and at Norristown, Pa. 
Warehouse and office at Chicago 
Office, Detroit, Michigan 


Pe 2 ae eae 
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STRIP- Flat Wire 
converted 

fo your exact 
requirements 


Complete Inventory 
Delivery from Stock 
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NSTANCES of salesmen going 

over the head of the pur- 
chasing agent to get an order are 
legion. The photo above is prob- 
ably unique in that it shows buy- 
ers going “over the heads” of 
suppliers in order to get what 
they need. 

The scene is the new, modern 
office building of The Wakefield 
Company at Vermilion, Ohio, 
half completed. Construction had 
gone smoothly on schedule, until 
one critical point was reached 
and the project came to a stop. No 
glass! And glass, lots of it, was a 
very important part of the design. 
After P. A. Leroy S. Grant (4th 
from the left) had made count- 
less telephone calls and several 
trips to suppliers, all to no avail, 
he decided to go over the heads 
of manufacturers and distribu- 
tors. So he lined up the whole 
executive and office staff in the 
gaping, empty sash spaces of the 


e e filosofy of buying 


building they hoped to occupy, 
to pray for glass to complete the 
building. 

Demand for glass continues to 
show great vitality despite to- 
day’s unprecedented use of plas- 
tic materials in applications 
where glass formerly reigned su- 
preme. The Wakefield Company 
itself has installed more than a 
million square feet of acrylic and 
vinyl plastics in multi-functional 
electrical ceilings that provide 
light, noise control, air distribu- 
tion and other services in modern 
commercial buildings. But they 
need a lot of glass for their own 
offices, and at the time of this 
writing they haven’t yet found it. 


[* TUNE with the times, one 
of the big New York stock 
brokerage firms (whose slogan 
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is “Today’s methods for today’s 
markets”) is offering its custo- 
mers a Do-It-Yourself Research 
Kit. Old stuff for purchasing 
agents. Although the information 
and facilities for research have 
improved tremendously over the 
years, they have long known— 
and still know—that the only 
way to put those tools effectively 
to work is Do-It-Yourself. 


| gears on new applica- 
tions for stainless steel, Al- 
legheny Ludlum’s Steel Horizons 
notes that the currency of the 
Republic of Costa Rica is now be- 
ing made of stainless steel, and 
shows the photograph of a shiny 
new minted coin to prove it 
However, enterprising fabrica- 
tors are not advised to get into 
this field, for the U. S. Mint has 
exclusive rights. When is a nickel 
not a nickel? When it’s made of 
stainless steel. 


WEET’S “Marketing Memo 

No. 22” reports on a research 
study made by Newsweek Maga- 
zine on “Selling the Industrial 
Market Today.” There’s a back- 
handed tribute to purchasing 
listed among the six major ob- 
stacles facing industrial sales- 
manship. Obstacle No. 6. is: 
“Overcoming Industry’s Estab- 
lished Buying Practices .. . As 
in production, a major determin- 
ant in purchasing is control of 
costs . . . Such control, however, 
requires tightly organized and 
controlled buying procedures. 
These procedures, while adding 
to the efficiency of the buying 
function, seriously impair the 
salesman’s scope of operations 

. the salesman’s freedom of 
action in seeking out impending 
needs and transmitting product 
information to important buyers 
has been seriously limited.” 

“It is also interesting,” the re- 
port continues, “to note in sever- 
al instances discrepancies be- 
tween the buyer’s version and the 
salesman’s version of how the or- 
der developed and was consum- 
mated.” 
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STRAINERS 
° GASKETS 
© ARRESTORS 








© FILTERS 
© SHIELDS 
© BARRIERS 











© TRAPS 
© GUARDS 
© SCREENS 





Just to name a few... and most of the parts we are making 


to special order don’t really have 


a name! Our real specialty 


is fabricated wire cloth parts, made to your specifications. 


Any metal, almost any size, almost any shape... we can 


probably assemble it for you . . . faster, better and at a lower 


cost, than you can do it yourself. 


For more information, just send for our latest Fabricated Parts 
Catalog. 


Reewark 


NEWARK 






351 VERONA AVENUE > 


For More Information Circle No. 172 
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‘The other day when the Detrex 
man was in to see me, he dropped 
a couple pieces of information that 
really made me stop and think. 
The first thing he pointed out was 
that metalworking and surface prep- 
aration account for % to of all 
the operations in the average metal- 
working plant. That started the 
gears rolling. If this was true in 
our plant, here was a good spot to 
realize some important dollar 


savings. 


‘Well, after finding that 30% of 
our operations were in metal clean- 


ing and surface preparation, I knew 


Phosphate Coating 


Detrex zinc phosphate coatings pro- 
vide a permanent, rust-resisting 
surface and at the same time bonds 
the paint finish to the metal. Paint 
peeling and flaking are retarded, cor- 
rosion from moisture is prevented. 
Phosphate coatings can be economi- 
cally applied by either immersion or 
spray methods. 





this was the spot to cut some costs 
. and no better way to start 
than by talking to a technician 
from Detrex. After all, they make a 
complete line of chemicals for metal 
cleaning and surface preparation 
—as well as the equipment too. 


“To make a long story short, the 
Detrex technician surveyed our 
plant and came up with several 
cost-cutting suggestions that were 
pretty important to us. You know, 
I bet he could do the same thing 
for you in your plant. You don’t 
even have to take the time to make 
the survey. I found out he will do 


'|t Really Made Me THINK!" 











it for you and it won't cost you a 
cent. Most likely you, too, will 
realize some important savings as 
a result of the survey. Talk to the 
Detrex technician about it the next 
time he calls, or write direct to their 
main office if you wish.” 


Senmice uith « Saving! 


/ Serer ’ 


etteor fj 
>/ 







CORP. 


Dept. 612 * Box 501 * Detroit 32, Mich. 


DEGREASERS ¢ DEGREASING SOLVENTS @ WASHERS 
ALKALI & EMULSION CLEANERS @ DRYCLEANING 
EQUIPMENT e@ PHOSPHATE COATING PROCESSES 





a OSS EO os MUO 


Emulsion Cleaners 


Detrex emulsions clean metal and re- 
tard rust in one operation. Once metal 
parts have been cleaned with Detrex 
Emulsion Cleaners rust will not attack 
them. Because they will not attack any 
known metal or alloy, Detrex Emulsion 
Cleaners offer greater flexibility. 
Temperatures, concentrates and 
chemicals can be tailored to your 
specific cleaning needs. 


SAE Tae 





3 
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_ Degreasing Solvent 


CS LEE ote 





PEt, | 


Detrex Perm-A-Clor has superior sta- 
bility and resists break-down into 
sludge or corrosive acid. Thus, Perm- 
A-Clor assures trouble-free, continu- 
ous production. Eliminates costly shut- 
downs for replacement of spoiled 
solvent, clean-out of sludge and neu- 
tralizing of cleaning equipment. 
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40 SNOISIAIG 


H.K. PORTER COMPANY, INC, 
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Here’s why 


it payS to order 


rubber products from 


your 












BELTING 
Conveyor, Transmission or 
V-Belting. 

HOSE 
For air, water, steam, oil, 
suction, welding. 

PACKING 


Chute lining, duck and 
rubber packing, hydraulic 
packing, press pads, sheet 
packing. 


GASKETS-MATTING 


MOULDED AND 
EXTRUDED RUBBER 
PRODUCTS 






















e PROVED PRODUCTS Your Quaker 


—Quaker Pioneer distributor carries rubber 
products with a proven ‘on-the-job’ record of 
trouble-free performance—products that give 
you more mileage per dollar outlay for belt- 
ing, hose, packing, etc. 


PROMPT SERVICE You can count 
on prompt delivery from your distributor. 
His large varied stocks include all standard 
items for your everyday needs. For your cus- 
tom-made requirements, your distributor has 
Quakers’ manufacturing facilities at his com- 
mand for fast service to you. 


SIMPLIFIED PURCHASING Asa 
single source for all your industrial rubber 
needs, your Quaker—Quaker Pioneer dis- 
tributor can save you multiple requisition- 
ing, follow-up shipments—and other costs of 
doing business with a number of sources. 


TECHNICAL AID For your particu- 
larly difficult problems, your distributor can 
bring you the assistance of Quakers’ technical 
experts. Consultation is free—and may re- 
veal new economies for you. 


H. K. PORTER COMPANY, INC. 
QUAKER RUBBER DIVISION 
Philadeiphia 24, Pa. 


QUAKER PIONEER RUBBER DIVISION 


San Francisco 7, California 
For More Information Circle No. 174 on Inquiry Card—Page 17 








CONTOUR-WELD PIPE...BEST BY ANY TEST YOU CAN NAME 


Flattening Si 4 4 "Reverse Bend (2%” O.D. X .154 Wall) 


and Flange Pressure (Tubing) 
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Trent’s new, patented Contour-Welded® 
stainless pipe and tubing gives you all the 
uniformity of wall thickness you’d expect in 
welded pipe and tubing — plus equal uni- 
formity in the weld zone itself. 

This new-type welded pipe is so smooth, 
so uniform, that the weld is almost 
imperceptible. What’s more, with 
no bead or undercut, local- 
ized corrosion or ero- 
sion is eliminated 


and erosion start there. 


TRENTWELD) =” 
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Stainless pipe 


..»-Dy Trent’s new Contour-Weld process 











... physical properties are better than those 
of any other pipe, welded or not. 

But try Trent’s new Contour-Welded pipe 
or tubing yourself. As a matter of fact, ask 
for a sample — and give it any test you like. 
That’s the quickest way to see for yourself 
why Contour-Welded pipe and tubing 

outperform any other. And it’s 
made by Trent — tube mill 
specialists. 


Normally, in producing welded pipe, the weld is made at the top. 

But gravity plays a nasty trick. It tugs at the fluid metal in the 

weld zone, pulling it down toward the middle of the pipe. The 
result, particularly in the heavier gages, is a perceptible bulge 
where it hurts the most—right on the I.D. surface. If you try to get 
rid of the bulge—at fair cost—the metal is undercut—and corrosion 


Why Trent’s Exclusive Contour-Weld Process Means Smoother Welds... 


But Trent put a stop to that—simply by going into partnership 
with gravity. With their exclusive Contour-Welding process, they 
weld at the bottom—and gravity works for them. For then, the 
bulge is in the opposite direction—blending in perfectly with 
4 _the contour of the pipe itself. 





Ye *Contour-Weld is the trade mark of the 

=> = ae Trent Tube Co. for its process of welding pipe and 

; SS tubing which is protected under U.S. Patent 2,716,692. 
SX 


STAINLESS STEEL TUBING 


TRENT TUBE COMPANY, GENERAL SALES OFFICES, EAST TROY, WISCONSIN (Subsidiary of CRUCIBLE STEEL COMPANY OF AMERICA) 
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“Truck rolls over... 


proof container. Here’s the Gair con- 
hat brought White Echo depth sounders 
truck smash-up without a scratch. 


He %, 


gO. “eat: 


but Gair containers save 
fragile electronic depth sounders! 


These are the facts — straight 
from Tom Crotty, factory manager, 
Wilfrid O. White & Sons, Inc., 
Boston manufacturer of navigational 
instruments: 

‘“‘Nineteen White Echo depth 
sounders, packed individually in Gair- 
designed containers, were ticketed for 
anxious customers in New York. 
The truck was involved in a serious 
accident. Most of the cargo was a 
complete loss and we figured our in- 


struments were damaged beyond use. 

“Upon return of the shipment we 
found that although some of the con- 
tainers were crushed, the liners had 
prevented even the slightest damage 
to the sounders. Electronic tests 
showed each instrument in perfect 
operating condition.” 

Your product can have the same 
protection that saved these fragile 
instruments. Write your nearest Gair 
Container plant to find out how. 


YOU'RE LIVING NEXT DOOR TO THE EXPERT 


GAIR CONTAINER PLANTS: Atlanta, Ga. + Cambridge, Mass. + Cleveland, Ohio » Holyoke, Mass. + Jackson, Miss. » Los Angeles, Cal. © Martinsville, 
Ve. © New Orleans, La. © No. Tonawanda, N.Y. © Philadelphia, Pa. » Plymouth, Mich. + Portland, Conn. + Richmond, Va. © Syracuse, N.Y. © Teterboro, N. J. 
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SHIPPING CONTAINERS © FOLDING CARTONS 


PAPERBOARD © KRAFT BAGS AND WRAPPINGS 


155 EAST 44TH STREET * NEW YORK 17, N.Y. 
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S.S. United States. . 


. most modern, 
fastest liner afloat. 
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A statement from 


a conservative organization: 


“Our records show that when a manufacturer once 
discovers the uniform quality of Roebling flat spring 


steel, he becomes a steady Roebling customer.” 


You, too, pay for the best spring steel make sure 
you get it. Specify Roebling. John A. Roebling’s Sons 
Corporation, Trenton 2, N. J 


© ROEBLING (ij 


~ 





Subsidiary of The Colorado Fuel and Iron Corporation 


DE LAVAL 


SINGLE STAGE 


for dependable industrial service 


CENTRIFUGAL PUMPS 





1) Shaft Sleeves. are screwed on, to 
abut the impeller and make a water-tight 
joint. Sleeve expands freely and inde- 
pendently of shaft when temperatures 
change. There is no tendency to buckle. 

2) Thrust Bearing locates rotor axially. 


3)Bearing Caps easily removable for 
maintenance. 

4)Bearing Brackets scraped to lining 
bars for perfect alignment. 

s)Iimpeller hydraulically balanced, fin- 
ished on all surfaces. 





@) Labyrinth Wearing Rings held ac- 
curately in machined grooves in both case 
and cover. 


() Impeller Wearing Rings threaded 
on impeller, opposite to rotation. 


(8) Flexible Coupling ground on all ex- 
posed surfaces and statically balanced, 
complete coupling supplied, pump half 
mounted on taper so that it can be easily 
removed. Check nut locks coupling on taper. 


() Deflector keeps water out of bearing. 


Labyrinth wearing 
rings minimize 
leakage...maintain 
high efficiencies 


Labyrinth rings used in these 

De Laval pumps retard flow 

of water through labyrinth 
passage. 


ww 


Flat rings showing relatively 
unimpeded flow of water. 


Stuffing Boxes extra deep; lantern 
rings for water sealing. 


@) Pump Case horizontally split; ma- 
chined to limit gages. 

@) Steel Shaft ground to limit gages. 
(3) Drip Boxes large; provided with 
drain openings. 

(4) Radial Bearing free to move axi- 
ally, thus avoiding temperature strains. 

(3) Glands split horizontally. 
Protecting Bushings renewable. 








You can count on the performance of the De Laval 
Single Stage Centrifugal Pumps because they are pre- 
cision-made to high manufacturing standards and 
incorporate the many quality design features shown in 
the cross-section. 

They operate at high or low speeds, at high or low 
heads...with maximum efficiency. 


For example, De Laval G, I and K Single Stage Double 
Suction Pumps have a capacity range of 175 gpm to 
6,000 gpm, and heads to 300 feet. They are available in 
sizes ranging from 4” suction and 3” discharge to 14" 
suction and 12” discharge. Write for Bulletin 1002. 

DeLaval also furnishes larger centrifugals for capaci- 


ties up to 70,000 gpm. 


Centrifugal Pumps 


DE LAVAL STEAM TURBINE COMPANY 


807 Nottingham Way, Trenton 2, New Jersey 
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Here’s Why We Specify 


D Starters 


nery We Buy 


SQUARE 


on the Machi 


PERFORMANCE, 


EASY INSPECT! 


Sure, we like Square D 


performance 
“gown time” at 2 ™ 
everybody knows 
best starter needs peri 
tion and preve® 
We like the wy SS) 
easy to handle those rout 





because it keeps our 
jnimum. BUT— 


odic inspec 


OFF-THE-SHELF PARTS KITS 


They make normal maintenan 
than ever- P 
ks, contacts, 


modifications easier 
aged parts include interloc 
coils, overload relays, pus 
selector switc 
easy to identify, 


ask YOU 





——_ 


ofonde| 


ce an 


hbuttons and 
hes. They re ea8Y to buy, 
and faster to install. 


R ELECTRICAL DISTRIBUTOR FOR SQ 








ON AND MAINTE 


1 Loosen two screws and the 
orc chamber cover comes off. 
Every contact surface can be 
inspected at ¢ glance. 


e 





3 Contacts are attached with 
separate screws—they can 
be removed and replaced 
without disturbing any wiring. 
A screwdriver is 
needed. 





the only tool 
























2 Remove four screws and 
entire movable assembly con 
be lifted off. Disconnect two 


wires and slip off magnet coil. 


1 eee 

A Sizes 0 through 4 starters 
have these separate mounting 
electrical interlocks for easier 
installation. Contact block is 


attached 
with two screws. 
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FIRTHITE TAH 


A heavy-duty, general purpose 
premium Carbide at no premium price 





OUTSTANDING FEATURES 
OF TXH 


@ Higher hardness to strength ratio. 
e Improved impact resistance. 


e Wider range of applications. 


Cooler operating temperatures. 
> Higher edge strength. 


e Greater resistance to abrasion. 




















TXH is new, brand new, not just another grade 
designation for an altered existing grade. It is a 


completely new concept . . . a combination of 
materials and processes designed specifically to 
do heavy duty, high production cutting opera- 
tions better than they have ever been done be- 
fore. It does. 


During development in Firth Sterling labora- 
tories, FIRTHITE TXH oxt-performed and out- 


lasted all other premium grades of carbide. After 
thorough introduction in the field, performance 
has exceeded laboratory predictions in case after 
case. 


Here is a premium quality carbide developed 
for an age of automation which, at no extra cost, 
out-performs and outlasts all others. 

Available from stock now in all standard tips 
and tools. Try it now and prove it yourself! 





2»R ENGINEERING SERVICE CALL YOUR NEAREST FIRTH STERLING REPRESENTATIVE 


| Firth Stesling — - 


PRODUCTS OF = STERLING METALLURGY 
— 


High Speed Steels 
GENERAL OFFICES: 3113 FORBES ST., PITTSBURGH 30, PA. 


Tool & Die Steets 
Stainless Specialties YY 
MILLS: McKEESPORT, TRAFFORD, DETROIT, HOUSTON High Temperature Alloys S, High Temperature Cermets 
)FFICES AND WAREHOUSES*: BIRMINGHAM CHICAGO* CLEVELAND DAYTON DETROIT* HARTFORD* 
HOUSTON LOS ANGELES* NEWYORK PHILADELPHIA PITTSBURGH WASHINGTON WESTFIELD,N.J. 


‘ \; Sintered Tungsten Carbides 
. Firth Heavy Metal 





yy Chromium Carbides 





Zirconium 


CALL YOUR FIRTH STERLING DISTRICT OFFICE OR DISTRIBUTOR. ASK MR. TOOLEY. 
<For More Information Circle No. 178 on Inquiry Card—Page 17 For More Information Circle No. 179 on Inquiry Card—Page 17 
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HOW A 


NATIONAL-STANDARD 


WIRE DEVELOPMENT 


keeps her hawr prettier 


all day long 


Millions of pounds of steel are used each 
year to make bobby pins. 


And it’s a tricky steel to make, as we learned while 
developing it .. . tricky, that is, if our 

customers were to avoid fabricating troubles and 
hold manufacturing costs to a minimum. 


We had to produce a special kind of round wire 

that could be flattened without cracking. It had to 

have an extremely uniform finish to facilitate 

coloring and to permit high speed processing 

without frequent costly adjustments of machinery. 

It had to be suitable for tempering to give the 
right springiness and tension. 


Not only did our engineers succeed in meeting 

all of these challenges, but they also were able to 

save our customers money on manufacturing, 
packaging and handling. 


We solve problems like these every day for our 
customers and give them better, more complete 
service than they get elsewhere. That’s why 
National-Standard is industry’s foremost supplier 
of special wire, wire cloth and strip steel. 

May we serve you, too? 


For More Information Circle No. 181 on Inquiry Card—Page 17 
42 


NATIONAL-STANDARD COMPANY «+ NILES, MICHIGAN 
Tire Wire, Stainless, Fabricated Braids and Tape 


ATHENIA STEEL DIVISION «+ CLIFTON, N. J. 
Flat, High Carbon, Cold Rolled Spring Steel 


REYNOLDS WIRE DIVISION e« DIXON, ILLINOIS 
Industrial Wire Cloth 


WAGNER LITHO MACHINERY DIVISION « JERSEY CITY, N. J. 
Special Machinery for Metal Decorating 


WORCESTER WIRE WORKS DIVISION «+ 
Round and Shaped Steel Wire, Small Sizes 


For More Information Circle No. 182 on Inquiry Card—Page 17> 
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WORCESTER, MASS. 











REINFORCED RESINOID BONDED 
ABRASIVE CUTTING PARTICLES 
AND FIBERS 


DIFFERENT... < i’ 


FOR EXTRA STRENGTH 
EXTRA SAFETY 


IT’S THE 


4 


RED WHEEL 
SIMONDS 


ABRASIVE CO.| 
ae = 


For rough, tough production grinding —welds, 
removing flash and bead; cleaning up rough ragged 
surfaces and edges. This new lightweight rigid 
type reinforced resinoid bonded abrasive wheel 
can give you sensational savings. Use Simex on 
portable disc type and right angle type portable 
grinders. Depressed center or raised hub shape; 

7” and 9” diameter x 3/16” and 1/4” thickness. 


re fi 

: SEND FOR BULLETIN ESA-244 

| AND LEARN HOW MUCH BETTER 
SIMEX IS FOR YOUR JOB 


neve Suviags SIMONDS ABRASIVE COMPANY + PHILADELPHIA 37, PA. 


SIMONDS DISTRIBUTOR'S Branch Warehouses: Boston, Detroit, Chicago, Portland, San Francisco. Distributors in Principal Cities 
STOCK + SERVICE «KNOW-HOW Division of Simonds Saw and Steel Co., Fitchburg, Mass. 
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iz 
NCHES SAVE... 


1) oe am 





What does this press cost you per hour? 


If you use shoulder or set-screw type punches, you have excessive 


press down-time when replacing worn or broken punches. 


But, with R-B interchangeable and standardized punches and die 


buttons you get quick insertion and removal in the press. The R-B 


ball lock features, that assure positive radial alignment and vertical 


locking without further keying, permit greater press utilization. 


Use R-B Engineering Service for Your Tough Piercing Problems. 


. eS Se Ee ew eee eee ee ee eee ee ee ae eee see eee 


RICHARD BROTHERS PUNCH DIVISION 
ALLIED PRODUCTS CORPORATION 
DEPT. 72 - 12603 BURT RD. - DETROIT 23, MICH. 


Please send me additional information. 


NAME ive TITLE 











OMPANY 





ADDRESS 





CITY ZONE STATE 











rllso Produced tu 
OTHER ALLIED PLANTS 
SPECIAL COLD FORGED PARTS 


STANDARD CAP SCREWS 


PRECISION GROUND PARTS 


SS ae ar 
MADE OF FERROUS ALLOYS, 
ZINC ALLOYS OR PLASTICS 
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| 
e HILLYARD CHEMICAL CO. 

a St. Joseph, Missouri 
@ Please have the Hillyard “Maintaineer*” in my crea show me how a Hill F 
® Floor Treatment Plan saves maintenance dollars. ' 
i N T EN A N] CE 2 ian. ......... nao sig 
r LOOR MA @  instititio ssaecseinase sinesslstss ac 
* | 
a | 
? Ww 8 City State.......... ' 
@ | 
a * A trained floor treatment expert) 
a 4 


i SEND FOR FREE HELP TODAY! Bi widieeeees ew eeen 


A Hillyard PLAN WILL SAVE LABOR COST 


Yes you can have the finest treatment and maintenance program that’s in use today in 
thousands of America’s buildings—yet enjoy savings that will amaze you. Three simple 
steps can bring you this economy. 
















] BUY QUALITY MATERIALS. Don’t let cheap materials fool you. Remember 95¢ 
out of every dollar spent for floor maintenance goes for labor. It’s not the 
original cost that counts. Hillyard products are made to last longer—actually 
save up to 50% in labor costs. 





2 USE PROPER TOOLS. Maintenance tools that are worn, or unsuited to the 
purpose will increase unnecessary labor, using even the best materials. 
Hillyard equipment that is “right” for each specialized maintenance oper- 
ation can simplify methods—save hours in daily treatment. 


3\ FREE SURVEY | 
Y OF YOUR FLOORS | 
Find out today how Hillyard 
recommendations, made by | 
a trained floor expert, can, 
benefit you. 

No charge or obligation for 
the “Maintaineers” survey. 
He is “On Your Staff, not 
your payroll”. 


3 TRAINING IS NECESSARY. The Hillyard Maintaineer 
works with your maintenance staff to explain proper 
application, necessary daily operations and adequate 
re-treating schedules. You get additional savings in 
material and labor with a trained staff using a Hillyard 
Treatment program. 





cow Waren eee 


ST. JOSEPH, MO. PASSAIC, N. J SAN JOSE, CALIF Cities 
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Production forgings 


Multiple outlet headers 


ipe Welding necks i) 


Large diameter electric weld 
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Welding Fittings 
and 
Forged Flanges 


Engineered for accuracy . . . forged for greatest 
strength and longest life . . . backed by the know-how 
that has come with 55 years of experience in the 
forming of metal products by hammering, rolling, 
extruding, drawing, pressing, welding—in fact, by 
every known basic metal working process. 


That’s why ... by any standard of comparison ... 
by any method of value analysis . . . you can’t buy 
better products than those of TAYLOR FORGE. 


For EVERYTHING in Welding Fittings and 
Forged Flanges . . . every type, size, thickness, pres- 
sure rating, material . . . turn to TAYLOR FORGE. 


Taylor Forge & Pipe Works 


General Offices and Works: P. O. Box 485, Chicago 90, Illinois 
Plants at: Carnegie, Pa.; Gary, Ind.; Houston, Texas; Fontana, Calif.; 

Ham lton, Ont., Canada 

District Soles Offices: New York, Philadelphia, Pittsburgh, Atlanta, Chicago, Houston, 
Tulsa, Los Angeles, San Francisco, Toronto, Calgary. 


There’s a Taylor Forge Distributor near you 


He carries a full stock of Taylor Forge Welding Fittings and Forged 
Steel Flanges and can supply your needs promptly. He’s a good 
man to know for he’s exceptionally well informed on the subject 
of piping and through him you have available the services of 
Taylor Forge engineers for help and advice on any piping problems. 






QUALITY 


LASTING iccnom 


BORROUGHS 


* UNITIZED fei 


se A 






Again we repeat what American industry is fast discovering about Borroughs Unitized flexi Steel Shelving... 
‘No steel shelving is easier or quicker to assemble. It’s the most practical, most flexible, most economical shelving 
on the market. Saves time—saves money—from the first day of its installation.” You owe it to yourself and your 
company to investigate all the outstanding advantages of Borroughs Unitized flexi Steel Shelving. 


Flexibility is demon- 





Each individual unit 
is complete in itself 

no part depends on unit 
next to it..any unit or shelf 
can be moved independently. 





Borroughs heavy gaugerolled 
shaped-post for open shelving 
gives extra strength. 















for closed 
shelving. . 
saves 
erection time. 











strated in this partial 
view of the large 
Borroughs shelving in- 
stallation at the Ford 
Division of the Ford 
Motor Co., Assembly 


"> Plant No. 2, Louis- 


ville, Kentucky. 


Borroughs shelving in- 
stallation at the ware- 
house-carpet section of 
the J. L. Hudson Co. 
department store, De- 
troit, Michigan. Open 
end assembly permits 
easy storage of rolled 
stock. 


Li 

TY] | offe 
os | =. Borroughs double 
\2 ' & faced open shelving 
Ah _ installation at Charles 
(LA TO © Scribner's Sons, Pub- 
fh iw, lishers, New York City. 
a= Note compact shelving 





insert shelf support bracket 
no fumbling with studs, bolts, 
nuts or lock washers. 








Tilt shelf into support bracket 


..and shelf is ready for loading. 


setae « 





arrangement—open 
face unit at ends re- 
quires minimum floor 
space. 











BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3014 NORTH BURDICK al KALAMAZOO, MICHIGAN 


@mp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio— 
Kilgore, Texas—Colton, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 


Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes; 
<For More Information Circle No. 185 on Inquiry Card—Page 17 
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Theyre as strong as they look 


When you use headed-and-threaded 
items made by Bethlehem, you can 
be sure they’ll be plenty strong for 
the job. Bethlehem fasteners have 
great strength, and are top quality 
all the way, for they are made from 
sound steel by men who are special- 
ists in fastener-manufacture. What’s 
more, Bethlehem fasteners come in 
hundreds of individual types and 
sizes, making it easy for your jobber 
to meet your requirements. Give 
him a call today! 
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Bethlehem Bolts Are Good Bolts 
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Mr. R. W. Williams, Plant Superintendent checks 
pitch diameter of thread with Glenn Riggs, Standard 
lubrication specialist. Glenn Riggs is an old hand at 
helping industrial firms work out lubrication prob- 
lems. Glenn has been doing this sort of thing for 28 
of the 30 years he's been with Standard. This back- 
ground and experience, customers have found, pay 
off for them. 







STANDARD 


‘ANOIL Industrial Oil delivers on tough 
assignment at Indianapolis Screw Products Corp. 


Cuno filter (left) remains clean after more than year 
filtering STANOIL. Vickers pump on Watson-Flagg 
Thread Roll machine (right). Good housekeeping 
and STANOIL team to give top performance in this 
hydraulic system. ‘ 


STANDARD OIL COMPANY 


Rolling threads on aluminum bronze with 
pitch diameter tolerances as close as .0014” 
is a tough job but Indianapolis Screw Prod- 
ucts Corporation is used to taking on such 
jobs and delivering. They give tough jobs to 
the hydraulic oil they use, too, and they ex- 
pect it to deliver. They’ve given such a job to 
STANOIL and they’re getting the results they 
expect—and more. 


STANOIL Industrial Oil is used in the hydrau- 
lic system of a Watson-Flagg precision thread 
roller in the Indianapolis Screw Products 
Corporation plant. The system uses a Vickers 
pump and Cuno filter. The filter has not been 
cleaned in over a year because it hasn’t 
needed cleaning. Here, as in other applica- 
tions, STANoIL delivers top performance with 
minimum maintenance and maximum system 
cleanliness of the hydraulic system. 


STANOIL likes tough assignments like this 
one; likes them because it can deliver with 
plenty to spare. Perhaps you would like to 
know about the use of STANOIL in a hydraulic 
application in your plant. In the Midwest and 
Rocky Mountain states, a lubrication special- 
ist at your nearby Standard Oil office will be 
happy to discuss it with you. Call him. Or 
contact Standard Oil Company, 910 South 
Michigan Avenue, Chicago 80, Illinois. 
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J-M Pump Cups after removal from feed water pumps 
at Morgan Laundry. Set above consists of 2 J-M “A” 
Cups with spacer and 2 followers, mounted on pump rod 


At the Morgan Laundry, J-M Moulded Packings provide 


“8 times longer life- 
replacement in !/6 the time” 


THE MORGAN LAUNDRY, large supplier to hotels and 
institutions, requires dependable, trouble-free service 
from boiler room equipment. In their New York City 
plant, the Engineering Department found that con- 
ventional piston packings for boiler water feed pumps 
lasted oniy a relatively short time. Many hours of 
down time were required to replace packings. Liner 
wear became progressively worse. 


When the Engineering Department changed from 
the conventional material to J-M Moulded Packing 
Cups, service life of the packing was increased more 
than 8 times. Liner wear was greatly reduced. Re- 
placement with the new packings was made in 1/6 the 
time. Packings could be easily installed for proper 
service, without special skill or experience. Satisfac- 
tion with this application has led to the use of J-M 


JOHNS -MANVILLE 


Johns-Manville 


PRODUCTS 







-" 


Moulded Packing Cups on other boiler room equip- 
ment and on presses in the Morgan Laundry plant. 


These precision moulded packings offer definite 
advantages over conventional types. Because they 
form a highly efficient seal, they contribute to im- 
proved performance, lower operating and maintenance 
costs. For steam pump pistons, they are available in 
sets consisting of two cups and two followers, with a 
spacer. This pump cup set, J-M Style 80, is similar to 
that shown in the illustration above. 

Your Johns-Manville Packings Distributor 
can help you make the right selection for your appli- 
cation, from Johns-Manville’s line of custom-made 
Piston Packing Cups. For complete details write him 
or Johns-Manville, Box 60, New York City 16. In 
Canada, 199 Bay Street, Toronto 1, Ontario. 


PACKINGS & GASKETS 
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»>9ERIOR’’ TUBING IS 





A few of the shapes available from SUPERIOR in standard specifications and tolerances or to 
your own design. The tube in the foreground is a gun drill shank made from 4130 alloy steel. 


Save time and money on special shaped tubing 


IMMEDIATELY AVAILABLE 


WIDE RANGE OF SHAPES, FORMS, ALLOYS 


manufacturers have discov- 
SUPERIOR’ ability to supply 
ird what many firms con- 
cialty tubing saves them 
time and money. SUPERIOR 
round, square, oval, rectan- 
iptical and flat oval tubing, 
nce. It makes capillary tub- 
ter tubing, electronic tubing, 
sizes, large OD-light wall 
ver 55 analyses are avail- 
carbon, alloy and stainless 
nickel and nickel alloys; 
lllum copper, titanium, 


drill shank shown above 


right is a good example of 
r’s ability to supply unusual 


shapes. This newly rediscovered 
method of producing close-tolerance 
high-finish holes demands straight, 
rigid, accurate shanks with a 110° 
V-groove. SUPERIOR can produce 
such a shape—and others—in a frac- 
tion of the time and cost it would 
take a customer to form his own. 


If you’re having difficulty getting the 
kind of tubing you want, SUPERIOR 
can undoubtedly help you. Write for 
your free copy of Bulletin 40—A 
Guide to the Selection and Applica- 
tion of Superior Tubing. SUPERIOR 
TuBE CoMPANY, 2034 Germantown 
Ave., Norristown, Pa. On the West 
Coast: Pacific Tube Company, 5710 
Smithway St., Los Angeles 22, Calif. 


All analyses available in .010” to %” OD; certain analyses in light walls up to 24%” OD 


GoErtir” liad 


The big name in small tubing 
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Turks-head rollers converting a round 
section of SUPERIOR tubing into the 
typical elliptical shape for a Bourdon 
gage tube. 


BES B88 


Gun drills can produce holes from 4 to 
230 diameters or more in 4 times the 
speed of conventional drilling methods 
or better. Holes so produced are straight 
and round to tolerances of 0.0002” or 
less and wall finishes are 7 mu-in or better. 
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THE BEST TEAM 


HAND FINISHING 


VERSATILE - DEPENDABLE - POWERFUL 


Burring, filing, sanding, grinding, polishing, wire brushing . . . no other machines 
do so many jobs so well. Here is a real investment in versatile, dependable metal 





finishing. Smooth, easy operation pleases the man in the shop . . . finer, faster 
production at lower cost appeals to management. Rugged construction assures 
full dependability; Kellerflex Machines take severe punishment . . . stand up to 


heavy duty, high speed operation year-in-year-out. Kellerflex makes craftsmen! 


machine 2000 to 12,000 rpm; both have 16 speed changes. Uni- 
versal mount for bench, suspension or floor stand use. 


B” FLEXIBLE SHAFT macwineS 


6) KELLERFLEX 


| re) 
CUT FASTER, SMOOTHER, LONGER RS 


BECAUSE THEY ARE MASTER MACHINE GROUND ... and correct in every respect. 
Flute spacing, depth, helix angle and rake angle are correctly designed and accu- 
rately ground. The result is a superb bur. . . faster, smoother cutting without chatter 
or bounce . . . and an overall efficiency far above that of any burs now available. 
For complete information, write for P&W Circular No. 562. 


CHOOSE THE RIGHT P&W BUR FOR YOUR NEEDS from... 


THREE BASIC CUTS... fine, medium or coarse 

4 SHANK SIZES...%4",34", %" and %" 

18 STANDARD SHAPES... plus dozens of specials to order 

HIGH SPEED STEEL or CARBIDE « 6 TYPES of MASTER GROUND FLUTING 
and P&W HOLE FINISHING BURS.. . low-cost, high-precision finishing of small 
holes down to .032” diameter. 


SERIES ‘W ... % to 1 hp. Low speed machine 1000 to 6000 rpm, high speed 








SEND NOW FOR COMPLETE INFORMATION 
Write on your Company letterhead for Circular No. 580 fully describing all of the P&W Kellerflex Machines 


PRATT & WHITNEY COMPANY 


INCORPORATED 
19 Charter Oak Boulevard,West Hartford, Connecticut 


BRANCH OFFICES ... BIRMINGHAM ° BOSTON ° CHICAGO ° CINCINNATI 
CLEVELAND * DETROIT * LOS ANGELES * NEW YORK ¢ PHILADELPHIA ¢ PITTSBURGH 
ROCHESTER * SAN FRANCISCO ¢ ST.LOUIS * EXPORT DEPT., WEST HARTFORD 


MACHINE TOOoOLu.S ® GAGeEs ® CUTTING TOOLS 
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HOW TO USE HALLOWELL ADJUSTABLE SHELVING 


SELECT THE BASIC SHELVING UNIT 


USE /T INDIVIDUALLY 
OF IN COMBINATION 



















































































CLIP IN DIVIDERS 






































PUT IN-SHELF BOXES ~~ / 
j 


-ADD_SLOPING SHELF UNITS 





AND \ 
“BIN-FRONTS- 


AS NEEDED 





~<1% | 


















































ATTACH SWINGING 
OR SLIDING DOORS 





. — fs : — serene A me 
Buked=on-Enamet Finish--Sturdy Steet Construction — HMALLOWELL SHOP EQUIPMENT DIVISION 
RT gf IE 
interchangeable Parts Eusy to Assemble Stocked by “TSTANDARD. PRESSED STEEL CO.” 


Leading: Shop-Equipment-DentersSend-for Buttetin— 
2057--Hattowett-Shop Equipment Division Standard 


BENCHES (CABINET, WORK, UNIT) * STOOLS AND CHAIRS « SHOP DESKS « TOOL 
STANDS AND CABINETS * DRAWERS, DRAWER TIERS © STEEL CARTS «© SHELVING 
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Wa from GARLOCK... 
MECHANIPAK* SEALS 





Cutaway photo of Garlock Unitary 
Seal Type AA51B-23. Yellow shad- 
ing indicates liquid being sealed. 


One Piece Assembly » Quick, easy installation 


b Pre-set at factory >» Maintenance-free life 


Save installation time, eliminate maintenance costs with Garlock’s 
new Unitary Mechanipak Seals for process pumps! 

The entire unit, including sleeve and gland, is furnished completely 
assembled. The seal is pre-set at the factory—no on-the-job adjust- 
ments are needed. The external lock and drive is readily accessible— 
eliminates set-screw drive. 

Get all the facts today! Phone your Garlock representative or write 
for new Folder AD-151. 


The Garlock Packing Company, Palmyra, New York 
Sales Offices and Warehouses: Baltimore, Birmingham, Boston, Buffalo, 
Chicago, Cincinnati, Cleveland, Denver, Detroit, Houston, Los Angeles, 
New Orleans, New York City, Palmyra (N. Y.), Philadelphia, Pittsburgh, 
Portland (Oregon), Salt Lake City, San Francisco, St. Louis, Seattle, 
Spokane, Tulsa. 

In Canada: The Garlock Packing Company of Canada Ltd., Toronto, Ont. 






i 


é 
inact 


Typical digester circulating pump 
for which Garlock Unitary Seals 
are designed. 


(GFARLOCK 
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Published “Monthly | in Setdinn American Trade Magazines by | Union Wire Rope Corp. 





NEW FERRULE EYE SPLICE FEATURED 
In Big, New Tuffy Sling Handbook Just Off Press-FREE 


nn 
ae 
eee ar 





YOU CAN’T HURT A TUFFY SLING 


Loop it, pull the loop taut. Tuffy’s 9-part machine 
braided wire fabric construction resists kinking. But if 

e able to kink it, you can straighten it out quickly 
without materially damaging the fabric. 







CONSULT YOUR DISTRIBUTOR 


/ when you want to buy Tuffy Slings 

or Tuffy Hoist Lines. Give him your 

requirements. He’ll stock an inven- 

tory for you to draw against. It 
saves you time and money. 





HANDBOOK 





on and 
“i Tuffy Sling u a ON(H Wire Kone. corr . ve 


"Specialists i in high carbon wire, wire rope, braided wire fabric, stress relieved wire 
2282 Manchester Avenue, Kansas City 26, Missouri 


First editions of this handbook were so popular that 85,000 
copies circulated to sling users. If you use or buy slings— 
if you’re a plant engineer, safety engineer or purchasing 
agent—you’ll find this new, enlarged edition of the Tuffy 
Sling Handbook the most comprehensive ever published. 


It tells you all about the new factory-fitted slings added 
to the Tuffy line. It shows why the new Tuffy pressed-on 
ferrule makes Tuffy slings faster, safer, and easier to 
load and unload than ever before. Many of the fittings— 
clamps, hooks, bridles, thimbles, saddles—are new, too. 
And this latest edition of the Tuffy Sling Handbook con- 
tains a host of other useful information: a complete rig- 
ger’s manual, proof tested ratings and specifications for 
all Tuffy Slings; a new engineer’s notebook; data tables 
on a full line of versatile, easy-to-apply sling fittings. 


But don’t delay to order your FREE copy. Mail the coupon 
to us now. We’ll send it to you by return mail with Tuffy’s 
compliments—nothing to buy, no obligation. Hurry. The 
supply is limited! 


New Tuffy,Ferrule Makes Sling History 


It’s on all Tuffy Slings, but it doesn’t cost you a penny 
extra. There’s no sling ferrule like it anywhere. Tuffy’s 
streamlined metal ferrule is set on the eye splice under 
pressure so great that the inner metal virtually flows into 
the voids between the wire fabric. A force of friction is 
created so great that the eye splice has strength equal to 
that of the famous machine braided Tuffy wire fabric. 
It makes Tuffy Slings stronger. It makes them safer: The 
ends of the tapered ferrule are swaged tightly to the fabric 
leaving no edges to hang up on loads or to injure workers’ 
hands in hitching to and unhitching from sling loads. 
There’s still another advantage—because Tuffy Slings are 
easier and safer to load, they’re also faster to load. Your 
men can do more work when they’re working with Tuffy, 
Slings. 


New Tuffy, Ferrule 


has no sharp edges to injure hands or catch 
on loads. The tapered and rounded ends are 
swaged tight to the sling fabric. The tre- 
mendous pressure at which the ferrule is 
pressed around the machine braided wire 
fabric flows the metal into the voids of the 
eye splice and gives the eye splice 100 per- 
cent of the strength of the fabric. 




















MY NAME TITLE 

COMPANY NAME 

ADDRESS 

CITY ZONE STATE 14 
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Two-stage oil pan, 29” long, 11” wide, 13" deep, 
for military trucks; produced as stampings by 
T & W TECHNIQUE. Inset shows main stamping 
before trimming. 
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: T<W TECHNIQUE can save production dollars for you 

is 

0 

c. 

c @ If you buy stampings or forgings, then you want 

« you buy stampings or forgings, then you wan 

, mm .) 7 rr . 

; to know all about T & W Technique. Benefits from 

re T & W Technique come to you in many ways — in 

ir 

'y effective design and engineering service, in extra skill 
which completes hard-to-produce parts without delay, 
in quality control, in delivery on schedule. But, POP Richens wrotiiase 
rea ave’ ome . es + 9 with forgings like this fulcrum, 
always, forgings and stampings from T & W are as well as stampinas, whith 
oo = ae a” ae as ee meet your needs better, help 
likely to meet your needs so well that they cost you eu save produition alias 
less at the point of assembly. 

> 





joo arora 
| TO: Transuve and Williams, Alliance, Ohio 

: STAMPINGS | Please let me know what ”’T & W Technique” can do 

d “TT & VAS TRANSUE & WILLIAMS | for us. We are interested in 

1 O 50) f inital | (] Forgings (] Stampings 

er 50 years of experie 

i FORGINGS sat ' | Nome . 

: Sales Offices: Compony RE a 

! NEW YORK © PHILADELPHIA * CHICAGO © INDIANAPOLIS | __ Street. : —setinenenenseenicninin ial 

| DETROIT * CLEVELAND * HOUSTON « LOS ANGELES City ___ Zone State ais 
ai 1305 
-! T& W DEEP DRAWN STAMPINGS AND FORGINGS USUALLY COST LESS AT THE POINT OF ASSEMBLY 
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when you need a 
Over 95% of Doerr’s production consi 


and specialized ex- 
problems. List your 
ions. Then let Doerr prove how 
t and receive on-time de- 
hat exactly fill your need. 
Special features and modifications © a 
lable. Present castings, wind- 
can be adapted to solve 
minimum cost. In 
complete line of 


Rely on Doerr’s long 


perience to solve your 


specificat 
easy it is to selec 
livery of motors t 


types are aval 
ings and mountings 
new design problems at 
addition, Doerr makes a 


G 
5 og for agitator drive on 
milk cooler. Stainless steel 


shaft. Leak-proof seal. 
: to 5 HP. 





Doerr motor with ial 
used on leading 10” tilting o 


saw. 


Special and standard You 


electric motors from 
1/30 to 5 HP that ex- 
actly meet your needs, | 


4 


ae Le RO 
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sts of motors with one 0 





Special diameter 
i motor parts f 
use in rotary oil burners. Range Vs 





a neh: pump motor... 
ifications. to customer's spec- 


Write for New Bulleti 
on Electric Motors r 
Without Obligation 


_ contact DOERR 


r more special features 


motor. 





every motor 


rd NEMA ratings, 
t standards of 


standa 
-built to the highes 


precision 
quality. 
Discover no 
builders consistently re 
tors. Before you buy, just write or call us 
in for a talk. More than likely we can fur- 
nish the top-quality power package you 


leading machinery 


w why 
-order Doerr Mo- 


want. 





Floor machine mot 
: or. Low contour— 
high torques—pleasing piidiines 





Special pump brack 

et eli 
mounting and alignment aah : 
Saves space and weight. iy 


Get MORE with Doerr! 






DOERR 
Elutiie Couporition 


CEDARBURG, WISCONSIN 
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All-weather Brown 
thermocouple head 


saves time and trouble 


Like the other function-designed sup- 
plies in the Brown pyrometer acces- 
sories line, the screw type thermo- 
couple head is engineered for the top 
in utility and convenience. 


It can’t freeze or rust. Threads are cut on 
the inside of the head, where they are 
protected from external moisture and 
corrosive atmospheres. The threads 
are plated and enameled after machin- 
ing . . . to assure that a complete pro- 
tective finish covers the thread sur- 
faces. The entire head is hot dip 
galvanized and enameled for maxi- 
mum weathering properties. A heat 
and moisture resistant gasket seals 
the thermocouple and extension wire 
connections from the damaging effects 
of outside atmospheres. 


It’s built for convenience. You need no 
special tools. The slotted head makes 
it easy to remove or to tighten the 
head without using a wrench. A chain 
connects the head to the base . . . pre- 
vents waste of time for recovering a 
head that drops off. 


It’s versatile. It can accommodate ter- 
minal blocks for either single or 
duplex thermocouples or resistance 
thermometers. 


It uses standard pipe thread outlets, 
and is interchangeable with other 
heads. 





The Brown screw type thermocouple 
head is recommended for outdoor 
service, and for applications where 
atmospheres are corrosive. Its general 
versatility, however, makes it useful 
in so many other installations that 
you should consider it for any spot 
where thermocouple connections may 
give trouble. Your local HSM will be 
glad to look over the requirements of 
your specific location, and to help you 
choose the type of thermocouple head 
that best fits the job. 


@ REFERENCE DATA: Write for the booklet, ‘‘The HSM Plan’’. . . and 































Here’s why it pays H | 
to know your 


HONEYWELL SUPPLIES MAN 





HoOwARD PALMER, at right, HSM (Honeywell Supplies Man) in 
the Philadelphia area, tells Philip Keidel, General Manager of 
Robert Wooler, Dresher, Pennsylvania about the corrosion-proof 
construction of Brown Screw Cover Type Terminal Heads for 
thermocouples. 


The HSM Plan for buying pyrometer supplies not only assures 
you of getting the best in quality from the complete line of Brown 
accessories . . . but, through personalized analysis of your specific 
problems, it places all your supplies purchasing on a planned basis 
that can cut your inventory needs, simplify your paper work, and 
often reduce overall costs substantially. 


Ask your local HSM to discuss how this plan can operate in your 
own plant. Call him at your nearby Honeywell office . . . as near 
as your phone. 


MINNEAPOLIS-HONEYWELL REGULATOR Co., Industrial Division, 
Wayne and Windrim Avenues, Philadelphia 44, Pa.—in Canada, 
Toronto 17, Ontario. 


Honeywell 


BROWN It*NSTRUMENTS 








for Pyrometer Supplies Buyers’ Guide No. 100-6, Fist re Covitols 










© VALVES 
© PIPE FITTINGS 











Walworth 
Steel Gate Valve 


Walworth 
Iron Body Gate Valve 


Walworth 
**500 Brinell’’ Bronze Globe Valve 


Walworth manufacturs a complete line of valves and pipe fittings: 
all made to the highest standards of quality, both as to dimensional 
accuracy and metallurgical properties. In design, construction, and 
performance, Walworth products reflect more than a century of 
experience in the manufacture of quality valves and fittings. 


Your Walworth distributor will give you full information on the 





complete line of Walworth steel, iron, and bronze, and special alloy 
Walworth 


Iron Body Saddle Gate Valve valves and pipe fittings; also Walworth Lubricated Plug Valves, and 


Walseal* valves, fittings and flanges. Ask for this information today. 


*Patented—Reg. U. S. Pat. Off. 


WALWORTH 


valves and fittings 
60 EAST 42nd STREET, NEW YORE 17, N. ¥; 





Walworth 
Cast Steel Flanged Fittings 
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We’re still sticking our neck out! 


January, 1956 
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We’re not a bit worried . . . because we really 
deliver SAME-DAY SERVICE! It started back 
in January, 1954, when we boldly promised to 
ship all standard items the same day we re- 
ceived the order. On top of that, we promised 
to acknowledge each inquiry by wire the same 
day it came in. And without blinking an eye, 
we even promised to ship “specials” in four 
weeks or sooner! 


That was a pretty big order and our neck was 
sticking out a mile! But we did it—and we’re 
going to keep right on doing it. 


Same-Day Service didn’t happen overnight 
... We planned for it as far back as 1951. It 
took new packaging, new methods, new ma- 
chinery and even a new plant wing to bring 
about this unprecedented H-K service for dis- 
tributors. We planned, organized and trained 
for the day when we could stick our neck out 

. and not have to worry a bit about 
getting it chopped off! 


HOLO-KROME 


HOLO-KROME SCREW CORP., HARTFORD 10, CONN. 


BeW WS @™/SY 
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One ‘good place to go would be America’s famous 

Yellowstone. National Park. For here, among more than 
i 2-million acres of natural grandeur are 3000 geysers 
and springs, : providing some of nature’s most 

, amazing spectacles. 


Still ahother good place—if you’re a manufacturer 

_j, and are looking for springs—would be your nearest 
“;.iWickwire sales, dffice. ’ 
i ‘They can supply you. with springs in any size, shape 
5); “:4per design, for product application in industry, the farm 

“ish, /\ or the home. Let them handle your requirements— 
(°c... standard or special, Like numerous other 
pe />>':. manufacturers, you'll find you save yourself time, 
ay: trouble and expense when you specify 

'}. » Wickwire Springs. 

































‘ 





THE COLORADO FUEL AND IRON CORPORATION—Denver and Oakland 


WICKWIRE SPENCER STEEL DIVISION—Atlanta - Boston Buffalo - Chicago 
Detroit - New Orleans » New York + Philadelphia 


WICKWIRE SPRINGS 


AND FORMED WIRES 


PRODUCT OF WICKWIRE SPENCER STEE y N (iF 
(s 


THE COLORADO FUEL AND IRON ( b 


3552 
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Q. What’s new in grinding ? 


(rortoxy 


ALUROUW 


a. B-ll resinoid-bonded wheels 
—for many grinding jobs 


Q. What’s new about B-11 wheels? 


A. Their great new resinoid bond, improved uniformity and 
balance, new “TOUCH of GOLD” performance- benefits 


Q. What is the B-11 bond? 


A. It’s the latest Norton resinoid bond. 
Wheels made with it are excellent for 
snagging, disc grinding, heavy weld 
grinding, thread grinding, cam grinding, 
centerless grinding, roll and surface 
grinding. 

Q. Why? 

A. Because B-11 wheels are more uni- 
form in structure, with better balance. 
As a result, they grind cooler and faster. 
And on portable machines they “hug 
that work” closer, with less vibration and 
bounce. 

Q. What about those ‘Touch of 
Gold’’ benefits? 

A.They’re the direct result of the B-11 
wheels’ more efficient grinding action. 
In precision grinding this means im- 


proved surface finish, greater accuracy, 
more pieces per dressing. In rough grind- 
ing it means less operator-fatigue and 
longer wheel life. All these benefits add 
up to more profitable grinding for you. 


QY. Any other advantages of B-I1 
wheels? 

{. Many others. For example you get 
closest possible duplication, Hardness 
increments are evenly spaced throughout 
the entire grade scale. And B-11 wheels 
can be supplied in half-grade increments, 
making it even easier for you to choose 
exactly the right wheel for every job. 

Q. Sounds fine— what about more 
information? 

{. Your Norton Distributor will 


gladly give you the whole story on the 
new B-11 wheels. Or write us direct. 


Norton Company, Worcester 6, Mass. 
Distributors in all industrial areas, listed 
under “Grinding Wheels” in your phone 
book, yellow pages. Export: Norton Behr- 
Manning Overseas 
Worcester 6, Mass. 


Incorporated, 


W-1778 


NORTON 


ABRASIVES 


Gdlaking better products... 
to make your products better 


NORTON COMPANY: Abrasives «© Grinding 
Wheels «* Grinding Machines «+ Refractories 


BEHR-MANNING DIVISION: Coated Abrasives 
Sharpening Stones + Pressure-Sensitive Tapes 
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Wagner’ 


eee the choice of leaders 
in industry New NEMA Frames 


Standard and Explosion-proof 



































1 HEAVY-DUTY BALL BEARINGS—Highest quality bear- 
ings of more than ample capacity provide long, 
troublefree service. 












2 BEARINGS CAN BE RE-LUBRICATED—Wagner motors 
Type EP can be re-lubricated when necessary to prolong 
215 Frame bearing life. 

t 


7 


Wagner Totally-Enclosed 


Fan-Cooled Motors 
Cut (nahtenahnee time ahd cogre 






3 BEARINGS STAY CLEAN—Both ends of these motors 


Check the features of the new Wagner Type EP Totally En- are equipped with running shaft seals, a machined 
collar mounted on the motor shaft. 


sed Motor. They spell the difference between needless 
<penditures in maintenance time and costs ... and a definite 
savings in motor upkeep and repairs. You'll find that for 
eneral industrial use where dust, dirt, filings, abrasives, steel 

ps or moisture are present, the Wagner Type EP Motor 
ves steady, troublefree performance and longer service life. 
Wagner Type JP Explosion-Proof Motor...has the same 
juality construction as the Type EP — plus added features 
which make it completely safe to operate where explosive 
lust, gases or vapors are present. 





Roth T nD. > rat >} ; 

Both Type EP and JI Wagner motors are av ailable in ratings 4 EASY TO CONNECT—Large diagonally-split conduit 
p to 250 horsepower. For complete information, just call the box provides ample room for making connections. 

nearest of our 32 branch offices, or write for Bulletin MU-203. Leads are permanently identified. 


o ° . . . | 
5 NO GREASE LOSS—Bearing housings have effective 
Wagner Electric Corporation seals to prevent escape of grease. | 





6360 Plymouth Ave., St. Lovis 14, Mo. 


6 RIBBED FRAME—Ribs on the corrosion-resistant cast 
iron frames add mechanical strength and increase 
the surface area for more efficient cooling. 











BRANCHES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 














ELECTRIC MOTORS * TRANSFORMERS + INDUSTRIAL BRAKES + AUTOMOTIVE BRAKE SYSTEMS-AIR AND HYDRAULIC 
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Active Ingredients: cod liver oil of 
high vitamin A and D content, gum 
arabic and glycerin. These active ingre- 
dients are scientifically compounded 
with sugar, licorice and flavoring oils. 

Recommended for relief of 
due to colds and throat irritation 
resulting from colds by its 
effect on the throat. Take one table- 
spoonful as required. Persistent 
coughs of ten days duration, or high 
fever, may indicate conditions which 
require competent medical attentioa. 

Recommended for the correction 
of deficiencies in vitamins A and D. 
For adults, one tablespoonful three 
ot four times a day. Children between 
the ages of one and twelve, two tea- 
spoonfuls three times a day. Infanw 
under one year, two teaspoonfuls twice 
a day. 

Prepared only by 


FATHER JOHN'S MEDICINE CO.Inc. 
LOWELL.MASS.. U.S. 
AND MONTREAL, CAN. 


AVERAGE NET CONTENTS 5 FLUID OUNCES 


BUILDING PACKAGING ATMOSPHERE... 


the product .. . we could go on and on and on into 


the night. 


The atmosphere created by a package is not the 
result of any one factor — color, size, illustration 
on the label — but, rather, it stems from the care- 
ful integration of these separate elements. Label 
engineering is an art which hones to a sharp edge 
only through experience. That is the reason for 
Ever Ready’s pre-eminence in this field. We pro- 
duce more than 15,000,000 labels a day! 


If you have any kind of label problem, why not call, 
write or visit Ever Ready today. We’ll be happy to 
work with you. 


Labels are like people and places. They have the 
same ability of creating atmosphere — the power 
to generate definite moods and influence our 
thoughts. 

Take the Father John’s label, one of the 60,000 
handled by Ever Ready this past year. Here is an 
atmosphere of confidence and substance. And, this 
atmosphere which is so important in selling is at- 
tained in a number of ways. 

LABELS CREATE ATMOSPHERE ... through 
color which can suggest fragrance, style and tem- 
perature... through typography reflecting comedy, 
formality, and strength .. . through the paper on 
which labels are printed ... through pictures like 


the Father John’s label... through shape and size 
... through their relationship with the glass, plastic, 
or metal composition of the package... through the 
contrast or similarity of the label with the color of 


— i 4 — ee 


WITHOUT OBLIGATION, we’d like to send you: 
0 The Story of 8 Important Red-E-Stik pres- 
sure sensitive applications ([ A Label Idea Kit 
2 Samples. 


an a — es ee ey | 


__ 


NEW YORK 


Cc ° 


NEW YORK I6, 


R P °o w A 


5 i ae | EAST 3SOTH STREET, 





How not to explode a fuel tank 


y out airliner fuel tanks can be a risky job. | Engineers for such jobs. Protected by an outer neoprene 
9m the fuel, or from the cleaning solvents used, — sheath which has been cured in a metal mold, Hazacord 
bustible. One spark from a defective cord on a will outlast ordinary electric cords many times over. 
| or electric light, and you've had it. Hazacord is just one of many quality electrical cords 
|, the portable electric cord made by a division and cables made by The Okonite Company and its 


‘konite Company, is specified by Safety — divisions. The Okonite Company, Passaic, N. J. 


where there’s ELECTRICAL POWER 
ee there’s OKONITE CABLE 











Acids, oils 3 or alkalies, 























NYB&P makes hose to carry anything 

=—" ta that flows... Your nearby NYB&P Dis- 
NYB&P Para Air Drill Hose— Ammonia, nitrogen, high-pres- tributor has nearly 100 different hose con- 
neoprene tube, multiple plies sure oil and liquefied petroleum 


of extra-strength rayon, tough gases are carried safely by structions to select from...in many sizes 
abrasion-resisting rubber cover NYB&P’s Indestructible® H.P. ...for any in rial use. By supplvin 
—safely handles high pressures. Wire Braided Hose. any industrial use y pplying 






you with the one that matches your 
requirements exactly, he can help you get 
longer, more satisfactory service and bet- 
ter value for your hose dollar! For your 
NYB&P Distributor’s name and address, 
see the yellow pages of your phone book 
or write to address below. 





— ———— if . ; vs 
NYB&P Double Diamond Sand NYB&P Oxygen Charging Hose 
Blast Hose has extra thick ‘‘cold withstands intense heat as it Van 
rubber’’ tube, to resist abrasive conveys oxygen to promote 


effects of sand or steel shot combustion in 3000° F steel “TIMING®” BELT DRIVES & V-BELTS 


‘ 


5 blasting service. geoon, furnaces. \ 


ot. 
: Cm 
(Sis )§ NYB&P INDUSTRIAL RUBBER PRODUCTS 











s 
> 


, NEWYORK BELTING & PACKING CO. 1 market st. Passaic, w.1 


J America’s Oldest Manufacturer of Industrial Rubber Products 
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It won't be long before Gaylord boxes on 
remote conveyor lines are monitored by 
versatile industrial television 


OF 





WELL-BEHAVED BOXES... 


...are vital to modern, mechanized handling methods. 
As operations become more automatic, interruptions 
are more costly. Precision-built Gaylord containers 
are dimensionally accurate and structurally strong to 


speed packing and handling... prevent jam-ups. 


Gaylord container specialists will be glad to work with 
you in selecting or developing “well-behaved boxes”... 


for maximum manpower-saving efficiency. Call your 


nearby Gaylord office. 


U0 


RRUGATED AND SOLID FIBRE BOXES + FOLDING CARTONS + KRAFT PAPER AND SPECIALTIES + KRAFT BAGS AND SACKS 


GAYLORD CONTAINER CORPORATION * ST.LOUIS 
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The New Science 


of Purchasing 


HE basic objectives of good purchasing were defined many years ago— 
to procure the right material, of the right quality, in the right quantity, 
at the right time, from the right source, at the right price. 





There has been no reason to change this definition. It is as sound today 
as when it was first compiled. But from the very beginning there has 
been a great need to sharpen it. What is the “right” material, quality, 
quantity, time, source, and price? In all too many cases, the only answer 
to this question lay in the buyer’s personal judgment. His only means 
of getting a satisfactory answer was through continuing search, accumulated 
experience, and more skillful negotiation. 


If the buyer kept this question in the forefront of his thinking and action, 
he was pretty sure to improve his purchasing performance, to come 
closer to “right” in his decisions. But he could rarely be sure that his 
latest and best decisions were in fact “right” in any absolute sense. 

Every improvement raised the disturbing thought that perhaps he could and 
should have done even better. He had no satisfactory basis for evaluating 
his performance and convincing management of the rightness of his 
decisions and actions. This has been one of the biggest hurdles in the 

way of purchasing recognition and progress. No measuring stick is worth 
very much without objective standards of measurement. 





Over the years, many useful techniques have been developed that help 
in determining what is “right” in respect to these various phases of a 
purchase, and thus help in setting standards of performance. The new 
science of purchasing consists in correlating these criteria and applying 
these techniques to do a “right” purchasing job. This makes it possible: 

.... to set specific targets of performance; 
. . . » to develop tools and procedures for attaining them; and 
. . . » to measure the degree of attainment. 


Science in purchasing does not minimize the importance of personal 
knowledge, judgment, and skill. It broadens the scope and raises the 
standards of all these factors. And it places on the purchasing man the 
additional responsibility of administering his procurement program so 
that it will measure up to these provable standards. This is purchasing’s 
great opportunity in management. 
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NEW DEPARTURE 


\@ STEEL BALLS 







Available in any quantity 
to fit your specifications 
for grade, size and accuracy! 






When industry wants steel balls of proven accuracy and 
dependability, it is only natural that they turn to New 
Departure, leading producer of ball bearings and there- 
fore thoroughly experienced in the manufacture of pre- 
cision balls. Today, New Departure provides industry 
with high-carbon chrome and stainless steel balls in a 
wide range of sizes and specifications. 


New Departure balls are produced from the finest high- 
carbon chrome steel. AISI Type E51100 steel, specially 
made for New Departure, is heat-treated to achieve the 
proper hardness and toughness for maximum strength 
and life in the finished product. Stainless steel, AISI 
Type 440C, used by New Departure results in balls of 
much improved hardness and load-carrying ability. 


In addition to producing the finest steel balls available, 
New Departure will fill volume orders for balls of 
special materials such as high-nickel or cobalt-base 
alloys, tool steel and others. 
























New Departure steel balls are pro- 
duced in a wide range of sizes. The 
thimble contains about 3,000 balls 
one millimeter in diameter. There 
s enough steel in the large ball to 
make 156,660 of the tiny balls. 3° 









NEW DEPARTURE e DIVISION OF GENERAL MOTORS e BRISTOL, CONN, 





Stee! ball wire is drawn through dies to Precise control of grain flow is obtained Balls are heat-treated, quenched in oil or These gauges sort balls into lots according 
ssure uniform diameter and roundness. with these Ball Heading Machines. water, then tempered in electric furnaces. to required diameter limits. 





Applications range from power steering to pencils 






The unique advantages of New Departure 
steel balls are utilized in many applications 
ranging from heavy-duty bearings to the 
new liquid lead pencil. To accommodate these 
applications, New Departure steel balls are 
offered in sizes ranging from .025 inch to 
1% inches in diameter. < 
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The old debate over whether the pur- 
chasing department should be staffed 
by technical experts or skilled negoti- 
ators may go on for years and years. 
But one large manufacturing company 
feels it has solved the question suc- 
cessfully and profitably with a pro- 
gram called Purchase-Engineering. This arrangement 
puts a team of technicians right in the purchasing 
department, to act as engineering assistants to the 
buyers, who are left free to do their primary job. 
A number of other companies use the same ap- 
proach. Such a group provides not only technical 
liaison among purchasing, engineering, and vendors, 
but functions as a value analysis unit for the com- 
pany. Read about the system on page 76. 





A somewhat different approach to Cost Reduction 
through the blending of various skills is described 
on page 99. Hamilton Standard’s Project Target 
Costs uses a committee of shop-trained specialists 
to set up costs for purchasing to shoot at—a system 
that is applicable to many different companies. 


Lack of manpower, often the result of 
management’s inability to grasp the 
full significance of the purchasing 
function, has a restricting effect on 
many departments. “We can’t do this ' 
because we haven’t the trained per- us . 
sonnel for it” is a familiar argument 

when a new or advanced idea is proposed. Two new 
scientific buying techniques you can install in your 
department without adding a man are described in 
this issue. First is a method of setting Economic Order 
Quantities, on page 80. Just follow the instructions 


Ss a5 
ate. 






1955 PURCHASING INDEX NOW READY 


A complete index of all the major editorial material that appeared 
in PURCHASING during 1955 is now available. The index is a handy 
reference to articles covering all important phases of purchasing— 
administrative, legal and economic. Copies may be obtained with- 
out charge by writing to: Editorial Department, Purchasing Maga- 
zine, 205 E. 42nd St., New York 17, N. Y. 
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and you can develop an invaluable tool for improv- 
ing your buying. 


The Product Price Index is another device that broad- 
ens the scope of purchasing’s contribution to its 
company. Yet, the fact that it takes a little initial 
hard work to get an index started has scared a lot 
of purchasing people away from it. Starting on page 
114, you can learn how much a product price index 
will help you in forecasting costs and measuring 
performance—two basic problems for which man- 
agement is constantly seeking answers. 


Occasionally, purchasing departments 
employ Vendor Rating in a shortsighted 
way. They use it more as a weapon for 
squeezing prices than as a legitimate, 
intelligent method for improving sup- 
pliers’ performance. To get the full, 
long-range benefits of vendor rating, 
however, you have to be sure it is done absolutely 
impartially and accurately. How a relatively small 
department operates a system of rating vendors 
that has already been of great help to both buyers 
and sellers is covered in an article on page 88. 





Some information you need for a correct appraisal 
of certain of your vendors is not always directly 
available from them. Financial Analysis of suppliers, 
for example, is often necessary to determine wheth- 
er you are taking a long risk by dealing with 
them. Beyond the cautionary aspects, this analysis 
enables you to do a broader, more creative job of 
purchasing. The basic principles of financial anal- 
ysis and how to apply them make up the article 
starting on page 92. 

















CARBON STEELS 


Hot rolled and cold finished bars; channels, 
angles, beams, etc.; plates of every kind. 


y STAINLESS STEELS 
World's largest stock of sheets, plates, 
0 r S e e bars, pipe, tubing, fittings, etc. 





























SHEET AND STRIP 


Over 20 kinds and mony gauges—in 








pattern sizes or cut to your order. 











TUBING 


hanical ond pump .cylinder 


seamless and welded; 






lic fluid line and boiler 












es; structural tubing, etc. 


ALLOY STEELS 


Tested alloys of known harden- 





ability, standard and aircraft 
quality, as rolled, annealed, 
heat treated. 


Quick delivery from nation’s largest stocks 


Need steel in a hurry? Ryerson stocks are the difficult to keep all sizes always on hand but 
nation’s largest, so one call to your nearby our stocks are being replenished continuously. 
Ryerson plant brings quick delivery of almost Steel that’s out of stock today may be in stock 
any kind of steel in almost any quantity —all of tomorrow. And experienced Ryerson steel men 
it certified for high uniform quality. will help you make the most of steel on hand. 
Do you want your steel prepared for immedi- So for everything in steel and steel service... 
ate use? Ryerson facilities include the most all Ryerson. 
modern close-tolerance equipment for sawing, 


shearing and flame cutting to your specifications. MVE - f 0 N STE t L 
Of course, current heavy demand makes it 


H T. RYERSON & SON, INC. PLANTS AT: NEW YORK + BOSTON «+ PHILADELPHIA + CHARLOTTE,N.C. = CINCINNATI « CLEVELAND 
ETROIT + PITTSBURGH + BUFFALO + CHICAGO + MILWAUKEE «+ ST.LOUIS +» LOS ANGELES + SAN FRANCISCO + SPOKANE » SEATTLE 
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Purchasing Science 


gives the Right Answers 


Y esrerpay’s purchasing agent, faced with the job of procuring materials 
and supplies to satisfy the complex requirements of his company, usually 
had to “play by ear.” He had to pit his judgment and experience against a 
bewildering array of material and market variables, the inertia of traditional 
usage, design and method; the 3-way conflict between seller’s claims, buyer’s 
evaluation, and user’s prejudice. Neither he nor his management had any real 
knowledge of how good a job he was doing. 


Today’s purchasing agent has scientific standards to guide his actions, to chal- 
lenge his effort, to support his decisions, to measure the quality of his per- 
formance and to prove his contribution to profitable company operation. 


He has a new approach to the old questions: 


| What s the Right Material to uy? 


is), t 
We've always used this—why change? Is it the best material for the purpose? 


It’s on the blueprint—let the vendor 


! Does it represent value? 
figure it out for himself, 


ve What new materials will improve our product 
The engineers ean work it out with the vendors. or lower our cost? 


We justfollow our competitors. +a, Do relative costs of various materials make 


Lie substitution economical? 
If #eehange, we might get problems. 


Can we stock fewer materials by combining 
requirements? 





ELAND 


Do we keep engineering and the shop in- 
EATTLE 


formed on new developments? 
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What ts the Right Zuantity to Suy7 


The superintendent likes to have plenty on hand. 


We have to have an office force anyway, so why 
not keep them busy issuing orders? 


We get a discount on earload lots. 


\s long as we haye storage space, let’s use it. 
We can always issue another orderto pick up 
supplies from a local dealer. ~ 


if the requisitioner puts down the — amount 
that’s his responsibility. 


Let’s just get what we need, the vendor will store 
the rest for nothing. 


Do we pool requisitions when we can to get 
the best quantity price break? 


Do we know the costs of ordering, receiving, 
and carrying inventory? 


Do we know how to figure economic order 
quantity ? 


Do we weigh EOQ against quantity discounts 
to get best value? 


Do we challenge requisitions that look out 
of order? 


Are we soliciting vendors for special deals 
on _—_ orders—on stocking items it 
d cost us money to carry in inventory? 


What 0s the Right Zuality to Buy? 


Youg can’bgo wrong by buying the best. _ 
Pee 
j ie eae 
Our sup plea aren’t complaining ab ut rejections 


~every thing agit ell aie 


- 


a oy 
4s 


Let the inspectors Nt about quality—it s not 
our job. 


If it’s no good aided | it all bieck » so hate t 
cost us anything. 


We save by buyi ing tt the cheapest. If no one squawks 


. everything is O 
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Do we know exactly what we’re getting? 
Are we paying for quality we can’t use? 


Are our specifications precise on essentials, 
flexible on non-essentials? 


How about working with quality control to 
set up vendor certification and cut inspec- 
tion costs? 


Do shop people know they'll get follow-up 
action from us if they complain about 
defective materials? 


Do we ask vendor help in licking quality 
problems? 


Do we try to coordinate our inspection pro- 
cedures with theirs? 
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What ts the Right Source to Guy From 7 


We’ve been doing business with them for 20 years. 


I like this salésman. 


They make mistakes, but are-always willing to 
make adjustments. 


The company needs the business. They’ll make 
concessions. 


It’s smart to send out a flock of inquiries. 


We'll shop around to keep ’em guessing and 
keep ’em honest. 


We buy from customers. 


Engineering puts the source on the requisition— 
why worry? 


We get three sources for everything—we’re bound 
to be right 334% of the time. 


Are we up-to-date enough on a given in- 
dustry to know suppliers are using latest 
techniques? 


Do we visit a new supplier’s plant before 
giving him a sizable order? 


Do we check a new supplier’s financial status 
to be sure he is responsible and big enough 
to handle large orders? 


Do we have an objective yardstick te judge 
vendors on price, quality and service? 


Are all salesmen with legitimate business 
given a fair hearing? 


Do we select suppliers who have the know- 
how to help on engineering and manu- 
facturing problems? 


What ts the Right Price? 


The lowest bidder always get the order. 


We’re not paying more than any of our 
competitors. 


If the vendor says he’s losing money on the job, 
we know we’ve got a good deal. 


Why bother cutting costs? Our actual prices are 
included in our product cost estimates. 


We’re strictly a service function. If no one 
complains about prices let’s leave 
well enough alone. 


Do we keep source on Fev performance 
with purchase and product price indexes? 


Do we set cost reduction goals and score our- 
selves accordingly? 


Do we help management plan by keeping 
them informed on future price trends? 


Are prices quoted to us based on lowest cost 
production methods and processes? 


Do we check the validity of requested price 
changes against our own cost estimates? 


Are we constantly trying to help suppliers 
cut their own costs, thus reducing prices? 


Have we accurate estimates on what new 
items should cost before we send them out 
for quotes? Do we stay within this budget? 


The science of purchasing uses formulas, but it is not a for- 
mula in itself. It has to be applied to particular companies and 
particular conditions to get the desired results. On the follow- 
ing pages, PURCHASING presents case studies: of successful 
purchasing illustrating the various areas in which the scien- 
tific method can be used. You can apply these methods to your . 
own purchasing program. 
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PURCHASE- 
ENGINEERING: 


Technical Help for Buyers 


, 
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lo dramatic aspects of cost 
cutting through value analysis 
have tended to obscure the trend 
toward a new purchasing concept 
of which value buying is merely 
a part. This broader concept, 
which opens new responsibilities 
and opportunities to purchasing 
people, is still in that stage of de- 
velopment where it is called dif- 
ferent names by different users. 
About the best descriptive term 
in general use is “purchase-en- 
gineering.” 


What Kind of Technical Help? 


The basic aim of a purchase-en- 
gineering program, regardless of 
the form it takes in a particular 
company, is to bring more com- 
petent technical knowledge and 
assistance into the purchasing de- 
partment. It is based on a sim- 
ple idea: a good purchasing man, 
given good technical help, will 
turn out the best buying job you 
can get. In an increasingly com- 
plex industrial economy, he’ll be 
able to do more comprehensive 
and technically correct purchas- 
ing. 

Assuming that more engineer- 
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ing information is needed in the 
purchasing department, how do 
you go about getting it? Should 
old-line, experienced buyers be 
replaced by engineers—who are 
already in short supply? Should 
engineers be brought into the 
purchasing department gradually 
as vacancies occur? Is there some 
middle ground that brings more 
technical knowedge into purchas- 
ing, yet preserves the unique 
skills and abilities of trained buy- 
ing personnel? 

There is no pat answer for 
these questions. As can be ex- 
pected, approaches to purchase- 
engineering are almost as diversi- 
fied as the companies that employ 
them. Special problems call for 
particular solutions, and the grow- 
ing number of firms using the new 
concept have found that it serves 
them best when adapted to their 
own needs, rather than copied 
precisely from some other com- 
pany. 

There are few, if any, instances 
where an entire group of buyers 
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Both purchasing and engineer- 
ing are special skills, each with 
particular objectives. But the 
gap between must be bridged 
for effective buying. A number 
of companies have turned the 
trick with a new buying tech- 


nique—purchase-engineering. 








has been moved out and replaced 
by the same number of engineers. 
That obviously would be throw- 
ing the baby out with the bath, 
since it would scrap a wealth of 
negotiating ability and buying 
knowledge that is as essential as 
any technical know-how that 
could be brought into the depart- 
ment. Rather than being a pro- 
gressive move, it would be a re- 
version to the long-discarded no- 
tion that purchasing is merely a 
clerical function and not a skill in 
itself. 

A more reasonable practice be- 
ing followed in a few companies 
is to bring in an engineer to fill 
a buyer’s position in the course of 
a normal replacement cycle. A 
large southern chemical company 
has followed this policy consist- 
tently for a number of years, with 
a good deal of success. 

The idea has its disadvantages 
and dangers, however, if not han- 
dled skillfully on a long-range 
basis. In the first place, the cur- 
rent shortage of engineers makes 





it difficult to recruit people from 
other departments. Secondly, an 
engineering education does not 
automatically fit a man for the 
complex job of buying. There 
have been cases where “a little 
knowledge is a dangerous thing” 
—leading technically trained men 
to try and bull their way through 
negotiations that required the 
utmost amount of delicacy and 
tact. 

Too hasty a decision on putting 
technical men in as buyers may 
put you in a position where you 
have neither a good engineer, nor 
a good buyer. Only a carefully 
planned program of training will 
help you carry out this type of 
replacement program. 


Some Successful Plans 


Perhaps the most successful ar- 
rangement, altered to meet par- 
ticular situations, is that of hav- 
ing engineering or technically 
trained personnel attached to, or 
working in the purchasing depart- 
ment, on specific projects where 
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DIE CASTING REPLACES STAMPING—An unusual switch 
that saved $60,000 a year was the change from a steel stamping 
(left) to an aluminum die casting with steel inserts (right). Use 
f the stamped unit involved high scrap loss and additional ma- 
hining. Total cost was reduced 80% by use of the die casting. 


specialized information is 
essential. 

One of the simplest variations 
of this arrangement is used by a 
well-known machinery manufac- 
turing company. An engineer, 
brought into purchasing for train- 
ng shortly after graduation from 
college, does the buying of acces- 
sory motors, controls, etc., which 
are attached to the company’s 
product, usually at the option of 
the customer. He also works with 
the engineering department, as a 
representative of purchasing, in 
the specification and procurement 
of equipment. 

Another manufacturing com- 
pany uses the same type of pur- 
chasing engineer to develop new 
sources of supply and new mate- 
rials applicable to the company’s 
use. 

One of the earliest types of pur- 
chase-engineering in the larger 
companies, like General Electric, 
was a group of engineers or tech- 
nicians whose main objective was 
the reduction of costs through 
value analysis. Such groups often 
did no actual buying, but studied 
purchased parts with a view to re- 
ducing their costs through stand- 
ardization, redesign, use of alter- 
native materials or manufacturing 
methods, etc. 

This approach has been broad- 
ened in many places by expand- 
ing the size of the technical group 
and increasing its responsibilities. 
One large midwestern equipment 
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manufacturer has put a group 
of technically trained personnel in 
the purchasing department to act 
as “technical assistants to the 
buyers.” 

The group is headed by an elec- 
trical engineer. On it also are an 
accountant; a graduate metal- 
lurgist; a mechanical engineer; 
two graduates in business admin- 
istration; two men with tool room 
and associated experience; a for- 
mer factory manager; and a foun- 
dry technician. This fairly elab- 
orate system of purchase engi- 
neering is, of course, suitable to 
only the larger concerns, but the 
principle upon which it operates 
holds for a company of any size. 


Help From Outside 
the Department 


Purchase-engineering is not 
necessarily a technique that has 
to be carried out under jurisdic- 
tion of the purchasing department. 
Circumstances of size or internal 
administration may make it im- 
possible for you to obtain the 
necessary personnel to work for 
you in carrying out the program. 
This should not deter you from 
trying to work out some arrange- 
ment to have technical assistance 
available to you on a regular ba- 
sis. After all, the primary purpose 
of the whole activity is to help 
the company through better buy- 
ing, rather than empire-building. 
Having technical personnel under 
your control helps, but it should 


not be made a prerequisite to an 
intelligent program of purchase- 
engineering. 

In a relatively small concern 
like the Ritter Company, a suc- 
cessful purchase-engineering pro- 
gram has two members of the en- 
gineering department in constant 
touch with the purchasing depart- 
ment. These two engineers do 
not “belong” to purchasing, but 
they actually spend most of their 
time there. They perform liai- 
son between the two departments 
on problems of design, specifica- 
tion and procurement. They are 
available at all times to sit in on 
conferences with suppliers, or 
with the engineering or manufac- 
turing departments. As the chief 
purchasing officer at Ritter said, 
“their object is to help us do the 
correct buying job from the tech- 
nical side—but at the same time, 
we have found that their assist- 
ance has led us into some substan- 
tial cost reductions. We can’t be- 
gin to measure the many thou- 
sands of dollar savings that have 
resulted from this purchasing- 
engineering liaison.” 

An advantage of having techni- 
cal people from other departments 
assigned to help do a better, more 
analytical purchasing job is the 
opportunity it presents to spread 
the gospel of value analysis 
through the company. The phe- 
nomenal growth and success of 
value analysis in General Electric 
Company has taken in a number 
of other departments, all of whom 
have responded enthusiastically 
to the concept. Value analysis 
seminars will bring together indi- 
viduals from engineering, manu- 
facturing, purchasing and cost ac- 
counting, working together as a 
team toward the common goal of 
a better product at lower cost. 

This sharing of skill and knowl- 
edge helps to ease purchasing’s 
burden—but in the end it has the 
responsibility for making the best 
buy, and such assistance is more 
than welcome. 


Both Sides Benefit 


Many others beside purchasing 
people, of course, benefit when a 
good purchase-engineering pro- 
gram is established. When the 
close relationship between sound 
engineering and good purchasing 
has been made clear to them, en- 
gineers realize that it is to their 
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own good to cooperate. Manufac- 
turing personnel, also, begin to 
realize that far from trying merely 
to trim prices, the purchasing de- 
partment is actually trying to get 
the material that will best suit 
manufacturing needs and at the 
same time protect the best inter- 
ests of the company. 

No longer does the buyer, out 
to cut costs, appear to the engi- 
neer as a low-price fanatic who 
doesn’t care about quality. And 
the engineer no longer appears to 
the buyer’s eyes as a quality- 
crazy spendthrift. 

The key then, to an effective 
program, is getting each group to 
understand that the other depart- 
ment is his ally, trying to help 
him do a better job. This requires 
something in the way of an edu- 
cational campaign—but in the 
long run, it is practical experience 
that brings about full understand- 
ing. 

Before approaching manage- 
ment with the concept of pur- 
chase-engineering, it is best to be 
prepared with definite ideas as to 
the type of organization you want. 
Once having chosen the method— 
through having engineers as buy- 
ers or, more desirable, engineer- 
ing personnel in the department 
who can act as liaison on cost re- 
duction programs, specification 
changes, development of new sup- 
pliers, etc.—you can put the peo- 
ple at your disposal on specific 
tasks or projects. 

Among such projects, not neces- 
sarily in order of importance, are 
the following that have been suc- 
cessfully taken up by companies 
through the purchase-engineering 
approach: 

@® Exchange of information and 
ideas with any and all company 
groups involved in cost reduction 
programs. This may be through 
individual contact, or through the 
establishment of a cost-reduction 
or value analysis committee. 

® Liaison between purchasing 
and engineering in uncovering 
relevant market and price data, 
new or specialty suppliers for a 
“problem” part, and new products 
or processes. 

®@ Supplying of information on 
purchased finished costs and/or 
savings to other interested depart- 
ments, such as accounting. 

® Channeling of all engineering 
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changes to buyers. This permits 
understanding on both sides as 
to what is needed and whether it 
can be obtained on schedule. 

@ Liaison with engineering on 
all questions of material devia- 
tion. 

® Coordination with all inter- 
ested departments — engineering, 
quality control, laboratories, etc. 
—on all points of quality control 
related to buying. 


Strong Backing Needed 


It should be made clear at the 
beginning that the purchase-en- 
gineer, regardless of how he is 
used in the department, has a defi- 
nite job to do and will be backed 
up on his recommendations if they 
have any worth at all. He is not 


merely a goodwill ambassador, 
without fortfolio and without in- 
fluence. He certainly has not the 
authority to impose his ideas on 
any other departments, or on the 
buyers. But he must be given the 
standing and the support that will 
enable him to do a complete job. 

Technological progress in in- 
dustry is forcing engineering and 
purchasing together. The purchas- 
ing agent with foresight, and with 
ambition, will make his efforts 
now to bring about the highest 
degree of engineering-purchasing 
cooperation before it is demanded 
of him. The successful develop- 
ment of a number of purchase- 
engineering programs indicates 


that now is the time to start work- 
ing on your own. 





SUBSTITUTE FOR GRAY IRON CASTING—An aluminum die 
casting (left) was used in place of a gray iron casting for 
this part. The vast amount of machining previously required 
was practically eliminated and the total cost reduced almost 


80%. 


TWO-PIECE DESIGN NOW ONE-PIECE FORGING—For- 
merly, two pieces were flanged and bolted together to form this 
part. A vendor suggestion, acted upon jointly by purchasing 
and engineering, led to adoption of one-piece forging for the 
part. There were large savings in assembly time, plus a great 
increase in strength of the shaft. 
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‘yOu! need when you need it without 


AN OM carrying extra high-cost inventory is basic to scien- 
‘tiffle bteying: Here is a simple way of setting your 
own, EOQ—economic order quantity—and saving 


money. and effort. 


Y OU CAN whittle down purchase costs without 
getting a single supplier to cut prices. All you’ve 
got to do is to buy the right quantity at the right 
time. This means properly weighing the related 
factors of purchase price, quantity discount, cost 

handling incoming shipments, and cost of 
carrying inventory. All this adds up to EOQ— 
economic order quantity. 

In recent years, a lot of thought has been given 
to the problem of economic lots. Skilled mathe- 
maticians have analyzed it and come up with 
some pretty complicated formulae. Here’s one 
example: 


80 


eo 
Y$SI~w 6," 
IC m! 
m=k+1 








Q$= 


Don’t let the above example scare you. Com- 
plex mathematical analysis can certainly be use- 
ful. But if yours is a reasonably typical purchas- 
ing operation, you can get satisfactory results 
with a much simpler approach. Although it took 
a great deal of work at the start, Argus Cameras, 
Inc., of Ann Arbor, Mich., has a system whereby 
economic order quantity can be easily found. All 
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Getting any new concept into operation 
brings a lot of problems. When you tackle 
| gomething fairly complex like EOQ, there’s 
bound to be a greater-than-average number. 
A lot of confusion can be eliminated by antici- 
‘pating where difficulties will arise and solving 
them in advance. Argus, like many other com- 
panies, issues specific quantity orders from 
requisitions and issues releases for a portion 
of (or sometimes all of) the material on order. 
This would seem to make for conflict, with the 
economic order quantity. Argus cuts confusion 
with these “ground rules”: 


1. The requisition oD Pe quantity 
to be ordered and specified on the purchase 
order. The economic order quantity formula 
determines the size of lots delivered against 
the purchase order. 

Example: If the purchase order or release is 
for 60,000 parts and EOQ is calculated to be 
28,000 pieces, have shipment made in two lots 
of 30,000 pieces. 


2. When it is reasonably certain the same 
supplier will get the order on the next requisi- 
tion, combine shipments from two requisitions 
to get an economic delivery quantity. 

Example: If the economic order quantity is 
20,000 pieces and a requisition is received for 
10,000 pieces, get it increased to 20,000 pieces 
provided there is no danger of obsolescence. 


3. If the requisition covers a period when 
production rates vary considerably, then the 
schedule should be adjusted accordingly. This 
is particularly important when the unit cost of 
the part is high and the delivery quantities 
relatively small. 

Example: Suppose the requisition calls for 
70,000 pieces with 20,000 tc be used in August, 
24,000 in September, and 26,000 in October 


the buyer need do is refer to a chart like that on 
page 83. 

Here’s how the chart works: The vertical axis 
shows the value of a month’s usage of the part 
or material for which it is desired to determine 
economic order quantity. The horizontal axis 
represents fixed costs incurred by the company in 
handling each incoming shipment. Because such 
costs vary with the type of material being han- 
dled, Argus has classified the items it buys into 
four broad categories to figure economic order 
quantity. 

The four fixed cost values that Argus uses are 
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Ground Rules for Using EOO 


and EOQ is 28,000. pieces. In this case, a lot of 
32,000 should be shipped August 1 and an- 
other lot of 38,000 pieces on September 15. 


4. When EOQ yields a result of two weeks 
or less, treat the item as a special case. Unless _ 
investigation discloses that the smaller quan- 
tity is really advantageous, order a two week 
supply anyway. When deliveries are frequent, 
try to cut handling of incoming lots to a mini- 
mum and make arrangements to consolidate 
paperwork for all lots received over a period 
of time—over a month, for example. 


5. When increasing the quantity released 
for shipment so as to get an economic lot, never 


exceed 90% of the quantity forecasted in the 


production schedule. This will cut the risk of © 
bringing in excess stock and still permit ship- 
ment of a reasonably economic lot. 


6. If the economic lot is more than can be 
received in a single lot (e. g. one truckload or 
carload), reduce the quantity to the maximum 
that can be received in a single shipment. 


7. lf an item requires further processing 
after it is received, do not order shipments that 
are less than the processing lots in the shop. 


8. When a supplier has a separate set-up 
charge for each lot he processes, add this 
charge to “F”, the fixed restocking cost sup- 
plied by cost accounting, to determine the eco- 
nomic order quantity. 


9. If the EOQ formula calls for more than a 
six-month’s supply in a single shipment, reduce 
the lot purchased to six months. ! 
| 


10. On expensive and troublesome parts, | 
make a special investigation to make certain . 
the most economic lot is purchased. 


$11.70, $17.50, $22.50, and $38.00. The company’s 
accounting department analyzed various types 
of parts and materials to see how they should be 
classified. For example, it was assumed that fixed 
costs total $17.50 per lot for screw machine parts. 

Since he can easily compute the value of a 
month’s usage (by multiplying monthly require- 
ments by the unit standard cost), and knows the 
fixed cost per shipment, all the buyer need do is 
look at the chart to find economic lot size. For 
example, if F, the fixed cost, is $11.70 and Vm, 
the value of a month’s usage, is $700, then the 
economic lot is a six weeks’ supply. 


$1 








TABLE OF INVENTORY CARRYING COSTS 


| LENGTH OF TIME $100 WORTH OF STOCK IS CARRIE | 
1 Week — 2Weeks 3 Weeks 1 Month 6 Weeks 2Months 
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TABLE OF INVENTORY CARRYING COSTS—Argus uses 
tables like this to find out how much it costs to carry $100 
worth of variously valued lots for different periods of time. 
This table is based on a fixed restocking cost (F) of $17.50 























Useful though the Argus “EOQ” chart may be, 
it doesn’t solve the problem of what to do if a 
vendor offers a series of prices based on various 
quantities. Argus also has a scientific approach 
to this problem. It uses tables which show total 
cost of carrying $100 worth of inventory for each 
of the four F values it uses. By going to the right 
table, the buyer gets the cost of carrying $100 
worth of inventory for various periods of time 
and various values of a month’s usage. He then 

mpares the increase in inventory carrying cost 
resulting from buying a larger quantity with the 
price advantage he is able to get. It is then easy 
to decide whether it pays to buy the larger quan- 
tity at the lower unit price. The sample problem 
on page 85 shows how the Argus system works 
in practice. 


and an inventory carrying charge (R) of 16-2/3%. 


All this may be wonderful for Argus. But the 
fact is that Argus’ chart and table have no direct 
application whatever to your operation. To save 
money with EOQ, you need a chart and table 
tailored specifically to your operating costs. It’s 
an awful lot of work to start with but your efforts 
will be well rewarded. After you get all inter- 
ested departments behind EOQ, you’re ready to 
actually start in on the rather grueling prelim- 
inary calculations. Argus’ system is based on the 
formula EOQ = \/F/Vm x 24/R. The same basic 
formula should work for you. As you look at 
the formula, don’t be scared by the square root 
and the algebraic symbols. The actual calcula- 
tions, as you will see later, are quite simple. In 
fact, you won’t even have to brush up on learn- 
ing how to derive a square root! 
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Economic Order Quantity R= 16-2/3% 
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EOQ CHART—Argus 
uses this chart to find lO 


the right quantity in 
seconds. 





Repeated references are necessary to the var- 
ious symbols in the formula, so the meaning of 
each is summarized in the box, “Definition of 
Terms” on page 84. Since the concept behind 
some of the symbols is fairly complex, a more de- 
tailed explanation sheuld be helpful, however. 
The hardest to grasp is F, the “fixed” portion of 
the total costs of getting a given shipment from 
the common carrier to finished stock mventory. 

The total cost of handling any lot consists of 
both “fixed” and “variable” elements. The “vari- 
able” element of cost increases in direct propor- 
tion to the number of pieces received. The 
“fixed” element is independent of the number 
of pieces. For example, one “fixed” cost is writ- 
ing a receiving report. This must be done whether 
100 pieces are received in a shipment or 100,000. 
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$17.50 














4 MONTHS 


6 MONTHS 


9 MONTHS 


12 MONTHS 





EOQ= yF/Vm x 24/R 





$22.50 $38.00 


F — Fixed Restocking Cost 


To find fixed costs for various materials, you 
need a special study by your accounting depart- 
ment. Because it is a cost that is a segment of 
other costs, F can’t be directly picked off your 
accounting records. It can never be more than an 
intelligent estimate based on cost analysis by 
your controller. Since it varies with the type of 


commodity being handled, theoretically you 
would have to figure a separate F vaue for each 
commodity. Actually this isn’t necessary. All 
you've got to do is classify your commodities into 
four or five groups and estimate values for each. 
Argus uses four. 

As was previously explained, Vm is the value 
of a month’s usage of the material. It is easy to 
calculate. Just multiply the cost of one unit by 
the number of units used per month. 











With any algebraic formula, where letters are used 
of numbers, it’s easy to confused as to what each 
symbol stands for. This to EOQ. ° the mean- 


ing of each is explained in the text, here’s a summary for 
convenient reference. | : ee 





R is the financial cost of carrying inventory and 
is expressed as a percentage of the inventory 
value. It includes allowances for taxes, interest, 
insurance, stores operation, and obsolescence. 
Needless to say, you'll have to get R from your 
controller. Accountants aren’t consistent in the 
factors they consider in figuring the cost of carry- 
ing inventory. So over-all carrying charges re- 
ported by representative companies vary from 
5°4% to 35%, 15% is the average figure. Argus 
uses 16 2/3%. 


ff your controller advises that your cost of 
carrying inventory is the same as Argus’ 16 2/3%, 
copy the Argus chart shown in this article and 
you’ve got a quick way to figure economic order 
quantity. If you’re among the less fortunate 99% 
whose cost of carrying inventory is different than 
Argus’, you’ve got to make your own chart to fit 
whatever value of R you use. 


Plotting Your Chart 
To “roll your own,” use the formula EOQ = 


VF/Vm x 24/R. When F and Vm are expressed 
in dollars (e. g. $10.50), and the percentage R is 
expressed as decimal (for Argus, it would be .167), 
then EOQ comes out in months or decimal parts 
of a month. For convenience, Argus translates 
the decimal parts of a month into weeks on its 
chart (0.5 months becomes two weeks). 


Making Your Chart 


First step in making your EOQ chart is to 
draw up a skeleton of a graph like that used by 
Argus. On the horizontal axis, lay out the var- 
ious values of F you will be using. Argus draws 
heavy lines so that its fixed costs of $11.70, $17.50, 
ete., can readily be spotted by the user of the 
chart. Doing the same thing for your F values is 
a good idea. 

When laying out the vertical axis, be sure you 
use a varying scale like the Argus example. You 
note that the distance between 10 and 20 at the 
bottom of the vertical Vm axis is the same as the 
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distance between 10,000 and 20,000 at the top. 
That is, the values on the vertical axis are not 
laid out in their direct arithmetical proportion. 
This permits a small chart to cover a wide range 
of Vm values. 

Before you plot the chart, you’ve got to assume 
values for two of the variables in the equation 
EOQ = VF/Vm x 24/R, calculate what the third 
variable will be by substituting the two assumed 
values into the formula. Then you plot the chart. 
You must make enough computations to draw a 
series of curves similar to those in the example. 

One way to do this is to assume various values 
for Vm and F, compute EOQ, and then plot what 
EOQ would be for the various assumed values of 
Vm and F. Your answers for EOQ would likely 
come out in uneven decimal parts of month. Also, 
you’ve got to figure a square root in each cal- 
culation. 





More Figures Needed 


Fortunately, using a little bit of high school 
algebra, there’s an easier way. If you got at 
least a “C” in the subject, you'll recall that if 
EOQ = \VF/Vm x 24/R, then Vm = F/EOQ? x 
24/R. With the formula transposed, you can 
assume a value for EOQ, and then determine 
what Vm would be for a number of values of F. 
This will give you a series of points on the chart 
which can be connected into a curve. 

Suppose, for example, you decide to plot the 
curve for EOQ = one month supply. Using the 
formula Vm = F/EOQ? x 24/R, and assuming a 
value of 24% for R, then: 

If F = $10.00, Vm = 10/1 x 24/.24 = $1,000 
If F = $20.00, Vm = 20/1 x 24/.24 = $2,000 
If F = $25.00, Vm = 25/1 x 24/.24 = $2,500 etc. 

After you locate about six points where EOQ = 
one month for various values of Vm and F, con- 
nect them with a French curve. Do this for 
EOQ = one week (.25 months), two weeks (.50 
months), three weeks (.75 months), one month, 
six weeks (1.5 months), two months, three 
months, four months, six months, nine months, 
and twelve months. You'll wind up with a chart 
like that used by Argus. 


With your own EOQ chart, it’s a snap to find 
economic order quantity in seconds. But'you still 
lack a scientific tool to help you decide whether 
it’s profitable to accept a supplier’s offer to take 
a six month’s supply at a lower price when your 
EOQ chart tells you to limit your’ buy to one 
month’s supply. To get one, you’ve got to develop 
tables to show the cost of carrymg $100 worth of 
inventory for various periods of time in relation 
to the value of various sized shipments. You’ll 
need a separate table for each F value you use. 
Thus, Argus has tables for F values of $11.70, 
$17.50, $22.50, and $38.00. 

Set up your table like the Argus example illus- 
trated in this article. On the vertical axis, list 
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the same values for Vm that you have in your 
EOQ chart. Remember, however, that, in the 
table, these figures will represent the value of a 
given shipment not the value of a month’s usage 
as in the EOQ chart. The horizontal axis shows 
how long a shipment would last based on current 
usage of the item. Use the same time periods 


that you used for economic order quantity in 
your EOQ chart. 


The easiest way to explain how to make the 
calculations for this table is to take a few exam- 
ples. So let’s assume you’re making a table for 
shipments where F is $10.00 (you'll need a sepa- 
rate chart for each F value, remember). Let’s 
make R 20%. If the value of the lot is $100, it 
would then cost $120 to carry $100 worth of in- 
ventory for 12 months. The $120 total includes: 
(a) $100 for the material itself, (b) $10 for F, 
and (c) $10 for R. 

When you think over this example, you might 
get confused. The $100 for the material and the 
$10 for F are obvious enough. But what about 
the $10 for R? We assumed that R was 20%, and 
20% of $100 is $20. Why then did we just add 
one-half that amount or $10 for R? Stop and 
think what happens to inventory when it comes 
into a plant. Obviously it’s used. If it’s used at 
a constant rate, then the average inventory dur- 
ing the period between buys would be but 50% 
of the beginning inventory. 

To clarify this, suppose a material is reordered 
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are buying a screw machine part. 
you this quotation: 
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4,700 x $.32). 

machine parts) is $17.50. 

your EOQ chart (use the one in 
ocate the point where the coordinates 
and F==$17.50 intersect. At this 
©. ree weeks so the economic lot is 
: ae of a mofith’s usage, or 11,025 pieces. The value 
_ of this lot is $3,528 (11,025 x $.32). Now the ques- 
* tion is whether it pays to bring in lots of 15,000 
viece get price that is $.01 lower. To find out, 
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of inventory carrying costs shown 


ble 
down the “value of the lot” column on the 
‘see that $3,528 is between $3,000 and 
$4,0 You must interpolate. A $3,000 lot costs 
$101.08 for three weeks; a $4,000 lot is $100.93. 
half the difference between $101.08 and 
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when the stock drops to $10 and a $100 lot is 
bought. Beginning inventory is then $110. An- 
other lot isn’t bought until the stock drops back 
to $10—which, in this case, is 12 months later. 
Presumably $50 worth of material is used up in 
six months. Therefore, on the average, we only 
have half of the $100 lot on hand during the 12 
month period. Consequently R is figured by 
taking 20% of $50 not 20% of $100. So, when 
figuring R, always use one-half the total you 
would normally expect to get. 


Harder Examples 


Remember our table is based on carrying $100 
worth of inventory for various periods. This is 
simply an arbitrary figure chosen to give us a 
starting point from which cost comparisons in- 
volving other amounts can be made. 


Let’s suppose the value of each lot shipped is 
$10. To get $100 worth of inventory in this case, 
we'll obviously need 10 lots. So the F factor is 
based on 10 lots and it is 10 x $10 or $100. As in 
the previous example, R for 12 months is one- 
half of 20% of $100 or $10. Total cost of carrying 
$100 worth of the $10 lots for 12 months is then 
$100 + $100 + $10 or $210. 


You learn one important thing from this ex- 
ample: When the value of the lot is less than $100, 
you’ve got to allow for enough lots to bring the 

Please turn to page 300 
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~ £00 at Work—A Sample Problem 


If a lot of 15,000 pieces were brought in to get 
the advantage of the lower price, this would be 
one month’s supply worth $4,800 (15,000 times the 
$.32 standard cost). 

To find the cost of carrying this inventory, you go 
to the one month in the table and interpolate be- 
tween $4,000 and $5,000 for the value of the lot. 
For $4,000 in the one-month column in the table 
you get $101.12; for $5,000, $101.04. The differ- 
ence is $.08 and 80% of this (since $800 is 80% 
of the difference between $4,000 and $5,000) is 
$.064. So the cost of carrying the $4,800 lot one 
month is $101.06. 

Thus, buying a month’s supply instead of economic 
quantity of three weeks cost an extra $.06 per 
hundred dollars. rr the = bog Bert Sonos 
larger quantity is $.01 piece. Since .00 buys 
312 Bb 285 at seadeat: cost, the $.01 reduction 
means a saving of 312 x $.01 or $3.12 per hundred 
dollars worth of stock. Obviously, it pays to buy the 
larger quantity in this case. The net saving is equal 
to the additional discount less the cost of carrying 
the larger inventory, or $3.12—$.06 per hundred 
dollars worth of stock. 

To help you fully understand how to use EOQ, - 
more sample problems are at the end of this article. 
To work them, use the chart on page 82. 
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miliarity with the vendor’s plant 
essential to buying the right qual- 
Ferguson, supplier 
epresentative, explains a new mold 
is using for a part 
Purchasing 


Here, John 


foundry 
ught by Assistant 
Agent Frank Rocchi. 


Buying 


‘CHASING should do more 


just look at inspection re- 
It does at The Thomas & 
Company in Elizabeth, N.J. 
purchasing plays an active 
1 promoting better quality 
its suppliers. Director of 
hases William Long is fully 
that the “best buy” is a 
me if quality is below par. 


’ 


Long keeps in touch with 


and other problems by 


pany department heads. 


eeting ‘frequently with other 


He 


is a member of five committees. 
Three of them—Quality Control, 
Production, and Production Tool 
—deal directly with material per- 
formance. It is at these meetings 
that Mr. Long finds out from fore- 
men and others whether the com- 
pany is actually getting its mon- 
ey’s worth quality-wise. 

But purchasing doesn’t just sit 
and wait for quality complaints to 
come in “through channels.” Be- 
sides a careful review of inspec- 
tion reports, it uses shop shortage 


the Right Quality— 


3-Way Cooperation Pays Off 


sheets as checks on material per- 
formance. If a sheet shows out- 
put dropping on a given item, pur- 
chasing investigates. A buyer 
will talk to the foreman in charge 
to find out if the shortage was 
due to poor material. If it was, 
he goes to work with vendors to 
remedy the situation. 

Good vendor relations really 
pay off when a defect in material 
occurs consistently. Non-ferrous 
castings are a good example. 
They are a very important item 
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John Ferguson of the Ferguson Co. 





Key to better quality is good vendor relations. Here, 
Director of Purchases Long (center) talks quality with 
Hugh Pope of Eastern Malleable Iron Co., right, and 


tain castings. 


After they discussed mutual problems in his office, Director of 
Purchases Long took vendors John Ferguson and Hugh Pope out 
into the plant. There they can see the castings they supply being 
machined and more readily understand problems encountered. 


with Thomas & Betts. Mr. Long 
buys about 2800 tons of them per 
year. They’re used for several 
hundred different types of electri- 
cal conductors made by the com- 
pany. Good electrical qualities 
and easy machineability are 
musts: Another big problem in 
casting quality is conductivity. 
Recently, purchasing and qual- 
ity control worked with three 
casting sources to boost quality. 
The problem was conductivity. To 
improve it, the company de- 
veloped new control specifications. 
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The three foundries agreed to co- 
operate on the pragblem and 
started checking their processes 
against daily reports from Thomas 
& Betts. Working together like 
this, the company and the foun- 
dries developed a better alloy for 
one casting which increased ma- 
chineability. 

When other castings did not 
meet the new specifications, pur- 
chasing contacted the foundries 
so they could look for the trouble. 
Sometimes vendors stopped pro- 
duction and sent T&B test bars 


Mr. Long keeps in touch with quality problems at meet- 
ings of the Quality Control Committee. At this meeting, 
he sees charts on improvement of conductivity of cer- 





Purchasing also keeps posted on 
quality problems by regular visits 
to the shop. Here, Adam Siegfried 
of purchasing talks to Alexander 
Ruskavich, machine operator, to see 
if he is having any problems ma- 
chining a certain casting. 





for inspection. Conductivity tests 
and spectroscopic analysis by 
quality control located the 
trouble. So three-way coopera- 
tion between purchasing, quality 
control, and the vendors paid off. 

Director of Purchases Long 
considers good vendor relations 
and the company’s interdepart- 
mental surveillance of purchased 
materials dollar-savers as well as 
quality boosters. Both vendor 
and customer benefit from the 
lower cost resulting from this ap- 
proach, 
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VENDOR RATING— 


Guide to Purchasing Decisions 


visser capacity, delivery, 
price, and service. All these basic 
factors must be considered in 
picking the right vendor. How 
do you tell a good buyer from a 
mediocre one? By his ability to 
judge suppliers on these factors. 
A vendor who falls down on any 
one of them is a poor source. 

Price usually isn’t too tough to 
measure objectively. Analysis of 
quotations, discounts, packaging 
charges, and shipping costs is 
routine stuff for any seasoned 
buyer. But when it comes to rat- 
ing delivery, quality, and service 
even the veteran buyer some- 
times falls down. All too often, 
he must rely on his memory, 
hunches and other criteria which 
aren’t too objective. It’s pretty 
tough to put these factors down 
on paper for analytical compari- 
son. 


One Successful Approach 


One company has succeeded in 
developing a technique for meas- 
uring vendor quality, delivery, 
and service in an objective, un- 
prejudiced way. It is Sprague 
Electric of North Adams, Mass. 
Sprague’s vendor rating plan 
gives the buyer statistically sound 
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Analytical buying goes far beyond costs. 


Suppliers’ performance on delivery, quality, 
and service should be checked regularly— 


and objectively. A fair, statistically sound 


system helps both buyer and seller. 


data on the job each supplier is 
doing to serve as a guide for fu- 
ture buying decisions. 

This system does not turn the 
buyer into a mere tabulator of 
inspection reports and other data. 
In fact, Sprague’s Director of Pur- 
chases, Francis G. Jenkins, is the 
first to point out that the rating 
plan can never be a substitute 
for good purchasing judgment. 
Its basic purpose is to give the 
buyer information which he didn’t 
have before. It can help him make 
the right decision in borderline 
cases. It also has done much to 
stimulate suppliers to improve 
themselves. 


Rating Quality 


The data for rating vendors are 
monthly tabulations of invoices 
received and the value of ma- 
terial rejected during a given 
month. The latter factor includes 
materials returned to the supplier, 


passed on exception, and held for 
100% inspection. 

The value of the material re- 
jected is divided by the value of 
the material shipped by a given 
supplier. This gives the percen- 
tage of rejection experienced from 
the supplier during any given 
month. Competing suppliers are 
then compared using these per- 
centages. Also, average or ex- 
pected percentages of rejection 
are computed for each basic type 
of material. Suppliers of the ma- 
terial can then be compared with 
the average. 

Suppose, for example, that 
Sprague buys a certain material 
from four different suppliers. 
Over-all computations of value of 
rejections divided by value of 
shipments show that rejections 
should be 4%. If suppliers don’t 
exceed 2% during a given month, 
obviously they are doing a good 
job on quality. 
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But if a supplier gets rejections 
of 7%, something is wrong. Ob- 
viously, that supplier has not 
been doing as good a job for 
Sprague as his competitors. 

A detailed analysis helps find 
what is wrong with that supplier. 


Delivery and Service Rating 


Sprague has found that the ex- 
pediting section is the best group 
to rate a supplier on meeting 
schedules. This group rates ven- 
dors on delivery relative to each 
other. There are four ratings: 

1. Excellent: Meets promised 
delivery dates without expedit- 
ing. Delivery promise is usually 
in accord with requested date. 

2. Good: Usually meets ship- 
ping dates without excessive ex- 
pediting. 

3. Fair: Shipments late, consid- 
erable expediting is needed. 

4. Unsatisfactory: Often late in 
shipping, series of broken deliv- 
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* Includes Passed on Exception, and reworked by Sprague 


Excellent 


‘Very adaptable- 
“standard” items 
which tie in with ours 


Hot too helpful on 
special jobs. 


Good on small jobs. 


Decrease % of Business 


Working at capacity 
Good competition 


Give more business 
business 


Reject rate still too 


Give more business- 
seems to be working 
out 0.E. Watch reject 


Much improved- New 
Equipment should 
improve delivery. 


Production wants more 
of this material. 


Increase % of Business 
if ok with production 
Expect 

improvement in 
delivery. 


Basic data on volume shipped and volume rejected is analyzed on 
this vendor rating worksheet. 


ery promises, constant expediting. 

After the worksheet used for 
noting both delivery and quality 
ratings is completed, it goes to the 
buyer for comment. He considers 
such factors as attitude and the 
capacity at which the vendor’s fa- 
cilities are operating. But most 
important is the service the ven- 
dor can give. Service doesn’t 
mean just emergency rush ship- 
ments. Technical help and abil- 
ity and willingness to assist with 
prototypes and special jobs also 
count. 


Using the Ratings 


When a worksheet is completed 
it is ready for use as a tool for 
rating the job the vendor is do- 
ing for Sprague. How a supplier 
stands with Sprague isn’t a deep 
dark secret guarded carefully 
within the recesses of the pur- 
chasing department. On the con- 
trary, Sprague purchasing be- 


lieves in discussing a vendor's 
rating with him in an open and 
frank fashion. This is probably 
the real reason why vendor rat- 
ing kas been so successful. 

Each month Mr. Jenkins sends 
the chief executive of the sup- 
plier a letter. It tells him how 
well he is doing on quality com- 
pared with competition. The let- 
ter goes to the head man rather 
than the local salesman for two 
reasons. First, the local man 
should know the situation already 
if he is on his toes. Second, local 
representatives’ reports are never 
as effective as these direct from 
the customer. 


Results of Rating 


Like almost everything else 
that is worthwhile, vendor rat- 
ing costs money (although it 
probably costs less than what 
might be indicated by a casual, 
first estimate). Nevertheless, 
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Sprague’s program has returned 
its costs many times over accord- 
ing to Director of Purchases Jen- 
kins 

Mr. Jenkins points out that 
Sprague is no different from most 
other manufacturers in that its 
purchased costs take roughly as 
big a bite out of the sales dollar 
is shop costs. In manufacturing, 
staff controls evolved a number 
of years ago. They include such 
functions as time study, quality 
‘ontrol, methods improvement, 
process engineering, factory cost 


However, the more progressive 
companies such as Sprague have 
found that purchasing staff ac- 
tivities like purchasing research 
and vendor evaluation can pay 
off as much as similar functions 
in manufacturing. Mr. Jenkins 
reports that the company has 
benefited from vendor rating in 
four ways: 

1. The vendor rating reports 
keep buyers aware of how im- 
portant it is to keep suppliers 
on their toes on quality and de- 
livery. In many companies (not 


stand compared with competitors 
on quality and delivery. They al- 
so know that Sprague is fully in- 
formed of their performance be it 
good or bad. If the president of a 
supplier receives a letter stating 
that he ranks fourth of four sup- 
pliers, he is going to find out 
why. The result is increased sup- 
plier interest in high standards 
and a definite improvement by 
firms that ranked near the bot- 
tom of the totem pole at the start 
of the program. 

3. The system quickly brings 
quality problems out in the open. 
It tends to force remedial action 
on problems which might other- 
wise drift on for months with no 
real solution. No supplier likes a 
-ating well below his competitors 
and naturally will want to take 
steps to improve it. 

4. Direct and indirect cost sav- 
ings have been substantial. Better 
quality and delivery has a fa- 
vorable effect both on Sprague’s 


Suppliers are told fully and frankly 
how they stand. Regular reports to 
vendors (left) may be followed by 
personal discussions. Explaining to a 
vendor how the system works (below) 
are Purchasing Agent Fred McNamara, 
seated behind the table, and Expedit- 
ing Supervisor Joseph T. O’Keefe, 
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overhead costs and its suppliers. 
A cut in rejections saves Sprague 
time and money in receiving in- 
spection (and sometimes from re- 
sultant objects of the final prod- 
uct). The saving to the suppliers 
from fewer returned shipments is 
obvious. In addition, both the 
company and the supplier bene- 
fit from changes in specification 
that often come from careful 
analysis of quality problems. Im- 
proved delivery means less ex- 
pediting for Sprague and fewer 
scheduling difficulties for its 
plant. 


Starting a Program 


At Sprague, the statistical tabu- 
lations necessary to get quality 
ratings are done by purchasing 
research. Mr. Jenkins recom- 
mends that any department plan- 
ning such a program have the 
tabulation done by some staff 
group like purchasing research. 
This keeps buyers from getting 
involved in a lot of detail work. 
It also solves the problem of who 
should handle vendor rating if 
more than one buyer does busi- 
ness with a given company. 

How much time does the ven- 
dor evaluation program consume? 
Sprague processes about 200 pur- 
chase orders daily. About 50% of 
them are production parts and 
materials. It computes vendor rat- 
ings for only about 35 selected 
suppliers of production parts and 
materials. Total annual purchases 
are about $16 million. Mr. Jen- 
kins estimates that only about 8 
heurs of clerical work are needed 
monthly to handle the computa- 
tions and reports necessary for 
vendor rating. 

The above figures can be cor- 
related and an estimate made of 
the cost of vendor rating in any 
size department. To figure the cost 
in dollars, simply multiply the 
number of clerical hours by the 
prevailing rate per hour. 

A not unexpected result of ven- 
dor rating is that old-line sup- 
pliers that have met the test of 
time came out on top. It has 
always been a basic Sprague pol- 
icy to establish suppliers who can 
be counted on to quote fair prices, 
whose deliveries are reliable, and 
whose service is always avail- 
able. This policy continues. Ven- 
dor rating has helped justify it. 
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Top quality is essential in Sprague’s line of high-precision elec- 


tronic components. 


Vendor rating is a flexible tool. 
The principles of the Sprague 
system can be adapted to suit the 
needs of almost any company. 
Suppose, for example, that your 
company uses statistical quality 
control combined with vendor 
certification. 

With a system of vendor cer- 
tification, if quality is consistently 
high, cost of receiving inspection 
can be cut. Also, the over-all 
quality level can be raised. Ven- 
dor’s shipments are “certified” to 
be of a specified quality level at 
time of shipment. Only spot 
checks by receiving inspection 
are needed. 


Combine With Certification 


A vendor rating plan can help 
decide which vendors are worthy 
of certification. Besides doing a 
good job according to vendor rat- 
ing, a supplier must have other 
attributes before he can be cer- 
tified. He should be using the lat- 
est in scientific quality control 
techniques. He must be fully in- 
formed as to the relative impor- 
tance of various tolerances so he 


can set up sound controls. He 
should also be fully familiar with 
the customer’s inspection methods 
to eliminate any possible mis- 
understandings. 


Decide on Sample 


To get vendor certification go- 
ing, it is necessary that buyer and 
seller agree what percentage of a 
random sample is acceptable. For 
example, it might be agreed on a 
given dimension that if a check 
of a 100-piece sample shows but 
one part off tolerance, the lot is 
acceptable. The size of the sample 
and permissible deviations are 
based on statistical techniques. 
Mutual agreement between buyer 
and seller is, naturally, vital to 
the success of the plan. 

Vendor rating does more than 
show which vendors should be 
considered for a certification plan. 
It provides a running check on 
performance under the plan. 
Combining vendor rating with 
certification is just one possible 
variation of the Sprague system. 
There are, no doubt, many others 
equally useful. 
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Caution! Check Your Vendors 





CREDIT REPORTS 


for Creative Buying 


With Fewer Risks 


One of the newer tools of scientific purchasing is financial analysis of suppliers. It’s simple 
to apply once the principles are learned. Through it, you get a thorough, accurate picture of the 
people you deal with, and a chance to enlarge the scope of your buying. 


This article was specially prepared for PURCHASING by 
Kenneth Henry and Joseph A. Wall of Dun & Bradstreet, Inc. 





Telephone order clerks in Dun & Bradstreet’s New York office. Re- 
quests for credit reports received here from subscribers are usually 
answered in minutes. 





C HANCES are you have a very 
useful buying tool available to 
you in your controller’s office. 
It’s the Dun & Bradstreet credit 
service. If your company has a 
large number of accounts receiv- 
able spread over the country, it’s 
all but a must if credit losses are 
to be avoided. If you are already 
paying for a service, it’s just good 
common sense to make maximum 
use of it. 

Of what possible use can credit 
reports on present or proposed 
suppliers be to you? After all, the 
vendors you buy from are giving 
you credit, not vice-verse. The 
value of such data to buyérs is 
attested to by the fact that, in at 
least one company, purchasing 
makes greater use of Dun & Brad- 
street reports than accounting! 

Here’s how credit reports can 
help you do a better job. They 
can do these things: 
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Dun £ Gfalbvel he 
BRISTOL CANDY CORP BRISTOL 3 PA 
PAGE 2 (A) AUGUST 18 1954 
COMPARATIVE FINANCIAL STATEMENTS 
alun_20_ 1932 aiun_30_1935 fun 301934 
Cash $ 78,17! $ 72,913 $ 87,486 : . 
U.S. Govt. Bonds 36,710 70, 126 pees In this more complex credit report 
Accounts Receivebie 38 ,040 29,564 68,640 left fi ial 
Inventory 58/053 711874 138/442 (left), financial statements are set 
TOTAL CURRENT ASSETS 210,975 244,499 294,570 up *" they ar be —e from 
ear to year. Important ratios are 
Fixed Assets 31,232 28,549 253,755 y. fi y P 
Cash Value Life insurence 4,154 5,047 1416 also figured. 
Prepe'd Expense 2,036 1,947 6,4% 
TOTAL ASSETS 248,398 280,063 561,237 
Ove Genke --- --- 25,000 
Accounts Payable 20,179 9,602 10,654 
Federe! income Texes 30,395 38,712 795131 
Accruals 18,049 12,816 8,635 
TOTAL CURRENT LIABILITIES 68,624 61,331 123,420 
Ove Benk-Deferred -- --- 125,000 
Common Stock 150,000 150,000 150,000 
Eerned Surpive 295774 68/712 162;817 
TOTAL LIABILITIES 248,398 280,043 561,237 , ‘ 
ane cana ot There are four sections to credit 
reports—history, operation-location, 
NET WORKING CAPITAL 142 ,350 163,!68 i71,150 
ne O ie 2 s'30 financial information, and payments. 
: acon ae In this fictional report (below) on a 
RNSIGLE NET WORTH oreyere 218,712 512,817 small manufacturer, it is possible to 
Net Seles 735,198 771,035 1,106, 165 i i " 
wee Soten 53770 26’9a3 a rat get all information on one page 
Dividends 15,000 36,000 30,009 Larger companies often require 
CENTS OMITTED, The f arege 1 figures were prepared from annual financial reports of reports several pages in length. 
the suditors, Jemes Wheaton & Co., C.P.A.'s, oats ae Pe. Statements were re- 








ceived by mel! gccompanied by transmittal }-4+ : a 
vrer. At June 30, 1954: Accounts Receivet 


$3, Aye ote cane sare oy OP ety: ° G, G (yf) f 
celued ar"the lower of font or market uncer tin & Dralliedc Ca 


- x $200,000 under @ 
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3661 | OCTOBER 3 1955 
KENT ELECTRONICS iro. ELEC, ASSEMBLIES BROOKLYN 19 N.Y, 
1246 KENT ROAD 
Miles Gross, Partner Hannah (Mrs. Miles) Gross, Partner 
PLEASE BOTE WHETHER MAME, BUSINESS AND STREET ’ 
dang TS Rt RATING: F 21/2 toE 2 
STARTED: 1948 PAYMENTS: Discount? 
NET WORTH: $24,901 SALES: $189,252 





: SUMMARY 
SALES ARE INCREASING ANO tea oy PROFITABLE. THE CONDITION IS SOUND, 


Style was registered by the partners on April 30, 1948, 

This firm was formed April, 1948, Starting capital consisted of $10,500 sav- 
Ings, a $35,500 loan from Teachers Credit Union, and a $5, loan from partners’ 
fomilies, making a total of $17,000, Loans have since been repaid. 

Miles Gross, 41, native born, and e mechanical engineer. Graduated from Colum 

bia College of Engineering in 1935, Employed as designer by Liggett Electric Co. 


1. Give you general informa- on “Lcaan Gires salen Gress Ea Ske Gee wee © tee ark coined Ctndher grier % 
" aidan an i ri i wos 0 or 
tion on the vendor’s facilities. If formation of this firm. parC. 
i i n Manufactures parts and nt assemblies for radio and television receivers 
the report - psa Rane ge this ca cs ene aaah sitet coatires cries fake ony tout Ggi<" Scie o 
set manufacturers end mo or r To re rs Ss . erms r rox, ne 
save you the time an expense 0 60 jue. Both partners active, three quployes. Equipment includes 6 Cleveland Auto- 
a personal visit matic bench lathes, 4 Salisbury |" grill presses, Teas stamping machines (19" 
= ¢ r m cepacity), and assorted Special ly-designed. igs, dies, and hand tools. Rents first 
2. Provide insight into the busi- con a 
. PINANCEAL, INFORIATION 
ness ee and character of I statement at june 30, 1955-cents mente: 
the people with whom you deal. eum $6,308 ngeté Par $13,728 
Chances are if a vendor has a - 36ers 
record of unethical dealings, he Totel Current 28,626 Total Current 13, 724 
won't be a good one. aan “ NET WORTH 24,901 
.. Show way! good me veneers Met's ‘es fr duly | ee, dO, 1955 ste. 232 fit te 
. . ° AL rom Ju Py o June 3 gross ‘° ; 
credit is. If it’s really bad, you solories end arovings of partners. $6, 732; j net profit over and ebove solaris’ and 
. drawings of partners n ren ease expires 
might be forced to look for a new S| ged; September 20, 1955 KENT ELECTRONICS by Miles Srcea. fartear 
° Received by mil. 
source at the wrong time. The Accountant: J. C, Harris, C.P.A, 

’ : g h ~ erean. hes established a good reputation for quality and adherence to delivery 
vendor Ss creditors will ave put schedules, with the result that both sales and profits of this business have mounted 
him out of business stesdily. Pert of earnings have been reinvested in the business to finance its 

. steady growth. 
° . . PAYMENTS 
4. Describe the vencor’s major HO OWE =P DUE TERMS _AUG 20 1955 

° 4431 3927 10th of MO Disc Sold 3 yrs to date 

products. If the vendor is already 2340 2230 2-10 NSO Disc Sold 1949 to 3-54 
e » ° P 2250 2049 2-10 Disc Sold 4 yrs 
making something similar to 11361136 2-10 Prox Dise Sold yrs to date 
: ' - sc 
what you propose buying, it’s less ocd ice dei Ppt Sold 1-49 to 12-53 
= i 

likely that you will have quality 

: PLEASE MOTE WHETHER MAME, BUSINESS AMD STREET ADORESS CORRESPOND WITH an tequtar. 
or delivery problems. A man Be he LS SNES ITS TL SEE ee Ce “Cae 


does best what he knows best. 
5. Provide data on financial 
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strength and profits. All other 
factors being equal, the bigger 
the vendor’s profit margin, the 
better it is for you. A vendor 
with a healthy profit is an effi- 
cient one. Also, he is more able 
to give you lower prices if he has 
to 
The five ways in which credit 
reports make for better buying 
that are listed above aren’t just 
theoretical principles. They’re 
backed by the experience of buy- 
ers that have applied them. For 
example, a buyer of binder twine 
a midwestern company re- 
ceived an offer from a source that 
he knew almost nothing about. A 
‘+heck of samples showed that the 
offer was for just what he wanted. 
And the price was right. There 
was only one hooker. The order 
had to be paid for in advance. 
The buyer suspected a new ver- 
sion of the old shell game. He had 
almost decided to drop the deal 
when a credit agency suggested 
a special check-up on the sup- 
plier. This showed that the offer 
was honest and the terms bona 
fide. So the buyer went ahead 
with the deal. His company made 
a profit it would have lost were 
it not made for the credit check. 
Lower prices resulted from the 
use of a credit report by a West 
Coast manufacturer of aircraft 
parts. It had a contract to make 
a major sub-assembly for another 
well-known company. Appar- 
ently, an enterprising salesman 
had talked one of the prime con- 
tractor’s engineers into specify- 
ing his brand for a minor compo- 
nent. In any event, the blueprint 
did not permit wide discretion on 
the buyer’s part. The buyer was 
all set to place the part with the 
recommended source. The price 
looked high but time was short. 


3¢ Not 9¢ 


Since he’d had no previous 
dealings with the source, he got 
a credit report on it just to make 
sure everything was O. K. Every- 
thing was as far as credit and 
finances were concerned. One 
thing in the report caught the 
buyer’s eye though. The vendor 
was strictly a supply house. It 
did no manufacturing — even 
though its salesman had implied 
that the company was going to 
make the item in its own plant. 


04 


By checking further, the buyer 
located the company that was ac- 
tually going to make the part. He 
wound up buying the item direct 
and paying a price of 3¢. The 
source specified on the blueprint 
had wanted 9¢ for the identical 
item. 


A Less Legal Case 


The situation in the above case 
was unethical but not illegal. It 
could have been worse. It was for 
a buyer in another company. He 
was offered a good deal on a new 
type package that was just what 
he was looking for. The source 
was a new one and its “president” 
wanted a $10,000 advance to cover 
tooling costs. The buyer got a 
quick credit check. It showed that 
the man who had made the offer 
and claimed to be head of the 
packaging concern had a very 
bad record. He had been involved 
in the sale of questionable securi- 
ties and apparently was wanted 
by the police for passing bad 
checks. So the buyer dropped that 
teal fast. 


Use Reports Effectively 


A good rule for using credit re- 
ports is to get them early enough 
to permit you to take action. 
Some of them you may already 
have on file in your accounting 
department. Others you'll have to 
order. It’s also a good idea to 
check more than new vendors. 
While a check on _ proposed 
sources may give more spectacu- 
lar results (in a few cases, per- 
haps as interesting as those cited 
in the above examples), it pays to 
keep track of old line sources too. 
In a competitive market, positions 
change in time. You might have 
held off on placing too much busi- 
ness with a small vendor. In time 
that vendor can get bigger. If you 
don’t know about it, you might 
‘miss the boat” in not giving him 
more business in line with his 
growth. 

To use credit reports for better 
buying you’ve obviously got to 
know what they contain. Then 
you’ve got to know how to use 
the information. 

The Dun & Bradstreet credit re- 
port has four basic sections. They 
are: 

1. A History of the business, 
who owns and who runs it. 








2. A Method of Operation sec- 
tion. 

3. Financial Information. 

4. A Payments section. 

History — This section deals 
with such things as when the 
business was started, by whom, 
starting capital, authorized and 
paid-in capital, when the present 
management took charge, and 
other facts. It also describes the 
previous business experience of 
the owner, partners, officers or 
directors. 

This section is very useful if 
you’re making any long range 
plans with a vendor. In such cases, 
stability of management and a 
record of responsibility become 
very important. It’s also helpful 
to know about the outside inter- 
ests of a vendor. Sometimes this 
can forestall collusion in competi- 
tive bidding. 

Method of Operation—This sec- 
tion is very important to purchas- 
ing. It lists the concern’s physical 
set-up—size and location of plants 
and warehouses, transportation 
facilities such as rail sidings and 
docks, list of machinery and 
equipment (in cases where a lot 
of contract work is done), num- 


important 


ratios 


ROY A. FOULKE 
DUN € BRADSTREET, wc 


Each year Dun & Bradstreet pub- 
lishes fourteen important ratios for 
72 different lines of business. This 
information is extremely useful for 
intelligent financial analysis. it can 
be obtained without charge by writ- 
ing Dun & Bradstreet, 99 Church 
Street, New York 8, N. Y. 
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‘ber of employees, usual selling 
terms, and other helpful informa- 
tion. 

Financial Information — This 
section includes a recent financial 
statement, sales volume, and a 
summary of recent trends. You 
can learn whether or not a sup- 
plier has enough capital to handle 
your needs. This is just as im- 
portant as knowing whether or 
not he has the machines to do the 
job. If the supplier can’t afford to 
keep adequate stocks on hand, 
his deliveries might well be slow. 
If this is a problem with a sup- 
plier, it’s unlikely that he’ll brag 
about it. 

Payments—This section is a 
record of how the vendor pays 
his bills. It gives further clues on 
his ability to deliver on orders. 
If he pays fast and takes dis- 
counts, he can likely get the ma- 
terials he needs when he needs 
them. If he’s slow in paying, he 
might well have trouble. 


Getting Into Details 


When you’re considering mak- 
ing a vendor a key link in your 
operations, a very careful analysis 
is useful. To help evaluate the 
financial picture, there are a num- 
ber of important ratios. They’re 
easy to figure. Some are already 
in the credit report. 

Naturally, ratios are useless if 
their underlying significance isn’t 
understood. Fortunately, it isn’t 
too hard to get at least reasonably 
familiar with them. This doesn’t 
mean that a buyer should also be 
a financial expert. But he should 
at least be able to discuss the 
subject intelligently with others 
in his company. 


Some Important Ratios 


Roy A. Foulke, vice president 
of Dun & Bradstreet, has made 
a special study of 14 important 
ratios. The most common ratio is 
that of current assets to current 
liabilities. Mr. Foulke writes in 
Behind the Scenes in Business 
that “even today the businessmen 
are legion who believe in this one 
ratio as the infallible guide to the 
interpretation of balance sheets. 
...” But, he points out, “no one 
ratio can possibly give a clear pic- 
race 

Besides the current ratio, Mr. 
Foulke considers 13 other ratios 
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over current debt. 


treasury stock, etc. 


and other adjustments. 





Common Accounting Terms — 
And What They Mean 


CURRENT ASSETS, in general, include cash and things that 
can be turned into cash in short period of time. They’re the 
total of cash, accounts and notes receivable, inventories, and 
marketable securities, less reserves. 

CURRENT DEBT is the total of all liabilities due within one 
year. It includes currently due payments on notes, mortgages, 
and funded debt, reserves for taxes, and accounts payable. 
NET WORKING CAPITAL is the excess of current assets 


FUNDED DEBT includes payments on mortgages, notes, etc. 
with a maturity of more than one year. 

FIXED ASSETS are the total cost values of land and depre- 
ciated book values of buildings, machinery, equipment, etc. 
TANGIBLE NET WORTH is the sum of all outstanding pre- 
ferred and common stocks, surplus and undivided profits, less 
intangible assets such as good will, trade marks and patents, 


NET PROFIT is the profit after all depreciation charges, re- 
serves for Federal income taxes, adjustments of inventory 
valuation to lower of cost or market, write offs of bad debt, 








to be important in getting an un- 
derstanding of a business’ opera- 
tions. These 13 ratios are divided 
into considerations of capital, in- 
ventory, sales, and net profit. 

First capital ratio is fixed as- 
sets to tangible net worth. When 
its net worth (all tangible assets 
less all liabilities) is between 
$50,000 and $250,000, a business 
should be carefully analyzed if 
the depreciated book value of its 
fixed assets is greater than two- 
thirds of net worth. When net 
worth is over $250,000, great care 
isn’t needed unless fixed assets 
total more than 75% of net worth. 
Lower ratios are naturally more 
favorable. 

Second capital ratio is current 
debt to tangible net worth. If net 
worth is between $50,000 and 
$250,000, this ratio shouldn’t nor- 
mally be greater than 67%. When 
net worth is over $250,000, cur- 
rent debt shouldn’t exceed 75% 
of net worth under normal condi- 
tions. 

Third capital ratio is funded 
debt to net working capital. 
Rarely, if ever, should funded 
debt exceed net working capital. 

Fourth capital ratio is total 
debt to tangible net worth. This 
combines current and funded 
debts and thereby extends the 
capital ratio analysis. 


First is net sales to inventory. 
This is figured by dividing annual 
sales by inventory. It shows how 
fast stocks are being turned over. 
Best way to use it is to compare 
with other companies in the same 
line. 

Second is the ratio of inventory 
to net working capital. Accord- 
ing to Mr. Foulke, “this is the one 
ratio which will give an indica- 
tion of as to whether an inventory 
is heavy or not, irrespective of 
the volume of business .. . ” If 
net worth is between $50,000 and 
$250,000, be careful if inventory 
exceeds 75% of net working 
capital. When net worth is over 
$250,000, inventory should be no 
greater than net working capital. 


Three Sales Ratios 


Third ratio is current debt to 
inventory. To figure it, divide cur- 
rent liabilities by inventory. This 
ratio often shows up a top heavy 
debt which can be corrected only 
with more capital or less sales. It 
will vary with business conditions 
and periods and types of business. 
Compare competitors for best re- 
sults. 

First sales ratio is the average 
collection period. To find, first 
divide annual sales by 365 to 
get average daily sales. Then, 

(Please turn to page 294) 
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I'he modern buyer is no longer a deskbound 
order placer. He’s making regular trips to his 
vendors’ plants. He wants to know the men who 
handle his orders; what the company is capable 
of; what is slowing it down or pushing it ahead 
in its field. He’s using personal contact to get 
the answers he needs. 


PLANT VISITS— 


A Look at How 


Some buyers have never been 
inside a vendor’s plant. On the 
other hand, some companies have 
a policy that their purchasing 
people must make regular visits 
to the facilities of the firms they 
do business with. 

There is no question that the 
buyer who has first hand knowl- 
edge of a vendor’s operation is 
equipped to do a better job than 
the one who never stirs from be- 
hind his nameplate. But there are 
also degrees of efficiency in plant 
visiting. Your visit can begin and 
end in the sales managers’ office 
—topped off perhaps with an ex- 
cellent lunch at a nearby café. Or 
it can be a complete, thoroughly 
analytical one, covering every ac- 
tivity that relates to you. 
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IS EXPERT TECHNICAL ADVICE AVAILABLE? On 
this trip Mr. Tilley sought to have a stamping he buys 
modified, without a complete change in tooling. Worces- 
ter’s Manufacturing Engineer Carl G. Hakanson and 
Chief Estimator Birger G. Spongberg (right) discuss 
this with him. Other manufacturing and engineering per- 
sonnel are also available for such meetings, and were 
present at later stages of this discussion. 


Suppliers Are Doing 


Making sure you do a proper 
inspection job depends, of course, 
on the supplier’s cooperation. He 
must be aware of and sympa- 
thetic to your basic aim in visit- 
ing him: to try and judge his 
ability to serve your company as 
a good source of supply. A good 
vendor will not try to hide any- 
thing from you except the cor- 
porate secrets that sometimes ex- 
ist in highly competitive fields. 

When buyer and seller under- 
stand, and cooperate with, each 
other a plant visit can be an ex- 
ercise in “service value analysis”. 
Properly carried out, the visit 
will be a study of processes, 
equipment, policies, and person- 
nel, to see how they affect your 
purchases, and how they may be 
improved. Plant visits broaden 
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and enrich the important per- 
sonal contacts in buyer-seller re- 
lationships that often produce 
cost-saving ideas. They foster the 
mutual confidence that nourishes 
good buying. The buyer assures 
himself of the seller’s capabilities 
(or lack of them, if that is the 
case.) The vendor is put on notice 
that the purchasing agent doesn’t 
quit thinking about his orders 
once the paperwork is completed. 

One of the biggest advantages 
of plant visits is their educational 
value. Both the neophyte buyer 
and the experienced purchasing 
agent can do a better job when 
they know how a part or product 
they buy is made. They can un- 
derstand it better, analyze it more 
intelligently the next time they 


DOES THE VENDOR ENCOURAGE PLANT 
VISITS? Purchasing Agent Frank Tilley, Anemo- 
stat Corporation of America, begins a regular visit 
to Worcester Pressed Steel Company, Worcester, 
Mass. These trips were begun several years ago 
when Mr. Tilley first started buying from Worces- 
ter Pressed Steel. The company has a definite 
policy of encouraging plant visits and offers every 
cooperation to purchasing men who call. 





see it on a requisition. And they 
can put the vendor on the spot 
if he juggles delivery promises— 
because they know approximately 
where their orders should be on 
the production line at a given 
time. 

Whether you’re visiting a ven- 
dor prior to issuing an order, or 
with a specific problem in mind, 
or just as a matter of policy, both 
of you benefit. With each visit, 
you strengthen a bond of under- 
standing and cooperation that 
helps solve problems that often 
only grow worse through formal 
correspondence. 

Frank Tilley, purchasing agent 
of Anemostat Corporation of 
America, whose visit to the 
Worcester Pressed Steel Com- 
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THEY HAVE THE PROPER EQUIPMENT TO 

[Y JOB? General Foreman Robert H. Jernberg 

vanies Mr. Tilley to the battery of machines 

: out his job. The practice of inspecting the 

on line this closely varies in industry, de- 

yn the product bought and the size of manu- 

s facilities. It is normal procedure during 
ley’s visits to Worcester Pressed Steel. 





ould adversely affect the buyer’s own scheduling. 


suppliers’ inventories are adequate, too low, or 
ed. This provides a good insight into the com- 


' 


wee 


IS ENOUGH ATTENTION GIVEN TO QUALITY 
CONTROL AND INSPECTION? Chief Inspector 
Edward E. Hill reviews possibility of adjusted tol- 
erances resulting from proposed changes in specifi- 
cations. In carefully designed products like Anemo- 
stat air diffusers, it is essential that vendors be prop- 
erly staffed and equipped for painstaking inspection 
and quality control. 


\.RE PLANNING AND SCHEDULING COORDI- 
NATED WITH MY NEEDS? A short visit with Mana- 

r of Production and Material Control Charles T. 
Mooney provides vital information on the production 
tatus of Anemostat orders. Incorrect timing of delivery 


pany was specially photographed 
for this story, began visiting the 
plant years ago, as soon he be- 
came a customer. He follows a 
similar policy with all his major 
suppliers. The photographs serve 
to illustrate points he wants to 
know about a supplier. 

“Plant visits” says Mr. Tilley, 
“definitely help us do a more 
scientific purchasing job. They 
cut down involved telephone calls 
and correspondence. They assure 
us we are not supporting some 
kind of a sweatshop operation. 
They enable us to point out to 
our vendors possibilities for cost 
saving. They help to coordinate 
our efforts and those of our ven- 
dors for the production of the 
best product at the best price.” 


RE STOCKS ADEQUATE AND EFFICIENTLY DOES TOP MANAGEMENT TAKE AN INTEREST 
HANDLED? Mr. Tilley, along with Works Manager IN MY PROBLEMS AND VIEWPOINT? The visiting 
1ard C. Schmidt, examines some of the stock that purchasing agent’s opportunity to meet and talk with 
een sheared prior to going into the manufac- key executives is an important measure of a company. 
\nemostat parts. A good P.A. can quickly judge The door of Worcester Pressed Steel’s President Carter 


C. Higgins (right) is always open—not just for window 
dressing but for practical discussions with buyers. Sales 


, if 
b 
rk es ; 
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e of their purchasing, and the general efficiency Manager John E. King (center) has been with Mr. Til- 
operation. ley throughout his visit. 








... at the Right Price 










TARGET 
COSTS— 


Team Effort 





for Value Analysis 


A BUYER of complex products would be a 
genius if he knew every cost and functional 
detail of the parts’ thousands of components. 
This is what has discouraged many purchasing 
agents from starting—or trying to start—value 
analysis programs in their departments. 
Hamilton Standard, a division of United Air- 
craft Corporation, has a system that has beaten 
the problem in a very profitable way. Called 
“Project Target Costs” the program is already 
hitting 90% of the cost reduction marks set up 


You can’t expect buyers of complex 
parts to know every economic and for it. 
functional detail of thousands of With a target cost as a guide, the buyer is free 


from a mass of detail. He is ready to devote full 
purchasing skill to the job of cutting costs. The 
targets are set by a committee of men thoroughly 
with men schooled in shop practice. schooled in shop practice and fully acquainted 
Result: a high percentage of bulls’ with the parts that make up the end product. 
On it are representatives from cost accounting, 
production, engineering, production engineering, 
purchasing, and sales. 

H-S gets the project under way with a careful 
analysis of the parts list, or bill of materials, of 
the completed assembly. Minor parts currently 
bought at low cost—such as standard bolts, nuts 
and screws—are eliminated. 

Attention is then given to new material for 
items on which there is little or no cost experi- 


components. Hamilton Standard’s 
cost reduction project teams PA’s 


eyes in shooting at lower costs. 
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ence. This includes castings, forgings, special 
designs, etc., and requires a great deal of thought. 
Before any estimate, the analysts must know 
the ordering quantity and rate of production. 
Will the overall requirement be 1000, 5000 or 
more units? What is to be the rate: 100, 250, 500 
or more per month, or for another period? The 
ordering quantity and amount of money alloted 
affects the degree of completeness and proficiency 
of tools, gages, dies, etc. Thus, the production 
efficiency to be expected from a vendor depends 
upon the quantity and permissible tooling. 

Prospective casting costs are determined by 
study of the blueprint and comparison of costs 
of castings of similar type and material. Contours 
and cores are specially considered as to how they 
affect cost. Here it is important that the analyst be 
familiar with foundry practice, the relative values 
of sand, die and precision castings, and the mar- 
ket prices of various metals. 

In choosing a target cost for a forging, pro- 
cedure is about the same. The analyst has to 
know the costs of die making and die mainten- 
ance, as well as forge shop practice. This is the 
only way he can be of help to the buyer. 

The remaining parts in the list are divided on 
the basis of vendors’ specialized services. Screw 
machine products, sheet metal work, stampings, 
general machine shop work, molded plastics, and 
rubber goods are bought from separate sources. 
Targets are made with regard to the suppliers’ 
equipment and ability to supply a particular type 
product. 

Once the items to be targeted are chosen and 








grouped, a blueprint is obtained for each part. 
A card is filled out for each part, containing all 
available details, except the target. If the item 
has been made or bought before, the last actual 
cost is inserted. With this information at hand, 
a study of the print will show whether the item 
is being bought economically or a lower target 
is advisable. 

When the item is new there is no entry in the 
column marked “actual.” And if the part is rela- 
tively simple the target can be readily estimated 
and entered on the card. 

Complex parts demand a lot of background 
study. Analysts are expected to learn the values 
of the nearest comparable piece for which there 
is some cost experience. When such an item is 
found, the part number, part name and actual 
cost are noted on the card. 

Having studied blueprints and comparative 
costs, the estimator decides what the item should 
be bought for. That target cost is entered on the 
card. 

When target cards are completed, they are 
placed in groups according to classifications that 
would be most helpful to buyers. Each group is 
arranged in numerical sequence and the informa- 
tion is tabulated on a Project Cost Breakdown 
Sheet. This collection of data is the basic infor- 
mation which the purchasing department uses in 
its part in the cost reduction program. 

Herewith are the basic steps in starting and 
completing a project. The hypothetical figures 
appear in an instructional manual issued to buy- 
ers by Hamilton-Standard. 


~ TARGET Ir 
EM 
106123 
pacer 
Pp - 





The Cost Analysis Committee prepares a card for every part to be 
the assembly are 


targeted. Part number, name, and number of 








written in. If part has been purchased, actual and target costs are 
entered under PP, or if made, under M. Where there is no previous 
cost experience, no actual cost is entered. On complex parts, figures 
for comparable items are written in the blank space to the right, 


and notations made of the part number and name. 
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CASTINGS 
C-104104 
C-104234 
C-104242 
CH1C4244 


e 
2 

























A Project Cost Breakdown Sheet is made up from the cards, and 
forwarded by the Cost Analysis Committee to the Purchasing De- 
partment. Target items are broken down only into general cate- 
gories at this point. 
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-page sheet in the sample 


The Cost Coordinator in the Purchasing Department receives the 
committee’s breakdown sheet. In turn. he breaks it down accord- 
ing to the buying sections of the department on his own work- 
sheet. He fills in all information up to and including the target cost 


and totals figures according to section (Machining Section, Form- 
ing Section, etc.). This is page 1 of a 2 
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Project__Exictor Assembly COST AMALYS!S FOR COST COMMITTEE 
Gasts for Quote 





























































S00 Units e SO per month Section Machining 


Current 
Price 
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Information from the co- 
ordinator’s worksheet is 
transcribed onto this 
form on which the buyer 
can list current and 
competitive bidders. He 
is then ready to negoti- 
ate or renegotiate prices. 
It is also the buyer’s 
luty to review blueprints 
with the vendor to try 
for better manufacturing 
methods to meet the 
target cost. In _ cases 
where tolerances or de- 
sign changes are needed, 
the buyer refers this in- 
formation back to the 
cost coordinator for dis- 
cussion with the cost 
committee. When all 
prices are final, the buy- 
er completes this sheet 
by filling in vendor, new 
price, savings, date of 
quote, and remarks, if 
any, and forwards it to 
the coordinator. 


















































RECAP SHEET 
EXICTOR ASSEMBLY (5016980) 
des tat et et SATTNCS SAVINGS 
, ; TARCET x 
TIPE P PRICE PRICE PRICE PRICE sosts hess. eos | me REMARKS 
2 5 eo 
Screw Yachined $ 5.00 $4.50 $4.10 $3.80 $ 3.25 $2.9 $1.20 
General “achined 3.00 3.00 2,9 2.90 2.00 2.00  ) 
Precision Machined 40 90 40.00 38.00 _39,90 24.00 7 11.2 $250 
Totals £ } LJ $6.20 1).9% 
‘ernia rect.fon 
Molded Parte $4.50 $2.99 $4.00 $3.00 43.25 $ 3.00 $1.00 
Seazped Parte 225 225 Cs 2 2 222 430 
TOTALS &4:75__82.75_ £4.60 $1.60 __23,75_ £10 31.20 2ik 
aw aerial tection 
Casting: 442.50 $42.50 3960.00 $60.00 251,00 256.00 $4.2 
TOTALS 249.50 $42.50 __ 360.00 $60.00 953.00 256,00 £4.00 6.4 
a3 i Toteles 
Machining Section $42.00 $48.50 = 844.60 $4.39 $0.25 994.40 96.20 
Ww Forming Secticl 
) flew 3 Project: Ixictor Assently 
\ ue Sngeens Crdering Quantity: 500 units @ 50 per month CASTINGS —- 
| OEPARTXENTAL 7] 
S REVISED OATE 
5 TARGET COSTS or SAVINGS 
4 Z PRICE B20, PRICE PRICES PRICE costs 500 quote YE20R $00 PORES 
C-104104 Hous’ Cast 12.00 2.00 319.00 $19.00 $14.00 $17.00 6/9/35 Jarto Casting Cee 32.00 Pattern Equip. $290.00 
C-104234 Sein Shey Cast 13-88 t 933:88 4 00 18.00 13-88 $13:98 $2535 Elva founiry Corp. “Sone joy a for 
castin ° 
C-104242 Supply Housing Casti 6.00 2 6.00 7.00 7.00 §.cO 6.09 6/1/55 Jarbo Casting Co. 1.00 Pattern equip. avail. 
C+10K2b rate Support Casting 9.00 1 9.00 1€.00 10.CO 4.00 9.2C £/10/$$ =letro Foundry Co. - Pattern equip. $1800.00 
C-10$006 Hous: Casting 4.0 21 4.2 6.00 $.c0 6.cO 6/11/55 Alto Yetale corp. ‘lone proce a parame are 
iograccica 
TCTALS $42.50 342.590 353,09 359,06 Sh .55  3*4,00 3220 











Cumulative Totals: (Raw Material Section) 


Castings 
SECTIONAL TOTALS 


























The coordinator uses the buyer’s data to complete his worksheet (3). He 
then makes a final analysis by buying section, and a complete recap sheet PI 
for submission to the Cost Analysis Committee. 
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Summary of 50 profits 1 ¢ historically high and vulnerable. But 
economic actually they aren't, if you use the most objective 

F conditions yardstick - national income. Business profits took 
25% of t national income in 1929, and 7.0% in 1939. 
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n the cards. So far, however, inadequate 
I rt 1used many expansion plans to be shelved, 
l , Department of Commerce estimates that expend- 
tur for plant and equipment by U.S. business will be 
ip about Zin 1956 to $31.6 billion. 
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ming ir. Joseph L. Block, president of 
Inland Ll, says "t ir six months of 1956 should 
1 t W gh in steel production," 
Biggest barrier to higner profits and sales may be short- 
y asic materials. They may also cause higher prices. 
ad an tell me" says G.E.'s Cordiner, "what the prices 
» copper, iron, and aluminum will be, then I can 
1 t our prices in 1956." If Mr. Cordiner is 
right, n this year should be one of real challenge and 





yportunity for the alert purchasing executive. His 
iccess in keeping material costs in line will have a 
greater than usual effect on his company's sales and 
This becomes clearer when you consider that despite the 
booming economy, there is widespread price competition for 


many finished products, 
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40 Federal Reserve Index 1947-49 Average — 100 
-U 2 
| o—+—* 
30 a eet 
20 | 
10 i 
947-1949 Average 
00 7 (VY ® OO OOO YW : 
9 i ' 
Jan Feb Mar Apr May June July Aug Sept Oct Nov Dec 
'55 
MONTH YEAR 7% OF CHANGE IN 
sAS Aon Nevo Nevo Mm \e)s is YEAR 
trial Production Index .................0000+ 1947-49—100 144 143 128 + 0.8 +12.4 
Production (Weekly ) .....:ccccecsscsssecesees QUO net tons 2,38 2,372 1,958 + 0.5 +21.8 
Power Production (Weekly) ........ mil KWH — 11,359 10,853 9.612 + 4.7 +18.2 
minous Coal Production (Weekly) ...... 000 net tons 10,460 10,100 8,603 + 3.6 +21.6 
Auto, Truck & Bus Output (Weekly) .......... units 210,515 200,907 166,703 + 48 +26.3 
Petroleum Output (Daily Average) ............ 000 bbls. 6.716 6.661 6,18] + 0.8 + 8.7 
3 000 C 
Federal Reserve Index 1947-49 Average — 100 Penne lg by = ' 
250 850 
00 SE vy heats 800 
| 00” 46, H “YH 
| 50 .* a - ™ 750 
| ol . ~ 
| Dept. Store Sales a 2 ye rm: wath teat ~ 
] 00 ” : - 700 
; ,eeeee e000 @o° . : 
| 50 beveeve 650 
Freight Carloadings 
SUseere oeeser vers eee pe et tt Kn | 
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| ae 
= 4 
MONTH YEAR % OF CHANGE IN 
A MATES" Neto AGO MONTH YEAR : 
Dept. Stores Sales Index (Fed. Res.) .......... 1947-49—100 197 128 192 +53.9 + 2.6 ; 
Commercial Failures {Dun & Bradstreet) ...._ no. 209 237 221 —11.9 — 5.4 
Freight Carloadiingit ..:.ccncesccececsesicneaninavonnnsete cars 728,216 808,709 661,777 — 9.6 +10.0 


Miscellaneous Carloadings ................0ss00+00 cars 377,252 404,252 348,654 — 6.7 + 8.2 
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YEAR % OF CHANGE IN, 
«chee AGO MONTH 
All Commodities (BLS) ... . 1947-49100 111.2 111.6 109.8 0.3 + 1.3 
Farm Products ................06+. . 1947-49-—100 84.1 86.8 93.1 3.2 9.7 
Metals & Metal Products .......... 1947-49—100 143.0 142.4 129.7 + 0.4 +10.3 
Structural Products . 1947-49100 125.5 126.8 121.8 1.0 + 3.0 
Steel Billets (Pittsburgh) ... net ton $68.50 $68.50 $64.00 0 + 7.0 
Steel Scrap, heavy melting, Pitts .... net ton 18.50 15.00 33.00 10.8 +46.9 
Copper, electrolytic ........ Sanaa lb. A3 43 20 0 +43.3 
Rubber (rib-smoked sheets) .......... lb. ABV. AA, 285 8.9 +69.2 
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ANGE IN 
YEAR 





LATEST 
Stock Prices (Standard & Poor’s) ............... 1926—100 363.9 343.3 
Bank Clearings (New York) ...........::0ceee00 mil $ 11,084 8,953 
Federal Reserve Credit ..............::ccceceesseeeees mil $ 26,274 25,693 
Currency in Circulation ..............cssessecsseres mil $ 31,070 30,657 


% OF CH 

MONTH 
276.8 + 6.0 
9.590 423.8 
25,858 + 2.2 
30,697 + 1.3 
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Metals Continue Tight; Still 
Higher Prices Probable 


1955 has been a year of metals boom. During the year, the price of every important 


commercial metal advanced. As yet the end of the trend isn’t in sight. Zine and lead 


have been the least prone to advance. Demand is brisk for these metals and their prices 


could be higher in the next two months. As every PA that buys them knows, quoted 


prices for some of the tighter metals have less meaning. Gray markets are growing. 


Actual price levels are probably quite a bit higher than official statistics indicate. There 


should be a turning point though. A lot of today’s buying decisions must be influenced 


by the belief that higher prices are ahead. So, if they can get delivery, buyers are 


accepting shipments of critical metals in excess of requirements. 
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Sales, Inventories and New Orders 





of Manufacturers’ Sales 
Seasonally Adjusted 
(Millions of Dollars) 
anufacturing industries 26,731 27,224 
goods industries 13,503 13,692 
nary metal 2,138 2,394 
icated metal 1,407 1.436 
hinery 3,475 3,473 
‘sportation equipment 3,615 3,438 
ber and furniture 1,198 1,236 
clay ond glass 657 670 
r durable goods 1,013 1,044 
rable-goods industries ... 13,228 13,532 
ind beverage 4,223 4,249 
o 316 319 
1,133 1,131 
834 870 
1,844 2,010 
2,299 2,346 
471 n.a. 
2,108 2,151 





July " Sept. (r) 











Value of Manufacturers’ Inventories 
Seasonally Adjusted 
(Millions of Dollars) 


facturing industries 44,703 


goods industries 25,182 
rimary metal . ; | 3,305 
Fabricated metal . 2,757 
Machinery 5 ‘ | 8,110 
insportation equipment } 6,136 
mber and furniture | 1,795 
clay and glass 914 

durable goods | 2,165 


able-goods industries 19,521 
nd beverage 4,392 

| 1,763 
2,397 
1,026 
cal . 3,188 
troleum 2,787 2,851 
Rubber n.a. n.a. 
Other 3,094 3,071 


Manufacturers’ New Orders (Seasonally Adjusted) 
All Manufacturing Industries 28,301 27,356 
Durable goods industries 14,936 14,039 
Nondurable goods industries 13,365 13,317 


























p—preliminary r—revised n.a.—not available 
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Source: Department of Labor 
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Source: Bureau of the Census 
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Straws in the Trade Wind 


"FATR TRADE" FAILING - "Fair Trade" is losing some strong supporters. 
Sunbeam Electric and General Electric are among the companies 
that have at least partially abandoned retail price fixing. One 
reason is a recent Michigan court decision. It made "Fair Trade" 
unenforceable on non-signers of price-fixing agreements. As long 
as the economy remains prosperous, pressure will be on for further 
easing of the depression-created "Fair Trade" laws, 





MINIMUM WAGE TO HIKE PRICES? — The new $1 per hour minimum wage law may 
bring higher prices for some products. In southern textile and 
woodworking industries, some wage rates are below the minimum 
just established. Raising them means that the higher-paid workers 
will have to receive hikes, so that differentials can be main- 
tained. Some economists hold that raising the wage floor has 
a tendency to boost all wages - so that industries where all 
wages have been over the minimum may not be immune to pressure. 





STEEL GETS TIGHTER — Some steel executives now foresee a complete sell- 
out of mil capacity until June at least. Auto factories con- 
tinue to consume record tonnages, although there have been re- 
ports that orders from Detroit have been slowing somewhat. 

The high rate of industry expansion and commercial construct- 
ion is expected to make steel even tighter. Even if there 

is no general price-increase in the next 5 or 6 months, 
scattered boosts by individual producers will raise average 
costs of steel. 





OIL STOCKS DROP — Cold weather, plus excellent demand for refinery res- 
idues for asphalt and similar products, has caused stocks of 
fuel oil to drop well below year-ago levels. Prices have gone 
up several times in the last year. Any further price hikes 
will probably cause some users to switch to coal, which be- 
comes more competitive with price increases in oil. 





COPPER IS SCARCER — Copper, at )3¢, is still cheap in this country. 
In the London market it is the equivalent of 50¢. There are 
no signs of any price declines. Demand is heavy and labor 
trouble in Chilean mines is making an already critical supply 
situation even tighter. 





SIGN OF A TURNING POINT? - For the past two months, sales and new orders 
have been falling off, on a seasonally adjusted basis. Inven- 
tories have continued to climb. This means business has been 
producing more than it has been selling —- and the flow of new 
business has been falling off. If the trend continues (and 
there's no certainty it will) inventories will eventually have 
to be trimmed, which may take the edge off the boom, 
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A divisional production control manager, H. Harbeck, describes 
an actual material management problem at a Sperry meeting. 
An open, round-table discussion followed this presentation. 


One of the newer concepts of modern industry 
is the science of Material Management. Broadly, 
this is the unified control of every aspect of the 
movement of purchased items through a plant. 
It covers every activity involved in getting ma- 
terial from a vendor into the end product. 

The scope of Material Management is large, 
and in many cases, complex. Thus it is open to 
many interpretations, and takes in many func- 
tions within a given company. Two facts stand 
out, however: (1) Purchasing plays a key role 
—in fact, a decisive role—in any such program; 
(2) To play its part effectively, purchasing must 
fully understand its own job and coordinate its 
efforts with those of all other departments. 

It’s easy to make such generalizations, more 
difficult to put them into action. Yet the demands 
of growing industry and advancing technology 
cannot be denied. Material Management, by the 
very nature of industrial progress, is bound to 
take its place as one of the important aspects of 
modern business administration, along with man- 
agement of production, manpower, and finance. 

The overall aim of this “scientific buying” issue 
of PURCHASING is to help equip purchasing 
agents with some of the advanced techniques of 
procurement. It is designed to lead the purchas- 
ing man to appreciate the full profit potential 
of his position. This is one aspect of moving 
toward full participation in any Material Man- 
agement program. 
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Another basic aspect is the indoctrination of 
all departments in the meaning and principles of 
Material Management. Material Management em- 
braces functions that are part engineering, sales, 
planning, production control, purchasing, cost and 
quality control. Educating all these groups re- 
quires some formal system, carried out with the 
full support, if not the inspiration, of top man- 
agement. Regardless of where the impetus comes 
from, this sort of program presents purchasing 
with an excellent opportunity to broaden its own 
horizons and make important contributions to 
company operations. 

Sperry Gyroscope Company, division of Sperry 
Rand Corporation, recently instituted a 15-week 
program in Materials Management. Under the 
leadership of Louis J. DeRose, chairman of the 
Management Department of the School of Busi- 
ness, Fordham University, representatives from 
10 different departments of the company meet 
weekly for two 3-hour sessions. Mr. DeRose uses 
what might be called the controlled “bull-session” 
approach, in which members of the group discuss 
actual material control problems within the 
framework of the course outline. Mr. DeRose has 
held similar courses at other leading firms. 

The Sperry course outline which follows, can 
be adapted to the needs of a company in a 
position to establish a similar course. It also 
serves as an excellent check list on the scope of 
your purchasing knowledge. 
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sion; J. Schmei- 
planning and ma- 

| control super- 
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Sperry's Course Outline for Training in 


Principles and Techniques of Material Management 


introduction: 
Scope and complexity of the Material Man- 
ement functions as they relate to: 
product material and specification require- 
ments; 
source of supply requirements; 
‘ost and price requirements. 


\l. Material Specifications and Schedules 


Determination and description of Quality 

. Incomplete specifications 

2. Modifications in specifications aimed at 
cost reductions 
Modifications in specifications suggested 
by suppliers (principles and techniques 
of value analysis) 

B. Development of material schedules 

1. Material and inventory control 

2. Determination of economical order quan- 
tities 


(Theory and practice of appropriate for- 
mulae) 


lll. Appraisal and Development of Suppliers 
and Sub-Contractors 
A. Development of alternate sources 
1. Necessity of alternate sources 
2. Dangers in dealing with unproven sources 
B. Techniques of financial analysis 
1. How to read and interpret financial state- 
ments 
2. The use of vendor rating systems 
3. Evaluating vendor performance 
. Requests for price and delivery quotations 
1. Selection of source 
2. Legal significance of a 
Quote” 
. Competitive quoting and how to recog- 
nize it 
. The problem of sole sources 


“Request to 
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IV. Selection and Use of Contract Types 
and Terms 


. Public laws affecting defense material 
Price redetermination articles 
Cost type contracts 
. Incentive type contracts 
Annual contracts 
Straight fixed price contracts—advantages 
and shortcomings 
. Time and material contracts 
. Selection of contract terms 
1. Review and discussion of purchaser’s 
standard terms and conditions 
2. Significance of 
tions 


AMO > 





mo 


vendor’s counter-condi- 


V. Evaluation of Contract Proposals 
A. Techniques of cost and price analysis 
1. Use of learning curve analysis 
2. Use of cost estimates—role of the cost 
estimator 
3. Use of cost breakdowns 
(a) when and how to 
breakdowns 


obtain cost 


(b) how to analyze and interpret cost 
breakdowns 


B. Appraisal and evaluation of other than 
price considerations. 
Vi. Purchase Contract Negotiation 
A. Objectives of negotiation 
B. Techniques of negotiation 
1. Value and price knowledge 
2. Recognizing and overcoming “salesman- 
ship” 
3. Using “salesmanship” in reverse 
(Mock negotiations between “buyers” 


and “sellers”’) 
4. Considerations for price reductions 
9. The ethics of negotiation 
Vil. Follow-up and Administration of Material 
Requirements 
A. Follow-up and expediting 
B. Changes in quantity, schedule, and speci- 
fications 
C. Delivery ahead of schedule 
D. Inspection and acceptance 
(Review and discussion of vendor’s and 
purchaser’s material review procedures) 
E. Material, design and workmanship warran- 
ties 
F. Cancellations and terminations 
Vill. Administration and Evaluation of Material 
Management 
A. Coordination of planning, purchasing, cost 
(estimating and control), engineering, and 
marketing. 
B. Appraisal of the functions and personnel. 
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Informal talks between sessions help promote inter- 
departmental understanding. Seated are (lI. to r.): 
John Preuss, production planning; John Geiger, rep- 
resentative, Navy sales; R. Thompson, buyer, engi- 
neering purchasing. Standing are: T. Reilly, buyer, 
engineering purchasing; J. Van Put, estimating su- 
pervisor, and P. Tamburrelli, buyer, Aero Division. 


Management’s intense interest in the course is evi- 
denced by its regular attendance and observation. 
Watching one group in action are (left) John Ruther- 
ford, assistant to the executive vice president and 
general manager, and A. T. O’Rourke, cost control 
superintendent and conference chairman. 
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Index Shuttle Sheet (right) is filled in by buyers with latest 
price and source information. It moves back and forth between 


them and the person computing the index. 


Product Price Index— 


Purchasing’s Answer to 


Management's Questions 
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F orecastine costs and 
measuring performance are two 
of .management’s major prob- 
lems. Purchasing has raw data in 
its routine records which, when 
properly used, can help solve 
these problems. It has the mate- 
rial to make up a price index of 
productive parts and commodi- 
ties. Not only an aid to manage- 
ment, the index is also a valuable 
tool for purchasing itself. Here’s 
what a good index can do. 


1. It can predict what direct 
material costs for any of the com- 
pany’s products will be as much 
as two or three months before 
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actual cost data is available from 
accounting. The index is normally 
more than 99% accurate when 
properly used for this purpose. 

2. It can measure precisely the 
cost effect of design changes, mar- 
ket fluctuations, etc. All such data 
are invaluable for long range 
planning. 

3. When compared with other 
indexes, it can show how effec- 
tively purchasing controls costs. 

4. It can serve as a basic yard- 
stick for all cost reduction pro- 
grams on purchased parts and ma- 
terials. 

The word “index” brings up 
some scary pictures. One thinks 


” 


of fancy calculations by higher 
mathematicians. 

It takes work just like every- 
thing else that is worthwhile. But 
there is no basic reason why the 
average purchasing department 
should not be able to devise a 
very good index. Once the index 
has been developed, it can easily 
be kept up by a first-class clerk. 
It requires a certain amount of 
thought to set up an index. But 
it isn’t too hard if you observe 
certain simple rules. 

The concept of a price index 
is quite simple. It merely involves 
substituting an index number for 
some dollar total. The index num- 
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TABLE | 


COMPUTATION OF PRODUCT PRICE INDEX 
(Base Period Cost = $16.840 = Index of 100.0) 


- Month Cost 

Janwery $16.840 
February 16.606 
March 16.566 
April 18.881 
ve 18.376 
June 18.230 


Computation Index 
16.840 
ame = 1.0 100.0 
16.840 
16.606 
a 98.6 
16.840 
16.566 
itm == OBA 98.4 
16.840 
18.881 
ee We YA 112.1 
16.840 
18.376 
ccvomamcian — | ODT 109.1 
16.840 
18.230 
maa — 1,083 108.3 
16.840 


ber is computed by dividing the 
current cost by some base period 
st and then multiplying by 100. 
Thus, costs are measured as a 
percentage of the base period or 
reference point. This permits easy 
‘comparison with other indexes 
ind with other periods of time. 
The base period can be the 
average of any month or year. 
For example, the Bureau of La- 
bor Statistics uses a 1947-49 aver- 
age as a base period for most 
f its indexes. This period was 
selected because theoretically it 
is a “normal” one. Actually, BLS 
indexes would be just as good if 
the agency used some other pe- 
riod. The selection is pretty much 
natter of arbitrary choice. 


A Simple Example 


Suppose the sole commodity 
your department buys is copper, 
and you wish to develop price 
index. To simplify your calcula- 
tions with nice even numbers 
take a base period when copper 
sold for 10¢ per pound. This puts 
your base period month in 1938 
or 1939. 

During World War II, copper 
was frozen at 12¢ a pound. To 
compute your index during this 
period, divide 12¢ by the base 
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period price of 10¢. Multiply your 
answer of 1.20 by 100 and you 
get an index of 120. This means 
that copper was selling at price 
20% higher than pre-war during 
World War II. 

Today copper sells for 38¢. So 
our copper index now stands at 
380 (38¢/10¢ x 100). This, in 
turn, can be compared with in- 
dexes of other commodities to 
find out whether copper is his- 
torically relatively high or low 
in price. 


Building Your Own Index 


The copper example is good for 
a starter. But it’s a little too 
simple for you to adapt to your 
own needs. You are probably 
buying several hundred different 
parts for any one of your com- 
pany’s products. To develop an 
index, you’ve got to combine their 
costs in some fashion. 

It probably seems to you that 
the only way to get a really accu- 
rate index is to use all of the 
parts for a given product in it. 
This isn’t necessary. You can get 
equally good results with a lot 
less work by using only 10-15% 
of the total number of parts in 
the index. The secret is selecting 
the right parts. 


Here’s what you do: Make a list 
of all the parts and materials you 
buy for a given product. Include 
part number, description, price, 
percentage of total buy from each 
supplier, and usage. With mate- 
rials, you also must indicate the 
unit of purchase. If the material 
is bought by the foot or by the 
pound, for example, this should 
be indicated. 

Make sure—and this is impor- 
tant— all the prices you use are 
those actually paid for shipments 
made during the base period you 
select. Whatever month you select 
as a base period is entirely up to 
you. It can be the start of a new 
model if model changes are im- 
portant in your industry. Perhaps 
the simplest approach is to use 
current prices for your base peri- 
od and develop the index from 
that point on. 


Computing Base Period Cost 


Usually the easiest way to de- 
velop a complete list of purchased 
items for a product is to get a bill 
of materials from engineering. 
Buyers can then fill in the needed 
price information. Then compute 
the value of each part in the 
product by mutiplying the price 
times the useage. When there is 
more than one supplier for a part, 
be sure to take each supplier’s 
price and multiply it by the per- 
centage of business that he gets, 
times the usage of the part. 

After performing this multipli- 
cation on each part, total up the 
values of the individual compo- 
nents. You get the total value of 
purchased items in the product. 
To cross-check your accuracy, 
you can sometimes get compar- 
able figures from your cost de- 
partment. Although they’ll rarely 
agree with your figures complete- 
ly (usually they’re not figured on 
the same basis), it is often pos- 
sible to reconcile the two sets of 
calculations. 


Selecting the Sample 


The next big step in setting 
an index is also a lot of work. 
Fortunately, like the first one, it’s 
a one-shot operation and won't 
have to be done again. You are 
now ready to select your sample. 
To repeat, a sample that includes 
only 10-15% of the components of 
the product will give just as accu- 
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rate index as one that includes 
all. In fact, it might give better 
results since chances for clerical 
error are reduced with fewer 
items. 

In selecting the sample, get the 
least number of parts that will 
equal about 90% of the total dol- 
lar value of purchased items in 
the product. If you buy 200 com- 
ponents for your product, you 
can usually get an excellent sam- 
ple by using only 20 to 25 of 
them. Selection is rather tedious 
trial and error work. Start with 
the most costly part. That is, the 
most costly when usage is con- 
sidered. This is not always the 
most costly in terms of unit price. 
Progressively select lower-cost 
items until you have a sample 
that equals at least 90% of your 
dollar volume. 

You might find that, after 
you've selected all the big-ticket 
items for the sample, you’ve 
neglected low cost commodities 
like fasteners, washers, screws, 
etc. If you buy enough of these 
items so that they’re actually im- 
portant dollar-wise in the aggre- 
grate, pick the most expensive 
one and include it in the sample 
also. 

How can a sample that includes 
only 10-15% of your parts be 


really accurate? The answer lies 
in these two principles: 

1. Prices, in general, tend to 
move in the same direction since 
they’re usually subject to the 
same over-all economic forces. 

2. Even if there is divergence in 
the price trend of individual 
items, the small-value com- 
ponents have little effect on total 
product costs. For example, sup- 
pose you buy $100 worth of ma- 
terial for a product and don’t in- 
clude a 1¢ part in your sample. 
If this part increases 10% in price 
and there are no price changes on 
any other parts (which is un- 
likely), the error in the index is 
only 0.001%. 


Two Forms Needed 


Now that you’ve chosen your 
sample and your base period, 
you're ready to start to work on 
the actual index. You'll need two 
forms similar to the samples 
shown in this article. These are 
an “Index Shuttle Sheet” and an 
“Index Record Card.” 

The Shuttle Sheet, as the name 
implies, travels back and forth 
between buyers and whoever 
computes the index. If the index 
is computed monthly, buyers 
would get the Shuttle Sheet and 


record changes on a given day 
each month. The Index Record 
Card is the permanent record 
from which the index is com- 
puted. Data from Shuttle Sheets 
is posted on this record. The In- 
dex Record Cards should be kept 
in some sort of a notebook so 
that they won’t get out of order 
or be mislaid. 


Gathering Data 


The sample Index Shuttle 
Sheet and Index Record Card 
are the same as those used by 
several well known companies. 
Although the price data posted 
on them is fictitious, the methods 
for computing the index are iden- 
tical with those now being used 
successfully. 

So to show how data for an ac- 
tual index is gathered and com- 
puted, let’s use the information 
on these two sample forms as an 
example. An actual index would 
probably consist of a number of 
such forms. However, space 
limits our example to an index 
with only five parts. 

These pointers will be helpful 
when gathering and computing 
data for your own index: 

1. The columns headed “Code” 
on the Shuttle Sheet are used to 


TABLE II 


COMPUTATION OF ECONOMIC INDEX 


Month Unadjusted Base 
Period Cost 
January $16.840 
February 16.840 
March 16.840 
April 16.840 
May 19.155 
June 19.155 


Cost of Product 


Changes Period Cost 
ane $16.840 
—_ 16.840 
—_— 16.840 
+$2.200— part 102 19.155 
.115— part 103 
+-$2.315 Total 
—-— 19.155 
es 19.155 


Adjusted Base 


Actual Cost Economic 

of Sample Index 
$16.840 100.0 
16.606 98.6 
16.566 98.4 
18.881 98.5 
18.376 95.9 
18.230 95.2 


SSCHSSSHSSSSSSHSSSSSSSSSSSSSSSSHSHSSHSSSSHSSSSSSSSSSSSSSSHSSSSSSSSSSSSSSSOSSSSSSOSSSSESESESES 


January, 1956 


117 





eR ELLE ARIES A, i Racca 


118 


Using Price Indexes Profitably 


Indexes can do more than just apprise management of 
future changes in cost. They’re a tool for better purchas- 
ing, too. Here are some practical applications you can 
make of price indexes in your own department: 


You can make up chart boards 





on which your product price and 
economic indexes are plotted 
against some standard like the 
BLS index of wholesale prices. 
Such presentations are invalu- 
able when the Director of Pur- 
chases is reviewing his depart- 
ment activities with manage- 


<q ment. 


You can use the index as a 
yard-stick for cost reduction 
programs. Suppose, at the be- 
ginning of the year, you decided 
that purchasing should set itself 
a goal of reducing costs by 3% 
during the year. The index will 
accurately measure the progress 
made toward this goal and 
stimulate interest in reaching it. 

> 


; 4% 








a 


By breaking down the index 
by buyers—i.e. computing a 





separate index for each buying 
activity—you can stimulate a 
competitive interest in cost re- 
duction. 

« 


If you make a number of prod- 
ucts and maintain indexes for 
each of them, comparison of the 
different indexes will indicate 
which products should be given 
purchasing management's at- 
tention on cost reduction drives. 














You can use an index as a tool 
for selling management on the 
tremendous profit-making possi- 
bilities of purchasing. The index 
graphically illustrates how good 
purchasing can make-or-break a 
company profit-wise. 
= 


These are but a few uses of price indexes. Companies 
that use them are constantly finding new ones. You can 


too. 


indicate the reason for the price 
change. Explanation of the sym- 
bols (“E” for price change re- 
sulting from an_ engineering 
change, etc.) appears on the bot- 
tom of the sample Shuttle Sheet 
form. Since product cost can vary 
without change in price if the per- 
centage of business given differ- 
ent suppliers is changed, this is 
also noted in the “Code” column. 

2. When the part or material is 
bought by the foot, yard, pound, 
ton, etc., be sure to indicate this 
in the “Req’d” column on both 
forms. On the sample forms, you 
will note that the usage of part 
101 is “4 yds.” The unit price ob- 
viously is the price per yard. On 
the other hand, the “Req’d” 
column is the cost of a single part. 

3. You note that four lines are 
allowed for each part on the sam- 
ple forms. This gives plenty of 
room for more entries if there is 
a change in source, without mess- 
ing up the whole form. 

4. To compute the product cost 
for a multi-source part, you have 
to multiply the price paid each 
source, by the usage of the part, 
by the percentage of the business 
the supplier gets. It’s a lot less 
work if you do this on a machine 
with an accumulative multiplier. 
A number of companies make 
such machines, including Friden, 
Marchant, etc. 

5. It’s a good idea to use a red 
pencil or red ink to post the “E” 
indicating an engineering change 
on the Index Record Card. As 
you will see later, such changes 
must be given special treatment 
if the index is to properly meas- 
ure purchasing department per- 
formance. 


Computing the Price Index 


Using the information in our 
sample Index Record Card, we 
are now ready to compute the ac- 
tual price index. In the example, 
January has been chosen as the 
base period so our base period 


cost is $16.840. To find out what: 


the index is each month, all we 
do is divide the actual total cost 
for the month (shown on the bot- 
tom of the Index Record Card) 
by the base period cost and mul- 
tiply by 100. These computations 
are performed in Table I, Com- 
putation of Product Price Index. 
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You note that between January 
and June the index has gone from 
100.0 to 108.3. In other words, the 
cost of purchased parts and ma- 
terials has advanced 8.3% dur- 
ing this period. 

By subtracting the January 
cost of $16.840 from the June cost 
of $18.230, we learn that the cost 
of the items in the index has in- 
creased by $1.39 during the six 
months. Now let’s assume that the 
parts in our sample index repre- 
sent exactly 90% of the total dol- 
lar value of purchased parts in 
the product. That means that the 
total value during the base period 
was $16.840/.90 or $18.711. Since 
we have carefully selected our 
sample, we can conclude that dur- 
ing the six months total purchas- 
ed costs have advanced to $20.264 
(108.3% of $18.711). This esti- 
mate is more than 99% accurate. 

Since our figures are based on 
prices being paid in the latter 
part of June and we carry better 
than a 30 day inventory, we can 
advise management to expect di- 
rect material costs of $20.264 dur- 
ing August. Under normal ac- 
counting routine, management 
would not know this until some- 
time in September. 


Measuring Performance 


With total purchased costs up 
more than 8% in a six month 
period, it looks as though pur- 
chasing has done a rather poor 
job in keeping costs down. The 
fact is, our index has not yet been 
adjusted for factors outside the 
control of purchasing. 

You note that, in April, major 
engineering changes were made 
on parts 102 and 103. They in- 
creased product cost by $2.315. 
Thus, from April on, purchasing 
was really buying a different 
product. Consequently, such 
changes should be compensated 
for when measuring economic 
performance. Their costs have no 
relation to the over-all price level, 
though they naturally affect the 
over-all cost of the product. 

To show why, let’s assume: 
1) there were no price changes on 
the parts in our index and 2) 
that engineering discovered in 
June that we could get along with 
but one unit of part 105 in our 
product instead of two units. This 
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would reduce purchased costs by 
$1.75. So without a single price 
change, we will have reduced 
purchased costs from $16.840 to 
$15.090. It certainly could never 
be implied that this big cost re- 
duction had anything to do with 
purchasing’s efforts in the mar- 
ket. In fact, purchasing had noth- 
ing to do with it. 


Adjusting for Product Changes 


To more truly measure pur- 
chasing performance, we must 
adjust our index for product 
changes. How you do this is 
shown in Table II, Computation 
of Economic Index. You note that 
the economic index is the same as 
the product price index until 
April when the major engineer- 
ing changes are made. To elimin- 
ate their effect on the economic 
index, we add their cost to our 


original base period cost to get an 
adjusted base period cost. From 
this point on, our actual product 
cost is divided by this adjusted 
base period cost to compute the 
index. 

In our example the difference 
between the product price index 
and the economic index is con- 
siderable by the end of the six 
month period. In June, the prod- 
uct price index is 108.3 while the 
economic index is 95.2. This 
means that purchasing actually 
succeeded in reducing the gen- 
eral level of prices paid by 4.8% 
even though the actual cost of the 
product increased by 8.3% be- 
cause of changes. 

Make-and-buy decisions  re- 
quire adjustment of both the eco- 
nomic index and the product 
price index. If it is decided to 
make an item that was included 

(Please turn to page 290) 
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Get Others to Work With You 





COMMUNICATION— 


Telling Purchasing’s Story 


\ MAINTENANCE supervisor 
eeded some pipe wrenches. He 
pecified John Doe brand in his 
juisition. Reason: not because 
thought John Doe made the 
wrench. It was just the 
name that popped into his 
nd. This particular foreman 
afraid purchasing wouldn’t 
him a good quality product 
he didn’t specify a brand and 
tick to it. In this case, he wasted 
mey. Purchasing was tired of 
fuing with him so it just went 
head and bought exactly what 
requested. It could have 
ight another brand which 
rked better and cost less. 
What’s the basic problem here? 
Answer: Lack of understanding 
of purchasing by the mainten- 
. ance supervisor. 
In another company, purchas- 
got along fine with the people 
served in the shop. That is, 
the surface at least. Foremen 
‘reed that purchasing should 
ive wide latitude in selecting 
brands. They had to; it was com- 
any policy. They never com- 
plained either. If an item wasn’t 
op quality, they just went ahead 
and used it anyway. They as- 
iumed that purchasing, in some 
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PRESENT YOUR CASE IN PERSON—Pointer in hand, R. A. Kelly, pur- 
chasing agent of IBM’s Kingston plant goes over purchasing procedures 
with shop managers enrolled in company’s Management Training Program. 
For More Information Circle No. 209 

on Inquiry Card—Page 17> 
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This new type of railway 
ca: is designed for maxi- 
mim protection of steel 
coils. It is being used 
experimentally by 
Great Lakes Steel. 








Another order receives individual attention.as sheets of 
steel are wrapped with a waterproof covering and banded to 
meet the customer’s specifications. 


Steel coils (below) are securely blocked on a truck and 
trailer at Great Lakes Steel. Heavy tarpaulin cover is pro- 
vided by truckers as standard equipment for additional 
protection. 


The emphasis on quality at every stage of produc- 
tion at Great Lakes Steel extends right on through 
to the Delivery Department. There, careful atten- 
tion is given to handling and packaging each coil 
and bundle to make sure that the customer receives 
his order in prime condition. 


The Delivery Department has another important 
responsibility, too. It must see that our products 
reach each customer in ample time to meet his 
production schedules. 


For quality with service—that extends all the way 
from the beginning of our operations to the end 
of yours—call on Great Lakes for your flat-rolled 
steel requirements. 


GREAT LAKES STEEL CORPORATION 


Ecorse, Detroit 29, Michigan « A Unit of 


NATIONAL STEEL | ei 


District Sales Offices: Boston, Chicago, Cincinnati, Cleveland, Grand Rapids, 
Houston, Indianapolis, Lansing, Los Angeles, New York City, Philadelphia, 
Pittsburgh, Rochester, St. Louis, San Francisco, Toledo, Toronto. 











DESCRIBE THE REQUI- 
SITIONING PROCESS— 
[IBM uses visual aids like 
this flow chart to give su- 
pervisors a complete under- 
standing of the requisition- 
ing process. Such parts 
make it easy to understand 
the role played by each 
department. 


nysterious way, knew what was 
vest for them. So poor material 
vas accepted that should have 
been returned—and the buyer 
knew nothing about it. Another 
ease of lack of understanding of 
the purchasing function. 

\ manufacturer of sheet metal 
abinets used large quantities of 


ubrasives for metal finishing. 
A vendor proposed a new type 
abrasive that would cut costs. 


Engineering tests proved the 
abrasive was just what the ven- 
dor claimed it was. So a large 
quantity was bought. Workers 
noticed the change in material 
und asked the foreman about it. 
He said, in effect, “the guys in 
the front office must be getting 
too cheap to buy good material.” 
lhe workers feared that manage- 
ment was trying to make them 
vork harder with inferior mate- 

ul. So they refused to even 
ry it. A costly wildcat strike 
was touched off. Reason: poor 
understanding by the foreman of 
what purchasing was trying to 


do 


The Real Problem 


Cases like those above sound 
tty drastic. Maybe they are 
exception rather than the 

le in well managed plants. 
But they do highlight a seri- 
ous problem — communication. 
Various departments can only 
work together if they really un- 
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derstand what each is trying to 
accomplish. 

In most cases, purchasing prob- 
ably has a better understanding 
of other functions than they, in 
turn, have of purchasing. Reason 
for this is obvious. In general, 
purchasing personnel have wider 
contacts with other areas than 
people in most other departments. 
So buyers should have a pretty 
good picture of what makes the 
over-all organization tick. But do 
they? As a test, check members 
of your department. Do they 
have a broad knowledge of 
the problems encountered by 
accounting, manufacturing, qual- 
ity control, production control, 
and engineering? If your own 
people flunk this test, you can 
safely assume that those outside 
purchasing have an even more 
naive view of the purchasing 
function. Even if your buyers 
pass the test with flying colors, 
other departments might not 
know as much about purchas- 
ing as they should. 

How can this problem of com- 
munication be licked? One way to 
do it is to promote frequent con- 
tact between buyers. That’s one 
of the reasons why many com- 
panies have found it profitable to 
decentralize their purchasing ac- 
tivity into divisions. In a smaller 
buying unit, it’s a lot easier for 
purchasing to get on a first name 
basis with the people it serves. 






































But this doesn’t seem to be the 
complete answer to the problem. 
Some companies are too small to 
have really effective decentralized 
purchasing. Companies that have 
decentralized are usually so big 
that each division is a good-sized 
business in itself. 

One rather limited tool for get- 
ting the purchasing story across is 
the employee newspaper. Natural- 
ly, the more people in other de- 
partments read about purchasing, 
the greater will be their familiar- 
ity with some of its problems. 
So it’s a good idea to work with 
the editor of the paper on possi- 
ble stories. Look for something 
that has “news” value. This might 
be some unusual purchase that 
was made or it could be some- 
thing about the organization of 
the department itself. If you can 
dream up something that you 
think might have reader interest, 
don’t be bashful about it with the 
editor. Publicity won’t do the 
whole job of better communica- 
tion for you but it does help. 


How DeLaval Does It 


The DeLaval Separator Com- 
pany was not the source of any of 
the case histories cited at the be- 
ginning of this article. Close co- 
operation with using departments 
is one of DeLaval’s major pur- 
chasing policies. It’s carried in the 
day-to-day working relationships 
between buyers and shop people. 
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First with America’s railroads 


NIBROC TOWELS... first wet strength towel 


and still the finest... Strong the way you like them... yet super- 
absorbent—sanitary—soft-textured. Nibroc Towels match the dependable 
service of your railroads, which use more of them than any other paper 
towel. It’s just the same with most industries and many institutions. 
Buy the finest—Nibroc Towels and Nibroc Sofwite or Softan Toilet 
Tissues. For name of distributor, see ‘‘Nibroc’’ in your classified directory 
or write Brown Company, Dept. GN-1, 150 Causeway Street, Boston 14, Mass. 


For More Information Circle No. 210 on Inquiry Card—Page 17 
January, 1956 
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RECORDS BUYER APPROVALS }- 
DON’T FORGET BUYING SECTION 
PROCEDURES —If requi- l ] i. 
sitioners understand what , j | 
must be done with their Leama | vocaeo | alia «me litecahe 
requests after they’re re- ANALYZED REG. 
ceived in purchasing, better 
eamwork will result. IBM 
ses _ this flow chart to SIGNATURE ORDER CLERICAL 
sraphically portray how a | -4 AND TYPING SECTION = 
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lntad re + wae 
d purchase order. me i i } 
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Successful as this simple tech- 
nique is, Purchasing Agent M. H. 
Dowling believes in going even 
further. 

Like many other companies, the 
foremen at DeLaval have a club 
which meets for dinner periodi- 
cally. Speakers are various com- 
pany department heads. Purchas- 
ing Agent Dowling addressed the 
group recently. It was an ideal 
opportunity for him to clear up 
any misunderstandings foremen 
might have of the purchasing 
function. Mr. Dowling empha- 
sized, in his talk, that purchasing 
was a service function dedicated 
to supplying the plant with the 
best possible materials at the low- 
est cost. He then gave foremen 
specific pointers on how they can 
work with purchasing for the 
common good. He suggested they 
check to make sure they aren’t 
using specials when stock items 
will do the same job. 

Whenever foremen see vendors, 
Mr. Dowling recommended that 
they be courteous but not disclose 
any confidential information. He 
pointed out that it’s good common 
sense to give every vendor’s prod- 
uct a fair trial. He also told fore- 
men that he would like them to 
let purchasing know if quality of 
materials isn’t what it should be. 
Purchasing can’t act if it doesn’t 
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have the information. At DeLa- 
val, it gets the information. 


How IBM Does It 


International Business Ma- 
chines is one of the most educa- 
tion-minded companies in the 
country. It is very conscious of 
the importance of smooth team- 
work between departments. This 
is why the case histories cited at 
the start of this article could 
never take place at IBM plants. 

IBM believes in training its 
shop managers in every basic 
phase of the business. It has a 
formal Management Training 
Program. Purchasing isn’t neg- 
lected in the program. The plant 
purchasing agent gives members 
of class a complete picture of how 
his department operates and what 
it is trying to accomplish. 

Typical of IBM’s training pro- 
grams is one the company re- 
cently held at its new Kingston, 
N. Y. plant. Purchasing Agent 
R. A. Kelly gave two different lec- 
tures to the shop managers. In the 
first, he covered the policy organi- 
zation, and responsibilities of the 
purchasing department. In the 
second, he discussed the actual 
purchasing process. He went over 
the purchasing process in detail 
—from the point when the re- 


quisition is issued to the actual 
purchase of the material. 

After managers finish the IBM 
course, they know: 

1. Purchasing procedures and 
the part they play in them. 

2. What purchasing is and what 
its goals are. 

3. How purchasing can help 
do a better job. 

4. How they can help purchas- 
ing do a better job. 

IBM naturally supplements its 
formal training programs with an 
organizational structure that 
makes it possible for buyers and 
personnel in other departments to 
thoroughly understand each oth- 
er’s problems through day-to-day 
contact. 


What Can You Do? 

Not too long ago, N. A. P. A. 
President Soell said that “pur- 
chasing performs an important 
job always as a member of a team 
—of a team performing an impor- 
tant job.” Thus, to do this job, 
you've got to get others to work 
with you. Apply some of the sim- 
ple ideas on better communica- 
tion and you'll find yourself doing 
a better job. It’s also a good way 
to get a_ scientific purchasing 
operation going with the full un- 
derstanding and cooperation of 
others. _ 


PuRCHASING 











SF ee YE 6«O6lmL 








YOUNGSTOWN 
STEEL ROUNDS 


used in manufacture of quality RB&W nuts 








Russell, Burdsall & Ward Bolt and Nut Com- 
pany pride themselves on the strength of their 
bolts and nuts. Justifiably, too, because they 
fabricate tremendous quantities of nuts from 
Youngstown Scrapless Nut Quality Steel. Not 
an ordinary steel, each step in making this 
Youngstown steel, from ore to the finished 
product, is closely controlled. 

That’s why, when nut formers punch and 
pound it, and when threading machines give 























it another going over, a nut made of Youngs- 
town Steel comes through a winner. This ma- 
terial is free of injurious seams and also ma- 
chines cleanly in the threading operation. 

When you order Youngstown Scrapless Nut 
Quality Steel, either in Bar, Rod or Wire form, 
you can be sure it will be held to the right 
tolerances. Nothing less than perfection is the 
Youngstown policy. 

The payoff for you will come in the form of 
your finished product. 


Five stages of nut 
making with Youngs- 
town Scrapless Nut 
Quality Steel Rounds. 
Made by Russell, 
Burdsall & Ward, 
the end result shows 
what can be done 
with quality steel. 
The production ma- 
chines are running 
smoothly at the 
Russell, Burdsall & 
Ward plants. Nuts 
by the millions are 
produced daily. Some 
are shown in the 
container in the 
foreground. 


Manufacturers f 


THE YOUNGSTOWN SHEET AND TUBE COMPANY icorien Sins ci, 


General Offices Youngstown, Ohio 


SHEETS - STRIP - PLATES - STANDARD PIPE - LINE PIPE 


District Sales Offices in Principal Cities 


- OIL COUNTRY TUBULAR GOODS - CONDUIT AND EMT 


MECHANICAL TUBING - COLD FINISHED BARS - HOT ROLLED BARS - WIRE - HOT ROLLED RODS - COKE 
TIN PLATE - ELECTROLYTIC ‘TIN PLATE - BLACK PLATE - RAILROAD TRACK SPIKES - MINE ROOF BOLTS 
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The personal touch adds to 
the impressiveness and value 
of reports. When there’s a 
chance to give oral reports, 
large graphic displays should 
be used. 


Reports to Management— 


Purchasing'’s Voice at Top Levels 


| T seems not in the nature of the average pur- 
chasing agent to toot his own horn. Constant 
xposure to the “hard sell” has made him wary 
f glib claims and impressive figures. He feels, 
nd rightfully so, that overblown reports to man- 
ement will put him in the same class as the 
fast talker who really can’t deliver. 
But management, like a good purchasing agent, 
vants and is impressed by facts. It needs facts— 
‘urate data relating to all important aspects of 
ts organization. Purchasing is a vital, profit mak- 
function in any company where it is given 
a reasonable degree of recognition. It is the clear- 
* house for information and data of great 
significance to other departments and to top 
nanagement. 
The purchasing agent who approaches his job 
entifically, then, should not hesitate about 
making full reports to management. Actually, 
the reports are intelligently prepared, he is 
helping management first. In the process, of 
course, he helps himself by letting management 
know what and how he is doing. But the “selling 
purchasing” job—if it can be called that—should 
only arise from the presentation of facts that 
have value in themselves. 


176 


While the amount of reference material on 
purchasing department reports to management is 
not extensive, there are a few excellent guides 
on the subject. Among them are two articles in 
this magazine “The Purchasing Department Re- 
ports to Management” by E. M. Krech, (PUR- 
CHASING, November, 1950) and “Write Your 
Report the Way Management Wants It” by J. F. 
Gustafson. (PURCHASING, November 1955). 
Also helpful is the booklet “Improving Purchas- 
ing Department Reports to Management” pre- 
pared by the Development Committee on Intra- 
company Activities of the National Committee 
on Education, National Association of Purchasing 
Agents (11 Park Place, New York 7, N. Y.) 

Meanwhile, the following review of basic 
factors to consider in writing reports to manage- 
ment will aid you in making preparations to use 
this important tool for modern buying. 


What Kind of Reports—Oral or Written? 


The ideal way of presenting a report is in per- 
son. You have the advantage of fuller explan- 
ations, closer attention, and the chance to answer 
questions. You can present supporting visual 
material most effectively. Try to arrange them 
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Your purchasing and engineering depart- 
ments should have copies of this Ex-Cell-O 
Bushing Catalog No. 35936. Just ask for 
the number of copies you would like. 


EX-CELL-O CORPORATION 


DETROIT 32, MICHIGAN 


MANUFACTURERS OF PRECISION MACHINE TOOLS © GRINDING SPINDLES 
CUTTING TOOLS © RAILROAD PINS AND BUSHINGS © DRILL JIG BUSHINGS 
AIRCRAFT AND MISCELLANEOUS PRODUCTION PARTS © DAIRY EQUIPMENT 





this meeting, valuable comparative data on vol- 
ne and number of orders, long range raw material 
supply, purchasing procedures, product price trends, 
| geographical distribution of suppliers are dis- 


xyed for quick comprehension. 


f you can—but be sure to have written copies on 
hand for all concerned. 
If—as in most cases—your reports must neces- 
ily be only written, be sure they are legibly 
typed, at least double spaced. Place any artwork 
(graphs, charts, etc.) as close to the pertinent 
opy as possible. Repeated references to ap- 
pendixes make reading the report an awkward 
A simple cover will keep the contents from 
becoming soiled or damaged. 


What Styie—Narrative or Straight Figures? 


Windy reports tend to tire their readers and 
1ise suspicions about the writers. Use straight 
figures wherever ‘possible, with footnotes and 
qualifications: kept short and to the point. ‘To 
highlight significant figures, underline with a 
pencil. Where narrative is unavoidable 

g., when discussing procedures or training) 
short, simple sentences. Try to illustrate 

ur points with examples. Stick to the tangibles 
facts, results, conclusions. Try to avoid mak- 

g claims or forecasts that have nothing to back 


them up. And stay away from bombastic lan- 
ul ige. 


Is Visual Presentation Effective? 


Graphic presentation should be used at every 
opportunity. In this case, one “picture” is worth 

thousand words in condensing, summarizing 
and comparing information. Take your own de- 
partment price charts and reproduce them by 
one of the various duplicating processes, and 
nake them a part of your report. In one purchas- 
ing department of average size, graphs are used 
for reporting data on value of orders, operating 
costs, cash discounts, and orders placed, in addi- 
tion to indicating price trends. This technique is 
particularly effective in showing how current 
developments stack up against previous perform- 
ance. 
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How Often Should Reports Be Made? 


Unless company policy says otherwise, it’s a 
good idea to make reports at least quarterly. 
This keeps management fairly up to date on vital 
purchasing information without flooding them 
with paper. The final, or annual, report will, of 
course, be more extensive than the three pre- 
ceding it. Reports given at 6 or 12 month inter- 
vals tend to be recitations of ancient history, 
rather than pictures of current purchasing oper- 
ations. 


What Should A Report Cover? 


Try to stick to those areas that (a) reflect the 
essential work and progress of your department, 
and (b) help guide management in making de- 
cisions on commitments, expansion, operating 
policies, etc. These ten items—flexibly inter- 
preted to meet your own special conditions 
should be a basic “table of contents” for your 
report: 

1. Dollar volume of purchases, and number of 
purchase orders 
2. Cost of operating your department 
3. Cost savings achieved by purchasing (num- 
ber is as important as dollar volume) 
. List of cost saving projects (both purchas- 
ing and inter-departmental) in progress 
. Analysis of cash discounts taken 
. Review of general business conditions 
. Forecasts on raw material supply and price 
situation (in conjunction with visual pre- 
sentation of product price index—see page 
114) 
. Inventory variation and turnover 
. Waste, scrap and salvage disposal 
. Departmental training and development 
programs 





Who Should Get Copies? 


Your immediate superior will naturally get the 
first copy of your report. Distribution of any 
further copies is subject to his approval. If this 
approval is obtained, it is advisable to get your 
report to as many departmental executives as 
possible. This may be through an executive com- 
mittee or operating committee. Such a practice 
does not necessarily mean that you are respon- 
sible to each of these department heads. But it 
does provide them with information that may 
help them. And it does help to broaden their 
understanding of the purchasing function and its 
potential. 
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Low-Cost Replacement Of 
| YOUR Lubricating Devices 





Accurately machined from a 
solid brass one-piece forging, 
this oil cup permits safe, de- 
pendable application of lubri- 
cant at very low cost. Used 
widely on motors and small ma- 
chinery requiring side oiling. 
Style L—No. 1202. 








SIGHT 
GRAVITY 
FEED 
MULTIPLE 

OILERS 





This one unit replaces 3 to 8 
individual oilers. Maximum 
practicality in a small central 
lubrication system. Positive cut- 
_ off during idle periods. Individ- 
ual vibration-proof needle valve 
adjustme ith solenoid con- 

TL ated): Style MDS— 

















SIGHT 
GRAVITY 
FEED 

OILERS | 


Rate of oil 
flow regulat- 
ed by needle 
valve, direct- 

ly observed 
through sight 
glass in stem. 

Shut-off knob does not affect 

needle valve adjustment. Visi- 
ble oil supply. Non-breakable. 
Tops in convenience and de- 
pendability, at low cost. Style 
NFU—No. 3602-A. 


SIGHT GAUGES 


For use where rate of 
‘oil flow must be: reg- 
ulated to suit changing 
operating conditions. 
Needle 
mva lve 
ms permits 
extremely 
accurate 
adjustment 








Sight glass provides 
direct observation of 
rate of oil flow. Accu- 
racy and convenience 
at a moderate price. 
Style PF—No. 4290. 


of oil feed. : 


OIL HOLE 
COVERS 


This model is designed to fit into 
a simple drilled hole. Ideal for 
use on small motors, generators, 
starters and light machinery— 
for dependable oil hole protec- 
tion at moderate cost. Larger 
sizes frequently used as filler 
caps on tanks or reservoirs. 
Style R—No. 305. 


GEAR 
CASE 
GAUGES 





This oil gauge plug permits in- 
stant checking of oil level within 
a transmission or gear case. For 
use where construction permits 
insertion in tapped hole. A val- 
uable addition to any such 
equipment — at very low cost. 
Style BW—No. 4042. 





Too much machine “down-time”? Too 
much time wasted in servicing your 
machinery? Perhaps some old, worn 
lubricating devices need replace- 
ment. Maybe a different, more 
modern device will do the job more 
efficiently. Whenever you replace, 
specify GITS Lubricating Devices— 
the widest selection available any- 
where, right in stock. The items pic- 
tured above are only a few of our 
many thousands of lubricating de- 
vices. Send NOW for your free 
Catalog. 


GITs BRos.MFsc. Co. 


The Standard For Industry For Almost Half A Century 


1865-A South Kilbourn Avenue 
Chicago 23, Illinois 





Clip this page for handy “rough reference” 





HY-PRO REVOLUTIONIZES 









TS NEW AND EXCLUSIVE 


Read how the Tap Specialists 
have raised the highest standards 
in the industry still higher 


ow, Hy-Pro—the tap specialists and tradi- 
N tional leaders in tap quality—have devel- 
oped a new and exclusive 3-way quality con- 

Nowhere else in the industry do you get 
this assurance of consistent tap perfection. 
Here are the three steps: 

Che first is a new Heat-Treating installation, 
acknowledged to be the industry’s latest and 
most precise. And the result is the hardest, 
toughest tap which guarantees you unvarying 
pel fection. 

The second Hy-Pro marvel is its new Elec- 
tronic Analyzer. All Hy-Pro taps are now sub- 
jected to an electronic analysis. This new equip- 
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ment examines the structure of a tap without 
ever touching it. This is why Hy-Pro taps can 
produce more holes per tap at the lowest cost 
per tapped hole. 

The third instrument of perfection is Hy-Pro’s 
new Micro-Hardness Tester. Here Hy-Pro taps 
are microscopically examined for metallurgical 
uniformity on both interior sections and sur- 
faces. Even the extreme cutting edges are care- 
fully checked for hardness to within one-half of 
one thousandth of an inch to insure that every 
tap will give proper performance. 

And the best part of the Hy-Pro story is that 
you get the benefit of these new Hy-Pro devel- 
opments at no extra cost to you. Get in touch 
with your nearest Hy-Pro distributor or call us 
direct. Hy-Pro quality controlled taps cost no 
more than ordinary taps. 





1. Heat- Treating—Hy-Pro’s new heat treating installation—the industry’s most 
advanced equipment—guarantees you the hardest, toughest taps yet achieved with 
unvarying perfection. 
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TAP PRODUCTION WITH 
3-WAY QUALITY CONTROL 
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2. Electronic Analyzer—When a Hy-Pro tap is put in 3. Micro-Hardness Tester—Hy-Pro taps undergo the 
this machine, its structure must conform to the most only known microscopic examinations of metallurgical 
rigid Hy-Pro standards — or it is electronically rejected. structure on both interior sections and top surfaces. Even 
All Hy-Pro taps are subjected to electronic analysis. the extreme cutting edges are checked to within one-half 


of one thousandth of an inch. 





‘The Tap Specialists” 


New Bedford, Massachusetts, U.S.A. 


10428 W. McNICHOLS RD. 11232 LAWLER ST. (WORTH) 109 EDISON PL. 
ADDITIONAL WAREHOUSES: DETROIT 21, MICH. CHICAGO, ILL. NEWARK 5, N. J. 
UNIVERSITY 4-1077 GARDEN 4-0217 MARKET 2-4318 


For More Information Circle No. 214 on Inquiry Card—Page 17 
January, 1956 131 







































or 


e 


| Ideas a... 





AAA oe WAM 


Automatic Conveyor System 


Cuts Manpower Needs 50% 


\ fully automatic conveyor sys- 
n at one of the nation’s leading 


veries solved a serious floor- 


to-floor materials handling prob- 


n and tripled the speed of pal- 


onveying. 


The combination 


vertical and floor conveycr sys- 
tem moves palletized loads of 
beer cases along a floor conveyor, 
into the car or gig, conveys the 
load vertically from floor to floor, 
levels the gig, and delivers onto a 





or conveyor and gig door on lower level of the automatic conveyor system. 
‘ositioning of pallet breaks beam which actuates door opening. 


second floor conveyor. A total of 
27 separate interlocking opera- 
tions in 1% minutes. 

Its speed is three times that of 
the system formerly used. It cuts 
manpower requirements in half. 
In addition, interlocking features 
of every step insure complete 
safety of the entire operation. 

The company’s basic problem 
was to achieve fully automatic 
floor-to-floor transfer of full pal- 
let loads at certain weights and 
certain capacities. Pallet loads, 
sometimes almost 6 ft. high und 
weighing up to 2,350 Ib. could 
only be moved between first and 
second floor storage areas by a 
fork truck travelling in a freight 
elevator. This was slow. Loads 
frequently backlogged at transfer 
points in the storage areas. 

The new system, manufactured 
and installed by Gifford-Wood 
Co., Hudson, N.Y., consists of: 1) 
a vertical pallet conveyor that has 
a newly-designed leveling device 
to insure smooth transfer of pal- 
let loads between vertical and 
floor conveyors; 2) twin 5% ft. 
chain conveyors on each floor for 
moving pallets into and out of the 
gig; and 3) necessary safety and 
control devices. It has cut han- 
dling time so effectively that two 
fork truck operators must now 
work at top speed to keep up with 
the conveyor. 


How The System Improved 
Conveying 


1. Conveying Speed—With the 
old system, in which a fork truck 
operator drove his loaded truck 
into a freight elevator, rode up 
with the load, then drove off, and 
discharged the loaded pallet, it 
took approximately 15 min. to 

(Please turn to page 134) 
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There’s a lot more to buying coal 
than the cost per ton. Why not contact 
coal producers on the C&O to solve 
your particular fuel requirements, or 
write to: R. C. Riedinger, General Coal 
Traffic Manager, Chesapeake and Ohio 


Railway Company, Terminal Tower, 
Cleveland 1, Ohio. 


January, 1956 








Look! I can buy coal 
for much less a ton 
than you’re paying. 





















I used to buy that coal too, but it costs 
more per million BTU’s with a whole lot 
more in hidden costs. 






What do you mean 
by “hidden costs”? 


















That coal you’re talking about is high 
in ash. So we were buying ashes at the 
coal price, paying freight on them from 
the mine, then paying to have them 
hauled away. Your ‘‘cheaper’’ coal 
clinkers; it smokes; it fouls the tubes. 
That means higher labor costs and higher 
maintenance. Now I pay more per ton 
and save thousands of dollars a year. 





Coals produced 
on the C&O are 
tops in quality. 








A C&O combustion engineer showed 
me why this grade of coal would work 
best in our type of installation and our 
experience has shown he was right. You’d 
better get some expert advice. It can save 
you money, too. 
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FIRMS BY THE ‘THOUSANDS BUYING VENTI- 


TOO COSTLY. 
LATION THEY ONCE ee ETE LINE 


OF BUFFALO PA 


ING BIG 
now DO CEST sole 


, S 
ARE PERFORMING ON A VARIETY OF JOB 


L. SURPRISE YOU. 
THAT WIL BUFFALO. FORGE COMPANY 





BELT-AIR FANS 
HELP RAISE 
20,000 CHICKS! 


s well as industry and 
e are getting quiet, effi- 
rvice from “Buffalo” Belt- 
A battery of 24” units 
air fresh in this big 
house. Belt-Air sizes range 
to 120” for 5,000 to 
cfm air delivery. Here’s 
nge to handle most venti- 
1 exhaust jobs up to 


na 


THESE BELT-AIRS 
VENTILATE A 
LARGE COLISEUM! 


one _bank of 72” units 

ng 770,000 cfm from a 

m in the south. Another 

stallation is handling 

cfm! Efficiencies are 

ng very high, even where 
ssures are involved. 


IT’S JUST THE BEGINNING! 


We're constantly developing special 
models to meet new demands — power 
roof ventilators —  corrosion-resistant, 
non-sparking and/or high temperature 
units. Are you taking full advantage of 
the possibilities? Why not write for 
Bulletin FM-315 today and look over 
this increasingly popular line! 


BUFFALO FORGE COMPANY 
143 MORTIMER ST. BUFFALO, N. Y. 
PUBLISHERS OF “FAN ENGINEERING” HANDBOOK 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
Sales Representatives in all Principal Cities 


NDUSTRIAL EXHAUSTERS BELTED VENT SETS PROPELLER FANS “E” BLOWERS-EXHAUSTERS 
For More Information Circle No. 216 on Inquiry Card—Page 17 
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(Continued from page 132) 
move four loaded pallets from 
floor to floor. In addition, the 
operator had to make each return 
trip without a load. 

The new G-W system moves 
four loaded pallets in only 6 min. 
And it eliminates any empty trips 
for the truck. Handling time is 
up from 112 pallet loads per day 
to 280. Annual rate of transfer 
has been tripled, from 25,000 to 
75,000 pallets conveyed per year. 


Over-size pallet detectors beside gig 
doors insure correct positioning of 
pallet into jig. 


2. Manpower—With the old 
system, the brewery figures it 
took one man 74% min. to transfer 
one pallet of beer cases to another 
floor. Under the new system, one 
man can now do the same job in 
3 min. 

3. Maintenance — Maintenance 
problems on the automatic con- 
veyor system are negligible. Out- 
side of standard lubrication main- 
tenance, only a periodic inspec- 
tion of cables by company engi- 
neers is necessary. 


How The Conveyors Work 


The Gig: The gig or car of the 
vertical pallet conveyor, weigh- 
ing around 1,100 Ib., travels a dis- 
tance of 14 ft. between floors. Its 

(Please turn to page 136) 
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A few minutes ago it was a bar of high speed steel equal to that 


Yes used in any drill to be found. Now this steel is being further 
7 refined and toughened by hammer forging, the process universally 


Th at’ SS <i used by the makers of high quality tool steels. 


All GTD-AMPCO drills over 1’’ are hammer forged before 


Twist twisting. And the flutes are polished, too! 


Drill AMPCO TWIST DRILL DIVISION 
GREENFIELD op ana pie CORPORATION 


Greenfield, Massachusetts 











- PRICES AND QUICK DELIVERY FROM STOCK. 


VERSATILE 
TOOLS 


shat belong in every 


H 0 | ST officient plant 


CH CYCLONE | 
Sf 








Light Weight—Heavy Duty 
High Speed Chain Hoist 
Capacities from % to 10 tons 


Made of tough aiuminum alloy. 
Carries with ease. 1 ton model 
weighs only 36 pounds. 42% fewer 
parts. Requires little maintenance. 
Sealed-in lifetime lubrication. 96% 
efficient. Equipped with CM-Alloy 
flexible welded load chain. The 
best there is in hand hoists... yet 
reasonably priced. 


CH PULLER 


Lifts or Pulls 
At Any Angle 
%, 153, 3 and 6 ton capacities 


< 





For lifting, pulling, skid- 
ding, stretching, straight- 
ening. Use at any angle. 
Eliminates dangerous 
makeshift methods. Auto- 
matic brake. % ton model 
weighs only 13 pounds. 
CM-Alloy flexible welded 
load chain. Time savings 
quickly repay low initial 


cost. 
\" @ ALSO Meteor Wire Rope Electric Hoists 
\ % to 5 tons), Comet Electric Chain Hoists 
X (% to 2 tons), CM Trolleys and CM Cranes. 





SS 


r—\, CALL THE CM DISTRIBUTOR FOR CATALOGS, 





CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CHAIN CORPORATION 
TONAWANDA, NEW YORK 


REGIONAL OFFICES: NEW YORK, CHICAGO, CLEVELAND 
In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 


HOISTS AND CHAIN 
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(Continued from page 134) 
cable, a 6 x 37 wire rope, is dead- 


ended on a 14-in. diameter hoist 
drum. The gig’s counterweight in 
the conveyor shaft weighs ap- 
proximately 40% of total gig and 
load weight, or about 1,440 lb. 

Twin - construction fireproof 
safety doors are at the first and 
second floor gig entrances of the 
conveyor shaft. 

The floor of the gig itself has a 
chain conveyor, similar to the 
floor conveyors, which moves the 
pallet into the center of the gig 
after it leaves the floor conveyor, 
and then moves it out of the gig 
onto the other floor conveyor after 
its trip from floor to floor. 

Accurate leveling of the gig 
with the floor conveyors and 
smooth pallet transfer are essen- 
tial. To achieve this, G-W de- 
signed a new improved electroni- 
cally-controlled leveling device 
activated by a single limit switch. 

Floor Conveyors—The two floor 
conveyors, one located in front 
of the gig doors on each floor, are 
each 66 in. long and 34%4 in. 
wide. Each has three extended 
pitch roller chains with safety 
plates between. They are power- 
ed by a %4-hp. 45-rpm. gear mo- 
tor. , 

The brewery specifically re- 
quested chain conveyors, rather 
than the roller type, in order to 
provide maximum stability for 6- 
ft. high pallet loads. It was also 
felt that loose pallet slats might 
damage a roller conveyor, or nails 
might get stuck between rollers. 


Transfer In 1'/2 Minutes 


Let’s follow a pallet load of 
beer cases through a typical con- 
veying operation from the first to 
che second floor. The first step is 
for the fork truck operator to 
position a pallet on the first floor 
conveyor. Once this is done, the 
entire cycle is automatic. 

When the fork truck operator 
lifts the pallet onto the floor con- 

(Please turn to page 140) 
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Anaconda Wire now available in New Pay-off Container 


he 
ig 
or, 
ig 
er 





is H ’ H ' ’ BUCKLES AND BUCKLE PARTS de b 
. Shutdowns to change coils in wire forming MaChineS — War vevee'seeste co. Weer Hoven Conn 
using Anaconda 70-30 yellow brass wire. 


- cut 90% at West Haven Buckle Company Finished buckles, later nickel plated, are 


of highest quality, noncorroding, for use in 
surgical bandages, trusses, corsets and other 


or The West Haven Buckle Company of West Haven, Conn., used to be limited surgical appliances. 
nit to relatively light coils of brass wire because of the slide feed necessary 

re for free pay-off into its wire forming machines. Machines could operate 

in. less than an hour before shutdown to feed in another coil. 

ed When they started using Anaconda Wire packaged in the new pay-off 

ty barrel, which provides free pay-off, the runs were increased 10 times. The 

sits big coils of brass wire—400 to 500 pounds—made possible continuous runs 

dig of from 8 to 9 hours. This cut the time lost in changing coils 90 per cent. 


It eliminated the labor of shifting and lifting heavy coils—as the wire is 
fed directly from the barrel. 


“e- 

wa , An easy way to increase production, cut costs: Big coils of Anaconda Wire 
ve / in the new pay-off barrel give you these advantages: 

6- 1. Reduced down-time to change coils can mean production increases up 
i to 25 per cent. Free pay-off feature may enable you to increase machine 
ht speed for still greater production. 

“Is 2. Operators are freed for other duties during the longer continuous runs. 
ia! 3. Easier handling, better inventory control. Barrels are clearly marked for 


quick identification—are easily handled by standard hand trucks —utilize 
storage space efficiently—can be stacked. Losses are minimized because 
ai coils stay clean indefinitely — there is no danger of coils becoming tangled 
or mixed. 





yn- 

to No extra charge for Anaconda Wire in the new pay-off container. Call your 

re American Brass Company represeritative today or write: The American 
Ss : 2 


Brass Company, Waterbury 20, Conn. 5585 ‘ 
to ; “ THE NEW CONTAINER which provides 
0r Anaconda Wire in 400 to 500 pound coils, 


© ready for free pay-off into pin machines and 
the other automatic forming machinery. 
Anaconda wire in all alloys is available 
tor packaged this way for long, continuous runs 
—in all gages up to .090”, in tempers at 

on COPPER AND COPPER ALLOY WIRE least one number hard. 
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SCREW SIZE 


1/4 
5/16 
3/8 
7/16 
1/2 

5/8 

3/4 

7/8 


Jp to 40% higher tightening torques — 


a feature of new High-Torque 
Unbrako socket set screws 


RECOMMENDED SOCKET SET SCREW 


TIGHTENING TORQUES 


UNBRAKO 


5 
9 
9 
20 
33 

87, 
165 
290 
430 
620 
1225 
2125 
5000 
7000 


(Inch-Pounds) 


SET SCREW 
B 


3.9 
7.8 
7.8 

14.7 

26.5 

62 
122 
198 
309 
460 

1106 

1540 

3660 

5025 


For More Information Circle No. 


6500 


UNBRAKO SET SCREW THREADS 


MINIMUM 
SET SCREW DIFFERENTIAL 
c % 
3.5 28 
7.4 15 
7.4 15 
14.5 36 
25 25 
60 40 
125 32 
225 29 
350 23 
500 24 
1060 11 
1800 18 
4600 9 
8 


Compare UNBRAKO-recommended tightening 
torques with those of ordinary socket set 
screws and you readily see why you can set an 
UNBRAKO and then forget it. The reasons 
are simple. UNBRAKOs have deeper sockets, 
which give you better purchase with the 
wrench; rounded socket corners, which elimi- 
nate the sharp corners where cracks start; 
fully formed threads, which make them 
stronger; and knurled cup points, which keep 
them tight. 


Let’s see just how the development of fully 
formed threads make the new High-Torque 
UNBRAKO stronger. The metal is compressed 
into the closely knit grain structure that you 
see in the illustration. The grain flow follows 
the contour of the threads. There are no 
straight lines along which shear can occur. 
An UNBRAKO retains its flow lines even when 
ground down to .010” below root diameter. 
Conversely, cut or ground threads have straight 
flow lines—lose thread form at root diameter. 


You can’t buy a better screw than an UNBRAKO, 
And you can’t get full Aigh-torque performance 
without a “*High-Titan’” UNBRAKO Hex Key— 
the high-ductility, precision internal wrenching 
tool. See your authorized distributor today. 
Or write STANDARD PRESSED STEEL Co., 
Jenkintown 31, Pa. 


STANDARD PRESSED STEEL CO. 


—_nn 
UNBRAKO. socxe SCREW DIVISION 


JENKINTOWN Ei PENNSYLVANIA 





ORDINARY SET SCREW THREADS 
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When it comes to ELECTROPLATING ~ 
and allied operations, one name 
means most to the men who buy... 
H-VW-M ... the manufacturer who | 
supplies every major requirement — 
in processes, equipment and supplies. 
Single source? ... Yes, and what's 
more important — single responsibility. — 











Z EMANSHIP | 


PLATEMANSHIP is H-VW-M’s unique combination of: the most 
modern and complete taboratory for testing and development 

. . the ability to provide complete equipment and supplies 
for every plating and polishing need . . . the complete back- 
ground of knowledge and experience in every aspect of 
plating, polishing, cleaning and anodizing. 








HANSON—VAN WINKLE—-MUNNING COMPANY, MATAWAN, NEW JERSEY 
PLANTS: MATAWAN, NEW JERSEY ® GRAND RAPIDS, MICHIGAN 


SALES OFFICES: ANDERSON (IND.) @ BALTIMORE ¢ BELOIT (WISC.) ¢ BOSTON © BRIDGEPORT ¢ CHICAGO © CLEVELAND 
DAYTON ¢ DETROIT © GRAND RAPIDS ¢ LOS ANGELES ¢ LOUISVILLE © MATAWAN © MILWAUKEE @ NEW YORK 
PHILADELPHIA © PITTSBURGH © PLAINFIELD (N. J.) © ROCHESTER @ ST LOUIS © SAN FRANCISCO © SPRINGFIELD (MASS.) 
UTICA ® WALLINGFORD (CONN.) @® 108 


INDUSTRY'S WORKSHOP FOR THE FINEST IN PLATING AND POLISHING PROCESSES - EQUIPMENT - SUPPLIES 
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Prescriptions for Prized Possessions 
WHEN YOU MOVE THE MAYFLOWER WAY 


> Every long-distance move is different . . . different in people 
and destination, in household goods to be moved. This means 
that long-distance moving service needs to be “tailored” to fit 
each family’s particular needs. Aero Mayflower has not only 
produced a service that is tops in quality everytime, everywhere, 
but takes care of the individual requirements of each household. 
Chis is because Mayflower’s broad experience has made it possi- 
ble to provide all the facilities that might be needed for any 
move, and to standardize them on the highest quality for each 
move. Your nearby Mayflower agent will be glad to arrange 
“customized” service for all your company’s personnel, wherever 
they may be, wherever they may be going. 


AERO MAYFLOWER TRANSIT CO., INC. - INDIANAPOLIS 


Mayflower Service is available through selected warehouse agents through- 
out the United States and Canada. Your local Mayflower agent is listed under 
Moving in the classified section of your telephone directory. 


America's Finest Long-Distance Moving Service 
For More Information Circle No. 222 on Inquiry Card—Page 17 
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(Continued from page 136) 


veyor, the loaded pallet breaks 
the beam of a photoelectric eye. 
After only 4 sec., in which time 
the operator positions the pallet 
on the conveyor, a relay causes 
the gig door to open. 

In opening, the door strikes a 
switch which starts the floor con- 
veyor motor. The chain conveyor 
moves the pallet toward the gig 
at a speed of 30 ft. per min. A 
contact on the floor conveyor act- 
uates the conveyor inside the gig, 
which moves the pallet into the 
car. 

As it moves into the gig, the 
pallet trips a limit switch which 
stops the floor conveyor and clos- 
es the gig door. The gig will not 
move until the interlocking doors 
are completely closed. When the 
door closes, it actuates a switch 
that starts the hoist motor. 

The gig moves vertically at a 
speed of 50 fpm, until it is with- 
in 2 in. of its final resting place, 
when the special leveling device 
takes over. 

Cams on the gig trip a limit 
switch in the conveyor shaft, 
which cuts off the hoist motor and 
actuates the 3 hp. motor of the 
leveling screw. The leveling 
screw then levels the gig at a re- 
duced speed of 5 fpm. When the 
conveyor in the gig has been lev- 
eled with the second floor convey- 
or, a second switch is tripped 
which stops the leveling motor 
and actuates the door-opening 
mechanism on the second floor. 

Transfer of the pallet onto the 
second floor conveyor is the exact 
reverse of the operation that 
moves the pallet into the gig. If a 
fork truck is not waiting to pick 
up the delivered pallet, the con- 
veyor will automatically stop 
when the pallet has been deliver- 
ed. 
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“How forged weldless rings and flanges 


improve your product and cut your costs” 


When you consider a change in your product, you expect 
that change to make money for you or to save money for you. 

It’s quite possible that Standard Steel Forged Weldless 
Rings and Flanges will do both. 

They improve your product, thus making your sales task 
a little easier, and they cut your manufacturing costs. In 
many cases, first cost may be less than the component you 
now use, and always machining time is less. 

In checking through this detailed booklet, you'll be able 
to determine in five minutes or less whether they’re worth 
investigating further. Send the coupon now. 





ff ee! a this informative booklet on... 
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Standard Steel Works Division 
BALDWIN -LIMA-HAMILTON 



















Dept. 8736, Standard Steel Works Division 
Baldwin-Lima-Hamilton Corporation, Burnham, Pa. 


Please send me Bulletin No. 10,000, “How Forged Weldless 
Rings and Flanges Improve Your Product and Cut Your Costs.” 


Name Title 

Company 

Address - — 
City_ A I 


K of large and small business is re- 
for the present prosperity of both. 

s Frank, George and Harmon Hugo 
ht) check vital jet engine part with 
mstrong before delivery to General 
unt at Evendale, Ohio 





QUALITY CONTROL has been a major factor 
in building the firm’s reputation. Here, Albert 
Kozick checks X-ray of special weld for flaws 
—standard procedure on all jet engine work. 


UILT OVEN at Portland 
temperatures as high as 

of many metal treating 
vailable at Portland plant. 
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DIVERSITY OF OPERATION—now over 
40% non-defense—is typified by new, 
fabricated aluminum toll booth doors 
ordered for new Maine Turnpike. 
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Retained by G E. 


Portland Copper’s success story underlines 
interdependence of large and small business 


The Portland Copper & Tank Works, Inc., like many small busi- 
nesses, started with virtually nothing but, the personal skills of its 
owner—in this case a coppersmith who had left Russia in 1909 to 
seek greater opportunities in the United States. Morris Hugo opened 
a tiny metal-working plant which existed precariously ——with a top 
gross of only $12,000—until World War II. Then, with ship repair 
work for the Navy and the U. S. Maritime Commission in 1943, 
yearly sales abruptly soared to $250,000. 


Defense skills developed. After the war the company moved to 
larger quarters in South Portland, Maine, and built up its reputation 
as a fabricator of stainless steel, aluminum, and special high- 
temperature alloys. General Electric entered the picture in 1949 with 
an order for afterburners for J47 jet engines. 


Big business helps small business. The Maine firm quickly proved 
its ability in precision manufacture, made prompt deliveries. And 
G.E., well-satisfied with the work, soon became Portland Copper’s 
largest customer. As one of more than 17,000 G-E subcontractors 
and suppliers in the past 5 years, the Portland firm has continued 
to expand in other non-defense areas: pulp, paper, textiles, chemical 
and petroleum industries. It now grosses better than $5,000,000 
annually, reports an employee roster of 423—-as compared with 
100 in 1949. 


Contributes to nation’s production. This success story dramatizes 
once more the interdependence of large and small business—and 
how such a system operates for the benefit of both. General Electric 
has gained essential services and jet engine components needed to 
help build up the nation’s defense. Portland has acquired new skills 
and facilities which now make the firm valuable to other manu- 
facturers in our expanding national economy. 649-5 


SKILLS LEARNED AS A G-E DEFENSE SUBCONTRACTOR 
PROVE VALUABLE 10 OTHER INDUSTRIES 

















INTRICATE FABRICATION is one of more 
difficult operations Portland performs suc- 
cessfully. Here R. L. Clark checks stainless 
steel section of a powerful G-E gas turbine. 








NEW SKILLS learned as a G-E defense sub- 
contractor are now applied to a variety of 
jobs for other manufacturers. Typical is this 
precision welding by Portland Copper and 
Tank personnel on aluminum panel assembly. 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 
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for Engineering, 
Assembly, 


Can Small Business Help You? 


Thousands of small businesses, like Portland Copper and Tank, 
have furnished General Electric with practically every kind of 
= skill and service as defense subcontractors and suppliers. 

Many of these companies have available production capacity, 
created in large part by the reduction of defense orders since the 
Korean War peak. This means that they may be able to apply their skills to 


EN Administrative 





23% 


SUBCONTRACTORS who helped G.E. 
build the J47-GE-25 during the Korean 
War got 77 cents of every dollar govern- 
ment paid General Electric for engine. 





help you with your production. 

If you have a manufacturing problem or have work available for sub- 
contracting, please write us on your letterhead stating in as much detail as 
possible the type of services or skills you require. We will be glad to suggest 
several small businesses who have done similar work for us and may be able 
to help you. 

Write to C. W. Bryant, Manufacturing Services Division, General Electric 
Co., 570 Lexington Ave., New York 22, N. Y. 
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Continuous Cast Alloys Broaden 
Cost Reduction Opportunities 


Until very recently, bronzes 
produced by the new American 
Smelting & Refining Company 
continuous casting process, pat- 
ented under the name “Asarco,” 
ranged from 7/16” to 5” in diam- 
eter. The latter was considered 


etallurgically superior con- 
bearing bronze is 
available in 44 new, larger 

sizes ranging from 5” to 
n diameter and a variety of 
es up to 105” long. Respon- 
for this major advance in 


lous cast 


dry technology is the Con- to be the biggest size feasible. 
ious-Cast Products Dept. Very recently, equipment has 
.erican Smelting & Refining been perfected, making possible 

Barber, N.J. Previously, the casting of much larger diam- 


e large diameters had been. eter rods and tubes, ranging from 
lable only as sand, permanent 5” to 9”. 
or centrifugal castings. Now, molten metal flows con- 


ntinuous casting can produce a wide variety of shapes close to required 
:tours of finished parts. This reduces scrap losses and machining costs. 


Doducss 


NMA 


tinuously, day and night, into 
water cooled graphite dies, where 
it freezes and emerges cast to 
size in the form of finished mill 
lengths as long as 16’ and in di- 
ameters ranging from 7/16” to 
9” with shapes varying from true 
round to more complex, and 
ready to use “as cast.” Only a 
minimum of machining is neces- 
sary since each  ready-to-cut 
length has already been cast with 
a profile approximating the shape 
needed. 

The continuous cast bronze is 
ideally suited to automatic screw 
machines—the need for special- 
ized machinery to achieve high 
production rates from individu- 
ally rough-cast pieces and the 
uncertainties in quality, so fre- 
quently a problem in foundry 
products, are eliminated. In this 
new gravity-fed bottom-flow cast- 
ing method, the trapping of dirt 
and dross is prevented. Sand in- 
clusions are, of course, entirely 
impossible in the continuous cast 
product. Foreign matter floats on 
top of the melt in continuous cast- 
ing without turbulence to carry it 
into the products. Freezing from 
the bottom upward permits the 
escape of any dissolved gases 
which could cause porosity and 
there are no blow holes, or hard 
or soft spots. 

By exclusion of impurities such 
as dirt and dross, and by using 
a superior rate of chill which 
greatly improves the uniform dis- 
persion of alloy constituents, the 


(Please turn to page 148) 
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Efficiency of New Sun Rust-Preventive Grease is rust was formed during a 48 hour immersion in syn- 


shown by accelerated test. Rusted test plate (left) thetic sea water. Plate (right) protected by new Sun 
was coated with ordinary grease. The large amount of rust-preventive grease is wholly rust free after 48 hours. 


NEW GREASES PREVENT HARMFUL RUST 


Sun rust-preventive greases give improved lubrication 
... protect against wet or humid operating conditions 


Water contamination in grease-lubricated parts re- 
duces lubricant life, promotes corrosive wear, and may 
lead to failure of bearing surfaces. 








Sun Oil’s new rust-preventive greases are specially 
fortified to overcome this problem. They give extra 
protection against both direct water contamination 
and indirect water contamination caused by high 
humidity and condensation during overnight and 
week-end shut downs. 

Available at the price of ordinary greases, new Sun 

rust-preventive greases come in many different grades. 
In 48 Hour Synthetic Sea Water Test, rust from plate For complete information, see your Sun representa- 
coated with ordinary grease has turned water yellow tive, or write for Sun Technical Bulletin 38. Address 
(left). Water remains crystal clear in beaker with plate ? ° os 


protected by new Sun rust-preventive grease (right). Sun OIL CoMPANY, Philadelphia 3, Pa., Dept. GI-1. 
® 
PHILADELPHIA 3, PA. —_— 


IN CANADA: SUN OIL COMPANY, LTD., TORONTO & MONTREAL PLEASE TURN TO NEXT PAGE 





INDUSTRIAL PRODUCTS DEPARTMENT 





















New high-temperature grease 
for anti-friction bearings. Ex- 
ceptional stability, longer life. 


New tacky grease prevents 
throw-off...reduces consump- 
tion. Highly resistant to water. 


New buttery grease now pro- 
tects against rust under highly 
adverse moisture conditions. 


NEW SUN RUST-PREVENTIVE GREASES 
SAVE YOU MONEY IN 3 WAYS 





° Prevent wear...and rust...on 90% of all grease jobs 


ee Serve as low-cost rust preventives for storing shop equipment 


e ee Save storing and handling special-purpose greases 


Sun Oil Company’s new greases are fortified 
to protect against rust. Lubricity is improved 
and wear is reduced because grease-lubricated 
parts are now protected at all times against 
rust and corrosion caused by condensation 
and process water. 


The effective life of these new rust-preventive 
sreases is approximately twice that of conven- 
tional greases operating under wet conditions. 
And, their extra protection against moisture 
permits their use as a rust-proofing medium 
for shop storage of tools and parts. 


Competitively priced with ordinary greases, 
these new greases can be applied by any con- 
ventional method... brush, swab, pressure 
gun, or through central pressure systems. 


Because of their improved quality, these new 
Sun greases will now perform 90% of all grease 
lubrication jobs. You reduce grease inventories 
... lessen the risk of using the wrong grease... 
simplify your handling problems. 


For complete information, see your Sun rep- 
resentative or write SUN OIL COMPANY, 
Philadelphia 3, Pa., Dept. GI-2. 


<«SUNocl-e 
<—— 


INDUSTRIAL PRODUCTS DEPARTMENT 


SUN OIL COMPANY. PHILADELPHIA 3, PA. 


IN CANADA: SUN OIL COMPANY, LTD., TORONTO AND MONTREAL 
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‘“‘Look at the range of sizes of 
TORRINGTON NEEDLE BEARINGS” 


The Torrington Needle Bearing is 
produced in a wide range of sizes 
for shaft diameters from 1” to 714” 
—to meet the needs of the thousands 
of products throughout industry in 
which it has become standard equip- 
ment. 

Whatever the size, the basic de- 
sign is the same—a full complement 
of free running rollers, without sep- 
arators or cages, retained by a thin 
hardened outer shell which serves 
as the outer race. This means a 
greater radial load capacity for its 
size than any other anti-friction 
bearing, plus compactness and long, 


maintenance-free operation. 

Several widths are available in 
each size to meet specific design re- 
quirements, and they are also made 
with one end closed for use over stub 
shafts. 

The Torrington Company has en- 
gineered thousands of different 
Needle Bearing applications in many 
industries during the bearing’s 20- 
year history. Our Engineering De- 
partment offers the benefits of this 
experience in applying Needle Bear- 
ings to your products. 

THE TORRINGTON COMPANY 
Torrington, Conn. South Bend 21, Ind. 


TORRINGTON 


NEEDLE BEARINGS 
Give you these benefits 


low coefficient of starting and 
running friction 


full complement of rollers 


unequalled radial load 
capacity 


low unit cost 
long service life 
compactness and light weight 


runs directly om hardened 
shafts 


permits use of larger and 
stiffer shafts 





District Offices and Distributors in Principal Cities of United States and Canada 


TORRINGTON BEARINGS 


Needle +» Spherical Roller » Tapered Roller + Cylindrical Roller + Ball « Needle Rollers 





ANNIVERSARY 
4 
C669" 
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ELECTRIC WHEEL COMPANY 


2804 SPRUCE + QUINCY, ILLINOIS 
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(Continued from page 144) 


continuous-casting process raises 
fatigue characteristics by 33% to 
100% cover those of the same al- 
loys produced by other casting 
nethods. Impact strength is in- 
creased 15% to 100% and there 
are improvements in _ tensile 
strength, yield strength and hard- 
ness. Moreover, casting tolerances 
are so close that the finish cut- 
ting operati-ns waste a minimum 
of metal and a minimum of ma- 
chining time. 

The Asarco process is claimed 
to be the only continuous casting 
process for copper-base alloys 
with sufficient versatility to have 
achieved commercial status. It 
has proved its efficiency in a long 
time operation in plants specifi- 
cally designed for the manufac- 
ture of tin bronze alloy products, 
including the compositions nor- 
mally employed for bearings, 
bushings and structural parts. 
Circle No. 37 on Inquiry Card—Page 17 


Stepless Control Motors 





on 


ACEC Electric Corp., 40 E. 
49th St., New York 17, N.Y. has 
introduced an improved line of 
variable-speed induction motors 
to meet recently intensified auto- 
mation trends. Completely self- 
contained, these motors feature 
stepless control from zero to 2400 
rpm, with t-rque approximately 
constant at all speeds. They need 
no gear boxes, resistors, or other 
external devices to vary speed. 
Ratings renge from % hp to 75 
hp, for 220 v or 440 v, 60 cycle, 
3-phase power supply. These 
motors keep down manufactur- 
ing costs by using standard com- 
ponents, mass-produced for its 
squirrel cage motors. 

Circle No. 38 on Inquiry Card—Page 17 
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the original 
and still the best 
milled curved tooth file! 


VIXEN files bite deep, cut fast, clear themselves readily 
and leave a smooth, even finish . . . work efficiently 
straight ahead or at an angle. Only Heller makes Vixen, 
both flexible and rigid tang file. They are still the most 


efficient and versatile metal finishing files. 


IDENTIFY VIXEN FLEXIBLE BY THE WHITE ENVELOPE — VIXEN RIGID BY THE WHITE TANG 


# 


YOUR HELLER DISTRIBUTOR CAN SUPPLY ALL YOUR FILE NEEDS 


° a 
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BUSINESS IN MOTION 











Copper tube is used for hot and cold water lines, 

diant panel heating, drainage lines, and to carry 
fuel or lubricants in automobiles and machine tools. 
hose are some of the conventional applications. How- 
ever, during the last few years a new market has 
developed for this tube. You might like to hear about 
it. [t is in pneumatic or hydraulic recording and con- 
trol systems. One end of the tube is located at the 
point where temperature or pressure must be ob- 
served, and the other end is connected with a dial, a 
recording device, or an automatic controller. The tube 
may be filled with air, an inert gas such as nitrogen, 
or a fluid. The tube has the 












To wee CrLeageed con cabinet Bucteliting as 


plant of just one public utility: boiler temperatures, 
main and reheat steam pressure, boiler feed and con- 
densate pump pressure, condensate temperature, fuel 
oil and gas pressures, liquid levels, tide level, boiler 
drum water level, control of fuel feed, draft dampers, 
and numerous other controls. 

This is a fast-growing use for copper tube, and 
while it will not match the demand for tube in com- 
mercial structures and private homes, nevertheless it 
is an important subject for industry and instrumenta- 
tion engineers. In fact, a couple of years ago we 
thought that cabled tube had enough news interest 

to justify running an advertise- 








great advantage that it carries 
no electricity, and thus can be 
installed in places where a spark 
might cause an explosion, as in 

plant handling combustible 
gases or chemicals. 

Originally the idea of using 
copper tube for this purpose 
was carried out by running sep- 
arate lengths of bare tube from 
the originating points to the 
panel board. This meant con- 
siderable care in installation, 
and it was also necessary to run 
the tube where it would not be subject to mechanical 
damage, or to protect it otherwise. Then a new devel- 
opment appeared: cabled tube. A way was found to 
put as many as 19 quarter-inch copper tubes in a 
single armored cable, so that instead of rigging 19 
separate runs of tube, just one cable is run, the tubes 
being fanned out at each end as required. Installation 
time is cut markedly, and the armor provides self- 
protection. Cable runs as long as 1,000 feet are pos- 
sible without joints. The tubes are color-coded. 

Just to give you an idea of the usefulness of tubes 
in cables, here are a few of the applications in the 

































ment about it. Revere does not 
make cabled tube, but a Revere 
customer does, so we reported 
the matter as a service to in- 
dustry. Mail began to arrive 
immediately, asking for further 
information. It is still pouring 
in, as the result of a second ad- 
vertisement on the subject, ap- 
pearing less than a year ago. 
American business certainly 
watches the advertisements for 
news it can use. 

This is an example of imagina- 
tion applied to a product that literally is as old as 
the pyramids. We have said in the past that “copper 
is the metal of invention,” because it is so adaptable 
to man’s genius. But there are many other materials, 
not merely metals, but such substances as glass, 
wood, plastics, fabrics and fibres, that also respond 
to an inspired touch. Why not get in touch with your 
suppliers, and let them know your problems? Perhaps 
they can arrive at a new way to use an old product, 
or even develop something new to solve an old prob- 
lem. Just let it be known what you need, and watch 
people respond! 








REVERE COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 180] 
Executive Offices: 230 Park Avenue, New York 17,N. Y. 
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416 Stainless Stee] 
---all the way through! 


® Body and stem 
bar stock. 


guide machined from 


® Valve stem, hardened Stainless. 


© Packing, special Marsh “Marpak” 
moulded ring. 





® Fine stem threads for 


strength and 
Precision throttling. 


® Deep inlet and outlet thread 
chambers, 


® Bodies marked 


in accordance with 
MSS regulations. 


























Maximum Working 
Pressure a 
10,000 P.S.I. 


Water, oil, , sored 
corrosive cage 
not injurious el. |] 
416 stainless steel. 











16 Stainlece 
throughout... 


In the Marsh Needle Valve, Operating men found 
a valve that was better all the way through. Then 
came the call for a valve of like quality and pre- 
cision for corrosion se - to be 416 stainless 
steel throughout. 

The valve illustrated here is the answer. Like 
the parent valve, this new valve has safety 
strength to spare . 


+ + guarant 
Pressures up to 10,000 psi... 


rvice., 


and 
eed for working 


- equally efficient 


this case, . 
and-machined stem is hardened 416 Stainless. 
Packing is the special ““Marpak” ring .. 
Piece, non-binding, long-lasting, So finely built 
is this needle throttling and Cut-off valve that it 
can be easily throttled down to exceptionally 
fine regulation even on extreme pressure. 


Read the list of features Opposite. Then write 


for new bulletin No. NV-2 containing complete 
details. 


‘—in 
Precision-ground 


- One- 


The new all Stainless vo 
globe and angle 
nections in sizes Ye", 4", Ye", Va", %", 1”; olen globe 
and angle valves with male in| 
in sizes 44 and ¥ 


MARSH INSTRUMENT CO. Dept. 


Soles affiliate of Jas. P. Marsh Corp. 


Marsh Instrument & Valve Co. (Canada) Ltd. 
8407 103rd Street, Edmonton, Alberta, Canada 
HOUSTON BRANCH PLANT: 1121 Rothwei! Street, Sect. 15, Houston, 


Ives (Series 19 
Patterns with d 


G, Skokie, 11. 


Texas 
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AMERICAN 
Tubular and Split 
RIVETS 


In all metals, all styles 


for all industrial applications 


AMERICAN RIVET COMPANY 


9 WN. Kedzie Ave Chicago 51, Ill 





‘\ 
BUY AMERICAN...Tubular and Split Rivets... 
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FINE PRECISION 


TOP QUALITY GEARS 









itis, ARE NOT HARD TO GET AT 
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Vg" TO 5" OD. 
16 -/80 DR 


5S WILL 
YOUR REQUIREME: NT. 
RECEIVE ROMPT ATTEN TION 


Vy * 







#5 























se ae 


For More Information Circle No. 232 on Inquiry Card—Page 17 





New 


products 





Flexible Shaft Machine 





A multi-speed, low pedestal flexi- 
be shaft machine is produced by the 
Stow Manufacturing Co., 109 Shear 
St., Binghamton, N. Y. Designated 
Model M 50, it has a swivel mount- 
ing, wide base and large casters for 
easy movement over rough floors. 
It is useful where the small diam- 
eter of fittings allows only flexible 
shafting. The M 50 has four speeds, 
changed by an eccentric counter- 
shaft and is equipped with a 6 foot 
flexible shaft. Motors range from 4 
to 3 hp. The belt and pulleys are 
guarded. 
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Leased Batteries Cut Outlay 
for Fork Truck Owners 


Exide Industrial Div., The Elec- 
tric Storage Battery Co., Philadel- 
phia 2, Pa., is enabling industrial us- 
ers to take advantage of the effici- 
ency and savings of electric fork 
and lift trucks with relatively low 
initial cash outlays. Purchasers of 
electric industrial trucks may now 
lease batteries and chargers for 
periods up to five years by selecting 
one of several leasing and purchas- 
ing option agreements. The effect 
is to bring average initial outlay for 
electric trucks within range of the 
original cost of trucks powered by 
other means. Elimination of cash 
outlays for battery and charger, by 
means of leasing plans reduces aver- 
age initial cost of an electric truck 
by approximately $2,800. 
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UNIT-VERSAL® SWITCHBOARDS 
WITH ADD-A-UNIT DESIGN 


VENTILATED LO-X® BUS 
DUCT FOR FEEDER CIRCUITS 


UNIVERSAL TROL-E-DUCT® 
FOR FLEXIBLE LIGHTING 


INDUSTRIAL TROL-E-DUCT® 
FOR MOBILE POWER TOOLS 





BullDog—originators of such electrical advances as bus duct, 
trolley duct and Pushmatic circuit breakers—can engineer 
your plant’s entire electrical distribution system from the point 
of power intake right down to a tiny circuit breaker on a 
machine. And provide the world’s most modern, most flexible 
equipment to make it a model of efficiency. 


Think of the benefits. Electrical power distribution dovetailed 
to today’s needs . . . yet planned with vision to convert or 
expand swiftly to tomorrow’s requirements. A complete elec- 
trical system designed to go together, thus insuring better 
performance. Continuous, round-the-clock dependability with 


fewer current outages, less downtime, less maintenance. . . 


IF IT’S NEW 
_ IF IT’S DIFFERENT 
WS SETTER. . ES 








PLUG-IN BUSTRIBUTION® 
DUCT FOR BRANCH CIRCUITS 


VACU-BREAK® DISTRIBUTION 
PANELBOARDS FOR ALL NEEDS 





MAINTENANCE-FREE VACU- 
BREAK® SAFETY SWITCHES 


ELECTRI-CENTER PANELS WITH 
PUSHMATIC® PROTECTION 


FROM A SINGLE CIRCUIT BREAKER TO A COMPLETE SYSTEM— 


ULLDOG can plan 


¥ qn It “power distribution needs! 


savings wherever you look. And a protected investment because 
all units are reusable and defy obsolescence. 


As a responsible P. A., it will pay you to call on BullDog for 
your small special needs, too—even if it’s nothing more than 
a safety switch for a single installation. 


We have the products, we have the skills, we have the desire to 
plan, provide and coordinate everything electrical in your 
plant. Call in a BullDog Field Engineer. Or, write to BullDog 
Electric Products Company, Detroit 32, Michigan, for informa- 
tive catalogs and pricing. No charge for service or literature, 
of course. ©BEPCO 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 
A Division of 1-T-E Circuit Breaker Company 
Export Division: 13 East 40th Street, New York 16, New 


York. In Canada: BullDog Electric Products Company 
(Canada), Ltd., 80 Clayson Road, Toronto 15, Ontario, 
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“RECORDING CHART procurement 


made easy .. . at less cost, too! 


Why pay more for procurement than the value of the 
charts involved ? Make use of Technical’s chart serv- 
ice . . . where one purchase order will bring you 
any of 8000 different circular or strip recording 
charts, — many right from inventory. E. |. DuPont 

de Nemours does . . . so does the Mayo Clinic, 
so do over 2000 other “Blue 
Chip” firms. Catalog 55 explains services . . . 

shows samples . . . write today. 


TECHNICAL CHARTS INCORPORATED 


188 VAN RENSSELAER ST. BUFFALO 10, N. Y. 


Nationally Represented by TECHNICAL SALES CORPORATION 
16599 Meyers Road Detroit 35, Michigan 














and even Macy’s... 





Catalog 55 
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EVERYTHING- 


from Soup to Nuts 













in Tungsten Carbide 





TUNGSTEN CARBIDE 


TOOLS 


pecial tools are our 

pecialty. Send specifications 
prints for prompt quotations 

nd delivery dates. Standard tools 

arried in stock for immediate shipment. 


Write for Catalog 


VWHttaame Ulla rele) Maen 


SOLE MAKERS OF WILLEY’S METAL 
1342 W. Vernor Highway 
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new 
products 


Overheat Protector Mounts in 
Motor Windings, Transformers 


A small tubular shaped inherent 
overheat protector that can be 
mounted directly in motor windings 
or small transformer enclosures is 
now on the market. It is intended 
particularly for shaded pole and 
permanent split-capacitor fan mo- 
tors. A disc-type thermal element 
assures positive snap-acting make 
and break. The snap-acting element 
and contacts are enclosed in a seli- 
insulating phenolic case. Unit is 
sealed to withstand varnish dipping 
and baking. The manufacturer is 
Metals & Control Corp., Spenser 
Thermostat Div., Attleboro, Mass. 
Circle No. 41 on Inquiry Card—Page 17 


Hoist Cuts Rigging Time 90% 





A new type hoist, consisting of a 
platform which rides on a single 
column, can be completely erected 
by two men in three hours. It op- 
erates on a rigid vertical monorail 
that builds upon itself to any de- 
sired height. Because of the small 
area occupied by the column, the 
hoist could be suitable for installa- 
tion in many places where other 
types of towers or lifts might not be 
practical. It is simple to operate and 
can be quickly disassembled into 
units of six feet or less, making it 
easy to move from one location to 
another. It finds many uses in in- 
dustrial plants as a semi-perman- 
ent materials handling unit which 
can be mounted outside a building. 
It is a product of Hawkeye Engi- 
neering Co. Inc., Syracuse 4, N. Y. 
Circle No. 42 on Inquiry Card—Page 17 
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DRUM SWITCHES 
with that QUALITY look... 


that are QUALITY 
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| Master Switches ° Transfer Switches ° Instrument Switches 
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in Various Mountings and Contact Arrangements 
Drum switches are sometimes the simplest and lowest cost 
units for handling sequence control...or for monitoring a 
group of indicating instruments. Often drum switches are 
the best answer for reversing service or for speed control of 
variable speed a-c motors. 
The Allen-Bradley line of drum switches includes such a 
broad range of types and sizes that practically any require- 
t- ment can be satisfied. Silver alloy contacts of simple design 
beltctin BOA Toneeker . . . good contact pressures . . . rugged construction .. . 
Switch for flush mounting. assure long, trouble free life. 
Though low in cost, Allen-Bradley drum switches are a 
QUALITY product. Write for A-B Handy Catalog. 
fF a Allen-Bradley Co., 1316 S. Second St., Milwaukee 4, Wis. 
sle In Canada—Allen-Bradley Canada Ltd., Galt, Ont. 
ed 
a BULLETIN 350 STYLE A REVERSING DRUM SWITCHES 
ail 
le- 
all 
the 
la- Bulletin 365 Drum Switch 
ler for manual speed control 
be of multispeed a-c motors, 
na with cover removed to 
: * 
iin — oe and Style A Reversing Drum Switches and compound wound motors. Will Bulletin 375 Drum Controller 
“Pr an en are designed for across-the-line handle a-c single phase motors up for speed control of slip-ring 
it starting and reversing of small squir- to 1Y2 hp, 220 v; polyphase motors alternating-current motors. 
to rel cage motors. Can be used for up to 2 hp, 220-440-550 v; and 1-56-M 
in- single phase motors, and ford-cshunt d-c motors up to % hp, 115-230 v. 
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ALLEN-BRADLEY 
A-¢ CONTACTORS 





2 pole—Size 00 3 pole—Size 1 
10 ampere 25 ampere 
















3 pole—Size 2 3 pole—Size 3 
50 ampere 100 ampere 








3 pole—Size 4 
150 ampere 








250 Hp, Bulletin 746 automatic autotransformer showing Allen-Bradley Size 7 contactors 


A-C and D-C CONTACTORS 
10 to 900 Amperes 
with Double Break, Silver Alloy Contacts 


The only complete line of solenoid contactors on the market. 
Allen-Bradley offers nine sizes...from Size 00 (10 amperes) 
to Size 7 (900 amperes), one to four poles. 



















There is no contact maintenance ...no pins, pivots, or 

; bearings to give trouble. Just one moving part—the simple 
3 pole—Size 5 solenoid plunger. Operating characteristics are consistent 
300 ampere for all nine sizes. 


Enclosures can be supplied for general purpose, water- 
tight, dust-tight, and explosion-proof service. 

Allen-Bradley controls are an added sales asset to any 
machine. May we send you our catalog? 


Allen-Bradley Co., 1316 S. Second St., Milwaukee 4, Wis. 
In Canada: Allen-Bradley Canada Ltd., Galt, Ont. 
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3 pole—Sizes 6 & 7 
600 & 900 ampere contactors a 


























quick delivery? 


Don’t wait for special steels! Get them fast from 
your nearby Crucible warehouse. You'll find it 
has a full range—and the service is always tops, 
whether you order by the pound or ton. 

So, for fast, nearby delivery of any type of spe- 
cial steel, call Crucible — big enough to serve you, 
small enough to want to. 


Stocks maintained of: 

Rex High Speed Steel ... ALL grades of Tool 
Steel (including Die Casting and Plastic Die Steel, 
Drill Rod, Tool Bits, and Hollow Tool Steel Bars) 

. Stainless Steel (Sheets, Bars, Wire, Billets, 
Electrodes) ...Max-el, HY-Tuf, AISI Alloy, 
Onyx Spring, Hollow Drill Steel and other spe- 
cial purpose steels. 





/CRUCIBLE| WAREHOUSE SERVICE 


Crucible Steel Company of America 


General Sales Offices, Oliver Building, Pittsburgh, Pa. Branch Offices and Warehouses: Atlanta e« Baltimore e Boston e Buffalo « Charlotte e« Chicago 
Cincinnati « Cleveland « Dayton « Denver « Detroit « Houston « Indianapolis e Los Angeles e Milwaukee « Newark e New Haven « New York e Philadelphia 
Pittsburgh « Providence »* Rockford « San Francisco « Seattle e Springfield, Mass. « St. Louis e St. Paul e Syracuse e« Toronto, Ont. 
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SPECTOR 
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FREIGHT TRANSPORTATION SERVICE 


provides a real opportunity for 


improving your purchasing effort 


Transportation is one of the most significant factors in the cost-control 
and efficiency of your purchasing activities. A well planned program 
must take into account the advantages and limitation of the various 
carrier services available. Invariably, as most traffic men will agree, 
it’s the truck that offers the maximum in geographical range, flexible 


service, cost relief. 


Serving more than 5000 communities in 37 states, Spector provides 
a fast dependable transportation service . . . a service that will assuredly 
help improve your over-all buying practices. Consult your traffic man- 
ager or your nearest Spector representative for the facts. He’ll show 
you scores of opportunities to enlarge your list of sources, tighten and 
coordinate your flow of raw materials, reduce plant inventories, inte- 


grate your buying with the distribution of your products. 


A U.S. Custom Bonded Common Carrier 


Sa SPECTOR erect svstem, inc. 


eee General Offices: 3100 S. Wolcott Avenue, Chicago 8 


engi TERMINALS IN: 
“Ga / Baltimore-Washington * Boston * Bridgeport * Chicago 
Decatur * Indianapolis * Milwaukee * Newark © New 
Britain © New York * Peoria * Philadelphia * Providence 


St. Louis © Springfield (Mass.) * Worcester 
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New 


products 





Weighing Sticky Materials 
Automatically 


gee 


The Richardson Scale Co., Van 
Houten Ave., Clifton, N. J., an- 
nounces an automatic scale adhesive 
and non-free flowing material as 
accurately as dry aggregrate mate- 
rial. The unit delivers a selected 
amount of material, the weight of 
which is the difference between a 


‘fully and partially loaded scale. 


Electronic controls govern the dif- 
ferential weighting and the conver- 
sion of weight from analog to digital 
indication. The belt conveyor has a 
scraper to keep material from build- 
ing up. A regulator adjusts the 
depth of material on the belt. There 
are adjustments for belt tension 
and take up. 
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Lead Bearing Steel Plate 
Machines Better 


Under the trade name of E-Z- 
Cut, a lead bearing steel plate is be- 
ing marketed by Joseph T. Ryerson 
& Son, Inc., Box 8000-A, Chicago 
80, Ill. Compared with plate which 
depends on addition of sulfur to 
provide free cutting quality, the 
lead bearing steel incorporates im- 
proved machinability, and superior 
welding, polishing and plating prop- 
erties. Because of its superior weld- 
ing properties, in comparison to the 
high sulphur content plate, it is ex- 
pected that the lead bearing plate 
will find increasing favor in appli- 
cations in which welding, in addi- 
tion to extensive machining is in- 
volved. 
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Use Schrader blow guns... 36 designs and styles 


Schrader Blow Guns are made to fit your hand... 
fit your job! Schrader Blow Guns are built to take it— 
here’s why: 

They’re rugged both in design and construction. 
Bodies are drop-forged either of brass or stainless steel. 

They’re convenient—can be used anywhere. Blow 
gun circuits—using Schrader Couplers, Hose and Auto- 
matic Hose Reels—take little space, yet put com- 


And replacement parts, when and if needed, are easily 
installed. 

They’re versatile—with nine interchangeable noses 
—both fixed and adjustable—that fit all three standard- 
type guns, you can’t think of a blow-gun application 
that Schrader can’t meet. 

It’s easy to find out for yourself what a wide selec- 
tion of blow guns is in the complete Schrader Line of 





pressed air right at your fingertips. 


They’re economical—they have few moving parts. 





RR eR “POR ey 





air control equipment. Write today—or, if you prefer, 
fill out the coupon below. 


LEADERS IN AIR CONTROL SINCE 1844 











2 
. 


SPECIAL ADJUSTABLE NOSES 


VARIOUS STANDARD NOSES 


<j Pm ag CS = ~ =p 


The complete Schrader line of pneumatic 
accessories includes everything you need 


A. SCHRADER’S SON 
Division of Scovill Manufacturing Company, Incorporated 
473 Vanderbilt Avenue, Brooklyn 38, N.Y., Dept. C-13 


| am interested in more information on_— 





Name EF Pc 2: a. nisi pecan sae eae 
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BALLS: 


0 \ o) ol @} Sa — a a =a = 
BRASS, BRONZE, MONEL- 
METAL, STAINLESS STEEL 


The Aristocrat of 
' Bearings 


BALL BEARINGS: 


AMERICA’S ONLY 
BALL BEARING WITH 
HONED RACEWAYS 


HOOVER BALL 
AND BEARING COMPANY 
ANN ARBOR, M Sitew%, 
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fan 
products 


These Abrasive Wheels Are 
Stronger & Safer 


A novel construction has been in- 
corporated by Simonds Abras:ve 
Co., Tacony & Fraley Sts., Philadel- 
phia 37, Pa., into their high speed 
abrasive wheels to impart extra 
strength and safety. The improve- 
ment consists of a special safety web 
backing of spiral wound rayon auto 
tire cord—the same feature which 
gives automobile tires their extra 
safety. They are said to outlast con- 
ventional abrasive cloth dises as 
much as 40 to 1, with resultant time 
and labor savings due to f2w2r wheel 
changes. The wheels are a light- 
weight, rigid type, reinforced resi- 
noid-bonded-abrasive for use on 
disc and right angle type portable 
grinders. 
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Unit to Spot Railroad Cars 
Travels On Tracks or Road 


The Whiting Corp. Harvey, IIL. is 
manufacturing a “trackmobile” that 
hauls, switches, and spots railroad 
cars. It is designed for use on fac- 
tory sidings, and other industrial 
trackage. It operates on both road 
and track. It travels on roadways, 
or across track, on 4 pneumatic 
wheels. When the “trackmobile” is 
astride a track, the automotive-type 
road wheels are retracted and the 
machine rests on its rail wheels, 
ready for track operation. This 
conversion from road to rail wheels 
only takes 90 secs. This machine 
can earn its keep every hour by 
doubling as a rail switching unit or 
as a tractor for pulling carts and 
skids about a plant on its pneumatic 
road wheels. 

The machine develops a draw- 
bar pull much greater than its own 
weight. After it has been coupled to 
a car, a constant-pressure type hy- 
draulic jack on the unit lifts the 
freight car slightly and thus trans- 
fers part of the car’s weight on to 
the car spotter. This enables the 
machine to develop as much as 12,- 
000 lb of draw-bar pull which is 
sufficient to pull a number of heavily 
loaded cars. The operator does not 


(Please turn to page 162) 
























Ulthvelann 
Class 3 Fit 


BOLTS 
NUTS 








TITANIUM 


Carbon Steel 
Alloy Steels 
Stainless Steels 
Silicon Bronze 
Naval Brass 
Monel Metal 


You can depend on 
a uniform Class 3 
fit if required 
when you buy 
Pawtucket 
threaded 
fasteners. 
Standard items 
or specialties — 
all Pawtucket 
products are 
accurately made in 
standard dimensions 
or to your 
specifications. Heat 
treating with 
precision-controlled 
modern equipment. 









































BETTER BOLTS SINCE 1882 


PAWTUCKET 


MANUFACTURING COMPANY 


| ’327 Pine St. + Pawtucket, R. I. 







\ THE PLACE TO SOLVE YOUR BOLT PRODLEMS 
\ T.M. REG. 
“The Bolt Man” 
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6 Reasons why Waldes T 
dependable source for | 












Series 5000 


internal 


Series 5100 


external 


Series 5008 
inverted internal 


Series 5108 
inverted external 


a) 


Series 5001 
bowed internal 


” 


Series 5101 
bowed external 








Series 5002 
beveled internal 





Series 5102 
beveled external 


a 
om 


Series 5103 


crescent 


Series 5131 
bowed E-ring 
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Series 5133 
E-ring 
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Series 5139 
locking prong 
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Series 5555 Series 5107 Series 5005 Series 5105 Series 5300 Series 5305 
grip ring interlocking self-locking internal self-locking external triangular nut triangular self-locking 
Series 5400 A Series 5104 Series 5500-31 Series 5500-96 Series 5504 Series 5505 


special purpose 


special purpose 


special purpose 


special purpose 


special purpose 


special purpose 























WHATEVER YOU MAKE, THERE’S A WALDES TRUARC RING 
DESIGNED TO SAVE YOU MATERIAL, MACHINING AND LABOR COSTS 











COMPLETE SELECTION—All your retaining ring requirements 
can be obtained from this one dependable source. Waldes 
Truarc rings are available in 36 functionally different types... 
as many as 97 standard sizes within a ring type...5 metal 
specifications and 14 different finishes. 


MANUFACTURING EXPERIENCE—Waldes Truarc pioneered 
precision retaining rings. Truarc Rings have been standardized 
by leading U. S. industries and Government agencies. Waldes 
Kohinoor, Inc. has over 50-years experience in inventing, de- 
veloping, and manufacturing precision fasteners. 


QUALITY CONTROL—Every step in the manufacture of Waldes 
Truarc rings—from engineering and raw materials through to 
the finished product—is carefully controlled and tested in our 
own modern plant. Truarc standards are the highest in the 
industry—your guarantee of consistent, uniform quality. 





WALDES TRI ART 


WALDES TRUARC Retaining Rings, Grooving Tools, Pliers, Applicators and Dispensers are protected by one or more of the following 
U. S. Patents: 2,382,948; 2,411,426; 2,411,761; 2,416,852; 2,420,921; 2,428,341; 2,439,785; 2,441,846; 2,455,165; 2,483,379; 
2,483,380; 2, 483, 383; 2, ‘487, 802; me 487, 803; 2, 491 ,306; 2, 491 310; 2, 509, 081; 2, 544, 631; 2,546, 616; 2, 547, 263; 2, 558, 704; 
2,574,034; 2, 577,319; 2, 595,787, and other U. §. Patents pending. Equal patent protection established in foreign countries. 


DESIGN SERVICE—For help in designing new products or in 
refining present designs, send your blueprints to Waldes Truarc 
engineers. Whether your product requires standard or custom- 
designed rings, these experts are ready to help you. They will 
also design special assembly jigs and fixtures—or even help 
you set up an automation assembly operation. 


FIELD ENGINEERING SERVICE—More than 30 engineering- 
minded factory representatives and 700 field men are avail- 
able to you on call! This engineering service can prove invalu- 
able in helping you to solve design, assembly and production 
problems. 


DISTRIBUTION—Truarc rings are available from leading OEM 
Distributors in 90 stocking points throughout the United States 
and Canada. 


WALDES KOHINOOR, INC. 
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LONG ISLAND CITY 1, NEW YORK 


RETAINING RINGS 
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products 








(Continued from page 160) 


have to get out of his cab to couple 
or uncouple. All controls, including 
those for positioning, raising and 
lowering the automotive’ type 
wheels, and coupling and uncoupl- 
ing, are located in the cab. The cab 
is elevated and enclosed in glass 
to provide 360° visibility and all- 
weather operation. 
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molded parts 

































Evidence of greater 
density of injection 
molded finished parts. 
Cross sections of Stand- 
urd Buna N O-ring com- 
pound, .027” x .019”’, 
magnified 240 diameters 
by Univ. of Minnesota. 


Module Unit Simplifies, 
Expedites Assembly Jobs 





Compression molded rubber. 


Low price is another important bene- 
fit of M. R.’s exclusive injection mold- 
ing process. Our on-time deliveries save 
expediting costs, too. Another big and 
hard-to-find advantage: tolerances as 
close as +.002 inch. Rubber structure 


Injection molded rubber by jg tougher and more homogeneous. A module unit, measuring 14” 
M. R. Notice greater density. 8 3 deep. 28” long and 30” high is said 
by Bathey Mfg. Co., Plymouth, 
Mich., to provide greater flexibility 





That means.your M. R. parts have 
longer in-use life. 


insulators Minnesota Rubber’s laboratories will of arrangement for parts storage 
Bushings develop rubber formulations to meet and assembly operations. The stand 
Grommets your strictest requirements. Modern is fabricated of heavy gage steel, 


welded joints, with baked enamel 
finish. Drilled holes in strategic lo- 
cations permit grouping of stands 


Vibration mounts production equipment plus statistical 
Valves quality control assures consistently 


O-rings high quality. Send us your blueprints into various units with connecting 
Quad Rings for quotation today. Our sales engineer shelves for large or small work 
Rubber-to-metal force is ready to work with you on areas. Smooth top work area is de- 


. a our problems. signed to permit attachment of 
Sub-miniature parts Your P bench top bin units. The unit can 


Custom molding Send for quotations today. be combined with other equipment 
to provide storage facilities for 
practically any manufacturing oper- 
clas ation. 


your reliable source / Circle No. 47 on Inquiry Card—Page 17 
of custom molded rubber parts 
. . world’s leading 
manufacturer of rubber O-rings 
. and originator of the 
revolutionary new seal, 


QUAD-RING®. 







innesota rubber 
and gasket company 


originators of modern rubber injection molding 
Dept. 611, 3630 Wooddale Ave., 
Minneapolis 16, Minn., Phone: WEst 9-6781 









o FOR MORE INFORMATION 
ON PRODUCTS IN 
THIS ISSUE 
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If this number could 


falk:...and it can! 





TO GET STEEL GOOD ENOUGH for Timken® bearings we 
make our own. We’re America’s only bearing manufacturer that 
does. And we make the steel nickel-rich for added toughness. 
Although we think it’s the finest bearing steel used, we’re always 
checking for ways to improve it. For example, the above x-ray 
diffraction unit to study residual stresses. 





WE LEAVE NOTHING TO CHANCE. Every one of these bear- 
ing cones has already passed the most rigid inspections. Yet 
these women make an extra one. They take one last look for sur- 
face defects, too-tight or too-loose cages, and once more check 
the bore dimensions. This extra inspection is another step that 
makes Timken bearings the number 1 value in the products you 
build or buy. 





THE NUMBER 25580 on the bearing cone, 
coupled with 25520 on the cup, tells you that 
this is a certain size of tapered roller bearing. 
With the trade-mark “Timken” also on the 
bearing, the number tells you about the bear- 
ing’s fine quality and the services that go with it. 


Ball 
. £8: ae @eia~«”. ‘ 


, Ff 
py Ws 
My WS 
Wy win! 
WAN iy 





NAME YOUR REQUIREMENTS—we'll 
meet them from the 5,850 sizes and 26 types 
of Timken tapered roller bearings that we can 
make in any quantity. For quality, service and 
public acceptance, always specify “Timken” 
when you specify a bearing number. The 
Timken Roller Bearing Company, Canton 6, 
Ohio. 


TIMKEN is number 1 for VALUE 


$ a 
NOT JUST A BALL (> NOT JUST A ROLLER C— THE TIMKEN TAPERED ROLLER C— BEARING TAKES RADIAL ® AND THRUST --@)- LOADS OR ANY COMBINATION 5 
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LLMETAL'S HEX HEAD stece spread sailed 2.56 | x 3/ 16 cap screw 
oz.), and 1144-7 x 71% bolt (a weighty 3 lbs., 1 oz.). Between these 
197 different ‘ head bolt sizes are carried in stock. 


WORLD'S LARGEST 


tremes, 


STAINLESS FASTENER 
STOGK AT ALLMETAL 


ig manufacturers launched a switch to a fast growing firm 


ialists in stainless steel) for their fastener supplies. They found 

there’s no stock like the largest, and Allmetal Screw Products 
iny has the largest stock of stainless fasteners in the world. 

ne significant reason manufacturers find Allmetal stainless 
rs so fascinating is their hex head bolt stock (see cut). And 

t to follow through with fast delivery of screws, nuts, washers, 
, pins, nails, and “AN” fasteners. 

hief cause for Allmetal’s ability to turn out fasteners — and 
them ready for immediate shipment — is their spanking new 
in suburban New York (Garden City, Long Island). These 

| facilities — plus 26 years of specialization in tough alloys — 
\llmetal the combination to supply stainless fasteners when 
|. Stock list brochure available. 


MANUFACTURERS SINCE 1929 
SCREW PRODUCTS COMPANY, INC. 


GARDEN CITY NEW YORK 
For More Information Circle No. 245 on Inquiry Card—Page 17 





new 
products 


Self-Soldering Terminal 
Attaching Machine 


The Etco electric terminal attach- 
ing machine automatically crimps, 
solders and cuts off electric termi- 
nals in one operation. In-line feed 
system permits flow of continuous 
strip terminals. There is an electric 
solenoid trip on air feed. Heating 
is thermostatically controlled and 
operation is by foot treadle. It eli- 
minates handling loose terminals 
and soldering irons and can accom- 
modate from 10 to 15 thousand ter- 
minals a day. Etco is a product of 
the Patton-MacGuyer Co., 17 Vir- 
ginia Ave., Providence 5, R. I. 
Circle No. 48 on Inquiry Card—Page 17 


Rotary Machine 


A hand operated deep throat 
combination machine, produced by 
Niagara Machine & Tool Works, 683 
Northland Ave., Buffalo 11, N-.Y., 
can be readily equipped with 12 
different pairs of standard rolls. 
The machine is thus enabled to 
perform a wide variety of jobs: 

(Please turn to page 168) 
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(Guard lifted and coolant flow stopped to 1 


86 inches wide, in fact by 138 
inches long . . . a// belt! Here’s why 
to generate taper of the required 
precision on huge aluminum aircraft 
‘skins, conventional milling meth 
ods were far too slow and costly. 
So CARBORUNDUM. abrasive engi- 
neers, in collaboration with the Air 


belt action.) 


Force, Bell Aircraft Corporation, 
and the Hill-Acme machine people, 
designed and produced this special 
belt, in proper gradings to meet the 
rigid specifications of surface finish 
and dimensional accuracy. 

@ If you are stymied by an unusual 
grinding problem, turn to the source 


Through application ‘“‘know-how’’ and product quality 


CARBORUNDUM 


REGISTERED TRADE MARK 


continually puts more 


wide 








PHOTOGRAPHED AT BELL AIRCRAFT CORPORATION 


with the greatest experience and 
application “know-how” in the 
abrasive field today! Call in your 
CARBORUNDUM Distributor or sales- 
man, or write The Carborundum 
Company, Niagara Falls, New York. 
In Canada: Canadian Carborundum 
Company, Ltd., Niagara Falls, Ont. 


sense | in your abrasive | dollar 








The ‘‘see-through” safety 


ve RED blotter on a new 
wheel is the sign of COOL 
iding worth cheering about ! 
t's not all... V40 Bond Tool 
Wheels by CARBORUNDUM 
last longer and permit 
infeeds without burning the 
overheating the tool, even 


on die steels and hi-vanadium types. 
And the outstanding form-holding 
ability of V40 Bond Wheels elimi- 
nates costly stops for wheel dress- 
ing halfway through a job. Try 
one in your shop today. There's a 
type for every tool room operation 

easily identified by the V40 


Through product quality and application “know-how” 


guard was specially made for this photo only 


on the bright red blotter. Your 
CARBORUNDUM Distributor or sales- 
man will arrange a free demon- 
stration. For Bulletin A-1310, write 
The Carborundum Company, Niag- 
ara Falls, New York. In Canada: 
Canadian Carborundum Company, 
Ltd., Niagara Falls, Ontarto. 


CARBORUNDUM 


REGISTERED TRADE MARK 


continually puts more sense | in your abrasive | dollar’ 
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Keith Alderson (above) is Traffic Co-ordinator for Sportsvision, Inc., in Hollywood. He says 
I y ys, 


“i'm the Sunday morning quarterback!”’ 


“When the final gun sounds on Saturday's football games,” 


says Keith Alderson of Sportsvision films, “cameramen rush 
their film to us. 

“By Sunday morning, we've got finished prints of Pacific 
Coast Conference games into the hands of the coaches. They 
call me their ‘Sunday morning quarterback’ ! 

“But that’s the easy part of the job. 

“By evening, we've edited all the games into three half- 


hour TV shows—Big Ten, PCC games, and the All American 
Game Of The Week. Out they go to 150 television stations 
for immediate showing. 

‘How do we do it? Air Express, across the board! 

“Nobody else can meet our schedules. Yet Air Express 
saves us money! Austin, Texas, to Hollywood, for instance, 
costs $8.03 for 15 lbs. That's $1.68 less than the next lowest 
priced air service.” 


&> Air Express — = 


CALL AIR EXPRESS 


GETS THERE FIRST via US. Scheduled Airtines 


. division of RAILWAY EXPRESS AGENCY 
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The “proof of a cleaner’ 


is in 
the results YOU get! 


When it comes to selecting a detergent, the only true meas- 
ire of value lies in the results you get. 


Oakite offers a wide variety of job-tested detergents that 
assure quality cleaning results at Jess per-unit cost. 


Oakite results are ECONOMICAL because... 


..every Oakite detergent has been carefully pre-tested —— 
both in the laboratory and in the field —— to provide the 
best possible cleaning results at the lowest possible cost. 
Over 100 specialized cleaners are currently available ... 
each carefully compounded to give you perfect, low-cost 


results. 


Oakite results are EFFICIENT because... 


..Oakite provides not only the cleaning materials, but the 
methods as well. Oakite provides numerous cleaning aids 
to improve almost every cleaning operation —— and Oakite 
chemists and engineers are constantly at work developing 
newer, better methods to meet tomorrow’s cleaning needs. 


Oakite results are EFFECTIVE because... 
_.extensively trained Oakite Technical Service Represent- 
atives stay with each cleaning problem from beginning to 
end. They instruct personnel on proper cleaning procedures; 
they supervise installation of cleaning equipment; they 
correct any bottle-necks that may occur. 


* * * 


Like to know how Oakite’s ‘‘results-guaranteed’’ cleaning 
methods and materials can uncover new economies for you? 
Call in your local Oakite Man today for complete details. 
There’s no obligation, of course. Oakite Products, Inc., 
54 Rector Street, New York 6, N. Y. 


\ALIZED INDUSTRIAL ClEayy,. 
Cc 


stt® 


OAKITE. 


M 
ATERIALS - METHODS « SERVICE 
Export Division 
Cable Address: Oakite 





Technical Service Representatives in Principal Cities of U. S. and Canada 
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(Continued from page 164) 


turning, burring, wiring, elbow edg- 
ing, beading, crimping body flang- 
ing, slitting, etc. Featuring deep 
throat construction and longer shaft 
ends for wider rolls, the rotary 
machine is ideally suited to a mul- 
titude of operations that cannot be 
performed on throatless machines. 

Circle No. 49 on Inquiry Card—Page 17 


Elevating Loader Feeds Parts 
Up to 6” Long To Machines 





Designed to handle short bars. 
studs, etc., up to 6” long, a loader 
takes parts from the magazine of a 
machine, elevates them to the de- 
sired height and presents them fon 
feeding to the next production ma- 
chine, thus making the machine 
fully automatic. Delivery rate can 
be varied from 1 to 12 pieces per 
minute. The loaders, a product of 
Feedall, Inc., Willoughby, Ohio, are 
designed for specific feeder uses 
with blade elevating, vibratory or 
rotary feed as may be required. 
Circle No. 50 on Inquiry Card—Page 17 


Self Wrenching Locknut 


A self-wrenching locknut has 
been designed with greater fatigue 
strength and less weight for use 
wherever a removable self-wrench- 
ing nut is required. A lug on the 
nut prevents it from rotating during 
wrenching of the bolt by bracing it- 
self against an adjoining surface. 
Both the nut and the lug are steel 
with a cadmium-plated finish. A ny- 
lon insert in the nut provides the 
locking feature. Thread sizes.of the 


- (Please turn to page 170) 
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Three typical Rollpin cost reductions 






25% on Reynolds Gas Regulator Co.'s toggle lever assembly. 


AS SHAFT before and after shot of this ae 


lighter shows how Rollpin made savings of 1’2¢ per unit in 
assembly of spark wheel. 








pe ot hit 


Bo om 


REPLACING A TAPER PIN aalipin saves 
24¢ labor cost on each of American Machine and Foundry’s 


MITY-7-VISES. Eliminates tool cost caused by breakage of 
small taper reamers. 





fi ls 
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AS A RIVET Rollpin cuts material and assembly costs 











Where can you use this 
simple fastener? 





If you use locating dowels, hinge pins, rivets, set 
screws—or straight, knurled, tapered or cotter type 
pins—Rollpin can cut your production and main- 
tenance costs as it does in every class of industry. 
Rollpin is a slotted tubular steel pin with cham- 
fered ends that drives easily into standard holes, 
compressing as. driven. Its spring action locks it 
in place—withstanding impact loading, stress re- 
versals and severe vibration. No threading, peen- 
ing or precision drilling needed. Rollpin is readily 


removable and can be re-used in the same hole. 


ELASTIC STOP NUT CORPORATION 
OF AMERICA 


— — - MAIL COUPON FOR DESIGN INFORMATION — — . 


| Elastic Stop Nut Corporation of America 
| Dept. R38-115,2330 Vauxhall Road, Union, N. J. 


Please send the following fastener information: 

















| 

[_] Rolipin samples (_] Here is a drawing of our product. 
What self-locking fastener would | 

[_] Rolipin bulletin you suggest? | 
Name eee Title. seen 7 
Firm — - | 
' Street Zone State | 
| | 


EE ES se sdf 


No. 249 on Inquiry Card—Page 17 





.».Wire of High Finish for 
Electroplated Products 
in Many Shapes & Sizes 


=e 








SPECIALISTS 


KOKOMO, 


PRODUCERS OF: 
Manufacturer's wire in 
many sizes, shapes, tempers 
and finishes, including 


Galvanized, KOKOTE, 


IN WIRE 


FOR OVER HALF A CENTURY 


CONTINENTAL 


STEEL CORPORATION 


INDIANA 


Bright, Smooth No. 3 Finish 
takes Plating Beautifully — Adds 
Eye-Appeal to Your Products 


Continental’s new technique for producing #3 
finish flat and special shaped wire offers you 
a range of standard and special wire shapes 
with a satin smooth finish for electroplating 
purposes. Previously, only flat wire with a 
surface suitable for high polish electroplating 
was obtainable...but now from Continental 
you can specify #3 finish in flat, square, rec- 
tangular, oval, and other shapes on inquiry, in 
practically any size, temper, and analysis in 
low carbon and medium low carbon steels. 
(Note—some sizes of above shapes require 
special tooling before they can be produced. ) 
Here is extra “eye-appeal” for moldings, prod- 
uct trim, or wherever a formed plated wire 
component is required. Send us a blueprint of 
your part, or mail the coupon today. 


Gentlemen: Please send us complete information concern- 
ing the new Continental #3 Finish Wire for Electroplating. 


FILL OUT AND MAIL TODAY 














Flame-Sealed, Coppered, NAME 

Tinned, Annealed, Liquor TITLE 

Finished, Bright, and 

special wire. ALSO, Coated FIRM 

and Uncoated Steel ADDRESS 

Sheets, Nails, Continental 

Chain Link Fence, and CITY elec 


other products. 





ew. : | s 


=e) 
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(Continued from page 168) 

six nuts in the series are 4-28, 
5/16-24, %-24, 7/16-20, %-20 and 
9/16-18. Ultimate strength of the 
locknut ranges from 5,284 lb min for 
the smallest size to 30,640 lb min for 
the largest. They are manufactured 
by Elastic Stop Nut Corp., Union, 
N. J. 
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Automatic Portable Press 
Unloader Cuts Handling 





As a 


step towards bringing a 
larger degree of automation into 
the job shop, Sahlin Engineering 
Co., Inc., P.O. Box 289, Birming- 
ham, Mich., has developed a port- 
able press unloader with a new 
swiveling feature for side or back 
unloading. It is ideally suited for 
job shop use because it can be 
moved quickly from press to press 
and is easily adjusted for different 
jobs. It is also recommended for 
use with back-geared presses where 
the gearing prohibits the mounting 
of overhead iron hands. The entire 
unit is mounted on a heavy steel 
base, on wheels, and can be rolled 
to a press. Once there, it can be 
adjusted to suit the die height, and 
swiveled into position. The unloader 
removes small parts at high speed. 
Circle No. 52 on Inquiry Card—Page 17 


Semi-Reflector Fluorescent 
Mercury Lamp 


A 400-watt fluorescent-mercury 
lamp of the semi-reflector type is 
being produced by the Westing- 
house Lamp Div., MacArthur Ave., 
Bloomfield, N. J. As a high effici- 


(Please turn to page 172) 


PURCHASING 





-28, 
and 
the 
for 
for 
red 


ion, 


ay 


goa 
into 
ring 
ing- 
ort- 
new 
back 

for 
. be 
press 
rent 

for 
here 
iting 
ntire 
steel 
olled 
1 be 
and 
ader 
eed. 
ye 17 


cury 
ve is 
ting- 
Ave., 


ffici- 


SING 





Withstands far greater 


SHOCK LOADS 


than any standard V-belt 








Here are the interesting reasons 
why Gates Super Vulco Ropes stand up 
months, even years longer than any 
standard V-belts... 


1. Super-Strength Cords provide 40% 
greater horsepower capacity .. . easily 
absorb heavy shock loads. 2e Flex-Weave 
Cover (U.S. Pat. No. 2519590) pro- 
vides greater flexibility with far less 
stress on the fabric. Cover wears 
longer — increases belt life, 

lowers belt costs. 


Be Concave Sidewalls (U.S. Pat. 
No. 1813698) provides sure 
AY pulling power, longer wear 
4 because sides straighten out 


as belt bends— \ 
\ LJ make even contact 
4 | with sheave walls. SHOCK LOAD of this big jaw crusher at Canadian Quar- 


ries, Ltd. is absorbed by Gates Super Vulco Rope Drive. 
Wherever shock load is severe, Gates Super Vulco Ropes 





\ Straight-sided belts bulge out 














when bent around sheave cushion the shock—keep machinery replacement cost down, 
\ Uneven contact 
ren |\_f* 4 oth ding advant 
| causes uneven other outstanding advantages 
wear. ; - a 
\ Resists Oil, Heat and Weather: Long life is assured even 


in the presence of excessive oil... even under prolonged 
exposure to heat and weather. 


Provides Static Safety: The high electrical conductivity of 
Gates Super Vulco Ropes provide safer drives in explosive 
atmosphere. 





Has Little Stretch When Wet: Low moisture absorption 
eliminates need for special take-up in wet locations. 


Saves Space: Higher horsepower rating and greater resil- 
iency may permit fewer belts, or smaller sheaves where 
space saving is vitally important. 


Gates SUPER Vulco Rope 


The V-Belt with 40% more horsepower capacity 





TPAS 
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nylon, heavy-duty 
industrial flashlights 


GUARANTEED against corrosion 
damage to flashlights. They're fresh 
when you get them, stay fresh in 
your stockroom—they're not dated! 
Yet these superior batteries cost no 
more. - . ‘ 


New “WORKMAN" flashlights are designed with every 

nted” feature. The lacquered aluminized reflector provides a perfect 

There’s a replaceable switch to insure effective operation year after 

(he removable end cap has a spare lamp holder and a ring hanger 

molded of durable NYLON. No metal parts exposed. And the completely 

design slips easily into the pocket. They’re practically indestructible 

ind up under rough, tough usage. Specify these new Ray-O-Vac 
\YLON flashlights—they have no equal! 


Need special batteries? Radio, telephone, lantern, ignition, 
| firing, emergency lighting, and other types of batteries are made by 
O-Vac. Also custom designed batteries specifically for your require- 
ts... all with Ray-O-Vac’s dependability and extra power., Check with 


ur nearby representative or write us. 


RAY-O-VAC COMPANY 
MADISON 10, WISCONSIN 


Division Offices: 212 East Washington Ave., Madison 10, Wisconsin 
1388 Madison Avenue, Memphis 4, Tennessee * 461 Market Street, San 
Francisco 5S, California © 1775 Broadway, New York 19, New York 
Ray-O-Vac Canada, Ltd., Winnipeg 
For More Information Circle No. 252 on Inquiry Card—Page 17 
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products 


(Continued from page 170) 

ency light source, the new lamp is 
expected to find wide use in indus- 
trial installations, especially where 
dirt accumulation is appreciable. If 
the lamp is used in a dirt-laden at- 
mosphere, its built-in reflector per- 
mits a_ significant reduction in 
amount of light dissipated by dirt- 
coated reflectors. This can result in 
as much as a 20% increase in light 
per dollar of power cost. Its initial 
lumen output is 19,000 and rated 
average life is 6000 hrs. 

Circle No. 53 on Inquiry Card—Page 17 


Barrel Finishing Media 


Two barrel finishing media have 
been placed on the market by Nor- 
ton Co., Worcester 6, Mass. One is 
“Tumblex T” consisting of Alundun 
vitrified bonded triangular shaped 
abrasive. This was. developed to 
overcome problem of the wedging of 
abrasive in parts being tumbled. 
The second medium is “Tumblex 
N,” a natural material used with 
good results in finishing, especially 
of die castings where conventional 
abrasives frequently cut through the 
outside protective layer of the cast- 
ing. The introduction of these new 
triangular molded shapes of abra- 
sive means that many intricate parts 
can now be barrel-finished with all 
the economy and better finish fac- 
tors of this method. 

Circle No. 54 on Inquiry Card—Page 17 


Self-Locking Insert 
Eliminates Open Press Time 
A new-type, self-locking brass in- 
sert, which eliminates open press 
time, reduces rejects and speeds as- 
sembly, has been developed by the 
Phelps Mfg. Co., Westport, Conn., 
for manufacturers of molded and 
machined plastic parts and for use 
in die castings and all softer ma- 
terials. This expansion insert is de- 
signed to be placed by hand or ma- 
chine-fed into molded or drilled 
holes at any time after molding, ef- 
fecting savings of as much as 20% 
by eliminating open press time. The 
insert is a self-contained unit con- 
sisting of a knurled brass shield and 
a locked in spreader. It has a full 
thread to within 1/32” of the depth 
of the threader. 
Circle No. 55 on Inquiry Card—Page 17 
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See MASTER for a selection of motor 
drives that you can get nowhere else— 
for specialized power drives unequalled for 
flexibility, compactness and performance. 
See Master for the right horsepower, right 
shaft speed, right mounting features—to 
add salability to your products, efficiency 
to your plant equipment. 


Master components are designed to 
combine in one compact unit to suit your 
needs exactly—all the way up to 400 
H. P. Just ask us for information. 


Motor Ratings..4 to 400 H.P. All phases, voltages, and fre- 
quencies. 
Motor Types......Squirrel cage, slip ring, synchronous, repulsion- 
start induction, capacitor, direct current. 
Construction ..Open, enclosed, splash-proof, fan-cooled, 
explosion-proof, special purpose. 
Single-speed, multi-speed, and variable speed. 
Installation Horizontal or vertical, with or without flanges 
and other features. 
Power Drive Electric brakes (2 types) —5 types of gear re- 
Features duction up to 432 to 1 ratio. Mechanical and 
electronic variable speed units—fluid drives— 
every type of mounting. 


THE MASTER ELECTRIC COMPANY 
Dayton 1, Ohio 





ELECTRIC MOTORS 





y 
bad 


* 





RUGGED BUILT...PRECISION FINISHED 
PRODUCTION PROVED FOR LONGER LIFE 


Single or multiple ... regular or heavy duty 

standard or extended pitch . . . steel, 
stainless steel or bronze and precision 
matched sprockets for each. Atlas makes 
them all to stand up and last longer on any 
type of drive. 

The Atlas exclusive heat treating process 
for hardening bushings and pins assures 
built-in stamina and super-life to every 
length of chain. Heat treating results in a 
tough outer surface bound to a core of steel 
which assures greater strength and wear 
resistance. 

Each link plate and roller is made of wear- 


ATLAS 


resistant, heat treated alloy steel with pre- 
cision-uniformity scientifically achieved with 
the most modern electronically controlled 
furnaces. 

Whatever your requirements in roller 
chain, look to Atlas for longer life and better 
service. Atlas Engineers are ready to supply 
you with the exact type of chain for the drive 
that will provide greater efficiency .. . im- 
proved economy .. . and less maintenance. 
For the full story on how Atlas can cut your 
costs on every drive write to Atlas Chain and 
Manufacturing Company, West Pittston, 


ROLLER 
CHAIN 
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“Our printing looks better 
on Corabrite...” 


H&D Corabrite boxes are smoother 
and brighter than ordinary corrugated 
boxes... yet cost no more. 

Corabrite is perfect for your product. 
Ask us, we'll show you. 


HINDE & DAUCH 


Subsidiary of West Virginia Pulp and Paper Company 


AUTHORITY ON PACKAGING * SANDUSKY, OHIO 
13 FACTORIES * 42 SALES OFFICES 
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making a 


MARKED 
IMPROVEMENT 


in PAINT CAN MARKING 











| NO.1226B | 
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blem of paper labelson cans 

ng dirty and torn (and presenting 

r sales appearance on the retailer's 

plagued a typical paint manufac- 

until he began using the Markem 

Now he’s imprinting variable 

lor, batch number, etc.) on 1500 

raphed cans per hour with a Markem 

F machine. Changing imprint simply 

ding new type into the master- 

instead of ordering 2000 new 

Whether it’s a container, prod- 

rt or tag you're marking—for 

tion, designation or identification 

k Markem. Thousands have, for the 

10 yeors. Write Markem Machine 
Keene 34, New Hampshire, 
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Vapor Phase Inhibitor 
Material is Hot-Sealed 


Orchard Paper Co., 3914-24 
Union Blvd., St. Louis 15, Mo., 
has developed a vapor phase in- 
hibitor material that is heat-seal- 
able. It is a volatile rust inhibitor 
which is of interest to anyone 
now using automatic, heat-sealing 
machinery for packaging. The 
material is available in a 34” 
Kraft sheet coated with two 
grams of VPI per square foot. It 
is available in standard rolls 36” 
by 200 yards. It can also be sup- 
plied in narrower width rolls and 
in sheets. 
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Protect Against Power 
Failure 





Optical 
Southbridge, Mass., announces a 
new Sentry-Lite with a battery 
that requires water once a year 
only. The #100X is a single lamp 
mcdel covering an area of 5,000 


American Company, 


square feet. A double lamp 
model is available under the 
Catalog +200X, which covers a 
10,000 square-foot area. It also 
has a battery requiring water 
once a year cnly. The #100X 
and #200X Sentry-Lites are in- 
stant and automatic when power 
failure occurs during any emer- 
gency. 

Circle No. 57 on Inquiry Card—Page 17 
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ON A TRUE ARC 














SPHEREFLEX tooth design features an 
exclusive curved root and spherical tooth 
flank. Both angular and linear (parallel) 
misalignment are compensated for, since 
every portion of each geor tooth is 
actually a segment of a sphere. This spe- 
cial design eliminates all possibility of 
tooth interference and permits increased 
deflection between mating members. Full 
and uniform line contact, through the 
working depth of the tooth, insures a 
stronger coupling between driver and 
driven shafts; eliminates point rolling con- 
tact between gears during flexing; com- 
pensates for shaft misalignment up to 
14° included angle. 








HILADELPHIA 


INCORPORATED 


ERIE AVE. AND G ST., PHILADELPHIA 34, PA, 


NEW YORK « PITTSBURGH + CHICAGO + HOUSTON + LYNCHBURG, VA 
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The BUY word for 


Socket Cap Screws 


is ALLEN 


The easy way to make sure of greater strength, 
better fit and uniform quality in socket cap screws is 
to order “not just Allen-type but genuine ALLEN.” 
















New 


LEADER 
— POINT 


GRIP HEAD CAP SCREWS 
The world’s easiest starting, 
straightest driving, firmest hold- 
ing cap screws. 


New 


LEADER 
— POINT 


FLAT HEAD CAP SCREWS 
For firm fastening with flush 
surfaces. Especially adapted to 
fastening thin plates and sheets. 






























STAINLESS STEEL 


New Bright, non-corroding high 

tensile strength type 18-8. 

LEADER 151 popular sizes (NC & 

POINF NF) with Smooth Heads 

/\ available from stock. Also 

standard with Grip Heads 
in many popular sizes. 


SS SLLR ELLER ERLE EOD 


_ mmaoms Wii 


Wz: = | Wii 








THE ALLENUT 


Provides a ready-made threaded hole for 
use with cap screws in soft materials and 
for repair applications. Endless uses for 
compact design, space saving. 


PRESSUR-FORMING 


The latest improvement in the 
cold forging method originated 
by Allen. The tough Allenoy 
steel fibers are preserved con- 
tinuous and uncut. 





BUTTON HEAD CAP SCREWS 
Produces smooth streamlined 
appearance where counter- 
sinking is impractical. — 





LEADER 
— 
POINT 


CATT CTE 








Sold Only Through 
Leading 
Industrial Distributors 


Take advantage of their large 
stocks and fastener experience. 
Write direct for General Cata- 
log G55. 


ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut, U.S.A. 


we 
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‘Teamwork 


for 


(5 oop buying habits are as 

in purchasing for the office 
as they are in the plant. Take 
Canada Dry. Ginger Ale, Inc., 
New York, and their buying of 
office furniture for their new 
plant in Maspeth, L. I. 

Purchasing’s part began long 

before the actual buying opera- 

It was part of a team that 
and planned so as to 
provide the best possible equip- 
consistent with the com- 
pany’s needs, at the best possible 
price. It was, so to speak, in 
yn the ground floor. 

Once the building plans were 
et, a special group was formed 
to find out, in detail, what would 
be needed to equip the new office. 
Representatives were drawn 
from management, purchasing, 
and the control department (ac- 
counting). Their main objective, 
at that time, was to see that the 


tudied 


nent, 


in Buying 
the Office 


office was set to operate when the 
building was finished. 

The early stages of discussion 
were mainly concerned with po- 
tential layouts, existing equip- 
ment, and types of work stations 
involved. On the last point, it 
was important to consider space 
locations on the basis of number 
of employees and their work 
classification (managerial, super- 
visory, clerical, stenographic, 
etc.). 

Next came the development of 
a check list based on each work 
station. Here, the type of area 
(non-public, semi-public, public) 
had to be considered. Following 
that, the group then went into 
the actual type of basic work unit 
needed, desk or table. Once the 
basic unit was determined, addi- 
tional equipment was discussed so 
as to be sure that the individual 
work station could function prop- 


The general office area at the new 
Canada Dry plant is a well-lighted, 
bright, working area. Comfortable 
chairs, modern and functional desks, 
and plenty of space improve the work 
flow and avoid a crowded look. 


erly. Thus, the proper number 
and types of chairs had to be de- 
termined. Also, special equip- 
ment such as files and cabinets 
were considered. 

Each work station was care- 
fully considered in the light of 
its location, area requirements, 
type of area, and work load, etc. 

Once these basic details were 
worked out, a proposed layout 
for each department was pre- 
pared. First, this showed only 
the major work units. However, 
after the layout had been formed 
to make the best use of the space 
available, miscellaneous equip- 
ment was added to provide a 
complete pieture of the depart- 
ment. Smaller items such as 
waste baskets, coat racks, book- 
cases, etc., fell into that category. 
Then, as each department was 
completed, the tentative layout 
was sent to the department head 
for comment. 

After working out this vital in- 
formation, the group set up a 
budget. Using their list of needed 
items, they determined how much 
equipment already in use could 


be kept. The remaining items 
would have to be purchased. 
Thus, without considering any 


specific makes, but using the 
average market price of the items, 
the budget was made and sub- 
mitted to top management. 

After getting approval, the 
group went into a detailed study 
of each type of item needed. They 
set up standards and specifica- 
tions for the equipment needed in 
order to handle the work load 
properly. There were matters of 
size and shape to consider. In 
desks, the number and kinds of 
drawers were important. Some 
desks needed file drawers, others 
did not. Also, on all equipment 
with drawers, the ease of drawer 
opening and manner of suspen- 
sion had to be considered. 

When it came to chairs, the 
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A separate, readily accessible file 
area eases the plant’s filing prob- 
lems. The neatly arranged, box- 
shaped section speeds filing and 
prevents congestion during refer- 
ence work. 


group totaled their needs in all 
types—upholstered, straight, pos- 
ture, etc. For this equipment, 
factors of posture and adjustment 
were important. Files and cab- 
inets had to be viewed according 
to work classification. Some 
would be standard types. Yet, 
the group also had to de- 
termine the number and location 
of Kardex and blueprint files. 
The same held true for cabinets, 
both storage and special types. 

Next on the agenda was a trip 
to the new plant, which by now 
vas nearly finished. Here. the 
group saw the actual physical 
area of the office and rechecked 
the proposed layouts. 

From this point on, purchasing 
became the predominating factor, 
for now the actual buying oper- 
ation began 

Using the specifications outlined 
by the planning team, and draw- 
ing on their previous experience 
and information, purchasing in- 
vestigated the market. Sifting 
their data carefully, purchasing 
gradually narrowed the number 
of acceptable brands down to 
three. 

Since all three basically met 
the needs outlined by the plan- 
ning group, the matters of style 
and price were added to aid in 
final selection. Thus, three fac- 
tors were used to determine the 
choice. First, the equipment had 
to do the job properly—handle 
the work load efficiently. Second- 
ly, it had to be fairly priced. And 
finally, Canada Dry wanted a 
good clean style that would blend 
well with the decor of the new 
office. 

This last point is not a minor 
one with the company. Canada 
Dry is well aware that an attrac- 
tive place to work is important to 
employee morale. Also, a good 
looking office makes a favorable 
impression on visitors. 

(Please turn to page 180) 
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For management, the same basic style of furniture is used as ap- 
pears in the general office. Clean lines of the furniture and soft 
office coloring provide a quiet, restful atmosphere. 


Individual work stations offer plenty of uncluttered space in which 
to handle the variety of record keeping tasks. Illumination on desk 
tops is of high quality, avoiding glare yet giving maximum bril- 
liance for close figure work. 





From the “‘Inner’’ Office to the ‘‘Outer’’ Office 
there’s a Peerless 
model for every 


office furniture need 








From the inner office with its requirements of desks, tables, 
credenzas, chairs and accesories . . . for executive styling 
ind conference utility . . . you’ll find a complete line of 
models in the Peerless metal office furniture group. 


lo the outer office with its demand for 
style, operational ease and functional 
usage ... you'll find that the complete 
Peerless line has the right desk, filing 
cabinet, counter unit and inserts to 
provide you with every office furniture 
unit. 


Your Peerless Dealer is a good man to 
know. He offers you a complete office 
furniture counselling service .. . and 
that’s good to know. 





Filing Cabinets of distinction with 
styling and long-life built in 
every model. A complete line of 
5, 4, 3 and 2-drawer models. 


PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hosbrook Ave Philadelphia 11, Pa 


New York ° « Dallas e« Lo: Angeles 
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With all these factors as a 
guide, purchasing selected the 
brand they felt best filled the bill. 
This information was passed on 
to other interested departments 
for comment. 

With the make selected, pur- 
chasing then used the actual price 
list to determine over-all costs. 
This, naturally, was checked 
against the original budget pre- 
pared by the planning committee. 

There was one other problem, 
however. If Canada Dry were to 
buy direct, delivery scheduling 
would have to be worked cut and 
arrangements made to set up the 
equipment as it arrived. Since 
the purchases represented a num- 
ber of items, purchasing decided 
that a franchised dealer could 
provide the close supervision 
necessary for such routines. In 
addition, the dealer would have 
at Canada Dry’s disposal addi- 
tional service in the form of lay- 
out and decorating suggestions. 


Dealer Takes Over 


Thus, after checking the deal- 
er’s bid against the cost list pre- 
pared from the manufacturer’s 
price list, the package was turned 
over to Itkin Brothers of New 
York. 

Itkin Brothers’ first task was to 
make a revised layout based on 
the equipment involved and on 
the layouts prepared by the plan- 
ning group. This was checked by 
the committee and the final lay- 
out made. 

From here on, the work was in 
the dealer’s hands, with purchas- 
ing acting as a control. Delivery 
scheduling, set-up procedures, 
etc., were all arranged to conform 
with the needs of Canada Dry. 
When the big day for the plant 
opening came, the new equipment 
was set and the office ready to 
operate. 

In thinking back over the pro- 
ject, Ralph A. Lombardo, as- 
sistant purchasing agent and 
member of the planning team, 
pointed out the careful steps used. 

“First of all,” he said, “We came 
into the picture right at the be- 
ginning as part of the planning 
group. Our management has long 


(Please turn to page 184) 
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the most complete line of carbon papers and inked 
ribbons designed specifically to meet all applications 
of business machine operations. 


Sharper originals, clearer copies and longer wear 
are just a few of the advantages received when you 
use M & V quality-controlled products. 


| M&V MEANS MORE VALUE 
1g & 
MITTAG & VOLGER INC., PARK RIDGE, N.J. 
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Midwest Lighting Products Co., 
Cleveland, is producing a new 
lamp for draftsmen which illumi- 





the entire -working area 


100 foot candles. Called 
»-Lamp, it gives shadowless 
even on. the corners of a 
fting board. Four feet long, the 
is designed to use two 40 
fluorescent lamps. It is ad- 
ble for height and clamps to 
ack of the drafting board. 
‘ing weight is 30 lbs. 
No. 58 on Inquiry Card—Page 17 


ir new features have been 
unced by Ditto, Inc., Cai- 
ago, for its D-10 Direct Process 
duplicator. With a new margin 
tment, the master may be 

'e”’ up or down from its 

al position. Another fea- 

; a three-digit reset counter. 

the machine has_ been 

tipped with a_ nickel-plated 

| tank and a slotted drum for 
netic blockout work. Accord- 

» the manufacturer, there has 

no increase in price for the 


‘ 


No. 59 on Inquiry Card—Page 17 





A. B. Dick Co., Chicago, is mar- 
keting a new attachment for office 
duplicators to permit duplicating 
on eyelet ‘tags used for labels. The 
attachment, a model 48 eyelet tag 
separator, assures accurate single 
feeding of tags. It fits on the feed 
table of Dick electric mimeo- 
graphs and Azograph duplicators. 
Circle No. 60 on Inquiry Card—Page 17 





Five aluminum office chairs 
have been introduced by Emeco 
Corp., Hanover, Pa. They include 
an arm chair, a side chair, a 
swivel arm chair, a swivel steno 
chair, and an executive swivel 
arm chair. They form the nucleus 
of Emeco’s “Wiltonaire Economy” 
line. All five models have a saddle 
seat and the back is pivoted, even 
on the side chairs. They are avail- 
able in a variety of colors and 
combinations. 

Circle No. 61 on Inquiry Card—Page 17 


New low-cost, permanent or 
movable partitions are being in- 
troduced by Unistrut Products 





Co., Chicago. Called Unistrut Par- 
titions, they consist of patented 
Unistrut steel channel combined 
with standard paneling material— 


plywood, hardboard, pressed 
wood, plastics, wallboards, metal, 
glass, etc.—from %” to %” thick- 
ness. } 

Circle No. 62 on Inquiry Card—Page 17 


A semi-automatic, electrically 
driven wheel for collating books, 
catalogs, inserts, etc., has been an- 
nounced by Johnson Research 
Corp., Bethpage, L.I. It will hold 
up to 800 lbs of printed matter; 
sheets, folded sheets, signatures, 
or random sizes from 3” x 5” to 
9” x 14”. The speed of the ma- 
chine is timed to give operators, 
working simultaneously around 
the wheel, ample time to perform 
the complete collating operation 
of pick-up, jog, and stack. Each 
operator can collate a 9” x 14”, 
112 page booklet in 1% minutes. 
Circle No. 63 on Inquiry Card—Page 17 
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ATTENTION 


—o— — 
y aXECU TIV 
ALL PURC HASING EXE A 


me NE WRevised Edition Of This Famous Methods 
pli Manual Of Purchasing Is Just Off The Press! 


The new up-to-date edition of this 
methods manual, which has been used 
by thousands of purchasing officials to 
develop more efficient, less costly meth- 
ods, is now ready. It includes new case 
histories on the latest time-saving meth- 
ods used by purchasing departments in 
leading companies. For example, one 
company reports in detail how im- 
proved follow-up control of its purchase 


Write Remington Rand, Room 1176, 315 Fourth 
Avenue, New York 10. Just ask for booklet X1202. 


KMemington. Fand 


DIVISION OF SPERRY RAND CORPORATION 
















GET YOUR 


FREE copy 
WITHOUT DELAY! 


orders resulted in “an estimated office 
time saving of 80%!” 

You simply can’t afford to miss the 
valuable time and money-saving ideas 
in this new fully illustrated booklet. It 
demonstrates the record-keeping sys- 
tems which relieve you of the burden 
of routine details ... free you to meet 
the broader responsibilities of today’s 
purchasing work. 
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Your Reception Room 


MNARTER CORPORATION, 


134 


a 





INDIVIDUAL CHAIRS ADD TO THE 
LOOK OF HOSPITALITY AND SUCCESS 


First impressions are good—and lasting—when you compliment 
your visitors with the fine appearance and comfort of Harter 
chairs in your reception room. 


With these chairs you can enhance the color scheme of your 
offices. You choose from a wide range of colors in leather, fabric 
or plastic upholsteries. For example, the C-1910 chairs are shown 
above in top grain leather. The Harter 710 pictured separately has 
rich fabric upholstery. 


Metal finishes are durable baked-on enamel. Again you 
select the color either from the standard office fin- 
ishes or from the new pastels which harmonize 
with the decorative tones in upholstery. 


Top quality upholsteries and steel construc- 
tion enable Harter chairs to keep their like- 
new appearance for years and years. They’re 
a sound business investment that says nice 
things about you to your visitors. 


Write for literature on Harter chairs . . . we'll 
send name of your nearest dealer. 


i) HARTER 


sTtTuegeecis, 


Model 710 


POSTURE 
CHAIRS 


MICHIGAN 


129 Prairie Street, Sturgis, Michigan 
In Canada: Harter Metal Furniture Etd., Guelph, Ontario 
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(Continued from page 180) 


recognized the value of purchas- 
ing as a counselling service in 
planning, in addition to its ability 
to render good buying and other 
purchasing functions. Thus, as 
part of the group, we could con- 
tribute to the study of the job, 
how to solve it, and the steps to 
take in doing just that. In the 
buying operation, we followed the 
basic principles of purchasing, 
just as we would for any other 
commodity. And, when we were 
finished, we had an attractive, 
functional office at a sound price.” . 


Spirit Duplicating OK’d 
For Federal Tax Returns 


A new ruling by the Internal 
Revenue Service approves the 
preparation of federal income tax 
returns by spirit duplicating. The 
IRS ruling applies to both official 
as well as supplemental schedules. 

The new application should be 
valuable to accounting firms 
which need multiple copies of tax 
returns for individuals and firms. 
The method eliminates rewriting 
and rechecking of official tax 
forms. 

For the new method, official tax 
forms are provided in pads of 
single sheets by Nelco Tax Forms, 
Green Bay, Wis. The same pad 
can be used for making the origi- 
nal master and subsequent copies. 

To make the master, a sheet of 
carbon is placed face up under 
the top sheet of the pad. Entries 
are made, using a pencil, ball- 
point pen, or typewriter and are 
thus impressed on the reverse 
side of the sheet by the carbon. 

After the master is completed 
and checked for accuracy, it is 
placed on the duplicator, and cop- 
ies run on sheets torn from the 
pad. Signatures are affixed after 
the copies are run. If necessary, 
the master can be refiled for use 
at a later date. 





FOR MORE INFORMATION 
ON PRODUCTS IN THIS ISSUE 
PLEASE USE 
INQUIRY CARD—PAGE 17 
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‘ Salional Accounting Machines save us 63% 


a year on our investment!”’ 


“In a highly competitive business like ours, 
we must maintain a constant watch on 
costs. Only by keeping costs at a minimum 
can we continue to produce such quality 
products as our famous “Van Heusen Cen- 
tury Shirt’ at popular prices. 

“Our National Accounting Machines, 
purchased in the interests of cost-cutting 
efficiency, save us 63% a year on our 
investment. 

“We use our Nationals for a wide variety 
of accounting jobs—including Accounts 


Payable and Distribution, Payrolls, Quar- 
terly Social Security Reports and W-2s. 
“Flexible, easy to operate, our Nationals 
take up less space and turn out more work 
in less time than our previous equipment. 
We are so pleased with their excellent 
performance that we are adding more 
Nationals to our present installation.” 


President 


ae 


THE NATICNAL CASH REGISTER COMPANY, varron 9, on10 
977 OFFICES IN 94 COUNTRIES 


January, 1956 


PHILLIPS-JONES CORPORATION, New York, N. Y. 
“One of the World's Largest Men's Wear Manufacturers” 


ee ee eae ae 


In your business, too, National 
machines will pay for themselves 
with the money they save, then 
continue savings as annual profit. 
Your nearby National man will 
gladly show how much you can 
save—and why your operators 
will be happier. (See yellow pages 
of your phone book, or write to 
us at Dayton 9, Ohio.) 
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employees alike “go 


for’ the efficiency of this handsome 
rugged portable that won’t scratch 
even modern steel furniture. Easy to 
operate—guaranteed one year—the 
Champion ends time-wasting “‘sharp- 
ener searches.”’ The Boston Stop elimi- 


A BOSTON 


CHAMPION 


at pB LE 
Office managers and Ve —"" 





nates pencil waste—Speed Cutters assure clean, sharp points 
—and true-center feed gives true points every time. 


Specify a Boston Champion Portable as standard equipment 
for every modern desk. Order from your stationery store. 


C. HOWARD H U NT PEN CO. Makers of BOSTON and 


Camden 1, N.J. 


SPEEDBALL products 
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Not with TICONDEROGA 


Fingers won’t cramp or tire even 
after long sessions with a Dixon 
Ticonderoga pencil. No finger fa- 


ey er ee were 


’ instruments. Prove it to yourself. 


btadfer SCS DINON 


TICONDEROGA 
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tigue common with other writing 


I'ry Ticonderoga —it’s Leadfast. 


THE JOSEPH DIXON CRUCIBLE CO. 
Pencil Seles Division, 8-J-1 Jersey City 3, N. J. 








Save 
money on 
business 
cards 


Buy your cards the easy Cou- 
pon Order way. Get high quality 
Hill thermographed _ business 
cards, and save money on your 
purchase orders. One purchase 
order gets you a book of cou- 
pons—good for cards. You 
check one invoice—pay one bill. 

Get full information on Hill’s 
Coupon Order Plan. Write to- 
day. Send your card. Tell us, 
please, how many cards you buy 
a year. We'll mail free folder. 


If it’s worth seeing, put it on a Hill. 


r.o.H. HILL, inc. 


270 N25 Lafayette St., N.Y. 12, N.Y. 
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OrTIce 


equipment 


Steel storage cabinets suited for 
safe storage and immediate ac- 
cessibility of inventory records, 
account books, ledgers, order 
forms, etc., have been introduced 
by Standard Pressed Steel Co., 
Jenkintown, Pa. Adjustable 





shelves can be placed as close as 
4” apart to allow installation of 
as many as 16 shelves in a stand- 
ard 64’ cabinet. The Hallowell 
cabinets come in four general 
types. The double-door model can 
be set up as a storage cabinet, 
wardrobe or combination of both. 
It is 64%’ high. The single door 
model is available with the same 
variations as the double-door. 
There are desk-high cabinets, the 
top of the cabinet usable as addi- 
tional desk space. Counter-high 
cabinets are for use as a service 
counter with built-in, lockable 
storage space. Standard colors are 
SPS green or gray. All painted 
surfaces are phosphate under- 
coated to improve paint adhesion. 


Circle No. 64 on Inquiry Card--Page 17 


Inter-company correspondence 
—New technique, called “Foto- 
Notes,” using Remington Rand’s 
Transcopy unit is fully explained. 
Available from Remington Rand 
Division, Sperry Rand Corp., 315 
Fourth Ave., New York 10, N. Y. 
Circle No. 65 on Inquiry Card—Page 17 
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Methods Research Corp., Staten 
Island, N.Y., is marketing a new 
visual control board. Called the 
Magne-trol, it consists of a mag- 


i kal oe 
SIMPLE, INEXPENSIVE SYSTEM 





netic steel board which holds vis- 
ual elements to its surface. Stand- 
ard size of the board is 24” x 36”, 
special sizes built when needed. 
It is finished in office grey and is 
framed in polished aluminum. 


Circle No. 66 on Inquiry Card—Page 17 


A new sensitized metal plate 
has been announced by Colitho 
Division, Columbia Ribbon and 
Carbon Mfg. Co., Inc., Glen Cove, 
L.I. The plate is prepared with a 
transparent film positive, such as 
produced on xerographic equip- 
ment. It is claimed that the entire 
process eliminates the time and 
money consuming preparation of 
a film negative. Repeated field 
tests have shown that time from 
copy on xerographic camera to 
developed offset plate on press 
runs less than 20 minutes, while 
cost is reduced by a minimum of 
50%. The plate is now available in 
ail popular duplicating sizes and 
punchings. 

Circle No. 67 on Inquiry Card—Page 17 





A new model dictating machine 
has been announced by American 
Dictating Machine Co., Inc., New 
York. Known as the model TN 3, 
the Rex Recorder has an input 
volume control which permits use 
of the machine in all locations, 
regardless of noise interference. 
The machine magnetically records 
on a disc. Also, it uses a roll of 
index slips which pull through 
and tear off to control letter end 
and correction work. 


Circle No. 68 on Inquiry Card—Page 17 
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Test these Webster 
Quality Products 





ae | 


Carbon Papers 





Silk Typewriter Ribbons 


Carbon Paper Ribbons 


A 


Tabulating Ribbons 











The dollars you save on office procedure 
are true profit. There are no deductions 
for travel, entertainment or delivery 
costs. If you save a thousand dollars, you 
have made a thousand dollars. 


But you lose these profit dollars when 
second-rate, undependable office supplies 
fill your wastebasket with illegible cop- 
ies, smudged letters, work that has to be 
re-typed and ribbons and carbons that 
failed to stand up after short use. 


Webster products help prevent this waste 
..-help you save money on office typing. 
This quality line of carbon papers, type- 
writer ribbons and spirit duplicating sup- 
plies is manufactured to exacting formu- 
las that give you longer, better service. 
Every Webster product is inspected many 
times during the making. 


Webster Quality Products make for office 
efficiency which means a substantial sav-— 
ing in expenses. Try the Webster line for 


a few weeks. Your empty wastebasket —— and 
your cost records -—— will illustrate the 
difference. 


F.S. WEBSTER COMPANY 


7 Amherst Street 
Cambridge 42, Massachusetts 
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Mr. Cart R. Scumipt, President of the 
5 it Lithograph Company, San Francisco. 


“The success of our business”, 
points out Mr. Schmidt, “is based 
on giving the best possible litho- 
graphy at the best possible value. 
Experience has taught us that the 
cost of using quality papers, inks, 
machines and craftsmanship is 
negligible compared with the su- 
periority of the finished product.” 


FOR EXAMPLE: Your business sta- 

tionery. Surveys by the National 

ners’ and Office Equipment Asso- 

n show that the paper constituting 

erage letterhead, envelope and file 

costs less than a postage stamp. 

; microscopic cost rises Jess than 1% 

total correspondence costs when you 

ist your letters—your personal 

to the highest-quality, 

t impressive, rag-content letter 
obtainable: ADVANCE BOND. 


ntatives 


ANOTHER EXAMPLE: Your business 

records. Record paper averages but 1% 
‘al accounting costs. This minute 
increases less than 1% when you 
t the most durable, permanent 
rd paper made: L. L. BROWN’S 
N LEDGER. 


it practically no extra cost, you 
be sure of prestige-enhancing sta- 


f time and hard use. These plus 
s have characterized L. L. Brown 
s for 106 years. 


Your regular supplier of stationery and 
records is well versed in the various 
L. L. Brown papers. He will gladly 

mmend those best suited to your 
particular requirements. L. L. Brown 
Paper Company, Adams, Mass. 


L. L. BROWN 
\S PAPERS\ 


"SO MUCH extra value 


FOR SO LITTLE extra cost’’ 
Since 1849 





—— 
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office 
equipment 





The Heyer Corp., Chicago, has 
introduced a new cabinet for du- 
plicating machines. Called the 
“Trend,” it has ample storage 
space for duplicating supplies. The 
finish is alcohol resistant and is 
not affected by spirit fluid or 





mimeograph inks. Because of its 
styling, it may also be used for 
any number of other tasks. The 
“Trend” stands 30%” high on 6” 
adjustable legs. It is 31” wide and 
16” deep. The cabinet is finished 
in dark gray. Metal doors have 
gray walnut, wood grained finish 
and slide on nylon rollers. The in- 


side she.f is adjustable. 
Circle No. 69 on Inquiry Card—Page 17 


Three new covers have been 
added to the line of Amberg File 
& Index Co., Kankakee, Ill. No. 
515 Brief Cover is standard 842” 
x 11” sheet size. It comes in light 
blue, grey, tan, ivory, and golden- 
rod. No. 567 for 84%” x 11” sheets 
is called Proposal and Presenta- 
tion Cover Set. This cover is top- 
hide grade, with die cut window 
opening for tities, and comes with 
bond paper title sheet and acetate 
covered black paper mounts. Col- 
ors are blue, green, black, maroon 
and brown. No. 587 Proposal 
Cover Set is the same as No. 567, 
but in Pacific grade at a lower 
price. It is available in 10 colors— 
maroon, black, dark blue, light 
blue, brown, orange, red, green, 
grey, and tan. 

Circle No. 70 on Inquiry Card—Page 17 
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Standard Register Co., Dayton, 
has introduced a new line finder. 
Called the Electric Automatic 
Line Finder, it makes it possib‘e 
to instantaneously advance the 
unused area of a form on a type- 
writer or bookkeeping machine in 
one operation. The movement to 
the next line is by the touch, or 
automatic operation, of a key. It 
is designed to advance a form any 
pre-determined number of lines 
in one operation. 

Circle No. 71 on Inquiry Card—Page 17 

An improved paper for the Ver- 
ifax Copier is being marketed by 
Eastman Kodak Co., Rochester. 
Known as Verifax Copy Paper, it 
nearly doubles copies available 
from a single matrix and cuts 


costs to 2% cents per copy. 
Circle No. 72 on Inquiry Card—Page 17 


An air operated numbering ma- 
chine for automatically printing 
numbers on cards, labels, folded 
containers, carbon forms, etc., has 
been introduced by Roberts Num- 
bering Machine Co., Brooklyn. 
Settings are made by turning a 
control knob and operating pres- 
sure is seen on an indicator dial. 
Throat depth is 6”, platform width 
is 942”. Machine is furnished with 
a precision built interchangeable 
numbering head to automatically 
number from 1 to 999,999. It can 
be set for consecutive, duplicate 
or repeat operations. It operates 


on 50 to 100 Ibs. air line pressure. 
Circle No. 73 on Inquiry Card—Page 17 
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THE PEN FRAT tices 







The Esterbrook Desk Pen fills itself instantly 
—every time you return the pen to its socket. 
The base holds 40 times more ink than an 
ordinary fountain pen. Needs no attention for 
months on end. Try one on your desk for 30 
days. Your money refunded if you are not 
completely satisfied. 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 
The Esterbrook Pen Company of Canada, Ltd., 92 Fleet Street, East; Toronto, Ontario 


COPYRIGHT 1956, THE ESTERBROOK PEN 
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” MODEL 444 DESK SET 












COMPANY 





[FSP 











for the general office and 
public counters. 


















MODEL 4410 DESK SET 


colored Permalite bases 
for that “important” look. 
















MODEL 4430 DESK SET 


with onyx or carrara bases 
that say, ‘‘boss man”, 









3 


BARREL. 


CHOOSE THE RIGHT POINT 
for the way you write— 

by number. More than 30 
point styles. 


b wit hp etelerh ai 





JANUARY, 


1956 


ELECTRONIC FORMULATION 


means this for you: 


* GREATER ACCURACY 

IN ENGINEERING. 

The ELECTRONIC FORMULATION 
system precisely spaces every interval 
between grade and structure changes 
equally along a perfect progression. This 
gives the Bay State abrasive engineer 
the industry’s most accurate measuring 
device for recommending wheel specifi- 
cations that will fit your job best. 


* GREATER ACCURACY 
IN MANUFACTURING 


Electronic precision replaces the possi- 
bilities of human error in figuring for- 
mulas which control the manufacture of 
every Bay State wheel. This precision 
makes sure you get the special grinding 
qualities determined best for your job. 


BAY STATE ABRASIVE PRODUCTS CO., 
Westboro, Mass., U.S.A. 


Branch Offices and Warehouses — 
Bristol, Conn.; Chicago, Ill.; 
Cleveland, Ohio; Detroit, Mich.; Pittsburgh, Pa. 


Distributors — All principal cities 


Jn Canada: 
Bay State Abrasive Products Co.(Canada) Ltd., Brantford, Onf. 


A NEW ELECTRONIC PROCESS 


Bay State Grinding Wheel Formulas are 
now computed AUTOMATICALLY! 


%& GREATER ACCURACY 
IN DUPLICATION. 


Formulas for every Bay State grinding 
wheel are preserved on punched cards 
for electronic computers. This insures 
absolute accuracy in duplicating wheel 
formulation, with FASTER ORDER 
PROCESSING. 


x * * 


Truly “Wheels of Progress” in action, 
the ELECTRONIC FORMULATION 
system is an exclusive BAY STATE 
development. Its many advantages are 
yours when you call your BAY STATE 
DISTRIBUTOR, or factory representa- 
tive, for complete “on-the-job” engineer- 
ing service. 





Manufacture ry ofall ly pes of Quality Ahrasive Products 
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More Value 
for the 
lax Dollar 


John Krieg, city purchasing agent of Cincinnati, 
(front, left) was elected president for 1955-56 of 
the National Institute of Governmental Purchas- 
ing. He succeeds B. L. Gill, city purchasing agent 


. of Madison, Wis., (right). At the rear are John W. 
: ,ELEBRATING a decade of Huffman, vice president; Albert H. Hall, execu- 
help improve the supply tive vice president; and O. Grant Brush, treasurer. 


The remaining vice president, Joseph V. Spagna, 


of government and thus was not present at the picture taking. 


economy in government 
ns, more than 1500 pub- 


neinig eer see a8 Past presidents of NIGP: (kneeling) Alvin J. 


reham Hotel, Washington, Holm, 1944-45; Maurice G. Postley, 1945-46; Al- 
October. The occasion bert Pleydell, 1946-47; Joseph W. Nicholson, 1948- 
10th Annual Conference 49. Standing: John F. Ward, gneter Michael M. 
were “1 % Donohue, 1950-51; Arthur B. Gathright, 1951-52; 

ucts Exhibit of the Na Leo Weil, 1952-53; C. L. Magnuson, 1953-54; and 

[Institute of Governmental B. L. Gill, 1954-55, 

ing. 


nmenting on the occasion 
ynnual report, Bernard L. 
954-55 president of NIGP 
purchasing agent, Madi- 
is., said, “There is no bet- 
of judging the future 
the past. Using our past 
of accomplishment as a 
rod, we may safely 
fruitful years ahead. I am 
led that all our optimism 
ng our past and our fu- 
lepends upon our fidelity to 
to on that silver tax dol- 
God We Trust’.” 
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WE MEASURE 


DISTANCES 


BETWEEN 


ATOMS... 





* TO GIVE YOu Advance Daesiqn BATTERIES! 


The X-Ray Diffraction Unit shown above is one of the few instru- 
ments of its kind being used in basic battery research. It identifies 
complex metallic compounds which cannot be identified practically 
by chemical means. It does this by actually indicating on film the 
distances between atoms, enabling Gould engineers to study 
atomic structure. 

This instrument . . . this research . . . is revealing hitherto unknown 
facts about the relationship between molecular activity and battery 
performance . . . pointing the way toward more powerful, longer 
lasting active materials. That’s why you get better batteries when 
you buy Gould! 


For the full story on Gould Research, send for Booklet 749. 


©1955 Gould-National Batteries, Inc. 





America’s Finest! 


GOULD 
Industrial f il 
Truck Batteries 


—s GOULD-NATIONAL BATTERIES, INC, 








“BETTER BATTERIES THROUGH RESEARCH” 





TRENTON 7, N. J. 





Always Use Gould-National Automobile and Truck Batteries 
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ting Public Purchases” was the theme of 
« and discussion session by Holcomb York, 
lent of York Research Corp., Stamford, 


e Admiral Murrey L. Royar outlined the 
rations of the Office of Naval Material at 


of the conference’s luncheons. 


i 


omander H.- Blackman discusses 
points with Albert Hall, ex- 
ve vice president, and B. L. 
NIGP president for 1954-55, 

> a luncheon meeting. 


Gill is awarded the retiring 
yresident’s gavel by C. L. Magnu- 
immediate past president. 


Long noted for the smooth 
running of their conferences, the 
NIGP delegates had one change 
in their planned program. Hol- 
c.mb York, president of York 
Research Corp., Stamford, Conn., 
was stranded by flood waters in 
his area and could not make his 
scheduled appearance at the 
opening sessicn. However, Mr. 
York appeared before the close 
of the conference and explained 
his company’s efforts in testing 
many products. One of the liveli- 
est parts of this was a question 
and answer pericd devoted to 
problems of testing traffic paint. 

At the first luncheon meeting, 
a letter of greeting from the Vice 
President of the United States 
was read to the group. Mr. Nixon, 
writing on behalf of President 
Eisenhower said, “A _ sustained 
drive to eliminate waste and ac- 
quire the fullest possible value 
for the tax dollar is important 
to every taxpayer. Purchasing ex- 
ecutives can do much to continue 
and extend such a drive.” 

The main speaker at the 
luncheon was Bennett S. Chapple, 
Jr., assistant executive vice presi- 
dent, United States Steel Corp. 

Mr. Chapple predicted that in 
1956 the United States will pro- 
duce $400 billion worth of goods 
and services for an all-time rec- 
ord. He forecast a probable com- 
plete flattening out of the upward 
curve in business during the sec- 


ond half of the year. He also 
pointed cut that optimistic pre- 
dictions might have to be revised 
if adverse conditions develop in 
three elements of the economy: 
(1) credit; (2) inventories, and 
(3) loss of confidence by the pub- 
lic and businessmen. 

Following the luncheon, a dis- 
cussion type session was held 
with A. T. Crutchfield, city pur- 
chasing agent, Durham, N.C., 
presiding. Entitled “Public Pur- 
chasing Problems”, the session, 
under the leadership of Wade H. 
Hannah, city purchasing agent, 
Columbia, S.C., was mainly de- 
voted to discussing matters such 
as placing restrictions on hours 
for interviewing salesmen. 

The following day, the confer- 
ence got underway with a series 
of special breakfast sessions aimed 
at specific problems. Educational 
buyers and purchasing men from 
various sized communities met in 
these special groups to discuss 
problems peculiar to their offices. 

Later, Wade Hannah again lead 
a discussion group in a continua- 
tion of the previous day’s session 
on public purchasing problems. 

Once again the conference dele- 
gates were treated to a top-rated 
speaker at luncheon. In this case 
it was Vice Admiral Murrey L. 
Royar, chief of naval material. 
He outlined the important pur- 
chasing steps followed by the rel- 

(Please turn to page 210) 
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Never before has peacetime copper output been so great. 

In 1955 alone, free world refined production totalled an 
estimated 2,732,997 tons. Yet even today’s record tonnages 
will be exceeded as new copper mines swing into full pro- 
duction and existing properties expand operations. 

On the African continent, substantially increased produc- 
tion is expected from Bancroft, Chibuluma, and Kilembe. 

In South America, expansion at El] Teniente, Chuquica- 
mata and La Africana, has been announced. Under devel- 
opment are Cuajone, Toquepela, Quellevaco, and Indio 
Muerto. 

In the United States (already the world’s largest pro- 
ducer), San Manuel, Butte, Tripp, White Pine, Osceola, 


morE COPPE 





IS COMING 


and Pima mines are headed for greater output. 

Canada will add more production at Gaspé, Campbell 
Chibougamau and Opemiska. Many new properties are 
being developed. Substantial future output is expected 
from Brunswick, Geco, Granduc and Canam, to mention 
only a few of these new projects. 

The copper industry has the capacity to produce copper 
faster than ever. 

From known deposits . . . from mines now under devel- 
opment and from ore bodies now being explored . . . more 
copper is on the way. For particulars, write today to 
Copper and Brass Research Association, 420 Lexington 
Avenue, New York 17, New York. 


COPPER & BRASS 


RESEARCH ASSOCIATION 


-»- AN INDUSTRY SOURCE OF TECHNOLOGICAL AID, INCLUDING A LIBRARY OF TECHNICAL LITERATURE AND A COUNCIL OF SPECIALISTS. 


COPPER OR ITS ALLOYS PROVIDE THESE ADVANTAGES: 


i) 
Bes! conductor of SX “} Does not rust... 
electricity commercially 


‘ Best heat transfer Easy te machine, Welds readily ... 
WOOOT High corrosion agent of all form, draw, stamp, Excellent for 
available ——- resistance commercial metals polish, plate, etc. soldering and brazing VY, y 
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‘Going Forward With 
New England” Theme Of 
District 9 Conference 


One of the best attended New 
England Purchasing Conferences 
1s held on November 1 at the 
Sheraton-Kimball Hotel, Spring- 
Mass. The one-day meeting 
sponsored by the Purchas- 

; Agents Associations of Con- 
icut, Western Massachusetts, 

le Island, and New England. 
[Theme of the District 9 con- 
e was “Going Ahead With 





P. J. “Pete” Clarke takes a “New 

































England.” 


New England.” 


Association of 


morning session opened 

a report on the affairs of 

trict 9 by H. Stafford Kellam, 
eral Electric Company, na- 

| vice-president for the dis- 
Elmer Schwartz, president, 
Northeastern Steel Corporation, 
igeport spoke on “A steel Mill 


Harlan E. 


vice chairman of the com- 
on standardization, Nation- 


Purchasing 


Agents, gave a talk on “Stan- 
lardization—A Means of Added 


Sales Training As A Part of 





Program Chairman Joe Milner greets 
Monsanto’s John L. Gillis. 


Purchasing” was the subject of 
an address by S. D. Chamberlain, 
The Kendall Company, past pres- 
ident of the National Society of 
Sales Training Executives. Mr. 
Chamberlain stressed the oppor- 
tunities that both buyers and sel- 
lers have to broaden the scope 
of their own jobs by knowing and 
understanding the other’s. He 
called for more cooperation in 
the exchange of ideas among the 
two groups. 

Wilfred I. Hanford, national di- 
rector of the Connecticut Associa- 


General Chairman 
Carl Tootill, right, and 
Publicity Chairman 
Charlie Healey at the 
registration booth. 


Look at Education in Purchasing.” 


tion presided at the morning ses- 
sion. 

A vivid picture of how the elec- 
tronics industry has and will af- 
fect New England’s economy was 
painted by Julian K. Sprague, 
president of the Sprague Electric 
Company, whose address opened 
the afternoon session. Mr. Sprague 
described how the electronics in- 
dustry in the area had grown 
with every technological advance 
in modern industry. He declared 
that New England initiative and 
dependability, linked with a highly 
skilled and intelligent labor force, 
would maintain the area’s leader- 
ship in the manufacture of elec- 
tronic components. 


Purchasing Education 
P. J. Clarke, Rohm & Haas 
Company, recently named to head 
the N.A.P.A. committee on edu- 
cation, spoke on “A New Look at 
Education in Purchasing.” Asking 
a rhetorical question why so many 
men had done so much for pur- 
chasing education, Mr. Clarke said 
it was motivated by three things. 
They were: pure selfishness, which 

(Please turn to page 204) 
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TORRINGTON 


can make your 


small precision metal parts 


faster, better and for less 


than you can make them 








or buy them elsewhere 








é ’ 7 suneeee 
These are typical of parts that Torrington produces daily by 4 sgucneeenee N COMPANY 
“1° . . * 4 a ord E TORRINGTO 
the hundreds or millions. If you use similar small precisidng. Ss, Te Tuies Division agton, Conn 
parts, mail the coupon today for the Torrington Small ,» \% 55 Field Streets a Torrington S 
Precision Parts condensed catalog. Even better, send a sketch} = Cue oar ce catalog 


blueprint or sample part. We will give you a prompt we 


mall Precision 


salesman call 


CI Please have @ 
THE TORRINGTON COMPANY 


a 
a 5 
, ] cms ie 
| & Title 
Specialties Division H 
* 
° 


555 Field Street, Torrington, Conn. | 





vee 


s State __—_—_ 
TORRINGTON /(/// MAETAL PARTS 5 city a pannnseneneneesl 
® PLL 
Makers of Torrington Needle Bearings = S gunnnneneneen® 
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| RUBBER TREADS .. . a wide choice of 
| treads suited to all types of floors, includ- 
ing Darnelloprene oil, water and chemical- 
resistant treads, make Darnell Casters and 
Wheels highly adapted to rough usage. 


eS 


RUST-PROOFED . . . by zine plating, 
Darnell Casters give longer, care-free life 


wherever water, steam and corroding chem- 
icals are freely used. 


SS 


STRING GUARDS . . . Even though string 
and ravelings may wind around the hub, 


these string guards insure easy rolling at 
all times. 


aS 


LUBRICATION . . . all swivel and wheel 
bearings are factory packed with a high 
quality grease that “stands up" under at- 
tack by heat and water. Quick grease-gun 
lubrication provides easy maintenance. 


Free Manual 


DARNELL CORPORATION, LTD 
DOWNEY {LOS ANGELES T 

OO WALKER STREET, NEW YOR 

36 NORTH CLINTON STREET. CH 
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Kentucky Governor Stresses 
Importance of Purchasing At 


State Buying Officals’ Meeting 


Thirty six states and Puerto 
Rico were represented at the an- 
nual meeting of the National 
Association of State Purchasing 
Officials, held October 25-28 in 
Louisville, Kentucky. The host 
state’s chief executive, Governor 
Lawrence W. Wetherby, stressed 
the importance of an efficient 
purchasing division in the opera- 
tion of a state government. 

“The purchasing division” he 
said, “can get a Governor into 
more hot water than any other 
group. Conversely, it can keep 
him out of more trouble than any 
other agency in state govern- 
ment.” 

Following the report of retir- 
ing President J. Stanley Bien, at 
the opening session, William E. 
Stevenson of Minnesota, gave 
a report of the committee on 
Standardization of Specifications. 
James N. Constantine, U. S. De- 
partment of Agriculture, then 
spoke on “Uniform Meat Speci- 
fications.” 

The afternoon session was de- 
voted to a discussion of proposed 
revisions to “Purchasing by the 
States.” Frank Free of Vermont 
was discussion leader. 

Two general discussions were 
featured at the morning meeting 
on Wednesday, October 26. The 





first, ““Vendors’ Errors and Fail- 
ures to Deliver” covered the fol- 
lowing points: adjustments of 
vendors’ mistakes in bids; ven- 
dors’ responsibility when they 
have made erroneous bids; with- 
drawal of bids after opening but 
before order is placed; cancella- 
tion of order on discovery of 
obvious error after order is 
placed; penalties for non-delivery 
or non-performance; modification 
of bids prior to opening; and 
policy as to deadline for’. accep- 
tance of bids. Discussion ,leader 
was Alice E. Miller, of Texas. 

Willis Holding, Jr., North Caro- 
lina, led a discussion on, “Should 
the practice of state purchasing 
departments buying for the state’s 
political subdivisions be encour- 
aged or discouraged?” 

On Thursday, discussion cov- 
ered “Laws, Rules, .or Regula- 
tions that: 1. Establish the dollar 
limit cf purchases that agencies 
may make direct without indi- 
vidual and specific authority of 
your department. 2. Establish 
specific commodities and services 
that agencies are permitted to 
purchase without submitting req- 
uisitions to your office. 3. Estab- 
lish sources from whom _ pur- 
chases may be made direct by 

(Please turn to page 200) 
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New members of the executive committee of the National Association of 
State Purchasing Officials following their annual meeting at Louisville. 
Left to right: William E. Clarkson, Indiana; Charles A. Byrley, Kentucky; 
J. Stanley Bien, Michigan, retiring president; C. L. Magnuson, Connecticut, 
president; J. B. King, Alabama, vice-president; Kenneth S. Easton, Nevada; 


P. T. Peterson, Minnesota. 
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McLouth 


STAINLESS 


Steel 


The beautiful bright molding and trim that style 





your car are made of non-corrosive, easy to clean 
Stainless Steel. Designers of automobiles and hundreds 
of other products specify Stainless Steel 


for its many valuable properties. 


For the product you make today and the 


product you plan for tomorrow specify McLouth 





high quality sheet and strip Stainless Steel. 


McLouty Stee. CorporatION 
Detroit, Michigan | 





MANUFACTURERS OF STAINLESS AND CARBON STEELS 








THE 
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.ATLANTIC 


On-to-Sta Sealing Tape 
Wraps Up Your Packages 
Securely, Efficiently, 
Economically. 


@® Applies Speedily 
© Grips Tightly 
@ Sticks Permanently 





GUMMED SEALING TAPES 
& GUMMED SPECIALTIES 


For Every Sealing Need 
x 


dress Up Your Packages With 
ful Eye and Sales Appeal 


ADVERTISING TAPE 
Another On-to-Sta Product 


Printed in 4 Colors on Gummed Kraft 
Seals Securely and Bears Your 

Firm Name, Trade Mark, or Advertis- 
3 Message Wherever Your Parcels go. 


* 


see Your local jobber or 
contact us directly 


ATLANTIC 


GUMMED PAPER CORPORATION 


PRINTED TAPE DIVISION 
1 MAIN STREET * BROOKLYN 1,N. Y. 


BRANCH OFFICES: PHILADELPHIA e@ PITTSBURGH 
CHICAGO @ BUFFALO @ BOSTON e HAVANA 
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Detroit Association Activities 





A visit to the main plant of the Burroughs Corporation was the highlight of 


a recent joint meeting of the 
bor, the Essex-Kent Association. 


November of 1955 was an im- 
portant month for the Purchas- 
ing Agents’ Associatien of Detroit. 
The new Professional Develop- 
ment series was started on the 
third of November with a well 
attended meeting on “Standard- 
ization.” John Hall of The Ford 
Motor Company Manufacturing 
Division gave a thought-provok- 
ing talk and this was followed 
by group discussions. 

On the afternoon of the 17th, 
a plant visitation was made at 
the main plant of The Burroughs 


Corporation. This was the start 
cf a third annual joint interna- 
tional meeting with the Essex- 


Kent Association of Canada. Rus- 
sell T. Stark, First Vice-presi- 
dent of The Detroit Association 
and Director of Purchases of 
Burroughs Corporation arranged 
this interesting visit. 

A social hour was held at the 
Hotel Fort Shelby followed by 
the regular monthly meeting. 
Interesting member commodity 
reports on Fuel, Non-Ferrous 
Metals, and Steel preceded the 
main address. 

Captain William Mott, USN 
now serving as Assistant Chief 
of staff for the Commandant of 
The Ninth Naval District gave a 
very timely talk on “Negotiating 
With The Russians.” 

A second meeting of the Pro- 
fessional Development series was 





Detroit 


Association and its Canadian neigh- 


G 


a 
\ / 


Captain William Mott, 








AS 





USN 


held December 1 at the Detroit 
Edison Auditorium with Stand- 
ardization again holding the spot- 
light. 


(Continued from page 198) 
agencies without submitting req- 
uisitions to your office. 4. Estab- 
lish emergency purchases which 
may be made direct by agencies 
without securing prior authority 
from your office. 5. Establish 
authority for direct purchases by 
agencies similar in nature to those 
above. 

C. L. Magnuson, Connecticut, 
was the discussion leader. 

Nelson J. Gibbins, Methods 
and Purchasing Engineer, Motor 
Wheel Corporation was special 
guest at the Friday morning ses- 
sion. 
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For fast delivery 
of ALUMINUM 
EXTRUSIONS 





1 Need fast delivery of aluminum extrusions to complete that job on schedule? 


Bridgeport is set up to meet your demands! A phone call will put all Take advantage of Bridgeport’s 
our resources behind that special job—or any number of them—to deliver aluminum extrusions within 
the shapes you want... when you want them. these general limits: 


No limits or short-cuts on quality, either! With over 800,000 sq. ft. of L 

, ee ae ; ; s ength— 
modern production facilities, Bridgeport can extrude a wide variety of stand- Max.—Heat-Treatable Alloys 40 ft 
ard or specially designed shapes in any extrudable alloy ...to close toler- Max.—Aged 635-16 40 ft. 
ances ...and to meet your exact requirements. 





one Weight per ft.— 

Bridgeport flexibility is the answer! We have the capacity of the large Max.—50 Ibs. 

producer ... the flexibility of the small one. Our customers enjoy the benefits Min.—.250 Ib. 

of both. Max. circumscribing circle — 16 in. 

Take advantage of this important service benefit and Bridgeport’s 90-year @ ®ridgeport has two large tool and 
| reputation for quality in metals. Join the growing number of aluminum die shops fully equipped for making 
| fabricators who use Bridgeport as a steady, dependable source of supply all extrusion and forging dies. 
N for extrusions. Complete facilities are available for 
Keep Bridgeport in mind, too, for die, contour and hand forgings. There’s mechanical, chemical and sonic 
| a Bridgeport Sales Office near you with information on our personalized testing of cluminum. 





service and fast delivery. Call us today. 


For the vey vowed im, 
BRIDGEPORT ,AALUMIN UM 


EXTRUSIONS, DIE AND HAND FORGINGS 
Bridgeport Brass Company, Aluminum Division, Bridgeport 2, Connecticut 
Offices in Principal Cities 
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DESIGN ENGINEERS 
CAN'T BE WRONG 


In 1,960 separate applications 
these men specified [| |2C packings 


In the short space of 11 months, January-November 1955, IPC packings 
were specified for 1,960 varying applications. From a simple water pump to 
a highly complex retainer seal for an automatic transmission, IPC leather and 
synthetic packings met every design requirement! 

IPC’s engineering and laboratory staff analyzed all factors . . . carefully 
developed compounds and designed seals for each application. This is the 
attention to detail that ensures better packings . . . better performance. 

Whatever your problem — specify IPC. 


INTERNATIONAL 
PACKINGS 
CORPORATION 


Bristol, New Hampshire 


Branch Offices: Chicago, Dallas, Detroit, Kansas City, New York, Philadelphia, San Francisco, St. Louis. 


BONDED BY IPC 


1. Bonded Washer Seal 
Double Lip Wiper 


2. Bonded Case Seal 
Double Lip Wiper 


3. Bonded Washer Seal 
Straight Lip 


4. Bonded Washer Seal 
Limited Contact Lip 


5. Bonded Washer Seal 
Straight Lip 
With Garter Spring 


—" 


~~ — a 
6. Bonded Washer Seal 
Limited Contact Lip 
With Garter Spring 


7. Bonded Case Seal 
Straight Lip 


8 Bonded Case Seal 
Limited Contact Lip 
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9. Bonded Case Seal 
Straight Lip 
With Garter Spring 


10. Bonded Case Seal 
Limited Contact Lip 
With Garter Spring 


| ——<V<~ =} 

11. Bonded = Seal 
Straight Lip 
Thin Rind Type 


— ———— © | 

12. Bonded Case Seal 

Limited Contact Lip 
Thin Rind Type 


13. Rubber Covered 
Bonded Case Seal 
Straight Lip 


6 = icone 
Bonded Case Seal 
Limited Contact Lip 


15. Rubber Covered Bonded 
Case Seal Straight Lip 
With Garter Spring 


‘om * 


16. Rubber Covered 


Bonded 
Case Seal Limited Contact Lip 


With Garter Spring 


Pl 
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NOW! Initial cost of electric 
industrial trucks cut drastically 


by unique new Exi0é Plan 





Buy only the truck chassis! 








Lease batteries and charger! 


Get superior electric truck operation! 


Exide’s new plan enables you to 
enjoy the efficiency and economy 
of electric fork and lift trucks, 
with relatively low cash outlay. 


Toreduce the initial cost of a com- 
plete electric-truck work package 
(truck chassis, batteries, charger), 
and to prove that you can operate 
Exide-powered electric trucks at 
substantially lower costs than 
trucks powered by other means, 
Exide offers this unique, money- 
saving plan: 


1. You buy only the electric 
truck chassis. 


2. You lease the Exide-Ironclad 
batteries and charger. (Terms 
are flexible to meet your needs 
and surprisingly low!) 


Result : Your initial capital outlay 
can be cut as much as 334%, 
whether you purchase one electric 
truck or a fleet! You pay for su- 
perior Exide power as you use it. 


With one electric truck, for exam- 
ple, you can save as much as 
$1425 per year. These savings 
are made possible by longer work- 
ing life of the truck, lower power 
costs, lower repair and main- 
tenance costs. 


Make us prove these savings in your 
plant! Call your Exide sales 
engineer. Ask your electric-truck 
salesman. Send the coupon for 
all the facts! 





Exide Industrial Division 

The Electric Storage Battery Co. 
Philadelphia 2, Pa. 

Send me complete details about the new 
Exide Plan for cutting initial cash outlay 
on electric industrial trucks. 


Name 





Title 





Company. 
Address. 








City Zone. State 




















> 
Exide INDUSTRIAL DIVISION, The Electric Storage Battery Company, Philadelphia 2, Pa. 
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FOR FINE WIRE 










































MEET MORE 















ALLOY METAL 


HNKP 


* © PORTER COMPANY wnt 












PRODUCTS... 


H. K. PORTER COMPANY, INC. 
Prospect Park, Pennsylvania 





Almet Stainless Steels 


REQUIREMENTS 


THAN OTHER ENGINEERING MATERIALS 


Does your Fine Wire application call for resistance to 
heat? . . . to corrosion? Does it require good fatigue 
properties . . . excellent weaving or other forming char- 
acteristics? There’s a good chance you will find the mate- 
rial you need among the more than 20 grades of stainless 
steel we fabricate into high quality Fine Wire. No other 
family of metals has the combination of properties com- 
mon to the stainless steels. 

Learn more about the interesting properties and ap- 
plications of our stainless steel Fine Wire, as well as 
our stainless Rod and Strip . . . send today for a copy 
of our new 40 page Stainless ‘ 


Steel Design Handbook. 


WIRE DIVISION 
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led many to pull themselves up by 
their bootstraps; selfishness once 
removed, which fostered the idea 
that anything that helps purchas- 
ing men helps me, so it is only en- 
lightened self-interest to partici- 
pate in it; and pure unselfishness, 
the genuinely altruistic desire to 
do something for the profession 
that has treated me so well. 

“There is room for everyone in 
this program” he declared. 

The objectives of the committee 
he outlined as: 

1. To search out the best 
methods now used in purchasing 
and make them known to the pro- 
fession at large. 

2. Stimulate better tech- 
niques and procedures in pur- 
chasing. 

3. Stimulate younger men 
with new ideas to come into the 
purchasing profession. 

“There is no field of purchasing 
activity that is not of interest to 
the committee on education, Mr. 
Clarke said. “We have merely 
scratched the surface of potential 
accomplishment. Only with your 
cooperation and participation will 
we make further progress.” 

John L. Gillis, vice president for 
marketing, Monsanto Chemical 
Company, spoke on “Faith in New 
England.” Some New Englanders 
and their critics, said Mr. Gillis, 
have not understood what’s hap- 
pening in the area. “We are not 
sick” he declared. “We have been 
and are in a state of transition.” 

Some of the economic develop- 
ments in New England, such as 
the shoe and textile industries dif- 
ficulties, have been over-dramat- 
ized, he declared. 

He said that manpower, initia- 
tive, and ingenuity would put 
New England back in the fore- 
front in the race for business. 
“This is not just flattery” he 
pointed out, “my own company 
has a big stake here and is going 
to stay here. We have a good 

(Please turn to page 208) 


PURCHASING 





These Men at ETNA 
Make Sure Your 
SPANG CW Steel Pipe 
by Is TOP-QUALITY 


nce 
lea 


as- These testing and inspection experts at 
~f Etna represent you at the mill to be sure 
you get top-quality pipe every time you 


to order SPANG CW Steel Pipe. Careful 2g CLL Mh ikhidihed, (Ss 
ion control like this is a habit at SPANG, and Meet Al Badack, a member of the day-turn testing team at 
that’s why quality-controlled SPANG CW Spanc’s Etna (Pa.) Plant. Al, who has worked at Spanc for nine 


: b b f e nin years, is applying the hydrostatic water test to two lengths of 
is your best buy for every type of piping Spanc CW Steel Pipe. Test pressures are applied at readings well 


installation. See your local above actual working pressures for which the pipe is designed. 

; . This hydrostatic test assures you that each length of top-quality 
SPANG Distributor for SPANG Pipe you buy has a strong weld and will more than meet 
est your next pipe order! your pressure specifications. 


ing 
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he These men are Chester Galda and Steve Ajjnich, two members 
any of SPANG’S inspection team at Etna. Chester, a 22-year man with 
ing SPANG-CHALFANT a is surface-inspecting coupling fit-up of Spanc CW Steel 
ae DIVISION OF THE NATIONAL SUPPLY COMPANY ipe. Steve, a veteran of 44 years with SPANG, inspects each length 
Crenih tihes Glliats Sits Heidel Sikin, tirade with the aid of a fluorescent light to be sure the threads and the 
Pa. District Sales Offices: Atlanta, Boston, Detroit, Houston, pipe are uniform and free of any defects. Any length that does 
Los Angeles, New York, Philadelphia, Pittsburgh, St. Louis not meet SPANG’s top-quality specifications is rejected. 
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With Dayton P.M. and New 


Paper Mill Saves Estimated 


Hartford City Paper Co.’s pulp beater room 
1g approximately $13,000.00 yearly in mainten- 
ost production time due to belt failure. 

lying the problem the local distributor salesman 
on field engineer suggested installing eleven 
orobred V-Belts on each beater drive. This recom- 
was carried out and the installation has been 


an outstanding success from every aspect. 

In the two years following, with the exception of a yearly 
Dayton Preventive Maintenance check-up, the beaters 
never lost production time due to V-Belt failure. And the 
mill operates 24 hours a day, 7 days a week. 

Says Chief Engineer Floyd Cline, ‘Dayton Super Thoro- 
breds have given me everything I wanted in economy, 


*Preventive Maintenance 








a ee temo se 





ik 

= ¥ 
. 

: 

* 















Super Thorobreds 


‘13,000 Yearly 


reduced maintenance and increased production. And by 





early following Dayton’s P.M. program we have lengthened 
aters V-Belt life on drives throughout the mill.” 
| the Find out how Dayton P.M. and use of Dayton’s complete 


line of quality V-Belts can reduce V-Belt costs and increase 
joro- production. See your local Dayton Distributor or write 
omy, Dayton Rubber Co., Industrial Div., Dayton 1, Ohio. L 


1. Newer, stronger cover 2. Super-strength cords 
resists cracking and abrasion, provide 40% more H.P. 
gives longer wear. than standard V-Belts. 














Mr. Floyd Cline, Chief Engineer, Hartford Dayton P.M. Program, available to all 
City Paper Co., discusses the benefits his V-Belt users through local Dayton Distribu- 
company derives from the Dayton Preven- tors, is a method of controlled V-Belt 
tive Maintenance Program with Mr. Leon C. replacement designed to lengthen service 
Molton, Dayton Sales Representative. The life, eliminate downtime. 








iC D.R. 1956 See “Belting” in 
the yellow pages for 
your local distributor 


7] 
Daytam) Aubbex 


World’s Largest Manufacturer of V-Belts 


LOOKS LIKE THIS 


















FAIRE RENEWABLE 


) TV Le 


Never has te be removed from the line to 


replace the seat rings. For the first time in 
valve history, you can replace the seat rings in 
a renewable seat ring gate valve, under all 
normal conditions, in less than 10 minutes, 
using just a screw-driver, and with the valve 
body still installed in the line. It is simply a 
matter of removing the bonnet (easily accom- 
plished with the Fairbanks two piece union 
bonnet construction) loosen the stainless steel 
etaining screws and lift out the monel seat 
rings from the body. The new seat rings slip 

to place and are positively secured again 
with the retaining screws. 


Fairbanks new 200 pound steam working pres- 
sure gate valves, available in sizes 42” through 
2” in the rising and non-rising stem construc- 
tion, have been field tested for over two years 
inder all conditions from steam to corrosive 
liquids and have proven completely satisfac- 
~absolutely dependable. Seat rings have 

‘n replaced in from 7 to 10 minutes from the 

me steam was shut off until it was turned on 
again. In several instances, it was reported 
hat the replacement was performed in just 4 


tes. 


his new patented valve design is typical of 

sound engineering and outstanding values 

found in Fairbanks complete line of Bronze 
ind Iron Body Valves. 


YOURS ON REQUEST: Illustrated, descriptive 
folder gives complete information on Fair- 
banks Renewable Seat Ring Gate Valve, 
with details and specifications. Yours without 
charge. Write today. 


* Fairbanks... 


THE 


393 Lofayette Street, New York 3, New York 
Branches: New York 3° Boston 10 * Pittsburgh 22 * Rome, Ga. 
Valves * Trucks * Casters © Wheels * Dart & “PIC” Unions 
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1 beapee screw loosened 
with ordinary screwdriver, 





Finger hooks inside seat 
ring. Seat ring lifted out 
of valve body. 


2 








New seat ring is inserted. 
Retaining screw tightened. 





Bonnet replaced on valve 
4 body. 








ASSOC 
Haws 


(Continued from page 204) 


Yankee yesterday to look back on 
and a great Yankee tomorrow to 
look forward to, with no visible 
limitations. 

Dr. Joseph Harrington, Jr., 
Arthur D. Little, Inc., spoke on 
“The Story of Automation.” 

He offered a definition of auto- 
mation which is now being con- 
sidered for acceptance by a num- 
ber of technical societies—‘the 
technique of increasing human 
productivity in the processing of 
materials, energy and informa- 
tion, through the use of process 
self-control and product adapta- 
bility.” 

In buying for automation, he 
advised, the basic steps to be tak- 
en have to be understood. These 
are: decide what the product 
ought to be; decide what is the 
best method to get from the raw 
material to the end product; get 
the right people and assistance to 
do the job. 

He offered these hints in buy- 
ing equipment for automation: 
avoid complex, expensive items 
whenever possible since they are 
extremely liable to obsolescence; 
know what the engineers want; 
consider leasing as a “hedge’’; be 
ready for quick changes in speci- 
fications; look for adaptability in 
equipment; look for reliability in 
vendors; don’t buy a machine with 
a lot of tricky gimmicks that add 
nothing to its value; look for po- 
tential and inevitable variations 
in your product and be sure the 
machine can take care: of them; 
look for service in its broadest 
sense. 

The session closed with an ad- 
dress by George Seidel, eastern 
district manager, Extension Divi- 
sion, E. I. duPont de Nemours & 
Co., on “Research Plans for the 
Future.” A. W. Soell, president of 
the National Association of Pur- 
chasing Agents was guest speaker 
at the banquet that closed the 
conference. 
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In no other welding elbow do you get this “bonus” 
of long tangents. The dotted lines show where 
standard elbows end. Each shaded straight end 
equals 4 of the nominal fitting diameter... a 12” 
Midwest “‘Long Tangent” Elbow has tangents 3” 
long. As a result of the advantages listed at the 
right, substantial savings are made on many piping 
systems by using Midwest “Long Tangent” Elbows 
e « « Which cost no more than other elbows. For 
further information, write for Catalog 54. 


MIDWEST PIPING COMPANY, INC. 
Main Office: 1450 South Second Street, St. Louis 4, Mo. 


Plants: St. Louis, Passaic and Los Angeles 


Sales Offices: 
New York 7—50 Church St. e Chicago 3—79 West Monroe St. 
Boston 27—426 First St. e Los Angeles 33—520 Anderson St. 
Houston 2—1213 Capitol Ave. @ Tulsa 3—224 Wright Bldg. 
Cleveland 14—616 St. Clair Ave. © Miami 34—2103 Le Jeune Rd. 
STOCKING DISTRIBUTORS IN PRINCIPAL CITIES 














MID EST WELDING FITTINGS IMPROVE PIPING DESIGN AND REDUCE COSTS 





“LONG TANGENT” ELBOWS 


ADVANTAGES of mipwest 


“LONG TANGENT” ELBOWS 


* They save pipe. 


* They often eliminate short nipples and their 
extra welds. 


* They save time and money in lining up and 
clamping pipe and fitting. 


* They make it easier to apply slip-on flanges. 


* They remove the circumferential weld from 
point of maximum stress and can be sleeved. 


%* THEY COST NO MORE THAN OTHER ELBOWS 


MIDWEST HAS THE MOST COMPLETE LINE 


7325 


Good Yows No ‘Price Premium’ 
= for Pemco SEALED 


~ Ball Bearing... Caster 
; Wheels 


@ NEOPRENE SEAL keeps dirt out and grease 
in—easily replaced at minimum cost 





PISSOOIION 
















News 
















@ PRE-PACKED with special grease to withstand (Continued from page 194) 
temperature extremes — resists oxidation - 
@ FREE WHEELING insured by minimized seal atively new Office of Naval Ma- 
friction terial. 
@ ECONOMICAL service-free durability formerly The afternoon sessions of the 
found only in high priced units a a : f 
@ SWIVEL CASTERS feature two rows of ere ay were @ com 6 
load carrying balls for closer alignment, pertinent roundtable discussions. 
Y easier operation While they were handled concur- 
Y, Write today for FREE CATALOG] / rently many of the delegates 
, Uf scheduled their time so as to take 
x4 Pemco Wheels, like - in more than one. 


Pemco Casters are de- | 


c i signed for superior service 
( bide under the most punishing a preee te 
42 Wordened Stet Bas por Whee conditions. Pemco can k 


Hrdaned Seat Cone handle your requirements 
Norden Ree Poecion Welded o eet nd assure greater success. 


Docs Permanently Jomed by Projection 


i 
Jj Ty aii ‘PEMCO WHEEL CoO. ee 
4; 1882 Ravine Road 
Ly : 


Kalamazoo, Mich. 











Eastern Rep., OSCAR M. STANLEY, Inc. - 202 E. 44th St., New York 17, New York 
Nestern Rep., ROLLAIR ENGINEERING CO. . .  . 905 Air Way, Glendale, California 
lorida Rep., J. K. KESSLER & ASSOC. . - 3313 W. Sevilla Circle, Tampa 9, Florida 
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DRILLS 7% MORE GRAY IRON YOU FIND WHAT You WANT ate H. — and C. . Beatty 
VALVE BODIES PER SHIFT IN HALF THE TIME Gee teen Ta os tk tee 


; parts and served as a sounding board 
: is ... by using for many public purchaing problems. 
; 
4 


CONOVER-MAST 
PURCHASING DIRECTORY 














..thanks to 


FERROCARBO’ 


Users everywher report similar experi 
ences. In fact, on 67 mac hining tests in 





Fred A. Mapes, director of purchas- 
large machine shops, castings of gray iron ing and transportation, United Na- 
treated with FERROCARBO averaged tions, drives home a point to an at- 
89.5% 6 greater machinability per tool than tentive audience of hl O. Currier, 
Untreated castings. These premium castings Complete for industrial use — yet so city purchasing agent, Knoxville, 
ec set. stronger yet they = you can keep it right on your Tenn., left, and A. C. Shepherd, city 
foundryman, Sing FERRO! SRO. sakes sit purchasing . agent, Winston-Salem. 
Worthwhile savings in raw material cosis Buyers’ Guide +r alphabetical trade These discussion sessions COv- 
name section—mechanical data section— ered many important problems in 
FOR FREE BOOKLET on FERROCARBO, citing special chemical section—separate ad. governmental buying. There was: 


actual case histories of faster machining, with dress section. ‘ ‘ 
longer tool life, write The Carborundum Com- ‘The Purchase of Uniforms for 
pany, Dept. 31, Niagara Falls, N.Y. +s: CONOVER-MAST Public Employees” under Francis 


























CARBORUNDUM’ PURCHASING DIRECTORY Herold, assistant deputy procure- 
. 205 E. 42nd St., New York 17 (Please turn to page 212) 
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on Inquiry Card—Page 17 on Inquiry Card—Page 17> 


PuRCHASING 





RBsW FASTENERS - 07/077 





Point of any assembly 


Putting the squeeze on 
for a better bolt or nut 


H™: wire rod squeezing through a 
succession of drawing dies at 
RB&W. Why draw wire when it can be 
purchased in standard dimensions? Be- 
cause it’s a form of quality control that 
helps make better fasteners. 


RB&W has a whole battery of ma- 
chines to handle round and rectangular 
stock, even up through l-inch size. 
Above you see Dominick DeCarlo keep- 
ing a keen eye on rod destined to be- 
come cold upset bolts. He’s typical 
of many RB&W people . . . been with 
the company over 15 years. 


He's doing a job that more accurate- 
ly sizes the material . . . strengthens it 

. assures its uniformity ... permits 
control of the coating used and, there- 
fore, of the finish obtained. 


It’s this combination of facilities, ex- 
perience and quality control in action 
in every RB&W plant that assures you 
more fastener quality for your money 
...areliable source of supply . .. and 
strong fasteners that never let you 
down. 


Russell, Burdsall & Ward Bolt and 
Nut Company, Port Chester, N.Y. 


Plants at: Port Chester, N. Y., Coraopolis, Pa.; 
Rock Falls, !ll.; Los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila.), Pa.; Pitts- 
burgh; Detroit; Chicago; Dallas; San Francisco. 
Sales agents at: Milwaukee; New Orleans; 
Denver; Seattle. Distributors from coast to coast. 











SPROCKETS 


Acme Sprockets ore 


range of sizes, in 
all types. 





STANDARD ROLLER CHAINS 


Available in pitches from 3%” 
riveted and detachable type. 


yh 





CABLE CHAINS 


me Cable Chains are furnished in a 
riety of pitches, widths and strength. 


Dot of io! ~! o! -! 
Dat of a! of 1 of —! 





' STANDARD MULTIPLE WIDTH 


Multiple widths of six strand or wider 
vailable for special application. 


DOUBLE PITCH CHAIN 


For use in slower speed power transmission 
{ material handling conveyors. 


available in a wide 


to 2/2” 

















































(2 of chain data... 


uses and modern applications of all 
types of chain and sprockets. Com- 
plete listing of A.S.A. standard roller 
chains and sprockets. Indispensable 
reference for engineers. 

Write immediately for your FREE copy! 


Address is ACME CHAIN Corp., Dept. P. 
Holyoke, Mass. Phone JEfferson 2-9458. 






HOLYOKE 
MASSACHUSETTS 
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(Continued from page 210) 


ment officer, District of Columbia; 
“Leasing Vehicles and Equipment 
for Governmental Use” with John 
Hanson, director, Motor Equip- 
ment Division, GSA; “Operation 
of Centralized Reproduction or 
Printing Divisions by Public Pur- 
chasing Agencies” lead by Her- 
bert Winston, director of general 





Featured speaker at the first hinch- 
eon session, Bennet S. Chapple, Jr., 
assistant executive vice president- 
commercial, U. S. Steel Corp., is 
greeted by two NIGP members from 
Pennsylvania. At left is Michael M. 
Donohue, county purchasing agent, 
Allegheny County, and at right is 
Charles McCarthy, city purchasing 
agent, Pittsburgh. 


services, Greensboro, N.C.; “Pur- 
chasing Traffic Paint” under Al- 
vin J. Holm, city purchasing 
agent, Los Angeles; and “Award- 
ing Concessions in Public Facili- 
ties and Structures” with William 
Hornbuckle, commissioner of 
purchases and supplies, Kansas 
City, Mo. 

On the final day of the confer- 
ence, the delegates,again held 
special breakfast sessions to iron 
out common problems. Then, the 
conference was closed with vari- 
ous committee reports. 


P. A. Panel at Baltimore 
Advertising Meeting 
Four members of the Baltimore 
Purchasing Agents Association 
constituted a panel at the Novem- 
ber 15th meeting of the Mary- 


land Industrial Marketers, chap- 
(Please turn to page 214) 
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SANDVIK 


SPRING STEELS 


CUTS COSTS TWO WAYS 



































Here is how Sandvik’s double accuracy will cut your costs. 


1. Ic cuts rejects by being consistently within 
specified gauge. 


2. Sandvik’s greater precision brings gauge closer 
to exact size ... gives you more parts per pound. 


What’s more, Sandvik steel’s uniform physical characteristics 
from lot to lot means longer tool life plus better performance of 
the finished part. 


For quality spring steel, check with Sandvik. Sandvik cold- 
rolled, high carbon and alloy strip steel is available: 
Precision-rolled in thicknesses from .001” 

In straight carbon and alloy grades 

In special analyses for specific applications 

In more than 800 stock sizes 

Annealed, unannealed or hardened and tempered 
Polished bright, yellow or blue 

With square, round or dressed edges 


Phone, wire or write your nearest Sandvik office for further 
information or technical help. 


SOME SANDVIK SPECIALTY STRIP STEELS—Stee! for Textile Machine Parts * Band 

Sow Steels; Metal Band, Wood Band and Butcher Band * Camera Shutter 

Steel * Clock and Watch Spring Steels * Compressor Valve Steel * Doctor 

Blade Steel * Feeler Gauge Steel * Knife Steels * Razor Blade Steel * Reed 

Steels * Shock Absorber Steel * Sinker Steel * Spring Steels * Trowel Steel 
Vibrator Reed Steel, etc 


SANDVIK STEEL, INC. 


1702 NEVINS ROAD, FAIR LAWN, NEW JERSEY 
Tel. Fair Lawn 4-6200 © In New York City: WAtkins 9-7180 
Warehouses: Fair Lawn, N. J. + Cleveland « Los Angeles 
Branch Offices: 230 N. Michigan Ave., Chicago 1, Iil., FRanklin 2-5638 
1736 Columbus Road, Cleveland 13, Ohio, CHerry 1-2303 
cn 3609 E. Olympic Bivd., Los Angeles 23, Cal., ANgelus 3-6761 
IN 


NADA: 
SANDVIK CANADIAN LTD., P. 0. Drawer 430, Station 0, Montreal 9, P. @. 


1. Consistently within specified gauge 
2. Closer to exact size 


. Write, on your letterhead, for your copy, today 
$S-74 
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SNAPS BACK 
Reclaiming spring 
forces grip down. 
Holds it firmly in 
place against surface. 


Here’s a handle that’s “built 
to take it.”’ 


If you manufacture anything 
that has to be shipped in a 
carrying-case, and you have 
been having handle problems, 
here’s your answer. 

This patented Bendix-Friez* 
handle meets MIL-C-4150-A 
ind MIL-T-945A specifica- 
tions. It is rustproof, rattle- 
proof, withstands shock and 
vibration. It is strong enough 
to lift 200 pounds with an 


1456 
TAYLOR AVENUE 
BALTIMORE 4, 
MARYLAND 





2 


Export Sales: 
Bendix International Division 
205 E. 42nd Street 
New York 17, N.Y., U.S.A. 
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NO PINCHING 
Handle back plate de- 
sign permits grip to 
lift to 90° position. 

’ Keeps fingers free. 


“Prie; 


INSTRUMENT 
BALTIMORE 4, MD 


Bendix =Friez HANDLES 


EXTRA STURDY 
Easily attached, han- 
dle is strong enough 
to lift 200 lbs. with 
ample safety factor. 





adequate safety factor. The 
grasping handle has a special 
insulating sleeve that will not 
crack or chip at —65°F. or 
become sticky or tacky at 
+160°F. 


Attaching this Bendix-Friez 
handle is a simple matter, too. 
Nuts and bolts, welding or 
other suitable fastening may 
be used. Available in two 
sizes. Small or large quantity 
orders. Write for full details 
and specifications. 

*Reg. U. S. Pat. Off. 


* Bend 


DIVISION 








PISSOOFIIOL 


News 





(Continued from page 212) 


ter of the National Industrial Ad- 
vertising Association. The meet- 
ing topic was “The Purchasing 
Agent’s Challenge to Advertis- 
ing’. Those taking part were: 
William N. Francis of Carey Ma- 
chinery & Supply Co., C. Douglas 
Francisco of Locke Dept., General 
Electric Co., D. Herbert Gaston, 
City of Baltimore, and Frank W. 
Pettit of Western Maryland Rail- 
way. Stuart F. Heinritz, editor 
of PurcHAstinc Magazine, New 
York introduced the subject and 
served as moderator for the dis- 
cussion. 


Buffalo PAs Told How 
To Dispose of Scrap 


The Wednesday, November 9th 
meeting of the Purchasing Agents 
Association of Buffalo, held at 
the Hotel Sheraton, was a most 
educational session. A panel of 
experts had been asked to ad- 
dress the members cn the “Dis- 
posal of Scrap and Surplus 
Equipment.” They spoke from 
the scrap dealer’s point of view. 
Leo Chapin of Chapin & Fagin, 
Inc., discussed “Ferrous Metals 
and Surplus Equipment;” Leon- 
ard Greenfield of Samuel Green- 
field Co., Inc., talked on “Non- 
Ferrous Metal Scrap:” Richard 
S. Gordon, Buffalo Waste Paper 
Co. discussed “Waste Corrugated 
Stock and Waste Paper.” After 
the addresses, a movie entitled 
“Scrap Reborn” was presented, 
followed by an open-discussion 
period. Almost all purchasing 
agents at one time cr another 
either buy or sell scrap in some 
form. Therefore, the scrap sym- 
posium was most helpful. 

Welcome to new members: 
John T. Schaner of J. H. Wil- 
liams & Co.; F. W. Martin of 
Bickford & Francis Belting Co.; 
Robert A. Steffan of E. F. Mc- 
Carthy Co., Inc.; and Carl A. 
Kirsch of ACF Industries Inc. 
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For shipping convenience around the clock— 


UNITED AIR LINES makes 281 flights daily— 
and air freight moves on every one! 





Space dependability—because of central payload 
control for cargo—is one of the big reasons why so many 
concerns are turning enthusiastically to United Air Lines 
Air Freight as an everyday tool in the profitable opera- 
tion of their business. 

United Air Lines’ great fleet is made up of a variety 
of planes, ranging from giant 4-engine Cargoliners to 
fast DC-7s which provide the nation’s largest-shigh- 











Call the nearest United Representative 
or write for free booklet, “Industry’s Flying 
Partner.” Cargo Sales Div., Dept. A-12, 


United Air Lines, 5959 S. Cicero Avenue, Chicago. 


speed cargo lift. So no matter what you ship, or where, 
United can offer you air freight service tailored to meet 
your particular needs. 


In route, too, United brings extra convenience. Only 
United provides one-line air freight service to 82 cities, 
linking the East, the Midwest, all the Pacific Coast and 
Hawaii. Convenient connections speed your shipments 
nation-wide and world-wide. 


Vancouver, B.C. 







itimore 
Washington 


AIR LINES 
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/ > FOR STANDOUT 
;= IDENTIFICATION 
PLATES 


FOR LIFE-TIME 
INSTRUCTION 
PLATES 





source is 


Saar 


Chicago hrift- 


elching Corporation 


CHICAGO, ILLINOIS 











\ttractive name plates help sell—permanently readable instruction 
plates help assure correct use of your product. Our high quality metal 
plates provide the answers to your needs. We have the experience, 
the skill and the equipment to provide standout identification at the 
right price. We produce instruction plates that are clearly and easily 


readable—and stay that way for the life of the product. 


Let Us Quete You on Your Requirements. Send a rough sketch, 
blueprint or sample, with specifications, for quotation—without 
obligation to you. Or write us fully about your requirements 
n name plates, instruction plates, dials, panels, scales, etc. 


Write for free beok, “Etched or Lithographed Metal Products 
f Quality,” containing full color examples. 


CHICAGO THRIFT-ETCHING CORPORATION 


1555 NORTH SHEFFIELD AVE., CHICAGO 22, ILL., DEPT. C 


Metal Name Plates, Dials and Panels, Etched or Lithographed « Etched 
Metal Scales, Clock Dials, Trophy Plates, Plaques, Advertising Special- 
ties « Etched Metal Panels for elevator and architectural uses * Coin 
Banks « Lithographed or Screened Plastic Name Plates or Dials » Alum- 
inum Anodizing by the Alumilite Process. 














association 


News 





National Officers Guests 
at Joint Meeting 


A joint meeting of the Balti- 
more, Washington, and Wilming- 
ton chapters of N.A.P.A. was held 
at the Lord Baltimore Hotel, Bal- 
timore, on November 16th. This 
was the occasion of the cfficial 
visit of National President A. W. 
Soell of St. Louis, and District 
Vice President W. B. Wight of 
Rochester. Mr. Soell gave the 
principal address of the evening. 


Erie Association Meeting 


The November meeting cf the 
Purchasing Agents Association of 
Erie was held at the Saga Club on 
the 16th. A most encouraging re- 
port was given by membership 
chairman Chet Taft, of Erie Stray- 
er Co., and four new members 
were added to the roster. The 
speaker was Stuart F. Heinritz, 
editor of PurRcHASING MAGAZINE, 
who discussed “What’s New in 
Purchasing.” 


Louisville Ass’n Gets 
A Chance To Crystal-Gaze 


What 1956 has in store for 
business was the theme of the 
speeches at the November meet- 
ing of the Purchasing Agents 
Association of Louisville, held on 
Tuesday, the 13th at the Oak 
Room of the Seelbach Hotel. Don 
C. Burdette, district sales man- 
ager, Ford Motor Company, gave 
the outlook on manufacturing; 
Henry Offutt, president, Ken- 
tucky Trust Co., gave the out- 
look on finance; Martin Wagner, 
exec. director, Louisville Labor 
Management Co., on labor; Wil- 
ton Terstegge, president, Stratton 
& Terstegge Co., on distribution. 
Dr. William C. Huffman, director, 
Div. Adult Education, Univ. of 
Louisville and professor of eco- 
nomics gave the outlook for the 


SUBSIDIARY OF DODGE MANUFACTURING CORPORATION, MISHAWAKA, IND. | country’s economy as a whole. 


For More Information Circle No. 294 on Inquiry Card—Page 17 


For More Information Circle No. 295 
on Inquiry Card—Page 17> 


PURCHASING 

















Cc 





and we do it very well! 


STRIP STEEL production is our specialty. From this you 
gain special benefits: experienced counsel on your strip 
applications...dimensional exactness...uniform quality, to 
speed product fabrication...the finish you want, in every 
coil. For superior quality and superior service in stain- 


less, spring, alloy or clad metal strip steels call Superior! 
I 2 . I I 


a 
Superior Steel 
CORPORATION 

E 














Black Decker. Bench Grinders 


grind...sharpen...brush...buff...and they re 


POWER-BUILT as: 


at tt oe a ee ee eS 





We dont buy motors—we build them! 


The heart of your electric tool is the motor—completely 
built by Black & Decker. All the power you need and then 
some—because each motor is built for a specific tool and 
the job it must do. B&D motors always stand up! 





Keep tools in shape for maximum production dressing, grinding, wire brushing, burnishing, 
ith a Black & Decker Bench Grinder. Each or buffing. Spot B&D Bench Grinders around | 
inder is powered by a specially designed, your plant! We would suggest that you see 

B&D-built, constant-speed motor. Lubricant- your nearby Black & Decker distributor today 

ealed ball bearings. Maximum wheel clearance. for a free demonstration or write to: THE BLACK 

Switch protected. Adjustable tool rests. 6 to 10 & DECKER MANUFACTURING COMPANY, De- 

nch wheel sizes. Perfect for the finest tool partment 1701, Towson 4, Maryland. 


Look in the Yellow Pages under “Tools-Electric™ 
Service... one of 42 B&D service 
branches is located ‘“‘next door’’ to you; & Ce 
to give fast, expert service! 


PORTABLE ELECTRIC TOOLS 





DRILLS SANDERS SHEARS VACUUM CLEANER SAWS HAMMERS POLISHERS 
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, UC bea-/ 
, « 
) SPLIT V-RING PACKING 
-” 
that LEAKFPROOF/ 
4 OF. 
LINEAR VEE-DAM RINGS 
Labyrinth flow and lateral leakage are stopped 
by LINEAR'S uniquely designed, revolutionary 
VEE-DAM RINGS. Installation of these trouble- 
saving, long-lasting packings is virtually foolproof! 
STURDY 
RUBBER DAMS 
faced in opposite directions 
in the grooved hinge area of 
each ring, hermetically seal 
off center groove sections when 
LinEAR VEE-DAM Rings are 
stacked together . . . eliminat- 
ing all labyrinth flow. 
EXTERNAL ABUTMENTS 
on the outside shoulder edge of the ring, 
ig, staggered in relation to the internal dams, 
nd - prevent Icteral leakage, and provide stabiliz- 
ee ing support. 
ay 
ox LINEAR VEE-DAM Rings save on installa- 
Je- tion time because they don't require 
precise fitting. They provide a perfect 
seal with minimum gland load, giving 
lower friction against the ram and for 
U. S. Patent longer life than ordinary packing. 
No. 2,665,151 
— ‘“PERFEGIET hia 2 PACKINGS 
2 a nn Pe vv PY Pi nnn at tors Inne 
Write or call for complete information L /, y fj \ 
on LINEAR VEE-DAM Rings in a choice el / /A /, om — WA! 4g 
of rugged, fabric-reinforced synthetic LINEAR, Inc, STATE ROAD & LEVICK ST, PHILA. 35, PA 
elastomers, tailored to your requirements. 
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Difference 


STAINLESS STEEL 





n DRILLS for FERROUS METALS 


To boost your production—have fewer resharpenings— 
reduce drill breakage—lower costs—Whitman & Barnes 
manufactures a complete line of drills for ferrous metals. 
Each drill type is specifically designed to provide highest 
efficiency when drilling individual metals. 


Over 100 years of research, experience and engineering 
have enabled W & B to provide better drill designs— 
“There's A Big Difference”—that difference means faster, 
better and more economical drilling for you. Call your 
W & B distributor for quality service and the best in drills. 


Whitman & Barnes manufactures complete lines of stand- 
ard drills, reamers, carbide tools, counterbores, counter- 
sinks and tool bits, also special tools to your specifications. 


<Was> &B> “Makers of Gine Tools Since 1848" 


WHITMAN s BARE 


40015 PLYMOUTH ROAD 


EW YOR 
For ore elosination Circle “ ~* 398 on Taquiry Cord—Fone 17 


¢ PLYMOUTH, MICHIGAN 


LOS ANGELES 
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Georgia PAs Hear 
National President Soell 


November meeting of the Geor- 
gia Association of Purchasing 
Agent was the highpoint of this 
year’s activity. On hand were A. 
W. Soell, N. A. P. A. national 
president and Gus Leep, seventh 
district vice president. 

Mr. Soell was featured speaker 
to the 150 members present. He 
said that “the driving force be- 
hind our economic system is com- 
petition.” Without competition he 
said, “There would be no need 
for more than one brand or make 
of any product, n> need for con- 
stantly improving performance or 
for new and different products.” 

“All of us,” he said, “benefit 
from the fruits of this competitive 
system.” He continued, “All cf 
the companies we represent are 
competitors and we, as purchas- 
ing agents, are right on the firing 
line—competing for commodities, 
for price, for gcod will, for ideas.” 

The meeting was one which 
will long be remembered by the 
members of the Georgia Associa- 
tion and their guests. It was high- 
ly appreciated that both Mr. Soell 
and Mr. Leep tock time out from 
their busy lives to spend some 
hours with the group. 


Twin City PAs Briefed On 
Nuclear Energy 


A preview of the Nuclear Age 
was afforded the members of the 
Twin City Association of Pur- 
chasing Agents at their Novem- 
ber meeting held at the St. Paul 
Athletic Club on November 9th. 
After dinner, Westinghouse Elec- 
tric Corporation provided a pro- 
gram on Nuclear Energy with a 
film that lasted 27 minutes. The 
pre-meeting huddle revolved 
around a most topical subject 


for the Christmas season, namely, 
the “Gift Problem.” 
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happy balance between 
dependable performance and moderate cost 














TT 








| NGS 
1 ; é* ROLLER © 
" truRoy prectsion, steel-cage, heavy-duty bearing with 
e contoured guide lips assuring true right-line rolling, maintained 
d roller alignment and thin oil film. 
e 
i= 
r ; @ Rollway’s TRU-ROL Steel-Cage Bearings afford 
a 7 wide latitude in balancing dependable performance, 
t : long life, and high load capacity against moderate 
a . cost. They rate high in any comparison on a cost- 
y . performance basis. 
7 : A choice of stamped steel retainers with contoured guide 
e ° P : 
; = lips, or steel segmented retainers assure true rolling and an 
4 ; : evenly distributed thin oil film— big factors in reducing 
4 power losses and heating. 
S, > 
3 ° “Crowned” Rollers Relieve End Stress 
h Ww ° : 
“ Rol “na : . TRU-ROL offers the extra advantage of a finish-ground 
¥ Metric Series ° “crown” radius on the roller ends. That relieves high end- 
a~ Steel Caae ; stress and insures uniform load distribution over the entire 
1- : g . length of the roller. The result: TRU-ROL Steel Cage Bear- 
1] ‘ TYPE D Roller Bearings : ings carry heavier loads over longer periods without excessive 
mm . ° end-fatigue. They are less affected by slight misalignment or 
. . shaft deflection. 
1e . , F ; ; ° 
° Rollway Met S Steel-Cage Be zs offe ° . 7 . 
. Pe ee Ne ee ee $ Investigate TRU-ROL Steel Cage Roller Bearings before 
‘ the greater load capacity of solid cylindrical rollers, o ° . ° ° . 
; ; : selecting any bearing in the medium price range. 
5 plus the true right-line rolling of trunnion rollers ° 
1 s turning in a rigid steel cage. There's no roller skew, : LED 
° no pinch sie no cam <eee. Design permits maxi- . Ly ie 
‘ mum bearing capacity ... within small space ... at ° fie qrunet 
bs : moderate cost. = me 
ee . 7. 0G 
a — CATAL 
'r- ° d - 2 
n- COOCHOSEEOSESEEHOOOOCOOOSEOEHOSEEESSCEEHESEEEESEEEES 
o 
ul ROLLWAY BEARING CO., INC. . 
th. 555 Seymour St., Syracuse 4, N.Y. e 
. 
2c- Please send a free copy of New Tru-Rol Catalog with extra Alignment Charts. 7 
‘0- . 
ee ee ee — : nidenatie ° 
a . 
he BEARINGS Firm Name__ en ee eee an B ’ . 
ed ° 
EA See ee i aes ual ~ 
=ct > 
ly, ot Ee eee ; Zone__State__ ° 
o 


ENGINEERING OFFICES: Syracuse © Boston © Chicago e Detroit ¢ Toronto @ Pittsburgh © Cleveland © Milwaukee ¢ Seattle © Housten © Philadelphia © Los Angeles © San Francisco 
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No. 13 Dia 
Comparator 
. 

, 


‘ 





. the preferred on every job 


for time-saving accuracy and dependability 





Ames instruments have been making industrial 
measurement history for more than half a century. 
Extremely adaptable, they have solved hundreds of 
tough measuring jobs while providing unquestioned 
accuracy through many millions of cycles. Ames in- 
dicators and gauges enjoy a reputation as the finest you 
can buy... simply because we have a/ways employed 


expert craftsmen and the highest quality materials. 


We will gladly make recommendations on your 
measurement problems. Please send prints 

and specifications. And ask for your free copy 
of the Ames catalog. . 


statives in principal cities 


Bo Ate CO 


31 Ames Street, Waltham 54, Mass. 





2 


MANUFACTURER OF MICROMETER DIAL GAUGES e MICROMETER DIAL INDICATORS 
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association 
news 


B.C. Association Has a 
Busy October 


Activities of the Purchasing 
Agents Association of British Co- 
lumbia for October began with 
the annual fall golf tournament 
at Fraser View Golf Course with 
scores varying from the respect- 
able to the astronomical. The reg- 
ular monthly meeting was held at 
the Vancouver Hotel, Vancouver, 
on the 11th. With president Bill 
Gourlay in the chair, v-p. Bill 
Bromley introduced the guest 
speaker, Lawrence G. Ecroyd, as- 
sistant to the president, Mitchell 
Press Ltd. His subject was “Pio- 
neers of 55.” He dwelt on how 
modern enterprises are develop- 
ing the vast potentialities of 
northern British Columbia: Al- 
coa at Kitimat; the new asbestos 
operation of Cassiar Asbestos and 
the large scale copper operation 
of Grabduc, far up the B.C. coast, 
etc. Large coal deposits and un- 
told mineral wealth, according to 
the speaker, only awaited de- 
velopment of transportation, both 
rail and road for their exploita- 
tion. 

On October 20th, there was a 
visitation to the new manufactur- 
ing plant of Canadian Western 
Pipe Mills, Ltd., at Port Moody. 
The tour began at 7:30 P.M. and 
all phases of steel pipe manufac- 
turing were inspected. Delicious 
refreshments, graciously served, 
concluded a memorable occasion. 
Thanks are due Bob Nichols, the 
purchasing agent, for making the 
arrangements for the tour. The 
monthly educational meeting of 
the association was held in the 
private dining room of the Hotel 
Grosvenor on October 25th at 6 
P.M. Adam Taylor of Dupont Co. 
of Canada spoke on the “Ro- 
mance of Chemistry”. He traced 
the evolution of plastics from 
their infancy to today’s countless 
miraculous formulations. 
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RELATIVE STRENGTHS 


Lamon 1035 CAP SCREV 3 AND FULL FINISH CAP SCREWS 
i ee ee ae 
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ET MORE WHEN YOU BUY FROM 


~ ‘Ig LAMSON & SESSIONS (4 — 


1971 West 85™ St. * Cleveland 2, Ohio 
CLEVELAND AND KENT, OHIO + BIRMINGHAM + CHICAGO 
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Here’s why... 
more than ever... 


MORSE 


means 
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in Cutting Tools 
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MORSE 
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... plus MORSE ... plus MORSE 
ecKiofized Tools *Vectormatic-Ground” Taps 


On jobs where there’s excessive wear and abra- New, exclusive Morse ‘“‘Vectormatic’”’ process 
sion, Morse Drills, Taps, Reamers, Cutters and. gives you taps with “locked-in precision” . . . 
End Mills last 2 to 10 times longer than un- with tolerances held nearly 300% closer than 
treated tools. Available only from your Morse- with old thread-grinding methods. Available 
Franchised Distributor. only from your Morse-Franchised Distributor. 
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Shiy er i oe —_ on 
wh alii, sine ite =“ 


Now Morse gives you everything from carbon to carbide 

. . the most complete cutting tool line in industry 
today. And the one man who has this complete line is 
your Morse-Franchised Distributor. 


This means that all your needs can be covered by one 
order . . . one invoice . . . backed up by Morse engineering service. And it also means that your 
Morse-Franchised Distributor can freely recommend the best cutting tool for every job in your 
plant... regardless of tool requirement. So see him now for all the cutting tools you need, including 
the new Morse Tungsten Carbide line, tipped or solid. 


MORSE TWIST DRILL & MACHINE COMPANY - NEW BEDFORD, MASSACHUSETTS 
(Division of VAN NORMAN CO.) Warehouses in New York, Chicago, Detroit, Dallas, San Francisco 


MORSE 


CUTTING TOOLS 


Buy them by phone from your Morse-Franchised Distributor and save ordering time 
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AMERICAN SAW 
& MFG. COMPANY 


SPRINGFIELD, MASS. 








Activities Of 
New Orleans Ass’n 


The regular November month- 
ly meeting of the Purchasing 
Agents Association of New Or- 
leans was held at the St. Charles 
Hotel on Monday, November 
14th. There was a_ friendship 
period from 6 P.M. to 6:30 P.M. 
followed by dinner. The speaker 
of the evening was Francis 
Doyle, v.p., in charge of Trust 
Dept., National Bank of Com- 
merce, New Orleans. His subject 
was “Trust Business in Louisi- 
ana.” On Saturday, November 
19th, the fall dinner dance was 
held at the University Room of 
Roosevelt Hotel, with “Blue” 
Prestopnik’s orchestra providing 
divine dance music. The enter- 
tainment committee, Ed. Satzer, 
George Gabler, Jim Fitzgerald, 
Pat Dillon and Walter Eagan can 
all take a bow. 

The Christmas - Get - Together 
party was held at the St. Charles 
Hotel on Monday, December 12th 
at 6 P.M. and was well attended. 

Welcomed as new members 
were E. O. Jones, buyer, Ethyl 
Corp., and George A. Sanderson, 
purchasing agent, Charity Hos- 
pital of Louisiana. 


Conn. PAs Elect Officers 


D. Norton Williams, purchas- 
ing’ agent at Wallingford Steel 
Co., Wallingford, was unanimous- 
ly elected president of the Pur- 
chasing Agents’ Associaticn of 
Connecticut, Inc. at the annual 
meeting on November 22 at Rest- 
land Farms in Northford. Charles 
T. Haffey, plant purchasing agent 
at Chas. Pfizer & Co., Groton, 
was elected first vice-president. 
George J. Raiselis, purchasing 


‘| agent at The Bassick Co., Bridge- 


port, was made second vice-presi- 
dent. Almost 300 members and 


(Please turn to page 228) 









for stampings... 






wherever 


you are! 


Aid How can you go 
wrong by following 
the leading manu- 


j > facturers of widely- 
fi diversified products? 
nrcert = Many of them buy 
> their quality-stampings 
xe from us...and have 


—— done so for years! 
l- % 


REFRIGERATION 


puorocrapnic §=©6 And their plants are 


located . . . literally 
) ! ... from coast to coast. 
So, if you want to 
ELECTRICAL follow these leaders 


q to quality stampings... 
A 
\S You'll find a friendly, 
<> talented and ideally- 
AUTOMOTIVE 
equipped company 


a ms, r 
- Ons ready to give you a 
, warm welcome... 


eC. 
ZSy 
ce . 
Wherever you're 
HEATING— ! 
Res located 








DETROIT STAMPING 


COMPANY 
408 Midland Ave., Detroit 3, Mich. 
Phone — TOwnsend 8-5080 


® AMERICA'S BEST KNOWN 
JOB STAMPING MANUFACTURER 
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On your purchase orders... 


spec! 


and te avoid Production Delays 
D C delivers freight straight through to its destination— 
NO FREIGHT TRANSFER BOTTLENECKS OR DELAY. 


D C gives you one carrier responsibility all the way— 
QUICK, EASY FOLLOW-UP OR TRACING. 


TERMINALS IN: 
New York City 

semen 6 Albany ‘ 

Syracuse Pic 

Buffalo baat 
Cleveland ~ 
Chicago owt 

St. Louis ys 3 
Kansas City “t 
Denver a 
Colorado Springs > 
Pueblo > 

Phoenix he 

Los Angeles e 

Seattle 


OFF-LINE SALES OFFICES: 


**Cincinnati 
*Dayton 
*Detroit 
**Ft, Wayne 
**Indianapolis 
**Louisville : 
Memphis | 
*Milwaukee 
Portland, Ore. 
Rochester, N. Y. d 
San Francisco et! 
¢ Salt Lake City ay 
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aoe a ee 
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Springfield, Mass. 
Vancouver, B. C. 
Washington, D, C, 
“With Trailer Pool 
**Trailer Pool Only 


THE ONLY COAST-70-COAST CARRIER Dora bo: 


(Yu cago 
TRUCKING CO., we. 
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Any Kind off _ Any Shape ... Any Size 
Here’s Your No. 1 SOURCE 


can be important to you, in a number of ways, to deal with the 
»rid’s largest producer of washers... and to maintain such a con- 


ict as standard purchasing policy. 


You have assurance, first of all, of uniform high quality...a 
int too frequently overlooked in the purchase of washers. Large 
lume production permits a stable, competitive cost factor and 
ick availability of all classifications of standard and special wash- 
.any kind, any shape, any size or materials. Our complete 
nventory of more than 100,000 sets of Washer Dies is at your dis- 
sal without extra cost... offering the broadest possible base for 
selection and production of washers to meet your specifications. 
Count Wrought Washer Mfg. Co. as your No. 1 Source for 
Washers and Stampings and enjoy the benefits that this represents. 


Send us your specifications 
and let us quote on your re- 
quirements for washers and 
stampings of every kind. 


WROUGHT 
WASHER 
MFG. CO. 


2113 S. BAY STREET 
MILWAUKEE 7, WISCONSIN 


MILWAUKEE 
WROT WASHERS 






1887 





The World's Largest Producer of Washers 


A 8592-% 
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News 





(Continued from page 226) 


guests were in attendance to hear 
George A. Renard, executive 
secretary of the National Asso- 
ciation of Purchasing Agents. 
New directors also elected were: 
Charles A. Berlepsch, Rockbest2s 
Prods. Corp.; Clifton W. Boyland, 
Sorensen & Co., Inc.; Maxwell D. 
Coe, Stanley Works; Allan Frew, 
Waterbury Buckle Co.; James J. 
Kelly, Sheffield Tube Co.; Ezra 
J. Kihlgren, Hartfcrd Empire 
Co.; John H. Mills, Bridgeport 
Brass Co.; and Wesley B. Scott, 
Clark Bros. Bolt Co. 


Pittsburgh Ass’n Hear 
Talk On Management 


The November meeting of the 
Purchasing Agents Association of 
Pittsburgh was held at the Uni- 
versity Club on Tuesday, Novem- 
ber 15th. Dr. Forrest H. Kirk- 
patrick, assistant to the president, 
Wheeling Steel Corp., was guest 
speaker. His subject was: Five 
Major Management Tasks. He 
gave a most illuminating address. 
At the fcrum held prior to the 
dinner the subject under discus- 
sion was Trade Relations. A. B. 
Wadsworth, Allegheny-Ludlum 
Steel and W. L. Thomson, West- 
inghouse Electric Corp., acted as 
moderators. It was announced 
that for the associaticn’s highlight 
of the year, the Executive Night 
held in March, Fulton Lewis, Jr., 
has accepted the invitation to be 
guest speaker. 

Welcomed as new full mem- 
bers are James W. McNeil, Pitts- 
burgh Coal & Chemical Co., Fred 
A. Catalino, Mt. Vernon Bridge 
Co., to succeed A. W. Brubach, 
Kenneth E. Haase, Peoples Na- 
tural Gas Co., to succeed L. B. 
Hartman, Robert J. MCombs, 
Russell, Burdsall & Ward Bolt & 
Nut Co., to succeed L. M. Kas- 
pers, Joseph J. Detig, Keystone 
Lumber Co., to succeed W. P. 


(Please turn to page 230) 
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‘No breakdown in 14 years 
with Morse Roller Chain” 


—says Ajax Electric Company engineer 








Check these advantages 
of Morse equipment: 


\/ Long service life 


\/ Low operating cost 


\/ Requires minimum maintenance 


\/ Wide range of types and sizes 


\/ Precision construction 


MORSE fi 
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Furnace interior, from end. Main 
drives lie parallel along bed. Transfer 
chain drives convey fixture carriers. 


~<—Operator hangs parts on fixture 
holder. By changing sprocket or 
adding or removing links, timing of 
drives can be altered. 





““We’ve worked with Morse Chains 
for 14 years, and have never expe- 
rienced a breakdown of this product 
during that period. And, in our com- 
plex installations of electric salt bath 
furnaces, Morse is giving us excellent 


results.” , 
CHF pM: (red, 


Field Engineer 
Ajax Electric Co. 





Ajax Electric Salt Bath Furnaces 
point up how roller chain can save 
operating costs, cut your downtime, 
give you flexible, dependable power. 


Ajax Electric Co., Philadelphia, makes 
electric salt bath furnaces, used to temper 
metals. These furnaces use roller chain 
throughout for conveying and power 
transmission. 


Alkali cleaner, molten salt, steam—each 
is a potential threat to the more than 2000 
feet of chain used. Yet, for 14 years, 
drives like these have performed effi- 
ciently, without a single breakdown. (Read 
statement below.) 


Morse Roller Chain instantly adaptabie 


The metal parts hardened in these Ajax 
Furnaces often require “dip” periods 
that vary in length. By changing the 
number of links in a drive, or sprocket 
diameter, each step can be speeded up or 
slowed. 


You, too, can get superior power trans- 
mission with Morse Roller Chain. Pre- 
cision-made in all standard sizes and 
pitches. A wide variety of standard and 
special-purpose attachments are available. 











Literature, engineering help FREE 


Write today for Catalog C 51-50, or free consultation. 
Morse has skilled engineers available to help you solve 
practically any problem involving transmission equipment: 
Roller Chain, Hy-Vo Chain, Silent Chain, Sprockets, 
Clutches, and Couplings. 


MORSE CHAIN COMPANY 
INDUSTRIAL SALES DIVISION 
ITHACA, NEW YORK 


CHAINS, CLUTCHES, 
AND COUPLINGS 


229 





PACING INDUSTRY ¥@ .......::(,; 
WITH RESEARCH 88 jews 


* 
Chiog (Continued from page 228) 
Winkler, E. J. Eberts, Wyckoff 
Drawn Steel to succeed H. 
Hughes Baltz and Dale C. Weis- 


NON-FERROUS enstein, Westinghouse Electric 
FERROUS AND Corp. to succeed V. A. Lindeman. 








































CENTRIFUGALLY 

CAST SLEEVES, Lancaster And York Club 
ROLLS, LINERS, Do Some Fraternization 

TUBES, RETORTS, One of the bitterest wars in 
CHUTES, RINGS, history was that between the 
Yorks and the Lancs, the Wars of 
ov aners. the Roses in the 15th century. 
BEARINGS, ETC. Falisfying history the Purchasing 


Agents Club of York foregath- 
ered amicably with the Purchas- 
| ing Agents Club of the Manufac- 
Our continuing development program is a major turers Association af Lancaster 
to hold a joint meeting on 


factor in meeting your ever increasing demands for Nowenes ithe acti tei 


ferrous and non-ferrous centrifugal castings. And Golf Course, Lititz Pike, Lan- 
research is a vital phase in keeping ahead of your caster, Pa. After a bang-up din- 
requirements. ner they heard an inspiring ad- 


dress by William J. McKee, man- 
ager of sales. National Tube 
Precise metallurgical control is maintained Div., U.S. Steel Corp. 


throughout the entire manufacturing process to 


produce strong, uniform, close-grained castings ' Past President, N.A.P.A. 
- Addresses Dallas Ass’n 
which are extremely resistant to heat, corrosion, and 8 
abrasion. Excellent machining facilities for turning, Ben R. Newberry, director, 
boring, and drilling are also available. Purchases and Stores, Lone Star 


Gas Co., and _ president of 
N.A.P.A. in 1943, was the guest 
You can rely on Chief Sandusky as a versatile speaker at the regular meeting 
of the Purchasing Agents Assoc- 
iation of Dallas at the Melrose 
Hotel on Thursday, November 
modern, up-to-date equipment. 10th. His subject was “Purchas- 
ing, A Field Of Opportunity.” 
This year, the Ladies Night 
Party was held at the Lakewood 
Country Club on December 14th 
and a most agreeable time was 


’ had by all. New members added 

C S$ ANDUSKY since the last meeting were James 
hie} L. Nave, Lone Star Boat Mfg. 
Co., Inc.; Whittier B. Brown, Jr., 

BZ CENTRIFUGAL CASTINGS Oil Well Supply Div., U.S. Steel 
L "is Corp.,; Cecil C. Adams, Stewart 
FERROUS AND NON-FERROUS Office Supply Co.; and James R. 


SANDUSKY FOUNDRY AND MACHINE CO., Sandusky,Ohio | 7..." “"s7°* Yousht Aircrat 
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integrated centrifugal specialist where castings 
are produced to your specific requirements with 


C. M. Lovsted & Co., Seattle, Wash. © Tynes Bros., Birmingham 


Ala. ° Cordes Bros., San Francisco and Wilmington, Calif. 
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YOU GET 
WHAT YOU 
PAY FOR 





E-PRESIDENT, THE CINCINNATI GEAR CO, 


skin knew what he was talking 

2 he wrote: ‘‘There is hardly 
» in the world that some man can- 

a little worse and sell a little 
and the people who consider price 
his prey."’ Just as this applies to 
1 Or magnetos or wool socks, so 
apply to gears. 


ap price’’ paid for a necessarily 
luct may not prove to be such a 
f the ultimate cost of using such 
t can be determined. In the case of 
h of the following points directly 
al cost: 1. The “‘price tag’’ on the 
2. Extra assembly time wasted 
ind salvaging ‘‘off color’’ gears. 
f reasonable service life. 4. Exces- 
The first point is obvious, and 
1 becomes so upon observation: 
til the gears have been assembled, 
’ and passed by inspection can 
t cost of the gears be determined. 
t or all of the potential savings 
are lost (often without even 
ygnized) on the assembly floor. 
hree and four represent more insid- 
| hard-to-measure costs—but costs 
be even more damaging, for they 
asured by your customer, and can 
pell the difference between repeat 
a customer lost for good. 


ultimate cost of a gear that appears 

yargain may, in the final analysis, 

be exhorbitant. That’s why it can 

u to buy good gears, custom made for 

ific application—gears made by 
cinnati Gear Company. 


THE CINCINNATI GEAR CO. 


CINCINNATI 27, OHIO 
"'Geors— Good Gears Only" 














tw. io, 
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Central Iowa Ass’n 
Entertains Product Show 


The Purchasing Agents Asscc’- 
ation of Central Iowa held a reg- 
ular meeting in the Terrace 
Room of the Hotel Savery, Des 
Moines on November 17th, in 
conjunction with the 1955 Prod- 
ucts Show. An invitation had 
been extended to all Products 
Shcew exhibitors to attend the 
dinner. A social hour beginning 
at 5:30 P.M. before the roast 
chicken dinner scheduled for 6:30 
P.M. afforded an opportunity for 
the PAs and the exhibitors to get 
together. As an added attraction, 
the talents of Don Reid had been 
engaged for the evening to give 
the guest speech. 


Crowded Program for 
PAANJ 


All activities of the Purchesing 
Agents Assoc aticn of North Jer- 
sey are hitting on all four. 

The November 
held on the 2th with «ne cf 
PAANJ's own members as guest 
speaker, Charles F. Sullivan. As 
director of Division of Purchase 
& Property, State of New Jersey, 
his address was most illuminat- 
ing and authoritative on his 
chosen subject which was “The 
Scope and Function of the State 
Division of Purchase & Prop- 
erty.” At the monthly forum held 
before the dinner, Frank Curran 
and his committee had selected 
“Handling of Physical Inventory” 
as the subject for discussion. The 
high level of these Fcrum dis- 
cussions is attested by the fact 
that two of the papers have made 
the pages of Purchasing, one by 
Frank Curran in the October is- 
sue and one by Brenton Riha of 
Igoe Brcethers in December. On 
December 14th, the association’s 
first annual Xmas party was held 
at the Robert Treat Hotel and ac- 
claimed a big success. 


meeting was; 
> 
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another 
reason for 








Superiority 


When the disastrous 
flood hit the Northeast last 
Fall, several Clark customers 
in that area learned first- 
hand the value of this 
exclusive Clark process. 
Writing about a company- 
customer’s experience, one 
distributor reported: 









souguuviy 


ry \a\ 


al 


“C. A. Lindell © 
Co. had four © 
feet of water in 
their bolt de- 
partment and 
found that after the water had 
receded they could pick out 
the Clark Bros. bolts by the 
minimum amount of rust. . 
while competitors were more 
heavily rusted. We think this 
is a justification to your rust 
proofing.” 

Very truly yours, 
THE PAGE, STEELE & FLAGG CO. 

F. H. Page, Jr. 













Rust resistance . . . another 
example of the “extras” which 
are standard with Clark. 


Write for full information on 
the extensive Clark line of 
nuts, bolts, screws, rivets, and 
other industrial fasteners. 





CLARK 


-) Lo) : le] hail el ok 
MILLDALE, CONN. 
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DRIVER-HARRIS 






salutes a great en gineerm g achievement 


CUTLER-HAMMER 


Eutectic Overload Protection 


Cutler-Hammer engineers made _ history with 
their eutectic alloy type overload relay for elec- 
tric motor protection. Virtually all leading manu- 
facturers of motor control today offer this type 
of overload protection. And more than 25 mil- 
lion electric motors in daily use bear witness 
to the acceptability and dependability of this 


proven protection. 


Driver-Harris salutes this Cutler-Hammer 
ichievement. The Cutler-Hammer Eutectic Over- 
load Relay shows the dependability of certain 
alloys in practical use. In the Cutler-Hammer 
Relay, both the eutectic element which must 
function so precisely and the heater element 
which causes it to function are alloys, We are 
proud that Driver-Harris Nichrome is the re- 
sistance alloy used in the heater element of 
millions and millions of these successful over- 


load relays. 


It is not surprising that Driver-Harris alloys 
are selected by so many leaders of American 
industry. Driver-Harris alloys are the product 
of manufacturing methods employing the most 
precise metallurgical checks and quality con- 
trols. Nichrome*V and Nichrome* have long 
been accepted as the standard by which all elec- 
trical resistance alloys are measured. And these 
are only two of the 112 special purpose alloys 
developed by Driver-Harris since 1899 for elec- 
trical heating, resistance, and electronic appli- 
cations. Do you need a special alloy? Send us 
your specifications, 


*T.M. Reg. U.S. Pat. Off 












Why Eutectic Alloy Overload Relays Stay Accurate 


Basic in any overload relay is the need of having a disconnect mechanism 
respond to dangerous heating of the motor windings. All such relays use 
heater coils in series with the windings to provide the danger signal within 
the control unit. In the millions of overload relays using eutectic alloy 
elements to respond to the increased heating, disconnect occurs when the 
alloy melts. As this alloy has one definite melting point, the overload relay 
must always be accurate, regardless of how often or how infrequently 
it Operates. 


ty % 
: 4 
) | D 
aa | . viver-Harris 
C ! a 
N ij J HARRISON, NEW JERSEY 
<a COMPANY | 

BRANCHE hicago, Detroit, Cleveland, Louisville, Los Angeles, San Francisco * In Canada: The B GREENING WIRE COMPANY, Ltd., Hamilton, Ontario 


MAKERS OF THE MOST COMPLETE LINE OF ELECTRIC HEATING, RESISTANCE, AND ELECTRONIC ALLOYS IN THE WORLD 
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Republic Electro Paintlok doublesip 


ONLY ONE COAT OF PAINT on Republic Electro Paintlok, results 
in a handsome, durable finish for these Temprite water coolers. In 
addition, Republic ENDURO® Stainless Steel is used for fountain tops 
to provide life-time beauty and sanitation. 


SEVERE FORMING AND BENDING ore shrugged off by chemically 
treated, electro plated zinc surface of Electro Paintliok. In fact, the 
phosphate coating itself acts as a lubricant for certain forming 
operations. Send coupon for full details. 


REpuBLIC)) otlads Wideal Kange of Standard Stacks r 


STEEL 
® 


PURCHASING 





sinroduction of existing facilities 
















By using Republic Electro Paintlok instead 
samof cold rolled sheet steel for their water 
cooler housings, Temprite Products Corpora- 
tion of Birmingham, Michigan, actually double 
the output of their painting and drying facil- 

ities. How? Because only one coat of paint is 
i 1 z 

used on these parts when fabricated from 
MeElectro Paintlok, and one pass through the dry- 
£ ing oven is sufficient to produce a high-quality, 
WA long-lasting finish. 


In contrast with this, uncoated sheets for this 
application required a prime coat before final 
painting. Temprite found, through experience, 
that the labor and material cost of the primer 
oat exceeded the extra cost of Electro Paintlok. 
Even more important, at today’s level of demand 
bey could not maintain required volume of produc- 


tion when both a primer and final coat of paint had 
to be applied and dried. 


As a result, Temprite has standardized on 
Republic Electro Paintlok. And in addition to 
cost and time savings, they secure a higher qual- 
ity finish as well. Even when scratched through, 
Electro Paintlok’s chemically treated zinc sur- 
face continues to retard corrosion and effectively 
limits it to the point of original damage. 


Add all of these advantages to the fact that 
Electro Paintlok is delivered from the mill in 
prime condition for painting and will not rust 
under approved warehousing conditions... and 
you can see why it will pay you to investigate its 
use wherever you have a paint adherence prob- 
lem. Simply contact your Republic representative 
or mail the coupon for full information. 








NG 


ILT-IN SALES APPEAL for the Temprite Club 
bar, four-beverage dispenser, is secured through 
e use of ENDURO Stainless Steel for all housing 
tomponents. The lustrous beauty of ENDURO har- 
monizes with any surroundings . .. stays bright 
bnd sanitary indefinitely without laborious pol- 
shing. Republic makes all analyses of stainless 
© meet every application. Coupon will bring 
il information by return mail. 











STEEL 


und Stel Produc 
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PRODUCTION PROBLEMS VANISH when you 
specify Republic Steel Sheets. Whatever your re- 
quirements, your Republic representative or steel 
distributor can help you select the ideal type of 
sheet. He is backed by a broad selection includ- 
ing hot rolled, cold rolled, galvanized, Galvan- 
nealed, Electro Paintlok, Electro Zincbond®, Elec- 
tro Flashcote and other types in a wide variety 
of analyses. 


END PRODUCTION BOTTLENECKS by sending 
your sheet steel fabricating problems to Repub- 
lic’s Berger Division. You get the benefit of com- 
plete contract fabricating facilities, plus a wealth 
of experience, designed to form high-quality 
sheet steel into products or components of your 
own design, economically. Investigate this means 
of cutting tooling costs and plant additions. Mail 
the coupon for further data, today. 

















1 
| REPUBLIC STEEL CORPORATION | 
| 23126 East 45th Street, Cleveland 27, Ohio | 
Please send me further information on: | 
O Republic Electro Paintlok ! 
| O Republic ENDURO Stainless Steel | 
| O Berger Division Contract Manufacturing Facilities | 
| 0 Republic Sheet Steel (specify) | 
Name Title } 
| Company | 
| Address 
| City Zone State | 
C-1034 
iaaiesendiniiii ieeitentiiasinee nltihabllahdalidesioninsleibienneseaeiieaeae 
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hammers 





See these features— 
proved in use! 


@ Tough water buffalo rawhide 
faces—won't spark, crack, mar 


@ Threaded collar locks faces 
tight so can’t fly out 


@ Extra-long handles give 
greater striking power 


@ Oversize handle flare gives 
safe, comfortable grip 


</ \ Buy C/R Jawhead hammers, 
), matiets, mauls from your local 
}\\ industrial supplier, or write for 


eA \\ illustrated folder. 
On ™ 2 


/] 


Consider this fact: You get more 
years of solidy proved-in-use perfor- 
mance with C/R Jawheads than with 
any other soft hammer on the market. 
Tested and proved to deliver greater 
striking power, 
more work with fewer blows . 
greater output, reduce worker fatigue, 
improve safety. Also—they last longer 
and cost considerably less than most 
comparable “soft” striking tools. Re- 
placeable faces of C/R rawhide won’t 
spark, crack, fly out, or injure delicate 
parts and finishes. They don’t get brittle 
when cold, won’t soften up when it’s 
hot. C/R Jawheads are the best “‘soft” 
hammers you can buy! Try ’em. 


C/R Jawheads do 


. . give 


Tre 


on; Bier cite 
RAWHIDE 





CHICAGO RAWHIDE MANUFACTURING COMPANY 
1I3O1 Elston Avenue, Chicago 22, Illinois 
In Canada: Distributed by Super Oil Seal Mfg. Co., Ltd., 


Hamilton, Ontario 
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News 





“Al” Soell 
Visits Kalamazoo 
Purchasing Agents 

To fit his crowded schedule, 
the Kalamazoo Valley Purchas- 
ing Agents Association switched 
its November 8th night dinner 
date to a noon luncheon so as 
to hear and honor the N.A.P.A. 
national president, A. W. Scell. 
The luncheon was held at the 
Harris Hotel. After greeting the 
members, “Al” directed most of 
his remarks to his own _ per- 
s nal views of “Automation.” 
He upheld it as “a many splen- 
dored thing,” and predicted that 
the present high level of U. S. 
economy would be even higher 
under full automation. Better 
products and bigger markets will 
follow in its wake. Best of all, 
autcmation will mean greater 
competition, which is the driving 
force behind this country’s eco- 
nomic structure. At the conclu- 
sion of his speach, President 
Soell urged purchesing men to 
prcfessionalize their service, to 
better sell themselves to manage- 
ment but to be modest even 
when credit was due. 


Toledo Ass’n Holds 7th 


Annual *‘Serv-A-Show”’ 


To open their seventh annual 
‘“Serv-A-Show,” where industry 
meets the people it serves and 
supplies, the Toledo Purchasing 
Agents’ Association held a pre- 
view in the Civic Auditorium on 
Wednesday, November 9th, from 
5:45 to 8:30 P.M. It was restricted 
to members of the Association, 
their guests and exhibitors. An 
appreciation cocktail party in 
honor of the exhibitors opened 
the show. The private preview 
took place later from 7:30 to 8:30 
P. M. The show was open to the 
public through November 10th 
and 11th, from 6:30 to 11:30 P.M. 


PURCHASING 











.»-Ul pays to buy the finest” 


“About five years ago a Union Oil Company representa- 

tive recommended T5X motor oil and UNOBA muilti- 
purpose grease for our equipment, and we agreed to 
try them on certain of our machines. 


“We've standardized on Union lubricants for our more 
than 50 pieces of equipment. We endorse them without 
reservation to operators of gasoline or diesel-powered 
heavy-duty equipment that is subject to hard usage. 
“After thorough testing of these products in a few | We've found it pays to buy the finest’ 
pieces of our equipment we were more than gratified 
with the results. Engine performance improved and oil 
drain intervals were extended by using T5X. Costly 
>, lubrication errors became a thing of the past with multi- 


From everywhere come reports like this one of the 
American Construction Co., Inc., of Hartford, Conn. 
There’s a Union Oil representative near you. Call him 

and have him show you how Union Oil Company prod- 
purpose UNOBA. In fact we've never had a part failure 


ucts Can save you time and money...no matter what 
where this lubricant was used. lubricants you're using now. 
r 









Joe Wilkovich, superintendent, and James’R: Mancini, 
_ vice-president in charge of operations, __ 
American Construction Co., excavating contractor 
_ for the Connecticut General Insurance Building 
_ at Bloomfield, Connecticut 


11, 
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UNION OIL COMPANY 


OF CALIFORNIA 


Los Angeles: Union Oil Bldg. * New York: 45 Rockefeller Plaza * Chicago: 1612 Bankers Bldg. * New Orleans: 
644 National Bank of Commerce Bldg. * Atlanta: 401 Atlanta National Bldg. * Kansas City, Mo.: 612 W. 47th St. 
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PROTECTION for an iitcicate part! 
Cleveland Containers +2ve you money 


in packaging large parts as well as smaller items. 


Above is a metal end telescope container designed to package a 
rotary group for a hydraulic oil pump. Both ends of the shaft 
are further protected with paper tubes. 


This style container has many uses for both heavy and light parts. 


SHOULDERS to lean on! 





Illustrated is an all-paper 
container with a die cut disc 
fitted into each of the paper 
cap ends. This is to accom- 
modate a quantity of thin 
gaskets assembled over a 
paper tube for convenience 
in merchandising and pro- 
' tection in shipping. 


Suitable for such items as 
rubber gaskets, washers, 
shims, rubber or wire coils. 


WRITE for our complete 
Packaging Folder. 


seieiretiaas GMI ins neaieialubcispaciaics 


PLANTS 
AND 
SALES OFFICES: 
CLEVELAND 
DETROIT 
CHICAGO 
MEMPHIS 
LOS ANGELES 
PLYMOUTH, WIS. 
JAMESBURG, N. J. 


OGDENSBURG, N.Y. 


ABRASIVE 
DIVISION 
CLEVELAND 


CLEVELAND CONTAINER zc: 


COMPANY ® wae PHARTFOR, 
6201 BARBERTON AVE., CLEVELAND 2, OHIO 


© ALL-FIBRE CANS ¢ COMBINATION METAL 
AND PAPER CANS « SPIRALLY WOUND 
TUBES AND CORES FOR ALL PURPOSES 


CLEVELAND CONTAINER CANADA, LTD. 


Plants & Sales Offices: Sales Office: 
TORONTO AND PRESCOTT, ONT. MONTREAL 
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Metropolitan Purchasers 
Visit Plant 


On Wednesday, November 
16th, members of Metropolitan 
Purchasers’ Club of New York 
were guests of Dun and Brad- 
street at their New York plant 
at 99 Church Street. After being 
entertained to lunch, there was a 
short talk on “How Dun & Brad- 
street Can Serve The Purchasing 
Agent.” A short film presenta- 
tion followed, after which a tour 
of the plant took place. The 
November dinner and meeting 
were held at the Midston House 
on Wednesday, November 9th. 
Jack Wolff, business counselor 
and management consultant, was 
the guest speaker. He gave an 
address on “Communications In 
Purchasing.” He emphasized 
that, though communications are 
taken for granted, they are a 
most important facet of business 
life as any breakdown in them 
will promptly prove. This year’s 
Xmas party was held on Decem- 
ber 13th. Members and their girl 
friends (in almost all cases al- 
ready their life’s companion) had 
a thoroughly good time. 


Annual Meeting 
Of Connecticut Ass’n 


After a visit to the plant of the 
Wallingford Steel Co. nearby, the 
Purchasing Agents Association of 
Connecticut held its annual meet- 
ing on November 22nd at Rest- 
land Farm in Northford. The 
evening had been planned as Ex- 
ecutives’ Night and some 200 
members and their guests turned 
out. They were well repaid if 
only by the masterly address of 
the guest speaker, George A. 
Renard, exec. sec., N.A.P.A. At 
the meeting, members heard the 
report of the nominating commit- 
tee and proceeded to elect officers 
for 1956. 
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Lew / 
A Complete Line of 
MILFORD 


HOLE 
SAWS 


SHATTERPROOF 





















CUT CLEAN, ROUND 
HOLES IN PRACTICALLY 
ANY MACHINABLE 
METAL OR OTHER 

MATERIAL 





HIGH SPEED STEEL 


sais Rp 


WELDED EDGE BLADE CONSTRUCTION A COMPLETE SELECTION OF ARBORS 


...using the finest high speed steels, provides ... including “follow thru” type. All include 
unusually hard, sharp, fast-cutting, long-wearing high speed steel pilot drill and are equipped with 
teeth combined with a tough, resilient back. drive pins for the larger diameter saws. Also 
The result is a shatterproof blade that takes the available are arbor adapters allowing use of hole 
roughest use in stride. saw arbors in Morse taper sockets. 














— nisiiecctitieda il 
BUY FROM YOUR 
THE HENRY G. THOMPSON & SON CO. MILFORD 
: Saw Blade Specialists for Over 75 Years DISTRIBUTOR 
MILFORD NEW HAVEN 5, CONNECTICUT a Local Businessman, and: 
= Profile Blades and Band Saw Blades Sase Diiiin...siomnsh teat decay 
er Hand and Power Hack Saw Blades Cut Buying Costs... one source of supply 
Reduce Inventory ... he carries a stock 
Re ey 
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» Hairbanks-Morse 


e, 


floaxial 
dial 


scales 


EASY TO READ... 
EASY TO USE... 
LASTINGLY ACCURATE 


Everything you’ve ever wanted in a dial 
scale, you'll find in the completely new.... 
completely different Fairbanks-Morse line! 


Fairbanks-Morse engineers designed the 
new line with your needs in mind .. . based 
on exhaustive field reports. They’re stream- 
lined ...easy to read...easy to use... 
rugged to resist shock loads and rough han- 
dling . . . easy to service and maintain. And, 
above all, they have the new, patented 
Floaxial dial mechanism that assures endur-. 
ing accuracy. There are no knife edges or 
pinpoint pivots to wear and affect long-life 
accurate weighing. 


Dial chart and indicator are designed for 
easiest reading—ever! There’s nothing to 
distract the eye... you get faster, easier 
weight indication ...less chance for read- 
ing errors. Dial head swivels a full 360 de- 
grees for easy reading at any angle! 


For the complete, time-saving, cost-sav- 
ing story on the new Fairbanks-Morse Dial 
line, see your Fairbanks-Morse Weighing 
Expert or write direct, on your letterhead, 
for new, colorful, descriptive bulletin on the 

Bench Dial type of Floaxial dial you want. Address 
Fairbanks, Morse & Co., Dept. P-1, 6008S, 
Michigan Ave., Chicago 5, Il. 


FAIRBANKS-MORSE 


@ name worth remembering when you want the bes? 





SCALES + PUMPS « DIESEL LOCOMOTIVES AND ENGINES « ELECTRICAL MACHINERY + RAIL CARS « HOME WATER SERVICE EQUIPMENT » MOWERS « MAGNETOS 
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YOU CAN REDUCE BOTH COSTS WITH 


JOMAC HR GLOVES 


Protect your workers with Jomac HR 


Gloves—and you'll cut your annual 
bill for safety way down! Jomac HR’s 
provide rugged, dependable hand pro- 
tection. Made of famous loop-pile %& 
lomac Cloth, they cushion hands % 
igainst sharp or heavy objects—in- 
sulate them against heat. And Jomac 
HR’s really take the bite out of your 
zlove costs—because they last and 
ist. Here’s why: 

e they're made of long-wearing brown- 
and-white mock twist yarn 


ethey’re interchangeable; any two 
make a pair, so each pair provides 
four long-wearing surfaces 


e they can be washed or reconditioned 
many times over 


eon-the-job tests have proved they 
outwear other gloves by a margin of 
3 to lI! 


[ry Jomac HR Gloves for dependable protection and long, eco- 
nomical wear. Jomac makes a complete line of work gloves and 
wrist-to-shoulder protection. Send for prices and complete details. 


JOMAC 


INDUSTRIAL GLOVES 


PLANTS IN PHILADELPHIA, PA., AND WARSAW, IND. 
IN CANADA: SAFETY SUPPLY COMPANY, TORONTO 


JOMAC INC. Philadelphia 38, Pa., Dept. F. 






[-] Send me prices and data on Jomac HR Gloves 


oO Send me your new Jomac Industrial Work Gloves 
Catalog 


COROT EEE EEE EEE EEE EEE EEE EEE ED 


Company 


SOOPER EEE EEE EEE EE EEE HEHEHE EEE EEE 


Address 
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News 


R.I. Association Learns 
About Plastics 


The November dinner of the 
Rhode Island Purchasing Agents 
Association was held at the Nar- 
raganset Hotel, Providence, on 
November 28th. No one who at- 
tended should in future fail to be 
an expert in his plastics procure~ 
ment. The great speaker of the 
evening, David A. Jones of Cel- : 
anese’s Market Development 
Dept. had chosen as his subject, 
“Plastics in General.” He lucidly 
expounded what plastics will and 
will not do and what properties 
to look for in buying. At the 
same meeting, William J. Man- 
chester, chairman of the Commit- 
tee on Education of the PA As- 
sociation of Connecticut gave the 
details of a most successful edu- 
cational problem conducted by 
that association. James Birming- 
ham is to be congratulated for 
his missionary zeal in disposing of 
sixty copies of Standardization 
Manual during the evening. 


Central Mich. Ass’n 
Get What They Wanted 


The members of the Purchasing 
Agents Association of Central 
Michigan, had indicated that they 
wanted more elucidation on “The 
Value of a Purchasing Manual to 
Purchasing Management.” So, at 
the dinner meeting on November 
15th at the Skiline Room-Famous 
Grill, Lansing, Mich., an author- 
ity was brought from 600 miles 
away to develop the theme, He 
was C. Warner McVicar, director 
of purchasing and traffic, Rock- 
well Mfg. Co., Pittsburgh, Pa. 
With a broad experience in the 
organizational and administrative 
phases of purchasing, personnel 
training, and buying supervision, 
it is no wonder that the speaker 
developed his subject most con- 

(Please turn to page 244) 
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SULFONATIONS 


FOR suLFATIONS 





Use SULFAN 


(Stabilized Sulfuric Anhydride) 










Agricultural and 
Industrial Emulsifiers 











Dye Intermediates Synthetic Detergents 


..,hMere’s Why! 










a ay 





You Improve Sulfonation Efficiency. 
SULFAN has 99.5% SOs available for 
sulfonation reactions. In many applica- 
tions, this means considerable savings in 
operating costs because SULFAN offers 
nine times as much usable SO3 as 100% 
sulfuric acid, and over three times as 
much as 20% oleum. 


You Increase Batch Sizes. With SULFAN, 


SULFAN is used for sulfonation, the waste 
acid problem inherent with sulfuric acid 
or oleum is also eliminated. 


Benefits of operating efficiency, ease of 
handling and waste acid elimination make 
SULFAN worth your prompt investiga- 
tion. Write today for technical informa- 
tion. A letter outlining your specific needs 
will enable us to supply data of 





there is no waste acid. This means larger 
batch sizes (or more rapid through-put) 
... often double without increasing size of 
equipment! Since no water is formed when 


value to you. As always, infor- 
mation regarding your process 
will be held in strict confidence. 






Product Development Department 


GENERAL CHEMICAL DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 Rector Street, New York 6, N. Y. 











Basic Chemicals 


for American Industry 
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The Little Professor says: 


-— CRUSHING 40 TONS of 
ROCK per HOUR... 





















~ 
el 
Courtesy, Lakeland Engineering 


Equipment Co., lia 
Minneapolis, Minn. adi 


oA he . te iy #, way am. 


Calls for rugged, Power Balanced. 
’ DURKEE-ATWOOD V-BELTS! 


Demanded by Ochs Brick and Tile Company of 
New Ulm, Minnesota is long belt life from the 
multi V-belts used in their heavy-duty crusher. 
That’s why their plant superintendent, Don 
Schrepfer (at right in photo) selected Durkee- 
Atwood vertically balanced and matched V- 
belts . .. to keep brick production at 25,000,000 
per year ... serving building needs throughout 
North Dakota, South Dakota, Minnesota, Wis- 
consin, Illinois and Iowa. 

Mr. Schrepfer’s supplier, Oscar Ulrich (at left 
in photo), of Lakeland Engineering Equipment 
Co., Minneapolis, says: ‘“‘Durkee-Atwood’s de- 
pendable factory engineering service enables us 
to guarantee superior V-belt performance for 
our customers.” 

CALL ON DURKEE-ATWOOD. Let D-A’s experi- 
enced distributor and factory experts help you 
with your power transmission problems. Find 
out today about this valuable service to indus- 
try ...no obligation! 


" ‘ ~ 
a & Send for your free copy of 


“Handy Tips on V-belts and V-drives.”’ 





























ertically balanced set of 
rkee-Atwood heavy- 
¥-belts at the Ochs 
is typical of Durkee- 
od matched belt instal- 
D-A belts are matched 
lly... there's no “sag” 
each belt is tested 
ily... that’s why 
arantees matchability. 
























See your D-A distributor or write Dept. P-1 for catalog that includes 
conversion tables, engineering data, latest Rubber Manufacturers 
Association horsepower ratings, drive selections and helpful Do's and 


IRKEE-ATWOOD COMPANY 9 jy ni. 


V-BELTS 
oA = v- “7 =~ 
ia Cay 
bi SPONGE 
MOLDED RUBBER 
RUBBER SHEETING 
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(Continued from page 242) ° 


vincingly. Another requested fea- 
ture at the same meeting was a 
brief talk by a member on “Kncw 
My Company.” It was given 
by Johnny Griffiths, purchasing 
agent, Francis Aviation. 

Under the joint chairmanship 
of Ron and Mrs. Weger, a splen- 
did program had been arranged 
for the Christmas Party and Lad- 
ies Nite held at the Walnut Hills 
Country Club. Tuesday, Decem- 
ber 13. There was a turkey din- 
ner with all the trimmings, many 
fine door prizes, gifts fcr the lad- 
ies, melodious bee-bop dinner 
music by Brian Grinnell’s fine 
combo, an hour for games and 
finally dancing from 9:00 P.M. on 


Cleveland Ass’n Honors 
Past Presidents 


The November regular meeting 
of the Purchasing Agents Associ- 
ation of Cleveland held in the 
Rainbow Rcom of the Hotel Car- 
ter was planned as Past Presi- 
dents’ Night. Hearty tribute was 
paid to those men who contri- 
buted so much to the present 
flourishing state of the association 
—its past presidents. It was a 
doubly signal cccasion because 
the guest speaker of the evening 
was one of these men, Clarence 
Head, the 12th president, serving 
in 1927-28. He is now assistant 
treasurer of ALCOA in Pitts- 
burgh. At the forum, preceding 
the dinner, a current favorite 
topic of conversation was dis- 
cussed, “Control of Sales Inter- 
view Time.” Loring Raymond, of 
Westinghouse, served as modera- 
tor. Leo Boylan, salesman for The 
W. M. Pattison Supply Co., served 
as a panel member to give the 
salesmen’s viewpoint. The other 
panel member was Jack Spauld- 
ing, Cleveland Diesel Engine Di- 
vision. 
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\M-S-A GASFOE 














M-S-A DUSTFOE 66 


Improved for better, more comfortable face fit, and reduced 
breathing resistance. More sponge stock, plus special contour 
design gives an automatic fit, that assures an airtight seal 
without adjustment. Larger exhalation valves improve breath- 
ing. Valves are spring-retained to avoid variations in breathing 
ease, and to prevent accidental removal. Filters dusts and 
mists.* Write for detailed bulletin. 





COOOSHOSSSSSSHSHSSSHSSSSSSSOSSSHSSSSSSESSHESESSESOEOOD 


M-S-A COMFO FILTER 


New facepiece compound never feels clammy, won’t harden, 
or “‘set’’ in distorted shapes; provides greater wearing com- 
fort, durability. Three interchangeable filters—{1) dusts not 
significantly more toxic than lead;* (2) dusts, mists, metal 
fumes;* (3) toxic aerosols and extremely fine particles. 
The new Comfo Filter Respirators are smaller, lighter than 
previous models. Write for detailed bulletin. 





Here’s the NEW—IMPROVED 


A-S-A RESPIRATOR LINE. 


FOR CHEMICALS 
AND VAPORS 










“atte WH-S-A Gastoe 











Better looking, light weight, compact, comfortable. Add to 
these features the four different single cartridges that are 
interchangeable and easily replaceable and you see why the 
new Gasfoe is tops. Cartridges available—GMA* for organic 
vapors; GMC for acid gases and/or organic vapors; GMD 
for ammonia concentrations; MERSORB for metallic mer- 
cury vapors. Write for detailed bulletin. 


Seeeeeeeseeseeeeesseeesecseeseeeoseeseeeeee 






Redesigned for greater comfort, protection. New facepiece 
keeps its shape, does not harden or set, resists facial oils. The 
new cartridge design extends breathing protection life, and 
reduces resistance. Four interchangeable cartridges protect 
against organic vapors,* acid gases, ammonia, or metallic 
mercury vapors. Filters available for dust protection.* Write 
for detailed bulletin. 


*U.S. Bureau of Mines Approved 


SAFETY EQUIPMENT HEADQUARTERS 









Call the M-S-A man on your every safety problem 
e+» his job is to help you 


MINE SAFETY APPLIANCES COMPANY 


201 North Braddock Avenue, Pittsburgh 8, Pa. 
At your Service: 76 Branch Offices in the United States 


MINE SAFETY APPLIANCES CO. OF CANADA, LTD. 


Toronto, Montreal, Calgary, Edmonton, Winnipeg, Vancouver, Sydney, N.S. 


Representatives in Principal Cities in Mexico, Central and South America 


Cable Address: “MINSAF” Pittsburgh 

















Atlanta 
: = 
Charlottet 





BRASS & COPPER CO. 


WATERBURY 20. CONNECTICUT « SUBSIDIARY OF KENNECOTT COPPER CORPORATION 


Chicago 
Cincinnati 
Cleveland 
Dallas 

St. Louis 


Denver 
Detroit 
Grand Rapidst 
Houston 
San Francisco 
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Indianapolis 
Kansas City, Mo. 
Los Angeles 
Milwaukee 
Seattle 


Minneapolis 

Newark 

New Orleans 

New York 
Waterbury 





CALL THE CHASE WAREHOUSE NEAR YOU! 


The Nation’s Headquarters for Brass & Copper (tsales office only) 


Philadelphia 
Pittsburgh 
Providence 
Rochester? 
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with 20° PRESSURE ANGLE GEARS 
BOSTON GEAR now offers 
SAVE 207 


441 Standard Stock Sizes | 
IN SPACE, WEIGHT, 


AND COST 
Example: 


141° P.A. 20° P.A. 






Every engineer knows the mechanical advantages 
of the 20° P.A. tooth form. It’s the standard for automotive 
drives, and wherever highest efficiency, with economy of 
space, weight, and cost are essential. 
































Now, BOSTON GEAR has the answer to the question rns cow | Pelee: Sew 
of availability. A full range of standard stock sizes, supplied Pitch “ = : 
by all BOSTON GEAR Distributors, makes it practical to Diam. | 2° | 8.4% | 1.66" | 7.00" 
specify the 20° P.A. for virtually all spur, bevel, and miter Center 
gear applications. Distance 5.200 4.333 

Start making this big saving you’ve been missing. For Weight | 11b. | 7%Ibs.| % Ibs. | 5 Ibs. 
details, call your BOSTON GEAR Distributor, or write: pe 
Boston Gear Works, 74 Hayward St., Quincy 71, Mass. Pri 1.95| 8.65 | 1.70 | 670 








BOSTON GEAR CATALOG lists Standard Stock Sizes of 20° 
P.A. Spur, Bevel, and Miter Gears, along with the conventional 
14%° P.A. Gears for every requirement. Ask for your copy. 


aw. BOSTON®,.., (2 
. D I Ss Ba R I B U - i @) R For nearest Distributor, 


look under ‘‘GEARS”, 
in the Yellow Section 
of your Telephone Directory 







7124 ‘‘OFF-THE-SHELF’’ TRANSMISSION PRODUCTS 
FROM YOUR LOCAL DISTRIBUTOR — AT FACTORY PRICES 568G-G-18 
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by UDYLITE 
for High Production . . . Lower Cost Plating 


ae 




































| alloy carriers 
conductivity. 


Variable rack spacing 
—one man operation. 


Compact design requires 
minimum floor space. 


TI ylite Cyclemaster is a new, completely automatic plating machine which 

‘ sreatest production of any machine built with comparable floor size. 

ns le, standardized machine, it is adaptable to most plating processes. 

r cost is low, considering its high production capacity. One man can 

keep rating at full capacity. ; 
clemaster will handle up to 120 racks per hour and take a rack up to 
. Being only 14 feet, 6 inches. in length and moveable, it will fit into 
sht line production operations. 

\ emaster units are equipped with a new multi-purpose carrier which 
ca ; | for double or single spline racks. Made of special alloy metal, it 
has high structural strength and highest conductivity. 

rugged steel base, it is easily moved and installed. It can be shipped 
te unit or in two sections which require only bolting together. 


Lik { dylite automatics, the Cyclemaster is completely assembled at the 
t ‘run in before being shipped. Each machine incorporates Udylite 
{ design and construction that have been so well accepted by the 
ustry. The drive is hydraulic. 

details of the Cyclemaster—or any other Udylite equipment—con- 


a - ri lite representative or write today to The Udylite Corporation, 
det , Michigan. 


oS 


WORLD'S 
LARGEST 
PLATING 
SUPPLIER 








association 
news 


Dinner Dance Held By 
Lehigh Valley Ass’n 


Members of the Purchasing 
Agents Association of the Lehigh 
Valley, Inc., their guests and 
ladies tripped the light fantastic 
with abandon at a highly success- 
ful and enjoyable ennual dinrer 
dance held at the Hotel Easton, 
Bethlehem, Pa., on December 
2nd. At the November meeting 
held two weeks previous on the 
14th at the Bethlehem Club, 
there was an innovation in the 
form of a panel discussicn, cen- 
tering around basic purchasing 
procedures. It was conducted by 
J. C. Pearson as leader with R. 
W. Mutchler, E. C. Davis, J. J. 
O’Donnell and W. F. Diehl as 
panelists. The many questions 
raised by members showed the 
interest aroused by the discus- 
sion and it was agreed that more 
sessions of this nature should be 
held in the future. 


Lincoln Electric Co. 
Executive Addresses 
Syracuse PAs 


The November dinner meeting 
of the Purchasing Agents Associ- 
ation of Syracuse and Central 
New York was highlighted by 
the address of James F. Lincoln, 
chairman of the board, Lincoln 
Electric Co., Cleveland, Ohio. A 
recognized authority on incentive 
management and an author of a 
book on the subject, he most lu- 
cidly explained the principles in- 
volved before a full attendance of 
the association in the Roof Garden 
of the Hotel Onondaga. A lively 
discussion followed with president 
J. G. Strafella acting as modera- 
tor. The gala Xmas party held cn 
the evening of December 15 at the 
Hotel Onondaga was ‘pronounced 
an outstanding success by the 
large crowd that attended. Chair- 
man E. C. Drew and his commit- 
tee deserve orchids for the fine 
program they had arranged. 
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STEEL SERVICE 
FROM COAST-TO-COAST 





“for service 
dependable as the sun” 


SOLAR) STEEL CORPORATION 


651 Lehigh Ave., Union, New Jersey 
Phone: Murdock 6-8300 


N.Y. €. Phone — Barclay 7-5860 + Worcester Phone — Pleasant 7-7421 A, 
Boston Phone — Capital 7-4524 + Bridgeport Phone — Edison 3-5183 Pa 


_ — suet 'f}: sree 
, Oe SS eR. ® Vs ' 


— > Modern, high speed, low cost Processing Services from 9 plants. 
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For 
SPECIAL 


ee 


HINGES 

and 
STAMPINGS 
for this 
booth... 


> STANLEY Be) di (eae: ] | 


Available for service 24 hours a day, exposed to all kinds of weather, 
this all-aluminum outdoor telephone booth, designed by the Bell Tele- 
phone System, had to be serviceable in every detail. That’s one reason 
why Stanley got the call to provide special stainless steel hinges and 
stampings. 

Stanley supplied hinges and stampings (above) that control the folding 
action of the door and hinges that affix the door to the booth. These 
hinges had to meet rigid functional requirements. (Note that the upper- 
most hinge is spring-loaded.) They had to be produced in large quantities, 
yet economically. 





COMPLETE FACILITIES .. . COMPLETE SERVICE es 


Your hinge and stamping requirements may be similar : 

. or differ greatly. In any case, Stanley can meet your . 
needs. That’s because Stanley has the know-how and 
complete facilities required . . . its own steel mills, test- 
ing and research laboratories, product design, tool- 
making and finishing departments. For-your special 
hinges and stampings call on Stanley . . . now. 


Write Today For Free Folders 








" PRESSED METAL DIVISION 


pert. A THE STANLEY WORKS 
| 874 LAKE STREET, NEW BRITAIN, CONN., U.S.A. 








STANLEY TOOLS © STANLEY HARDWARE 


TANLEY ELECTRIC TOOLS © STANLEY STEEL STRAPPING * STANLEY STEEL 


For More Information Circle No. 328 on Inquiry Card—Page 17 








association 


News 





PA Ass’n of New York 
Honors “‘Al’’ Soell 


There was a large turnout at 
the Hotel New Yorker on Novem- 
ber 15th at the National Presi- 


dent’s Night held by the Pur- 


chasing Agents Association of 
New York in honor of A. W. 
Soell, president N.A.P.A. Other 
offiicials of N.A.P.A. welcomed as 
special guests were George A. 
Renard, secretary treasurer and 
Howard Ahl, who recently joined 
the staff of N.A.P.A. Also a spec- 
ial guest was Wilson B. Wight, 
national v.p., District 8, N.A.P.A. 
In his inspiring speech, President 
Soell gave some of the highlights 
of his extensive travels visiting 
local associations, throughout the 
U.S. and Canada. His observa- 
tions had particular reference to 
purchasing activities. 

At the forum, preceding the 
dinner, the subject under discus- 
sion was “Engineering Subcon- 
tracts For Electronic Computer 
Projects.” It was developed by 
guest speaker, Richard N. Sweet- 
land, manager, subcontract engi- 
neering, IBM. 


NE. Ass’n Visits Materials 
Handling Plant 


On November 15th, members of 
the New England Purchasing 
Agents Association had an oppor- 
tunity from 2:00 pm to 4:30 to 
inspect the manufacturing facili- 
ties of Lewis-Shepard Co., at 
their Watertown, Mass., plant. 
They saw all the processes in- 
volved in the manufacture of ma- 
terials handling equipment, fol- 
lowed by a demonstration of 
some of it in action. After the 
tour, light refreshments were 
served. Many thanks to member 
Frank A. Gray, the company’s 
purchase manager for arranging 
the visit. 
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by OLIN MATHIESON 


The name FROSTKRAFT is the newest “package” in 
high-strength kraft products — shipping containers, multi 
wall sacks, grocery and specialty bags. 

The Forest Products Division of Olin Mathieson 
Chemical Corporation has created a new combination of 
resources, facilities and know-how... united behind the 
product name — FROSTKRAFT! To the great Frost 


timber and lumber industries have been added the recently 


acquired kraft paper operations of the former Brown 


FOREST PRODUCTS DIVISION ii OLIN 


». & = MON ROE 


nv 


”) 


Paper Mill Company, Brown Container Corporation, 
Brown Paper Industries, Inc., Krafco Container Corpora- 
tion and Negley Bag and Paper Company. 

Olin Mathieson brings to FROSTKRAFT many years 
of intensive research and leadership in cellulose chemistry 
.. scientific packaging ... basic industrial chemicals. This 
unique combination of resources and industrial skills is 
now being applied to the continued development of 


FROSTKRAFT paper products. 


MATHIESON CHEMICAL CORPORATION 


tO UCS Tea eS 
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Arthur J. LeVasseur has been 
ed purchasing agent for the 
Bristol divisions of Associ- 
Spring Corp., Bristol, Conn. 
livisions are Wallace Barnes 
Dunbar Bros. Co., and F. N. 
s & Sons. Mr. LeVasseur 


been assistant purchasing 
He joined Dunbar Bros. 
in 1935 as an office boy 
erk, becoming head of the 
timating and planning de- 
nt one year later. In 1941 
made foreman of the Dun- 
livision’s war-time 20 mm 
inition link department. In 
e was named assistant plant 
Since October, 1947, he 

een assistant purchasing 
r the three divisions of 
rporation. He is a member 

e Purchasing Agents Associa- 





A. J. LeVasseur 


people 


IAIN 


tion of Connecticut, serving as a 
director during 1952. Succeeding 
Mr. LeVasseur as assistant pur- 
chasing agent is John M. Reilly. 
He was previously a buyer in 
the purchasing department. Mr. 
Reilly joined the Wallace Barnes 
division in 1950 in the slitting 
and filing department at Forest- 
ville, Conn. Two years later he 
was transferred to the steel pro- 
duction department, and in 1953 
was made a buyer in the purchas- 
ing department. 


George C. Sweet has been made 
director of purchases for Reich- 
hold Chemicals, Inc., White 
Plains, N. Y. Mr. Sweet, who had 
been Reichhold’s central pur- 
chasing agent since 1953, origi- 





G. C. Sweet 





nally joined the firm’s Export De- 
partment in 1947. Previously, he 
had been a member of General 
Electric’s accounting department 
in Bridgeport, Conn. 


Otis Zumwalt has been ap- 
pointed director of purchasing for 
Thomas Industries, Inc., Louis- 
ville, Ky. 


Ransom B. De Lisle has joined 
Niagara Machine & Tool Works, 
Buffalo, N. Y., as purchasing 
agent. He was formerly with 
Pittsburgh Metallurgical Co., Inc. 
as general purchasing agent and 
traffic manager, and with New 
York Central System’s engineer- 
ing department. 





R. B. DeLisle 
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- SAVERS! 


LEATHER WORK GLOVES 


that need no break-in... 


“PLASTIC-DOT” GLOVES 
that save 40%...full-size, 
TRUE WEIGHT CANTONS... 


all delivered rapidly 
and priced right! 


Save with Riegel leather work gloves that 
need no finger-tiring break-in, canvas 
glove comfort with leather glove wear... 
made to give more hours of work! 


Save with “Plastic-Dot” gloves (originated 
and perfected by Riegel) guaranteed to 
outwear 2 or more pairs of regular canvas 

gloves...cut your costs 40% or more! 


Save with canton flannel gloves...quality- 
controlled by Riegel from fabric to 
finished product...always full size, 

full weight, comfortable, long wearing! 


Fast dependable deliveries from local 
warehouses. Send now for catalog! 
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TOPS IN TON MILES 












from every... 


Eighty-five years of concentrated 
experience in serving industry 
. . building belts that do the 
toughest jobs longer for less 


through improved fabrics and 
fibers . . . longer-lasting rubber 
compounds . . . up-to-the-min- 


ute construction techniques. 


The result? Belting that carries 
more tonnage more miles per 
shift . . . that actually costs less 
over the life of the belt. 


How can you know this? A trial 
n your own operation will fur- 
nish positive evidence. Call your 
nearest Hamilton Distributor. 





LT by 
MILTON 


Heavy reinforced rub- 
ber edges. 


Straight, unspliced 
duck plies improve 
flexibility and provide 
a truer running belt. 
Maximum friction and 
cover tensiles of the 
individual grades 
specified. 


Rubber frictions ap- 
plied to thoroughly 
dried duck insure com- 
plete penetration -of 


the fabric. 


Skim coat, extra thickness of 
rubber between all plies in- 
creases adhesion between 
the plies and between the 
carcass and cover. Enables 
belt to withstand flexing 
over smaller pulleys without 
ply separation. Also gives 
added protection against 
moisture reaching the inner 
duck plies from cuts or 


gouges in belt cover. 








*Breaker fabric available if required 


WRITE, WIRE, PHONE 


you would know more about 
Hamilton and our complete line of 
Industrial Rubber Products Hose 
.. Belts . . . Packings and Mats 
write, wire or ‘phone today for our 
il} new Catalog. A copy belongs 
in your reference library. 


Be sure...use Hamilton... 
Always dependable! 


HAMILTON 
RUBBER 


MANUFACTURING 
CORPORATION 





Executive Office and Factories,1112 Meade St. ,Trenton, N.J. 


Branches in 
CHICAGO * HOUSTON * LOS ANGELES 
NEW YORK * CLEVELAND © PITTSBURGH 
INDIANAPOLIS *© SAN FRANCISCO 
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The appointment of Lloyd Bry- 
ant as stores manager for United 
Air Lines at Chicago has been 
announced by D. V. O’Leary, di- 
rector of purchasing and stores. 


L. Bryant 
Mr. Bryant joined United in 1936 
as a storekeeper at Cheyenne. In 
1946 he became stores representa- 
tive-western division, and in 1949, 
assistant stores manager at San 
Francisco. He was most recently 
assigned to United’s Denver Op- 
erating Base, where he set up a 
new stores facility. 


CORRECTION 





H. G. Greene 


In the December issue of Pur- 
CHASING, this photo of Henry 
G. Greene, new purchasing agent 
for Continental Gin Co., Birming- 
ham, was incorrectly captioned. 
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FLEXLOC Micro locknuts meet designers’ needs for tiny precision nuts that retain strength and holding power 
1936 in the smallest assemblies—servomechanisms, electronic and electrical equipment, all miniature devices. 
1e. In 
senta- . e 

1949, Design Lighter, More Compact Products 
| San 7 

cently 


"Op. with New FLex.toc Micro Nuts 


up a 


Standard Miniature Locknuts Permit Design Engineers to Develop and Fasten Smaller Assemblies Safely 





New FLextoc Micro locknuts are smaller and 


| 
| | Across 





Across Flats Shoulder Height | Height lighter than regular FLeExLocs of the same 

SIZE | Corners ik % Ww ? : ; 
haa +.000 nominal diameter. Wrenches of smaller size 
MAX. MIN. | MAX. MIN. | MIN. | —.003 are used to install them. Mating joints or 








flanges can be designed smaller—with no loss 


0-80 NF-3B | .111 107 | .047 042 | .123 | .075 in strength or convenience of assembly. 


1-64NC-3B| .127 123 | .0635| .0585 | .141 | .090 FLEXLOC Micros have all the advantages of larger FLEXLOCs. 
, One-piece, all-metal construction—nothing to put together, 
1-72 NF-3B| .127 .123 | .0635 | .0585 | .141 .090 come apart, lose or forget. Use them as lock or stop nuts— 


they stay put anywhere on a threaded member as soon as the 


2-56 NC-3B} .158 153 | .068 063 176 -105 locking threads are fully engaged. Uniform locking torques 


2-64 NF-3B| .158 153 | .068 063 176 | .105 insure accurate preloading. There are no nonmetallic inserts 
to pop out or deteriorate. Moisture, dryness, oil, temperatures 
3-48 NC-3B|} .190 | .183 | .071 066 .210 | .120 to 250°F won’t affect these Micro nuts. Just screw them on. 
They lock and stay locked. Vibration won’t shake them loose. 
3-56 NF-3B) .190 | .183 | .071 | .066 | .210 | .120 For complete information on FLExLoc Micro locknuts, 





consult your authorized SPS distributor. Or write STANDARD 


4-40 NC-3B| .190 | .183 | .072 .067 .210 .120 PRESSED STEEL Co., Jenkintown31,Pa 


f Pur- 4-48 NF-3B| .190 .183 | .072 .067 .210 .120 





STANDARD PRESSED STEEL CO. 


























Henry 

agent F STANDARD FLEXLOC Micros—in sizes ranging from 0-80 to 4-48 FLEXLOC LOCKNUT DIVISION $ 

rming- § —are available in brass (either plain or cadmium plated). Consult ——— 

tioned. § SPS for miniature nuts of other conventional materials. JENKINTOWN PENNSYLVANIA 
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you'll want 


\ 
+ doo PACKING HANDBOOK 


| 
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‘An invaluable reference for the 
design and application of packings 


Here it is, just off the press, Rhoads 
new 56 page handbook on the 
design and application of hydraulic 
and pneumatic leather packings! 


Every subject from “‘What is a pack- 
ing and how it is used” to “Main- 
tenance of Packings” is thoroughly 
covered. 








Written and edited by the leading 
manufacturers of mechanical leather 
packings, the data and principles 
contained in it have been approved 
by the leather packing industry. 


This book is a publication of the 
National Industrial Leather Asso- 
ciation of which J. E. Rhoads & 
Sons is a member. 


As a contributor to this book and 
the manufacturer of famous Tannate 
Leather Packings, J. E. Rhoads & 
Sons will be happy to send you a 
copy. Please use the coupon below 
or write on your business letterhead. 


“See us at Booth #822 of the National Plant Maintenance Show 
Philadelphia — January 23-26 


pore ay eee 
ere 


2100 W. 11th St., Wilmington 99, Del. 
Title 












Gentlemen: 


Please send me a free copy of Rhoads new 
| Packing Handbook. No obligation, of course. 






Name 











Firm Street 


| City Zone State 
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Frank M. Reinhold, purchasing F 
agent of The Connecticut Light 
and Power Co., was elected a vice 
president at a meeting of the 
board of directors. Mr. Reinhold’s 
lengthy utility career began in 
1923 when he joined CL&P’s 
engineering department at Water- 
bury. He became chief clerk three 
years later, and in 1927 was 
named general storekeeper. He 
Was appointed assistant purchas- 
ing agent in 1933, becoming pur- 
chasing agent in 1946. 


Miles Agan, purchasing agent 
of Stromberg Carlson, division of 
General Dynamics Corp., Roch- 
ester, N. Y., served as chairman 
at an American Management As- 
sociation workshop seminar in 


New York, Oct. 31-Nov. 2. 





33% DECREASE IN DIE WEAR 
ON THIS GRAY IRON FITTING 


j 





.. thanks to 


FERROCARBO’ 


Users everywhere report similar experi- 





ences. In fact, on 67 machining tests in || 


large machine shops, castings of gray iron 
FERROCARBO 


greater mac hinability per to ot than 


treated with averaged 
89.5% 
untreated castings. [hese premium castings 
are finer-grained, denser, stronger, yet they 
03 ie 40) C(O (0)51 3 
foundryman, using FERROCARBO,: makes | 


worthwhile savings in raw material costs 


bec ause your 













FOR FREE BOOKLET on FERROCARBO, citing 
actual case histories of faster machining, with 
longer tool life, write The Carborundum Com- 
pany, Dept. 35, Niagara Falls, N.Y. 84-55 


CARBORUNDUM’ 
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Qn Schedule 


First Shipment Made December 15th 


...aqua ammonia...nitric acid... anhydrous 


ammonia (refrigeration grade) 


IRST cars from Sohio Chemical Company rolled down the track 
December 15. 
We worked ‘round the clock to meet this early delivery date 
. . we are now shipping against contracts from industry's newest, 
most modern industrial chemical plant. 
We're ready to serve your needs . . . faster . more economi- 
cally . . . dependably — with our new line of high-quality, high- 
purity industrial chemicals, 


MAKE SOHIO A PART OF YOUR 1956 PLANS FOR: 
Anhydrous Ammonia, commercial and refrigeration grades 
Aqua Ammonia ¢ Nitric Acid 
Urea ¢ 83% Ammonium Nitrate Solutions 








me OOFTIO CHEMICAL COMPAN 


Ft. Amanda Road ¢ Lima, Ohio 


PROMPT SERVICE...UNMATCHED FA- 
CILITIES...UNIFORM HIGH QUALITY 
® CENTRALLY LOCATED in America’s in- 
dustrial heartland. 

® FAST DELIVERY 5 railroads serve Lima — 
Erie, B&O, Nickel Plate, DT&O, and Penna. — 
and 24-hr. truck delivery within trucking area. 
® LARGEST STORAGE FACILITIES in 
country in relation to production capacity. 

® QUALITY CONTROL every shipment 
analyzed. 


® LABORATORY and technical service. 








AO 
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TAYLOR 


Laminated Plastics 
Vulcanized Fibre 


Tips for designers 





Frames for industrial eye-glasses, of Taylor 
olic Laminate ... are resistant to moisture 
icids, possess high physical strength. 





Rotary lawn mower utilizes abrasion re- 
tance of Taylor Phenolic Laminate washer in 
lutch attachment of drive shaft to cutting 





Rollers for flush doors are now being made from 
1ylor paper base tubing with ball bearing insert 
providing smooth, silent operation at a low cost. 





———= 
TJ fy K™\ — 
= {lb ¢ 4) —— 
pine 2 7 ge 





Automobile clock is securely and economically 
nounted on inside surface of metal dashboard, 
with a spacer fabricated from Taylor Vulcanized 


Fibre 





| TAYLOR FABRICATING 
FACILITIES 


Your production problems can 
often be simplified . . . schedules 
safeguarded .. . inventory head- 
aches cured . . . and overall costs 
| reduced by having Taylor fabri- 
| cate finished parts of vulcanized 
fibre and laminates to your 
| specifications. Efficient, modern 
| facilities are ready to serve you. 

Write to Taylor about your spe- 
cific requirements. 











Shop Talk 


TAYLOR 


FIBRE CSG. 


Plants in Norristown, Pa. and La Verne, Calif. 
PHENOL — MELAMINE—SILICONE—EPOXY LAMINATES * COMBINATION LAMINATES * VULCANIZED FIBRE * POLYESTER GLASS ROD 





Jack & Heintz engineers selected Taylor glass base silicone laminates for 
dependable insulation of rotor windings in a DC generator for aircraft. 


For critical insulation requirements 


use Taylor glass base laminates 


Looking for exactly the right lam- 
inate to handle a_ particularly 
tough electrical insulation job? 
You'll find what you need in the 
many grades of Taylor glass base 
laminates . . . each using a special 
formulation of Taylor phenol, 
melamine, silicone, or epoxy resin. 
Possessing a broad range of stable 
insulation qualities and high me- 
chanical strength, these laminates 
are standard Taylor products 
rather than “‘specials’’ made up at 
infrequent intervals. 


From this group of materials you 
can select not only the insulation 
characteristics you need but also 
any desired combination of: pro- 
longed service at elevated tem- 
peratures, resistance to chemical 
action, retention of physical prop- 


erties, and low moisture absorp- 
tion. And they are available in 
sheets, tubes and rods, in sizes 
that afford maximum economy of 
material usage in your manufac- 
turing processes. 


Equally important in your con- 
sideration of these laminates are 
the specialized techniques and fa- 
cilities of Taylor’s Fabricating 
Division . . . capable of producing 
parts to your own specifications, 
promptly and economically. 


Plan to take advantage of these 
high-performance laminates in 
your present products or those 
which you are now designing. Call 
on Taylor for a discussion of your 
specific requirements . . . for glass 
base laminates and for efficient 
fabrication service. 
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OFFERS A 
Complete Line of 
“Red Tang’ Files 


AMERICAN PATTERN 
“AMERICAN-SWISS” SWISS PATTERN 
“VIXEN” MILLED CURVED TOOTH 
ROTARY FILES and BURRS 


You can now get ANY TYPE FILE YOU NEED from one 
complete line — SIMONDS! The famous “RED TANG” Line 
now includes ALL TYPES OF FILES for every purpose: 
machine shop, saw filing, die making, precision craftsmen, 
automotive, aircraft, pattern makers, foundries, railroad 
and shipyards, garages and for special applications. 

All are Grade A only .. . backed by SIMONDS reputation 
for outstanding quality, dependability and service. Call your 
Simonds Distributor now for ALL your file needs. Ask for 
“Red Tang”. . . and be sure of the best! 





For Fast Service Call your 
from SIMONDS 
Complete Stocks gh industrial Supply 
2 - DISTRIBUTOR 








SIMONDS, 


SAW AND STEEL CO. | 
mane 

FISCHBURE. PRASS. 
Factory Branches in Boston, Chicago, Son Francisco and Portland, Ore 


Canadian Factory in Montreal, Que., Simonds Divisions: Simonds Stee! Mill, ~ N.Y. 
Heller Tool Co., Newcomerstown, Ohio, Simonds Abrasive Co., Phila., Pa., and Arvida, Que., Canada 
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© WIREBOUND BOX PLA 








SALES OFFICES 












SUPER: 


ON CONTAINERS [> 





ee 





} Sire RSTRONG { 








a century of 
experience behind 
the 


SUPERSTRONG 
symbol 


SUPERSTRONG stands for timber reserves... 


-veneer mills.. 


saw mills 
-wirebound, wooden and corrugated box 
plants...sales offices in many cities. This ownership and 
control of all materials and facilities — plus the tested 
experience and reliability of ONE HUNDRED YEARS 
~—assure you of an ample supply of accurately designed 


and correctly manufactured shipping containers at all 


times. Be sure...specify SUPERSTRONG. 


HAIR AND RIDGWAY BOX CO. 
1440 WEST ist PLACE ILLINOIS 


RATHBORNE. 


CHICAGO 8 
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The retirement of one officia 
and new appointments for tw: 
others in the purchasing depart 
ment of the Bay City, Mich., plan 
of Electric Auto-Lite Co., To 
ledo, have been announced by J 
H. Lambrix, vice president an: 





H. R. Ricker 





B. D. Kimerer 


G. H. Bergevin 


director of purchasing. Howard 
R. Ricker, assistant purchasing 
agent, has succeeded B. D. Kim- 
erer, who retired after serving as 
purchasing agent since Auto-Lite 
began its Bay City operations in 
1936. George H. Bergevin be- 
comes the new assistant purchas- 
ing agent. Mr. Ricker joined the 
firm in Bay City in 1936 as a 
clerk in the Materials Control 
Department. He later became su- 
pervisor of materials control and 
planning. In 1940, he was made 
assistant purchasing agent. Mr. 
Kimerer began his career with 
Willys-Overland in Toledo in 
1915. He joined Auto-Lite in 1934 
and was made purchasing agent 
at Bay City in 1936. Mr. Bergevin 
joined the firm in 1946. 


PURCHASING 





icia 


art 
lan 
To 
y J 
an 





‘vin 


vard 
ising 
<im- 
ig as 
-Lite 
Is in 
be- 
‘=has- 
- the 
aS a 
atrol 
> su- 
and 
nade 
Mr. 
with 
): a 
1934 
gent 
evin 


SING 











SYSTEM & 


in the ef 
Coated Abrasives Industry 


...ftom CARBORUNDUM 


... Of course! 


@ WHAT A BOON TO PA’s 


(or anyone pricing or ordering abrasives} 


DO IT YOURSELF! All the information 
you need is right at your fingertips...no need 

to waste time phoning for price information...no 
delay in processing orders. 


YOU GET 5S BIG ADVANTAGES: 


Faster, more accurate pricing 


Easier ordering 
Speedier delivery 


Simpler record-keeping 


GAaAWN= 


Saving in communication time 






Ww! 


you time, 


WN 
..to save 
“" peduce errors+** 
ast from 
nother fw 
" CARBORUNDUM 









@ MAKE SURE YOU HAVE YOUR COPY 


If you haven’t already received your copy 
of CARBORUNDUM’s new Net Price 
Catalog for Industrial Coated Abrasives, 
call you Carborundum salesman or 
Distributor — listed in the yellow 
pages of your phone book under 
“Abrasives” or ““Sandpaper’’. 


HONE 
“oR yOUR COPY 
TODAY ! 
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you AVOID 
DIE COSTS COMPLETELY 


ON YOUR NEXT 
STAMPING ORDER 


ON 


Yes, you can — but it’s not neces- 
sarily the best thing for you. 

You want the lowest unit cost — 
for the life of the part, including 
re-runs. It may well be that our 
Machine-Cut Method, with no die 
cost, does work out best. 

Or, it might better be our Short 


Run Method, using economical 
blanking dies and stock punches. 





Sometimes, even with very short 
runs, it pays to use our Production 
Method with a standard die or 
our own surprisingly inexpensive 
Hecht-type tool. 


In any case, the decision is a tech- 
nical one based on many factors, 
not just length of run. You save 
money when the correct decision 
is made. 


WE USE ALL THREE METHODS — LET US MAKE AN IMPARTIAL DECISION FOR YOU 


For example, take the part illustrated. 
F 1-65 parts, our Machine-Cut 
Method is most economical. At 65 
parts, the Short-Run Method is best 
ntil, at 7,000 units, the standard Pro- 
tion Method is most satisfactory. 


TOOL AND LABOR 


These breaking points as charted vary 
drastically with every stamping, but the 
general principle remains the same. 


cost oF 





NUMBER OF PIECES 





STAWMFINGS HIVISION 


“ONE PIECE OR ONE MILLION " 











O COMPANY, INC. O 




















—_—— 
Manvfacturers of ALL TYPES OF SHIMS 





STAMPINGS DIVISION, LAMINATED SHIM COMPANY 
2401 Union Street, Glenbrook, Conn. 
Gentlemen: 


Please rush me my free copy of “SERVICE IN STAMPINGS’—the 12-page, 
iMustrated booklet full of helpful facts on the economical buying of stampings. 














NAME. TITLE_ 

COMPANY. 

STREET. 

CITY ZONE__ STATE = 
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The appointment of Daniel R. 
Simmons, Jr., as purchasing agent 
of the Continental Division has 
been announced by Ford Motor 
Co., Dearborn, Mich. Mr. Sim- 
mons joined the division as pur- 
chasing manager in June, 1955. 





D. R. Simmons, Jr. 


He had been a senior buyer of 
truck stampings for Ford since 
1953. Joining the company as a 
student trainee in 1939, he re- 
turned to Ford in 1945 after serv- 
ing with the U. S. Air Force. 
He was a supervisor in central 
staff purchasing and Ford Divi- 
sion purchasing, and was staff 
assistant in the office of the gen- 
eral manager of the Ford Divi- 
sion. 


Charles F. Marchant, purchas- 
ing agent for R. E. Dietz Co., 
Syracuse, has retired after 47 
years of service with the firm. 
He is succeeded by G. L. Petrie, 
former supervisor of the plan- 
ning department. Mr. Marchant 
joined Dietz in 1909, and was 
named purchasing agent in 1929. 


The Plumb Chemical Corp., 
Philadelphia, has named James 
F. Adams to the post of director 
of purchases. Mr. Adams for- 
merly served in administrative 
and sales positions with Fayette 
R. Plumb, Inc., the parent com- 
pany. 
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* Control Components Digest « 





—__ 


News and notes on resistors, rheostats, relays, motor controls, dimmers and other control components 








New moon radar to 
The U.S. Army Signal Corps hasn't 


got a transmitter in outer space —yet. 
So, for their continuing studies of 
radio wave propagation in space and 
the upper atmosphere, they bounce 
radio waves from their new high-pow- 
ered radar, Diana, off the moon and 
planets and study the return pulse. 
Designed and built by Radio Engi- 


neering Laboratories of Long Island | 


City, N. Y., the new radar transmitter 
puts out 50 kilowatts, continuous 
wave, and may be pulse modulated at 
various pulse widths and repetition 


eh ie i 
BIG MOON RADAR undergoing tests. Ward Leonard resistors—like those in foreground — 
help this gear stay on the air—or, rather, on space. 


explore outer space 


rates. Receiver gain is 170-db at bet- 
ter than 3-db noise figure. 

| Throughout the equipment, high- 
| stability Ward Leonard resistors, like 
the big Vitrohm resistors shown above, 
do duty as high-voltage bleeders, 
surge and current limiting resistors, 
and protective meter shunts in high- 
voltage circuits. 

You'll find Ward Leonard Vitrohm 
| resistors completely described in our 
| 64-page Catalog No. 15, together with 
nomographs and charts to help select 
| them. Write for your copy today. 


| 
| 
| 








Relays mastermind traffic lights 


Sun, rain, sleet, snow, and continuous 
24-hour-a-day duty is the lot of this 
master traffic light controller. Four de- 
pendable Ward Leonard relays select au- 
tomatic timing cycles. Two more relays 
allow remote control of off-duty flashing 
amber signals and signal shut-down. 
_ Learn more about these rugged relays in 
| Ward Leonard Bulletin No. 110. 


Photo courtesy Crouse-Hinds Co. 








SHE’S CHECKING CHART RECORD from X-ray 
spectrometer in Ward Leonard’s test lab. 


Plant X-ray speeds quality control 
and helps catch crooks 


X-ray diffractometer and spectrom- 
eter tests insure high quality and uni- 
formity of both raw materials and fabri- 
cated components at Ward Leonard. 
These instruments check crystal struc- 
ture in ceramics, magnetic amplifier 


| cores, contact metal, and resistance wire. 
| In off hours, they help the Mount Vernon 


| 





Police and Fire Department put the fin- 
ger on crooks and arsonists. 




















AUTOMATION FOR MACHINE TOOLS is simpli- 
fied by this precision contro] potentiometer. 


Control for machine tools 


Accurate electronic control compo- 
nent for cutting tools, winders and proc- 
essing machine drives is provided by this 
compact, precision potentiometer. 

A half-inch plunger movement drives 
the metal alloy contact across the special 
resistance element. Enclosure is compact; 
calibration is permanent. Standard re- 
sistance 10,000 ohms; up to 25,000 
ohms on special order. Write for Bulle- 
tin 68. 63 


WARD LEONARD 
ELECTRIC COMPANY 
50 SOUTH ST., MOUNT VERNON, N.Y. 
PRehl- E nginecred Coniteols Since 1892 
RESISTORS - RHEOSTATS - RELAYS - CONTROLS - DIMMERS 
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Witco Chemical Co., New York, 
AK (bs has appointed Earl T. Runcie as 
yy \S director of purchases. He will be 
fF “y N, responsible for company-wide 


\ For the Right Sling Chain S\—7 > | perisrsePar ine prehaae 
x —_ personnel. Mr. Runcie comes to 
For Any Job! 


Witco from Continental Carbon 
Guaranteed for a Full Year 


<t 
Sep + < >| < Yr 
ti, oo 


—S = 
—i 


5 


f 


* 1 
; 






Co., a Witco affiliate, where he 
was special assistant to the ex- 
ecutive vice president and man- 
ager of oil and gas divisions. 


No matter what your requirements are for 
Sling Chains, you're sure to find what you 
need in Campbell’s complete line —Cam- 
Alloy, High Test Steel, or Wrought Iron. 
And with each Sling Chain you'll enjoy the 
protection of Campbell’s “Guarantee and 
Certificate of Test.” 


Continental Screw Co., New 
Bedford, Mass., has announced 
the appointment of Harry E. Gif- : 
ford as buyer. Mr. Gifford, a 


Every Campbell Sling (including attach- 
ments) is proof-tested at the factory to a 
load in axcess of the working load limit 
and carefully inspected, link-by-link, be- 
fore shipment. , 


An identification ring is attached 
to the master coupling of each 
Sling Chain with grade, type, 
reach and register number in- 
dicated. 





Get complete information on the 
wide variety of Campbell Sling Chains. 
Write for your copy of the new Campbell 
Sling Chain Catalog. It con- 
tains specifications, working 
load limits, and helpful sug- 
gestions for use in ordering 
Campbell Sling Chains. 





Harry E. Gifford 







graduate of Boston University — 
College of Business Administra- 
A tion was manager of operations 
' for a major airline. 


CAMPBELL > ~ ee Walter G. Larsen has been 

agg named director of purchases for 
Consolidated Freightways, Port- 
land, Ore. He had been purchas- 
ing agent for the motor freight 
firm since 1949. Harold Roetker, 
formerly assistant purchasing 
agent, is now purchasing agent 
for the Portland terminal. Mr. 
Larsen started with Consolidated 
in 1937 as a stock room clerk. 
Before being named purchasing 
agent, he had advanced through 
the positions of foreman and su- 
perintendent of the stock room. 


CAMPBELL CHAIN 
Company 


| TEN YORK, PA. 
West Burlington, lowa « Portland, Oregon * Sacramento, Calif. 
Maker of the famous Lug-Reinforced Tire Chains 
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ba y” / 
- {ob 
WS Vent 
a. . . 


For More Information Circle No. 341 on Inquiry Card—Page 17 


a 











PURCHASING 





rk 
as 


ide 
su- 
ing 

to 
20n 


ex- 
an- 


ew 
ced 
xif- 





one must set the example 
... and with high speed steel 
it’s REX 


It’s a real satisfaction when you set the example by 
what you make . .. when it becomes a standard for com- 
parison. That’s why Crucible is proud to have kept REX 
high speed steel tops in its class for so many years. 








ira- 

ons But don’t take our word for REX’s superiority. 
Try it on your own work. Compare its structure, finish, 
hardenability, carbide distribution and general uni- 

een formity. You'll see for yourself why it’s the standard 

for wherever high speed steels are used. 

<0 Remember, REX is made only by Crucible. So call 

ght for REX at your nearby Crucible warehouse, or for 

nil quick mill delivery — Crucible Steel Company of 

ing America, Henry W. Oliver Building, Pittsburgh 22, Pa. 

ent 

Mr. 

ted > ‘ 

rk. C = UJ C ' Pe LE first name in special purpose steels 

ing 

igh 





su- 


om. Crucible Steel Company of America 
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will benefit 
from saperion 


CUSHIONING i 
for safety, < 


a 


for comfort.... 
investigate 





in use for automobiles,’ 
public transit, public buildings. 


For information and suppliers write 


ELASTOMER CHEMICAL CORP. 
212 WRIGHT STREET, NEWARK ‘- N, & 
Bigelow 83888 
pete 
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A new furnace for heat treat- 
ing steel slabs prior to rolling 
them into plates has resulted in 
better, more efficient and economi- 
cal practices at the Alan Wood 
Steel Co., Conshohocken, Pa. 


An expansion program calling 
for a 50% increase in tire output 
and an expenditure of nearly $6,- 
000,000 has been announced for 
the Los Angeles plant of B. F. 
Goodrich Co., Akron, O. Included 
in the expansion are two new 
buildings and curing equipment. 


Eaton Mfg. Co., Cleveland, has 
revealed plans for a major equip- 
ment and tooling program at its 
Aircraft Division in Battle Creek, 
Mich., for the production of ti- 
tanium compressor blading for jet 
engines. 


Work on a $3,500,000 addition 
to the facilities of the chemigum 
plant of Goodyear Tire and Rub- 
ber Co., Akron, is well under 
way. The plant, part of Good- 
year’s announced $100,000,000 ex- 
pansion program, will produce 
chemigum rubbers and _ latices 
used by the paper, paint, textile, 
and rubber industries. Comple- 
tion of the project is scheduled 
for August. 


Henry Disston & Sons, Inc., 
has been acquired by H. K. Por- 
ter Co., Inc., Pittsburgh. Also, the 
Monrovia, Calif., concern of Carl- 
son & Sullivan, Inc., manufactur- 
ers of steel rules and measures, 
has also been acquired. The lat- 
ter will operate as a part of the 
new Henry Disston Division. 


An increase of 75 tons per day 
in mill output of National Con- 
tainer Corp., New York, has been 
achieved at the firm’s Tomahawk, 
Wis., mill through the installation 
of a new machine. 
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At Wendel Research & Mfg. Corp. 





Shell Dromus Oil E increases tool life 60%, 
provides better cooling and 
increased production 


Wendel Research & Mfg. Corp., Albertson, 
New York, encountered extremely short tool life 
when drilling A.I.S.I. 4140 steel used in the 
manufacture of pilot ejection seats. They also 
experienced broken bits, chip welding, discolora- 
tion and burning of the tools. Shell Dromus Oil E 
was recommended to combat these difficulties. 
Here are the results: 

Dromus Oil E immediately ended Wendel’s 
trouble. The drill and steel bar stock were very 
cool and easy to handle. Chip settling was ex- 
cellent, and discoloration of tools and work was 
completely eliminated. 


SHELL OIL COMPANY 


50 WEST 50TH STREET, NEW YORK 20, NEW YORK 
100 BUSH STREET, SAN FRANCISCO 6, CALIFORNIA 


Here are some of the outstanding features of 

Dromus Oil E: 

1. Excellent wetting and cooling properties— 
wets all metal surfaces extremely fast. 

2. Provides longer tool life—better finish. 

3. Not sticky or greasy—keeps tools and work 
exceptionally cool. 

4. Forms a solution, not an emulsion . . . is stable 
in any concentration. 

5. Easy to mix in hot or cold, hard or soft 
water. 

Write for information on Shell Dromus Oil E. 

See how it can help you increase tool life. 
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LOWELL 


Reversible Ratchet 


SOCKET WRENCH 


Everything you need in a reliable socket wrench: 

1. Strength from the great crushing action of 
special hest-treated steel pawls... high tensile 
alloy handle . . . cap is all steel, not cast. 

2. Safety from its strength . . 
securely by snap ring and can't slip. 

3. Speed gained through ease of handling—there 
is no lost motion. 

Send for catalog 60-A showing our full line. 


LOWELL WRENCH co. 


WORCESTER 8, MASS. 


. also, socket is held 
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The Eberhard Faber Co., after 
83 years in Greenpoint, Brook- 
lyn, is moving to Wilkes-Barre, 
Pa. A new plant, covering 250,- 
000 sq.ft. on a 25 acre site, is be- 
ing built and will be ready for 
occupancy by late 1956. 


Joseph T. Ryerson & Son, Inc., 
Chicago, has purchased an 11% 
acre tract of land in Pinoca, N. C., 
for a new steel service plant. 


Foiltainer, Inc., San Gabriel, 
Cal., has concluded an agreement 
with Reynolds Metals Co., Louis- 
ville, Ky., to operate West Coast 
facilities for Reynolds. Reynolds 
will handle the marketing of the 
aluminum foil containers through 
its nationwide sales organization. 




















Save on Your 
INDUSTRIAL 


Back JUST LEAN OUT 


THE WINDOW 


FULLY AND YELL! 


GUARANTEED 


> FOSTER 


QUALITY 


_ RELAYING 
_, RAILS 









That’s about all you have to do to 
contact one of Milford’s 5 plants or 
20 offices! And Milford means fast 
THE deliveries, top quality 
tT and service — always! 











ver installation eoaegil maintenance 
handle more cars better. Foster 
onwide warehouses also stock 
ry New Rail Section 12+ through 
Switch Material and Accessories 
neet your specific job requirements. 


SEND FOR CATALOGS P-11 






















| RAILS _ TRACK. Percy 


| ' 7 2 Le, Fs 


PITTSBURGH -30, * NEW ‘set ‘ 
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ILFORD 


RIVET & MACHINE CO. 


Plants: Milford, Conn.; Norwalk, Calif.; Elyria, Ohio; 
Aurora, Ill.; Hatboro, Pa. 

Offices: Atlanta, Chicago, Cleveland, Detroit, Fort 
Worth, Indianapolis, Newark, New York, Pittsburgh, 
Racine, St. Louis, St. Paul, "San Francisco, — 
Norwalk, Calif.; Stratford, ‘Conn.; Charlotte, C.; 
Seneca Falis, NY.; ; Jenkintown, Pa.; Westwood, Hess’ 


Headquarters for RIVETS 


and Rivet-setting Machines 
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HANDY VALUE- 
ANALYSIS TOOL 


. Industrial buyers’ guide can be kept 





right on desk 


Desk-type industrial buyers’ guide is sur- 
prisingly complete despite compactness 
— 10 Ibs. — 1400 pages. Reason: con- 





centrates on industrial needs, plus in- 
genious indexing system. Can be picked 
up with one hand. No need to get up 
from desk. Cuts source-finding time 50% . 


CONOVER-MAST 


PURCHASING DIRECTORY 


205 E. 42nd St., New York 17 
For More Information Circle No. 350 
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Anyone will tell you... 


bee 
~ 


Rigid quality control through every phase of production at Follansbee 
produces a finish that has earned the reputation of the finest in the 
industry. Follansbee mill operators take pride not only in meeting your 


exact specifications but also in giving you cold rolled strip that has 
consistent uniformity. 


Get in touch with your Follansbee representative before you place your 
next order for strip. He’s anxious to show you what true quality and 
unmatched service can do for you and your product. 


FOLLANSBEE 


STEEL CORPORATION 


FOLLANSBEE, WEST VIRGINIA 
Cold Rolied Strip « Terne Roll Roofing + Polished Blue Sheets and Coils 
Sales Offices in Principal Cities 
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In the automotive industry, as in 
cturing plants across the na- 


tion, the emphasis is always on safety. 
In the mammoth DeSoto Plant, a car 
above, moves smoothly and 


along the assembly line 
| safely to the body-drop hoist 






EXCLUSIVE TURNBUCKLE EYE 
INCREASES USEFULNESS 


A shaped turnbuckle eye designed 
to take the ear of a shackle one size 
as well as the standard 
shackle, is another exclusive product 
developed for efficiency in industry by 
Laughlin Division of 
An in Hoist & Derrick Co. Indus- 
sers report that Laughlin’s ex- 
e double-duty eye not only rates 
approval of workmen, but also 


‘ 
t 
helps cut their turnbuckle inventory. 


Smatiler. 


lhomas 


MEN, EQUIPMENT PROTECTED 
\ positive means of avoiding accidents 


due to overloaded blocks is provided 


industry by Load-Rated Crosby 


“SAFELY DOES IT” AT DESOTO PLANT 





with 28 Crosby Clips. Everywhere, 
workmen recognize and know they can 
depend on the clip with the Red-U- 
Bolt—genuine safe Crosby Clips. ‘To- 
day, Crosby Clips safeguard more men 
and equipment than any other drop- 
forged wire rope fasteners. 





Blocks. Workmen know that the 
Crosby Block they’re using is right for 
the job, and that valuable equipment 
is protected because the safe working 
capacity is embossed right on the side- 
plates. Load-Rated Crosby Blocks and 
genuine Crosby Clips are products of 
the Crosby Division, American Hoist 


& Derrick Co., St. Paul 1, Minnesota. 





RETURN Ty STICK Aix 


YOR STOCK ROUX USE ax 





CUTS HOIST ACCIDENTS 


To help eliminate the major cause of 
hoist accidents—loads slipping or jar- 
ring off the hook—safety-conscious 
industrial users in plant after plant 
are switching to Laughlin Safet 
Hooks. A powerful snap-spring latch 
on drop-forged Laughlin Safety Hooks 
guarantees that loads cannot be jarred 
from the hook and prevents overload- 
ing with too many lines. Laughlin 
Safety Hooks are part of the famous 
Lenghtin line—the world’s most com- 
plete line of fittings for wire rope and 
chain. For complete catalog, write: 
Thomas Laughlin Division, American 
Hoist & Derrick Co., St. Paul 1, 
Minnesota, or Portland, Maine. 


For More Information Circle No. 351 on Inquiry Card—Page 17 





industry 


The Eagle Lock Co., Terryville, 
Conn., has changed its name to 
The Eagle Lock & Screw Co. 


A facilities program of over $1,- 
000,000 to implement production 
of a new all-glass color TV pic- 
ture tube has been announced by 
Westinghouse Electric Corp., 
Pittsburgh, for its Elmira, N. Y., 
plant. 


Container Corp., of America, 
Chicago, is building a new pulp 
and paper mill at Brewton, Ala. 
Costing $27,000,000, the initial an- 
nual capacity of the mill will be 
100,000 tons of bleached sulphate 
paper and board. Ebasco Services 
Inc. is supervising construction. 


The Bunting Brass & Bronze 
Co., Toledo, has purchased 
Detroit Sintered Metals Corp. 


The Carborundum Co., Niag- 
ara Falls, N.Y., is spending $1,- 
500,000 to modernize and expand 
its “Monofrax” refractories plant 
in Faleoner, N.Y. The program 
stretches over a five year period, 
with completion of a new build- 
ing for storage and handling of 
raw materials by 1956. 


The construction of an addition 
to the Elgin, Ill, plant of the 
Shakeproof Division, Illinois Tool 
Works, Chicago, has been an- 
nounced. Plans call for occu- 
pancy of the new building by 
April. 


A new Paper Specialty Depart- 
ment is now in operation at the 
Wilmington, Calif., plant of Bemis 
Bro. Bag Co., St. Louis, Mo. 


American Smelting and Refin- 
ing Co., Barber, N.J., has an- 
nounced that its continuous cast- 
ing unit for 5” to 9 diameter 
bearing bronze is now in opera- 
tion. 


PURCHASING 
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Many things go to make up good customer service. 
One of these in the Rome organization is adequate 
stock for fast handling and shipment. 





How Rome is geared up to help you in a hurry 


Need a certain wire or cable in a hurry? In a week? 
Yesterday? Well, even our 90,000 square feet of new 
warehouse space won't get it to you yesterday. But it 
does mean that we have a wide range stock of stand- 
ard constructions, in quantity, ready and waiting to 
fill your needs. 

Further, ten strategically located stock distribution 


It Costs Less to Buy the Best 


centers throughout the country make possible well- 
rounded local stocks. Fast factory deliveries. Fast 
local deliveries. The best in service to back up your 
electrical distributor. 
Rome has a reputation among its customers for 
making realistic delivery promises and keeping them. 
May we serve you? 


PN ROME CABLE 
3 ” Corporation 


fome es ee ~~ 


1 Ww 
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when you purchase 
W_S FORGED STEEL FITTINGS | 





| YOU GET THESE ADVANTAGES 


I 
® Speedy Delivery from Distributor Stocks 

® = Reliable Service—both Sales and Engineering 

® Quality Fittings Backed by Over 100 Years Experience 
: 


ty ; 
Ses | 


Our Purchtising Agent's 


Literatu@e Package 
Contains Complete Catalog 
and Pricing Information 








Forged Steel Fittings are the major products manu- 
factured at Watson-Stillman Fittings Division. No 
other lines to tie up production machines—to take 
preference over your forged steel fittings order. 
Our modern machines run continuously to turn out 
thousands of fittings every day. We keep adequate 
stocks of all types and sizes at our distributor ware- 
houses throughout the country. Small lots—large 
orders—it makes no difference—they’re handled 
quickly and efficiently. 

There’s a Watson-Stillman Distributor near you. 
Get to know him. He can help you with your forged 
steel fittings purchases. 

Send today for our Purchasing Agent Literature 





WATSON-STILLMAN FITTINGS DIVISION 


H. K. PORTER COMPANY, INC. 
Roselle, N. J. 


HK 


\ © PORTER COmPanT, ox, 





Package. 
+20 
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Purchase of the assets and bus- 
iness of the Southwest Fabrica- 
ting & Welding Co., Inc., Hous- 
ton, has been announced by the 
Walworth Co., New York. South- 
west will be operated as a sub- 
sidiary of Walworth. 





To provide improved warehous- 
ing service to the metal working 
industry, Uddeholm Co. of Amer- 
ica, Inc., New York, has com- 
pleted a warehouse expansion 
program in New York-and Cleve- 
land. These facilities will stock 


larger inventories of Swedish 
quality tool steels, specialty strips 
steels and boiler tubes. 


Allegheny Ludlum Steel Corp., 
Pittsburgh, has opened a new 
melting department for the pro- 
duction of high alloy steels that 
offers 250,000 Ibs. per month of 
high performance alloys to indus- 
try. 


Pittsburgh Plate Glass Co. has 
established a new wholly-owned 
subsidiary to be known as the 
Pittsburgh Plate Glass Export 
Corp. It will handle all export 
business in the western hemi- 
sphere. 


Standard Pressed Steel Co., 
Jenkintown, Pa., and Cleveland 
Cap Screw Co. have combined to 
form one of the largest organiza- 
tions in the fastener industry. 


Pittsburgh Corning Corp., Pitts- 
burgh, is expanding production 
of Foamglas cellular glass insula- 
tion by 50% at its Port Allegheny, 
Pa., plant. Additional melting and 
processing equipment, at an esti- 
mated cost of $1,250,000, is being 
installed in existing buildings. 


PURCHASING 
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His slow-moving shipments drove Smedley to bed Now Smedley’s the picture of vigor and vin— 





With chills and hot fever and pains in his head. Swift RAILWAY EXPRESS makes deliveries for him! 


ee eS Se eS 


sche bile akaligsecacheaigal ccumlenal 


The big ditforonee ic 


Whether you're sending or receiving, 





whether your shipment is big or small, whether 
it's moving by rail or air, it pays to specify NI Lw 
Railway Express. You'll find it makes Q A L 


the big difference in over-all economy, speed, t » 4 p a F S S 


and safe, sure delivery. It's the complete 


shipping service—free enterprise at its best. 


GENCY 





New Low Import-Export Rates! 


Railway Express now offers inland shippers and receivers 
rate reductions on import-export shipments . . . through 
waybilling from point of origin to destination. Ask your 
Railway Express agent about this new international service. 








eee Safe, swift, sure 
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—«a complete line of 
PRESSURE REGULATORS 


to Improve Performance, Reduce Wear of Air-Operated Equipment 


MORE THAN 1,100,000 NORGREN REGULATORS PUT TO USE BY INDUSTRY 


NEARLY 400 STANDARD MODELS 
plus many others designed to meet specific performance requirements. 


AIR REGULATORS 


Reduce line pressures up to 
400 psi to maximum delivery 
pressures of 50, 75, 125 or 250 


} 


psi. %e’ to 1” incl. Series 2A. 





RELIEVING-TYPE AIR 
REGULATORS 


Reduce line pressures up to 
400 psi to maximum delivery 
pressures of 50, 75, 125 or 250 
psi. Relieving feature protects 
against unusually high pres- 
sures. ¥e"’ to 1”. Series 2AX. 





RELIEVING TYPE 


Reduce line pressures up to 
400 psi to working pressure. 
Air flow up to 2 cfm with 30 
psi maximum delivery pressure. 
Also flows less than 1 cfm with 
60 or 120 psi. %”. Series 
11,400. 


aeP PRECISION AIR REGULATORS, 





Gyr =s~PILOT-CONTROLLED AIR 
REGULATORS, INTEGRAL TYPE 


= Extreme precision over wide 
a| range. Reduce line pressures 
Hl up to 400 psi to working pres- 
+7 sure from 2 to 120 psi. 30, 60, 
4 4 or 120 psi maximum delivery. 


> 






4", %", 1". Series 20AC. 


<~» PILOT-CONTROLLED REGULATORS, 


Jk REMOTE CONTROL TYPE 
gq. Reduce line pressures 
up to 400 psi to 


working pressure from 
2 to 120 psi. 30, 60 
or 120 psi maximum 
delivery pressure. 12”, 
Y"%"", 1". Series 20AA. 


yas 
( * J LOW CAPACITY REGULATORS 


SZ FOR AIR OR LIQUIDS 


Reduce line pressures 
up to 400 psi to maxi- 
mum delivery pressures 
of 50 or 175 psi. 2 inlet 
ports, 3 outlet ports. 
V4", Series 3A2-B. 








Phone Norgren representative listed in 


aA. co 
450 So. Elati, Englewood, Colo. 


























LOW PRESSURE 
AIR REGULATORS 


Reduce line pressures up to 
250 psi to maximum delivery 
we 


pressures of 40 or 60 psi. 14". 
Series 1505. 


LIQUID PRESSURE 

REGULATORS 
For water, oil, non-corrosive 
liquids up to 200° F. Reduce 
line pressures up to 400 psi to 
maximum delivery pressures of 
50, 75, 125 or 250 psi. 4%’ to 
1” incl. Series 2H. 


CYLINDER GAS 
PRESSURE REGULATORS 


Reduce cylinder gas pres- 
sures up to 3000 psi to 
maximum delivery pres- 
sures of 50, 75, 175 or 
450 psi. 2 inlet ports, 3 
outlet ports. 14". Series 
4C and 6C. 


BUTANE PRESSURE 
REGULATORS 


For primary stage pressure reg- 
ulation. Reduce line pressures 
up to 250 psi to desired work- 
ing pressure up to 50 psi. 12”, 
%, 1". Series 2E. 


STEAM PRESSURE 

REGULATORS 
For saturated steam and hot 
water up to 450° F. Reduce 
line pressures up to 400 psi to 
maximum delivery pressures of 
50, 75, 125 or 250 psi. 12’ 
%4", 1". Series 2B. 


‘ 


REGULATOR-FILTER UNIT 


Automatically filters air and 
regulates air pressure. Re- 
placeable, transparent or metal 
filter bowl. Choice of 3 filter 
elements. “4, %”. Series 5A 
and 5N. 


telephone directory classified section under 


“Norgren Pneumatic Products” or 


WRITE FOR CATALOG 


on Norgren Pressure Regulators, Oil 
Fog Lubricators, Air Filters, Valves and 
Hose Assemblies. 
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Bristol Brass Corp., Bristol, 
Conn., has opened a new one- 
story plant for its subsidiary, 
Accurate Brass Corp., in Bristol. 


Alan Wood Steel Co., Consho- 
hocken, Pa. has ordered a new 
four-high temper mill for its cold 
rolled department. Also, a pin- 
wheel type coiler has been or- 
dered for the hot strip mill. The 
two installations, which will cost 
more than $2,000,000, are part of 
the second phase of the expan- 
sion program at the Ivy Rock, 
Pa., plant. 


Remis Bro. Bag Co., St. Louis, 
has announced that the Flexible 
Package Co., Chicago; a wholly 
owned subsidiary, is moving to 
Terre Haute, Ind. Flexible will 
occupy a new building built near 
Terre Haute. 


Inland Steel Co., Chicago, is 
using a new, semi-automatic mill 
for rolling wide flange beams, on 
a limited basis. Current produc- 
tion is limited to trial runs of 
beams in 8, 10, and 12-inch sec- 
tions. It is designed to produce 
sizes ranging from 8 to 24 inches. 


Ex-Cell-O Corp., Detroit, has 
purchased a modern 66,000 sq. ft. 
plant in Elwood, Ind. 


An electronic tube warehouse 
and commercial service office has 
been opened in Seattle, Wash., by 
the Tube Department, General 
Electric Co., Schenectady. It will 
earry an inventory of receiving, 
power and cathode ray tubes. 


In a major expansion program, 
Metal Goods Corp., St. Louis, 
Mo., has opened new plants in 
St. Louis, Wichita, and Memphis. 
The new St. Louis plant has 
twice the capacity of the pre- 
vious one. The other two are for 
servicing increased needs in their 
respective areas. 


PURCHASING 











SEND FOR THIS 
NEW CATALOG 


“FORGING AND — 
CASTING PRODUCTS” 


It's hot off the press with full 
details on FCC Air Harden- 
ing, Oil Hardening and other 
Cast-to-Shape Tool Steel Spe- 


cialties that can save you 
time and money .. . also 
Composite Die Sections, and 
Smooth-Hammered Forg- 
ings in a wide range of tool 
and stainless steels. Don't 
wait—get your copy NOW, 


Write Today 
ADDRESS DEPT. P-73 





1956 


JANUARY, 


Cit Costs and Comers’ 


Your Blanking Dies 





You can save steel and time in the mak- 
ing of dies for blanking, trimming, 
beading, or any application involving 
the cutting of sheet metals to regular or 
irregular shapes, by assembling them 
from FCC Composite Steel Die Sections. 

These prefabricated die parts consist 
of fine tool steel cutting edges, in a se- 
lection of grades, electrically welded by 
a special process to non-hardenable 
mild steel bases. Thus, screw and dowel 
holes may be easily drilled after heat 


For complete MODERN Tooling, call 





Allegheny Ludlum 
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treating, and there are numerous other 
advantages that will be immediately 
obvious to the die maker. 

Thousands of die shapes may be made 
up from combinations of thirty-five 
standard sections. Specially shaped sec- 
tions are manufactured to customers’ 
specifications in five to ten days. 

Make your dies this money-saving 
way. @ Write Allegheny Ludlum Steel 
Corporation, Forging & Casting Division, 
Wanda & Jarvis Aves., Detroit 20, Mich, 


FINE roo. sTeee 
SINCE 1854 
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BRANCH SALES OFFICES 7 


New York, Mt. Vernon..MO 4-4866 


Rochester -+.+eE, Rochester 941 
Chicago -seeees Merrimac 7-1830 
Detroit .seeeee Jordan 6-0743 
Philadelphia ........ Hilltop 6-6472 
Dallas ¢00.0.06:00.0.0:0 60m ae 
Los Angeles . . Richmond 7-5384 
Ee das cetnee Parkview 5-9577 
Atlanta .seaees Exchange 0414 
Toronto, Can. ...... Riverdale 3511 


EXPORT OFFICE (N.Y.C.) 
89 Broad St. Bowling Green 9-7751 











talk about 
custom 
molding... 


In plastics too . . . the easiest answer 
is to surround your problem with 
“know how” and then shape it to fit. 
If your parts can be molded in one 
of the tried and true thermo-setting 
plastics or the newer fluoro-carbons 
and glass-reinforced materials, flexible 
Kurz-Kasch can bend “know how’’ 
like a pretzel and come up with 
dependable custom-molding. Name 
the service you need . . . designing, 
moldmaking, production runs. . . it’s 
all under one roof . . . at Kurz-Kasch. 
And talk about pretzels . . . here, 
they bend over backwards to 
help straighten you out. Let's 
talk it over, O. K? 


SPECIALISTS IN THERMO-SETTING PLASTICS FOR 40 YEARS. 


1415 S. BROADWAY, DAYTON 1, OHIO 
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George A. Cypher has been 
appointed specialist - insulating 
materials for the Chemical Mate- 
rials Department, General Elec- 
tric Co., Schenectady. 


W. W. Champion has been ap- 
pointed district manager of the 
Shreveport, La., sales office of 
Air Reduction Sales Co., New 
York. 





D. B. Roberts 


The appointment of Donald B. 
Roberts as Missouri Valley Divi- 
sion manager has been announced 
by Permacel Tape Corp., New 
Brunswick, N. J. He will head- 
quarter in St. Louis and cover 
Arkansas, Missouri, and parts of 
Illinois, Iowa, Kansas, Kentucky, 
Mississippi, Nebraska, South Da- 
kota and Tennessee. 


Charles A. Dickinson has been 
made a_ special representative, 
national accounts — lighting, for 
Sylvania Electric Products, Inc., 
San Francisco. His territory will 
include California, Oregon, Wash- 
ington, Nevada, Idaho, Montana, 
Utah, and Arizona. 


William S. Johnstone has been 
named sales representative for 
the South Carolina and east 
Georgia area by Graton & Knight 
Co., Worcester, Mass. 


PuRCHASING 
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Totally Protected 


RELIANCE 


Totally-frotected 


MOTORS 





The total protection concept of design and construction armors Reliance A-c. 
Motors against everyday hazards, with little or no maintenance. Total protec- 
tion is made up of extra features like: 

Slot cell insulation of Double Backed Mylar 
Dynamically balanced rotor for vibrationless operation 
Entire insulation system impervious to acids, moisture and oils 
Metering plate regulates grease flow to bearing 
Ventilation louvres positioned high and dry in end brackets 
There are 100 of these extra core to cover protection features in Reliance 


Motors. Each point is covered in our bulletin, “Check the 100 Facts’’. Why don’t 
you write for one and get all the details? B-1510 


RELIANCE -ncniniete 


Cleveland 10, Ohio «¢ Offices in Principal Cities 
Canadian Division: Welland, Ontario 
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HOW DOES GARRETT 
GIVE SUCH SERVICE? 


may call impossible 

mes through as routine 
seems as though they 
rder as the only one in 
plants. Everybody pitches 
rvice with the customer in 


1 stock item such as lock 
at washers, spring wash- 
clamps the order is usu- 
way the same day. If it 
js or assemblies Garrett 
production men and die 

1m up to make their high- 
matic equipment really 

md your order is in your 

half the time. 


be surprised by real serv- 
an't beat? Next time send 
r to Garrett for... 


LOCK WASHERS 
FLAT WASHERS 
HOSE CLAMPS 
SPRING WASHERS 
STAMPINGS 


Manufactured by 


GEORGE K. GARRETT CO., Inc. 
Philedelphia 34, Pa. 


OF PHILADELPHIA 
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The Yale & Towne Mfg. 
Co., Philadelphia, has appointed 
Charles T. Schwarz as Chicago 
branch sales manager. He re- 
places Roy L. Wolter, who re- 
cently became general manager 
of the Automatic Transportation 
Company division. 


W. E. Froehlich G. T. Zahnke 


Walter E. Froehlich has been 
elected a vice president of Asso- 
ciated Spring Corp.,_ Bristol, 
Conn., and placed in charge of 
all sales, research, and develop- 
ment activities of the corpora- 
tion. At the same time, it was 
announced that G. Theodore 
Zahnke has been named gen- 
eral manager of the corpora- 
tion’s three Bristol divisions, suc- 
ceeding Mr. Froehlich. 


An organizational realignment 
and new assignments in the Syn- 
thetics Department sales division 
have been announced by Hercules 
Powder Co., Wilmington. John F. 
Copeland is now field sales man- 
ager, and George E. Osborn is 
now sales manager, Wilmington 
district. John S. Autenrieth has 
been named industry sales man- 
ager, covering the adhesives, 
printing ink, petroleum and plas- 
tics industries. Another industry 
sales manager, J. G. Little, will 
handle the paint, varnish, lacquer 
and other industries. Two district 
sales managers were also named; 
Henry D. Heiser for Houston, and 
B. J. Dougherty for St. Louis. 
And finally, Cliff S. Skow was 
made resident technical repre- 
sentative for the Los Angeles 
district. 





DODGE 
PRODUCTS 


You Should 


FLEXIDYNE 
DRIVES & COUPLINGS 


SPEED REDUCERS 


DODGE-TIMKEN 
PILLOW BLOCKS 


Dodge Bulletins 
you should have- 


4 Flexidyne Dry Fluid Drives c 
Couplings. Complete story 
lection data. Bulletin A-640-A 


Torque-Arm Speed Reducers. Techni- 
cal data and selection methods on 
all 14 sizes, 1 to 60 hp. Bulletin A-637 
Rolling Bearings. Load ratings, di 
mensions and other data on Dodge- 


Timken and $C and SCM Ball 
ings. Bulletin A-638 


Write for your copies. 


of Mishawaka, Ind. 


DODGE MANUFACTURING CORPORATION 
1300 Union Street * Mishawaka, Indiana 
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~*~ 
SURE-STICK, NON-SLIP Permacel Masking Tape makes this man’s job 


easier on the windshield of “El Capitan,” Santa Fe’s new all-coach stream- 
liner. He knows Permacel will come off clean . . . leave an even edge. 


PERMACEL lArE 


From Permacel Research. . . the right tape for any job. Write Permacel Tape Corporation, ‘New Brunswick, N.J 


Gohmron fohmron company 
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ABSCO Metal castings, a series of 
engineered gray irons, are now 
available on a guaranteed perform- 
ince basis, from foundries located 
in the San Francisco, Chicago, and ey 
New York Metropolitan areas. 








No matter where you're located... 


ABSCO METAL CASTINGS 
Bring You True Production Economy | 





Whatever your needs for engineered ries located on both coasts and in the 


gray iron castings, ABSCO Metal 
provides the dependable, economical 
material. Dependable because of its 
structural uniformity . . . economical 
because of its ready machinability, 
greater strength, and capacity for ab- 
sorbing vibration and shock. 

For still further economy, ABSCO 
Metal is now available from our found- 


for your copy today. 


VALUABLE DATA—this tech- 
nical bulletin will help your 
engineers and product de- 
sign specialists put ABSCO 
Metal to the best use. Write 


midwest. These modern, specialized 
facilities assure you fast, dependable 
deliveries of quality castings. 

If you would like to know how the 
right ABSCO Metal can help you cut 
costs, increase production, or add 
value to your product... consult your 
American Brake Shoe representative. 


BRAKE SHOE & CAS 


st, 


pe 








230 PARK AVENUE 


NEW YORK 17, NEW YORK 
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Coro> LOCKERS and CABINETS | 
with 


JET-LOCK Construction | 





Forest 
Green 


Mist 


ni: offers these advantages: 
re | @ FAST ASSEMBLY 


Office 


"an © ADDED STRENGTH 
@ EXTRA RIGIDITY and 


@ THEY’RE ECONOMICALLY 
PRICED 


JET-LOK construction means fast assem- Steel-Pride equipment has rigidity too 
bly since major parts slide together—fewer because all mating parts make tight, 
bolts are required for complete assembly. positive contact along their entire 
Added strength is assured because side, length. And last but by no means least, 
coor frame and components of the Locker the price is right. So you see, feature 
and Cabinet are interlocked throughout for feature, ““Steel-Pride” Lockers and 
the entire length of each member by means Cabinets really do offer more advan- 
of tight U-turn linkage at the joints. tages at no extra cost to you. 





Forest Green 


Pearl Gray 


SHOP EQUIPMENT Too! ——= 


If it’s Shop Equipment you need—like Fore- 
men’s Desks, Service Carts, Drawer Cases, 
Nesting and Stacking Pans, Shelf Boxes, Tool 
Stands, Tool Boxes—we make them too. If 
not available in standard sizes, we will manu- 
facture it to meet your exact specifications. 








Green and Gray 





steel-pride STEEL SERVICE MANUFACTURING CO., Steuben, Oi 


STEEL SERVICE MANUFACTURING CO., Steubenville, Ohio rab 
Please send full details 


Get the complete story — (_] steel-pride Shop Equipment [_] Lockers and Cabinets 


fill out and return coupon 














NAME 
ATTENTION 5 FIRM 
Write for name of dealer serving your area. nae ADDRESS - 
an CITY ZONE———_STATE 
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Thor. Rig 


ker who puts Supreme Chucks “up front” 


e finer performance 


rtable Power Tools are pro- 
th the sincere intention of 
America’s tool buyers the fin- 
formance qualities possible. 
; in mind, the management 
‘ted to equip more and more 
output with Supreme Brand 


Thor, like other power tool makers, 
Whave found that they have a finer 


SUPREME PRODUCTS, INC. ” 


2222 S. CALUMET AVE., 


product to sell when there’s a Su- 
preme Chuck up front. Tool buyers 
everywhere will do well to follow the 
leaders and specify Supreme on new 
tools—insist on them for all replace- 
ment use. 

An industrial distributor near you 
can give you the full story on extra 
quality Supreme Brand Chucks. 
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The Celotex Corp., Chicago, 
has made Donald W. Miller man- 
ager of gypsum sales. 


American Potash & Chemical 
Corp., Los Angeles, has named 
Frank McGrane to its general 
sales department. He will oper- 
ate out of the main office on spe- 
cial assignments. 


S. H. Greenwood F. Hillsley 


F. J. Stokes Machine Co., Phil- 
adelphia, has appointed Samuel 
H. Greenwood as field sales man- 
ager. Fred Hiilsley has been 
named district manager of the 
Philadelphia area, succeding Mr. 
Greenwood. 


Humbert R. Guzman has joined 
the sales staff of the Los Angeles 
Folding Carton Division, Robert 
Gair Co., Inc., New York. 


(¢ ey » 


: “4 
Sy 
a 


J. W. Kelly 
J. William Kelly has been made 
sales manager of the Electric 
Truck Section of the Industrial 
Truck Division, Clark Equipment 
Co., Battle Creek, Mich. 


PuRCHASING 


























EXTRUDED 


ACADIA fas ’em All Three Ways 


Every customer has a right to his syn- 
thetic rubber parts the way he wants them. 

The more complicated the requirements, 
the easier for our engineers at Acadia to go 
to work. Our long experience guides us in 
giving you exactly the characteristics you 
desire. We process synthetic components, 
for oil-resistance, good aging properties, 
strength, compression-deflection, or any 
combination you specify. 


And if you require resistance to heat or 


cold, remember Acadia SILICONE rubber 








stays resilient at 100° below zero or 500° 
above. Silicone is molded or extruded for 
gaskets, seals, ‘‘O”’ rings, washers, sheets, 
cut-parts and packings. 

There is an Acadia Sales Engineer serv- 
ing your area. A letter will put him in touch 


with you immediately. 


ACADIA 


e 
é 
LO 


the 
yu PRODUCTS 





DIVISION OF WESTERN FELT WORKS 
4021-4139 West Ogden Avenue, Chicago 23, Illinois 
Branch Offices in Principal Cities 





MANUFACTURERS AND CUTTERS OF WOOL FELT 
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calls for RECORDED EXACTNESS 


Myriads of details go hand in hand with Quality Control. 





r one example, at the onset of production, a casting is 
»yed” by sectionalizing to determine dimensional 
racy. Irregularities can be corrected, molding methods 
nowledged, and the general structure can be proved before 
ysequent costs are expended. 
\s illustrated above, the transparent “‘sectional template” 
ally approves interior members and voids, as well as 
tlines finish surface adequacy for the record. 
Complete progress is recorded, and any time after inception 
sts, revisions, equipment function, production details , .. 
| even difficulties encountered can be itemized 
th exactness. 
It all adds up to top quality control service. This service 
1 be your service. Write or call for complete information. 


UNITCAST CORPORATION, Toledo 9, Ohio 
la; CANADIAN-UNITCAST STEEL, LTD., Sherbrooke, Quebec, 





QUALITY 





HSE oS. 
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Automatic Sorting Gage 
Cuts Labor Costs 


A fully automatic sorting gage, 
that is conveyor-fed, measures six 
conditions on automobile push-rods. 
The gaging units and reluctance 
hardness testers check the push- 
rods for OD and hardness at both 
ends, overall length and straight- 





ness. The parts are sorted into three 
categories: good, salvage and scrap. 
2500 pieces are handled automati- 
cally per hour. The good parts are 
fed to a conveyor to continue on to 
the next process while the scrap 
and salvage parts are sorted into 
separate bins out of the production 
line. To provide maximum control 
over the various processes, per- 
centage counters have been pro- 
vided at each gaging station. If re- 
jects are excessive, the offending 
process machine is automatically 
shut off. The maker is Federal Prod- 
ucts Corp., 1144 Eddy St., Provi- 
dence 1, R. I. 


Vacuum Remelting Produces 
Better Superalloys 


The Allegheny Ludlum Steel 
Corp., Pittsburgh 22, Pa., is extend- 
ing its facilities to produce 250,000 
lbs per month of high performance 
alloys by the consumable electrode 
vacuum remelting process. This new 
process is now chiefly applied to the 
production of iron and nickel base 
superalloys, high speed steels and 
certain stainless steels but is ex- 
pected soon to be applied to many 
other metals and alloys, now con- 
ventionally melted. 

(Please turn to page 288) 
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New multi-ribbed 
neoprene belt gives 

high drive capacity... 
resists heat, oil, abrasion 


Good grip and positive tracking are assured 
with this new transmission belt of neo- 
prene, Du Pont’s chemical rubber. V ribs 
prevent slipping on the sheaves. . . belt 
runs cool because of its greater surface 
area. And manufacturer of the belt claims 
a 30-50% increase in drive capacity over 
a multiple V-belt system of comparable 
width and eliminates matching problem. 

Wear is even on the new belt, regardless 
of load and load changes. The V ribs fit 
evenly into the sheaves under all condi- 
tions; the drive ratio is unaffected. Be- 
cause it’s made with neoprene, this new 
belt resists abrasion, weathering, oil, grease 
—all causes of failure in ordinary rubber 
products. One of these new neoprene belts 
has already given a year’s perfect service 
driving a stone crusher, despite severe 
shock loads, heat and contact with oils 
and grease. 

This new belt helps reduce belt and 
sheave inventories through its unusual de- 
sign. Because it is made of neoprene, it 
provides extra-long service life . . . keeps 
maintenance and replacement costs low. 
Be sure to ask your rubber-goods supplier 
about the many neoprene products now 
available. 


REMEMBER, OF ALL RESILIENT MATERIALS, ONLY 
NEOPRENE HAS BALANCED RESISTANCE TO: 


¢ Corrosive atmospheres ¢ Flex cracking and heat 
¢ Oils, solvents, most e Abrasion, cutting, 
chemicals chipping 


¢ Sunlight and weathering  . Oxidation and aging 





~ 
NEOPRENE 


The rubber made by Du Pont since 1932 


3£6.u.5. Pat OF 


BETTER THINGS FOR BETTER LIVING . . . THROUGH CHEMISTRY 








i y, 
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MAIL THIS COUPON TODAY! ” NE ag. 


Ne 
FREE! THE NEOPRENE NOTEBOOK. Every issue RE | 


contains interesting stories about products f° ed 
made with neoprene. Actual case histories give i a | 
; 


‘ 
J 


you the facts about neoprene’s longer service 
life. Clip this coupon to get on the mailing list. 
E. I. du Pont de Nemours & Co. (Inc.) : 
Elastomers Division PC-1 —d 
Wilmington 98, Delaware 
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1 CUES 
ON HOW YOU CAN CUT 


FABRICATING COSTS 
~ WITH ALCOA ALUMINUM 
EXTRUDED SHAPES 


WHERE TO START 


lust in case you’ve never had occasion 

) inquire into the economics of ex- 
truded shapes, here’s a thumbnail 
summary in one sentence: compli- 
cated cross sections are easy to pro- 
duce; as a result, their unit prices 
are low. , 

So you can count on better design, 
nd faster assembly (and, of course, 
lower costs) by using extruded shapes 
for complex cross-section parts. For 
ex: mple: 


} You can get stronger shapes with 

’ the same amount of metal, if you 

use an extruded shape instead of 

a standard rolled shape. (You can 

redesign the cross section to fit 

specialized stresses your use 
requires. ) 


You can combine into one shape 
* what would otherwise be assem- 
blies of several members. There’s 
hardly any limit to the number of 
cross sections you can combine. 


You can cut blanks from an ex- 
* truded shape faster and cheaper 
than you can produce the blanks 
in casting or forging form. (It’s 
like cutting bite-size pieces of 
candy from a roll, instead of 
molding each piece separately.) 


) 
SO 





4 You can start with the finished 
* design of the cross section, rather 
than standard bar and plate that 
must be machined to shape. (This 
cuts out much of the expensive 
machining equipment, man power 
and scrap metal you’d inevitably 
run into with conventional 
methods that start from scratch. ) 


5 You can count on structural 
strength at least as good as, if 
not better than, that of any other 
metal-forming method. (Extru- 
sion kneads the metal thoroughly, 
giving a nonporous, homogeneous, 
thoroughly worked structure that 
is extremely high in tensile and 
yield strength.) 


And, remember—‘“‘We can do what 
you can doodle. If you can sketch 
the cross section, we can extrude it.”’ 

That’s where to start. Now for 
some specifics you should know 
about when you’re thinking in terms 
of Alcoa Aluminum Extruded Shapes. 


WHAT'S NEW IN 
ALCOA EXTRUSION DESIGN? 


In terms of cross section, almost every 
extruded shape we produce is new— 


because there’s an almost limitless 
variety of design, both solid and 
hollow. But that’s not the kind of 
design development we’re talking 
about. 

The big news is the installation of 
a 14,000-ton giant extrusion press at 
our Lafayette, Indiana, plant—and a 
companion hydraulic stretcher with 
a 3,000,000-lb pull, for straightening 
and stress-relieving the extrusions— 
which can be as long as 110 feet and 
weigh as much as 2,500 lbs. 





King-size contribution to better aluminum 
extrusions—the 14,000-ton press at Alcoa's 
Lafayette, Indiana, plant. 


You may never need an extruded 
shape that big—but large presses 
still are important to you as a de- 
signer. Even though the shape you 
want is shorter or lighter, you can 
design a larger and thinner cross 
section than would be possible with 
a small press. 

The boys who are finding this king- 
size production facility a particular 
boon are the aircraft designers. 
They’re able to get ribbed extruded 
shapes in greater widths and with 
thinner cross sections for use in wing 
panels and bulkheads. But they 
aren’t the only ones benefited. The 
new press capacities are equally ap- 
plicable on extruded panels for 
architectural and marine use, (and 
on the production of pipe in diameter 
sizes up to 20’’). 

And the best news is that smaller 
shapes such as those used in the 
manufacture of window frames, truck 
bodies and frames, building panel 
and portable irrigation pipe are be- 
coming more and more economical 
to produce on Alcoa’s complete range 
of extrusion presses. 
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WHAT ABOUT COSTS ? 


You’ve a pleasant surprise in store 
for you if you are a new convert to 
the efficiency of extruded shapes. Not 
only can you do things that would 
be impossible by any other metal- 
forming method, and things that 
otherwise would cost more in fabri- 
cation, assembly and finishing—but 
base costs are low, too. 

The die and support tools to pro- 
duce an extruded shape are normally 
much less expensive than the first 
costs for a forging, casting or fully 
machined part. For example, the 
average solid extruded shape under 
3” in circumscribing circle diameter 
would have die and tool charges of 
only about $120—and one with a 5” 
circumscribing circle diameter would 
increase the charges to approximately 
$300. More complex and larger 
shapes, of course, require higher cost 
dies—as do semi-hollow and hollow 
shapes. But they’re still economically 
low. 

There are two considerations you 
should know about when you design 
special shapes. First, the thinner the 
shape, the more difficult (and, hence, 
more expensive) it is to extrude. 
Second, the same is true the more 
you depart from a symmetrical, 
balanced cross section. 

These are combined in a “‘factor”’ 
—the result of dividing the perim- 
eter of the shape in inches by its 
weight per foot in pounds. Generally, 
the lower the “‘factor,”’ the lower the 
price per pound. But bear in mind 
that the higher cost per pound of 
thinner shapes may be more than 
offset by the lighter weight per piece, 
thereby justifying the expenditure. 

In any event, where substantial pro- 
duction is involved, die charges are 
almost negligible compared to the 
savings. And where a special design 
would not justify the die charges, 
there are many standard shapes on 
which no die charge is made. These 
include a range of angles, bars, 
channels, H-beams, I-beams, tees, 
zees and a number of architectural, 
truck body and aircraft shapes. 


HOW 10 MULTIPLY 
CROSS-SECTION SIZE 


Suppose, for example, you wanted 
an extruded shape with a cross section 
measuring 20” x 3”. You may be 


able to divide the final section into 
six or eight 3’ deep components, 
producing each section as a separate 
extrusion that will interlock with its 
mates to form the final cross section, 
20” x 3”. Slip-fit or snap-fit joints 
speed assembly, using dovetail, 
tongue and groove, shiplap or offset 
couplings designed into the separate 
sections. And you’ve multiplied the 
size of the final shape without multi- 
plying production costs as much as 
you would if you had started with 
one 20” extrusion. Then, too, you 
can get a thinner section than by ex- 
truding the entire assembly in one 
piece. If desirable, we can even de- 
liver the components roll-locked into 
one final piece up to 24” wide. 





How to make big ones out of little ones — inter- 
locking assemblies of extruded components. 


STEPPED EXTRUDED SHAPES 


The aircraft industry needs no in- 
troduction to this innovation—for 
stepped extrusions are being used in 
large volume for wing spars. Basi- 
cally, these stepped shapes provide 
two or more cross sections in a single 
extruded length, permitting fabrica- 
tion of a large end integral with and 
stepped down to a smaller cross sec- 
tion at the other end. In this way a 
tapered section can be milled, leav- 
ing a large, heavy end for attachment 
purposes. The saving in machining 
time and chips is tremendous. 





Stepped extrusion—saves machining. 


WIDE-RIBBED 
EXTRUDED SHAPES 


Here’s another twist, made possible 
by the 14,000-ton press, that’s ex- 
panding the possibilities for extruded 
shapes. To obtain widths appreciably 
wider than the diameter of the ex- 


ALWAYS FASTEN ALUMINUM WITH ALCOA ALUMINUM FASTENERS 
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trusion ingot, wide sections are ex- 
truded in a vee configuration, then 
flattened and given final processing. 


NO LIMIT ON INGENUITY 


If you can doodle the design, we can 
extrude it. That’s no idle boast—and 
here’s a typical example to prove it: 
Epco Snap-On acoustical walls are 
the result of an idea brought to our 
extrusion engineers in the develop- 
ment stage. And the outcome is a 
decorative, highly useful way of in- 
stalling acoustical board with a 
minimum of time and expense. An 
aluminum extrusion forms the 
mounting channel which is fastened 
to the old wall. A mating male 
channel, also an extrusion, carries 
the perforated acoustical board—and 
this can be snapped into place in a 
matter of minutes, or removed for 
painting, washing or alterations. 





Epco Snap-On Walls—an outgrowth of an 
idea that depends on Alcoa Aluminum 
Extrusions (E-1 and E-2.) 


STRAIGHT TALK 


Many a production prob- 
lem is being solved by Alcoa 
Aluminum Extruded 
Shapes. And when you 
want us to contribute solid 
technical thinking at the 
design stage, call your local 
Alcoasalesengineer. You'll 
find him listed under 
“Aluminum” in your 


Phone book. Use him. 


Your Guide to the Best in Aluminum Value 
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HERE'S WHY 


PENBERTHY 


1395 > Gi c7.Vc] > 


OFFER EXTRA 
ADVANTAGES 





CLEAR, ACCURATE LIQUID- LEVEL READINGS 


in all tanks, boilers, v Is, 








s, flow lines. 


PENBERTHY REFLEX GAGES TYPE V&S 


A Alloy Steel Bolts for high temperature 


Qaanm Oo 


service 

Alloy Steel Liquid Chamber heat treated 
to prevent warping 

Raised Face on Liquid Chamber insures 
perfect self-alignment of frame with glass 
and gasket. 

Special Composition Gaskets and Cush- 
ions are interchangeable 

Resilient Band around glass centralizes 
it at assembly. 

Drop Forged Steel Frame extra heavy 
and rigid 

Extra heavy beam at end of Frame (pre- 
vents distortion when bolts are tightened 
to meet high pressure service ) 

Frame overlaps liquid chamber at all 
points — provides full backing for the 
gasket preventing blow-outs 

Alloy Steel accurately threaded nuts 








RAISED FACE 
IS EXCLUSIVE FEATURE 


truction of a Penberthy Gage invites 

’n tO prove superiority. Note 

the easy glass or gasket replacement 

cleaning made possible by the fully 

RAISED FACE. Perfect alignment 

me with glass and gasket is assured. 

surface can be repaired without remov- 
bly from vessel. 


for temperatures ranging from sub- 
ver 1000°F. and for test pressures 
15,000 psi., Penberthy gages are 
for liquids ranging from 
corrosive and dangerous 


tensively 
highly 


in a wide variety of materials 


bronze, iron, carbon steel, stainless, 


r Catalog No. 35. Order through 
er or direct. 


PENBERTHY INJECTOR COMPANY 
f the Buffalo-Eclipse Corporation 
1242 Holden Avenue, Detroit 2, Michigan 








There's Certain Satisfaction in 


PRODUCTS BY 


GAGES 
EJECTORS 
EDUCTORS 
EXHAUSTERS 
SYPHONS 
ELECTRIC SUMP 
PUMPS 
CYCLING JET 
PUMPS 
INJECTORS 





wt! 
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In the consumable _ electrode 
vacuum remelting procedure, cast 
electrodes are made of an alloyed, 
predetermined composition from a 
large production-size, electric fur- 
nace melt. These electrodes are then 
remelted under vacuum by arc 
melting in a water-cooled, copper 
crucible. To date, vacuum melted 
ingots up to 12” diam and 1000 lb 
have been made from nickel base 
alloys, and up to 16” diam and 
2000 lb in the iron base alloys, as 
well as in stainless and other steels. 

Test results prove that the finished 
product from these ingots show that 
the process offers the following ad- 
vantages over direct-arc furnace 
melted materials: (1) a higher de- 
gree of cleanliness through removal 
of non-metallic inclusions and ex- 
cess gas; (2) Better compositional 
homogeneity: (3) improved worka- 
bility and ingot soundness; (4) gen- 
eral improvement in mechanical 
properties. The method, however, 
is not as effective as induction 
vacuum melting in producing ultra- 
high purity metals and alloys. 


Titanium Fasteners Equal 
High Strength Steel Bolt 


Titanium flush-head shear bolts, 
that can be substituted directly for 
conventional alloy steel bolts weigh- 
ing 75% more, are in production. 
The 100° flush head bolt is fabri- 
cated from a 4% aluminum, 4% 
manganese alloy of titanium. Since 
the fastener is widely used in air- 
craft design—each pound of which 
can replace 1%4 lb of conventional 
steel fasteners—it can add hundreds 
of pounds of usable payload to com- 
mercial airplanes. Tests show that 
the %4” and %” diam titanium 
flush head bolts had shear strength 
of over 108,500 psi—far in excess 
of the minimum shear requirements 
for this type of fastener. Other 
properies are equally outstanding. 
The fasteners are produced by, 
Standard Pressed Steel Co., Jenkin- 
town, Pa. 
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*Reg. U. S. Pat. Off. 


20" 

IF YOU'RE RIGHT 
100° 

YOU'RE RIGHT 


All paint jobs are divided into two parts . . . the materials part, which 
represents not over 20% of your total costs, and the labor part, which 
represents a big, fat 80% or more. And the first part can 

affect the second part tremendously. 

That is why experienced paint buyers in leading industrial 
plants the country over insist on Barreled Sunlight . . . even though 
Barreled Sunlight might cost a few pennies more per gallon. 

They know, from experience, that Barreled Sunlight Super Hiding* 
maintenance paints take up to a full gallon of thinner to the five-gallon 
bucket . . . a not-to-be-overlooked factor that cuts materials costs 
appreciably. And, what is even more important, they also know 
from experience that Barreled Sunlight’s extra yardage, solid 
covering and ease of brushing also cut all-important labor costs with 
which every industrial executive is all too familiar. 

So, on YOUR next paint job, why not be 100% right? Use the Le 
paint that cuts labor costs as well as material costs. Get the job off ‘Barreled4 
on the right foot with Barreled Sunlight and you’ll end up with _Sunlight; 
both feet on the ground, costwise and performancewise. areal 

Write for free copy of the Barreled Sunlight ‘“‘ Engineered Color’’ 
catalog and name of your nearest Barreled Sunlight representative. 

Barreled Sunlight Paint Co.,18-A Dudley St., Providence 1, R. I. 


Barreled Sunlight 22 
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In whitest white or clean, clear, wanted colors, there’s a Barreled Sunlight Paint for every job 
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Brand new in design, this engine meets the increasing demand among 
original equipment manufacturers and engine power users for a com- 
pact, light weight, HEAVY-DUTY Air-Cooled Engine that offers a 


broad, flexible power range. 


With a 17.8 cu. in. displacement, the new Model BKN delivers 6.8 hp. 
at its top speed of 3600 rpm., and a 3.2 hp. at a minimum speed of 
1600 rpm. Incorporated in this engine are all of the traditional Wis- 
consin Heavy-Duty features, including tapered roller bearings at both 
ends of the crankshaft; high tension rotary type outside magneto with 
Impulse Coupling; pump-circulated, constant-level splash lubrication 
system and efficient AIR-COOLING at all temperatures from sub- 


zero to 140° F. 


For detailed specifications write for Bulletin S-183. 


WISCONSIN MOTOR CORPORATION 


World's Largest Builders of Heavy-Duty Air-Cooled Engines 





MILWAUKEE 


46, WISCONSIN 
A 8545-14-A 
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TOOL WEAR... —15% 
» MACHINING SPEED... +100% 
ON THIS GRAY IRON RING 


... thanks to 


FERROCARBO 


Users everywhere report 


ences. In fact, on ¢ 

large naltelatiste sh ps 

treated with FERROCARBO 
89. 5% greater machinab 
Untreated castings. [h 

are finer-grained, den 

COST YOU NO 

foundryman, using FERR‘ 
Worthwhile saviegs in raw mate 


FOR FREE BOOKLET on FERROCARBO, citing 
actual case histories of faster machining, with 
longer tool life, write The Carborundum Com- 
pany, Dept. 33, Niagara Falls, N.Y. 84-53 


CARBORUNDUM. 
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DESK-TYPE 
BUYING GUIDE 


. . . cuts your source-finding time in 
half 


You can consult this desk-type indus- 
trial buying guide without getting up 
from your desk. Can be picked up with 
one hand, yet C-MPD is surprisingly 
complete. Reasons: (1) elimination of 





non-industrial listings, (2) 
ingenious indexing system. 


up-to-date, 


Cloth-bound. 1,400 pages. Contains 
buying guide, trade name section, me- 
chanical data section, special chemical 
section, and a separate address section. 


CONOVER-MAST 


PURCHASING DIRECTORY 
205 E. 42nd St., New York 17 





Product Price Index 
(Continued from page 119) 


in your index sample, obviously 
you have to remove it when it is 
no longer purchased. On the 
other hand, if you start buying 
an item that is expensive enough 
to have been used in the index 
sample, you should add it to the 
index. However, you can’t sim- 
ply add or subtract a part to your 
index without any adjustment. 
Both the economic index and the 
product price index will be dis- 
torted just like the economic in- 
dex would have been with the 
engineering changes on parts 102 
and 103. Consequently, when 
there is a make-and-buy change, 
both the product price index and 
the economic index must be ad- 
justed the same way we adjust 
the economic index for engineer- 
ing changes. Revision of the base 
period cost of both indexes is ne- 
cessary since the part isn’t new 
to the product. 


How Much Work? 


Setting up an index isn’t an 
easy job. In fact it takes a lot of 
careful, tedious work. However, 
once the index is set up, it needn’t 
be too difficult or expensive to 
maintain. If, for example, you 
have an index for a product with 
about 200 hundred parts, there 
is no reason why the monthly 
gathering of data and computa- 
tions should take more than 8 
hours of efficient clerical labor. 
Whoever gathers the data and 
makes the computations should 
be a cut above the average clerk 
if errors are to be avoided. The 
computations require extreme 
accuracy and the individual mak- 
ing them should be very con- 
scientious. 

Though indexes take time and 
cost money, many companies find 
them worthwhile. They are an- 
other tool with which purchasing 
is proving it can make important 
contributions to the successful 
and profitable operation of busi- 
nesses. 





FOR MORE INFORMATION 
ON PRODUCTS IN 
THIS ISSUE 
USE INQUIRY CARD—PAGE 17 





PURCHASING 














Bes. 8 ee 


For More Information Circle No. 373 on Inquiry Card—Page 17 For More Information Circle No. 374 on Inquiry Card—Page 17> 
January, 1956 291 





‘VqmiR == ACCO's Great New Chain 
“” ACCOLOY X-WELD 125 


The sensational new ACCOLOY X-WELD 125 CHAIN represents the greatest 
improvement in chain since electric welding! It has hitherto-undreamed-of 
welding strength, chain stamina and long life. And—it is versatile almost 
beyond belief. 

This chain won’t kink; it hangs straight as a die—always! Every link is 
perfectly formed. In hundreds of destructive tests—straight pull and sharp 
bending—not a single break at the weld has occurred. 


es a = ah A = @ mo 25 wend PY Ae 


mst. "aay ise = kh 


The secret is in the weld 

The single Accoloy X-Weld 125 link shown at the right 
was ground and etched to show the big welded area—214 
times the area obtained by normal welding methods. This 
exclusive X-Weld feature gives more than double security 
at the weld! 


Now—cut your chain costs 

There’s real economy in using Accoloy X-Weld 125 Chain for slings, bundling, 
towing, and general utility chains. It is available in five sizes (14” to 34"), and 
in special analyses and heat treatments for specific jobs. Its high strength-size 
ratio, its resistance to wear, and its unique trouble-free performance character- 
istics add up to long-range savings—and better value! 


° American Chain & Cable Company, Inc. 


SALES OFFICES IN: Atlanta, Bridgeport, Conn., Boston, Chicago, Denver, Detroit, 
Exeter, Pa., Houston, Los Angeles, Monessen, Pa., New York, Philadelphia, Pittsburgh, 
Portland, Ore., Reading, Pa., San Francisco, Wichita, Kans., Wilkes-Barre, Pa., York, Pa. 


~ 


R-P&C VALVES TRU-LAY PUSH-PULLS WILSON “ROCKWELL” 
Satisfied users say R-P&C also stands for They simplify design and improve opera- For exact checking of hardness, 
Reliable Protection & Control. Bronze, iron, tion by eliminating links and levers. Solid WILSON “‘Rockwell” Testers have 
steel and bar stock valves. A as a rod, yet flexible as wire rope. ‘a no equal. 
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| BETTER VALUES 
— Key to 
Better Business 


The first step toward giving better 
values is to insure the quality, dura- 
bility and usefulness of your products. 
This is made possible by getting better 
values in the materials, components, 
machines and equipment used in their 
manufacture. 


AMERICAN CHAIN DIVISION 
Weed Tire Chains » Welded and Weldless Chain 
Acco Registered Sling Chains 
AMERICAN CABLE DIVISION 
Tru-Lay Preformed Wire Rope 
Acco Registered Wire Rope Slings « Tru-Loc Assemblies 
AUTOMOTIVE and AIRCRAFT DIVISION 
Aircraft Cable, Controls, Fittings 
Tru-Stop Brakes for trucks and buses 
ACCO CASTING DIVISION 
Electric Steel and Malleable Iron Castings 
CAMPBELL MACHINE DIVISION 
Wet Abrasive Cutting Machines « Nibbling Machines 
FORD CHAIN BLOCK DIVISION 
Chain Blocks « Electric Hoists, Trolleys 
HAZARD WIRE ROPE DIVISION 
Lay-Set Preformed Wire Rope 
Acco Registered Wire Rope Slings » Tru-Loc Assemblies 
HELICOID GAGE DIVISION 
Pressure, Vacuum or Compound Gages 
MANLEY DIVISION 
Automotive Equipment for garages and service stations 
OWEN SILENT SPRING DIVISION 
Owen Springs and Units for mattresses and furniture 
PAGE STEEL and WIRE DIVISION 


Welding Wire, Shaped Wire, Manufacturers’ Wire, 
Chain Link Fence 


PENNSYLVANIA LAWN MOWER DIV. 
Power and Hand Lawn Mowers 
R-P&C VALVE DIVISION 
Bronze, Iron & Cast Steel Valves « Steel Fittings 
WILSON MECHANICAL INSTRUMENT 
DIVISION 
“Rockwell” Hardness Testers 


WRIGHT HOIST DIVISION 
Wright Chain Hoists, Electric Hoists, Cranes 
THE ALLISON COMPANY 
Rubber and Resinoid Bonded Abrasive Wheels 


THE BRISTOL COMPANY 
Automatic Control, Recording and Telemetering 
Instruments, Aircraft Controls, Socket Screws 


THE MARYLAND BOLT and NUT CO. 
Bolts and Nuts « Lag Screws and Forgings 


IN CANADA: DOMINION CHAIN COMPANY, LIMITED 
THE BRISTOL COMPANY OF CANADA LIMITED 
IN ENGLAND: BRITISH WIRE PRODUCTS, LIMITED 
THE PARSONS CHAIN COMPANY, LIMITED 
INFORMATION on any ACCO product 
gladly sent on request. Address your in- 
quiry to Market Development Depart- 
ment, American Chain & Cable Com- 
pany, Inc., 929 Connecticut Avenue, 
Bridgeport, Connecticut. 











Better 


WRIGHT HOISTS PAGE WELDING WIRE V 
The WRIGHT Speedway is a heavy- PAGE offers most popular grades and sizes qiuves 
duty work horse, and is the of welding wire, in a variety of convenient 
easiest hoist to service. packages, from local distributors’ stocks. 
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LOOK TO 


ILLSON 


for another new development in head protection! 


- NOW—SUPER-TOUGH 


PHENOLIC 


SAFETY HATS AND CAPS 


| 


| 











FROM THE WILLSON RESEARCH 


{ 


Ask 


4 


DI 


¥ 
i ¢ 


ENTER now comes the ‘‘Phenolic” line 
scientifically designed safety headgear 
:t meets all specifications with ease! 


his Super-Tough line are safety de- 


lopments so outstanding that you'll find 


ffers unequalled value. For instance, 


e famed “geodetic suspension”’ and the 


pneumatic headband are obtain- 
in both adjustable /ace-in and snap-in 
of hats and caps. 


your Willson distributor to demon- 


:te the heavy duty Phenolic line that 
ymbines comfort and maximum head 
otection. Or write for latest “Super- 
ugh” bulletin describing them in detail. 


Strongest Made! 


See how it's built up from 24 indi- 
vidual die cut pieces into a sturdy 
Phenolic pattern that withstands re- 
peated 80-foot-pound drop ball tests 
without even fracturing! 





LACE-IN SUSPENSION 


Both hats and caps are available with 
convenient lace-in suspension feature. 
Easily adjusted for snug comfort to 
any head size. 





SNAP-IN SUSPENSION 


Handy Center-Tie snap-in type sus- 
pension is also obtainable in Super- 
Tough hats and caps. Willson’s exclu- 
sive patented ‘‘Geodetic Suspension’’ 
and Pneumatic Headband can be had 
in any style! 


Over 300 safety products 


d : i LLS 0 PRODUCTS, INC. 


221 Washington Street, Reading, Pennsylvania 
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Credit Reports 


(Continued from page 95) 


divide that amount into total ac- 
counts and notes receivable. The 
answer shows about how many 
days it takes a company to collect 
its bills. In a healthy business, the 
collection period is no more than 
one third greater than its selling 
terms. For example, if terms are 
2%—10 days, net 30 days, the 
average collection period shouldn’t 
be over 40 days. Dun & Brad- 
street makes a report of collection 
periods each year in its booklet 
Terms of Sale. It is available to 
businessmen without charge on 
request. 

The other two sales ratios are 
net sales to net working capital 
and net sales to tangible net 
worth. According to Mr. Foulke, 
“the faster a concern is moving, 
the more chance there is of mis- 
takes .. . ” “The two indications 
of the stress and strain from over- 
trading .... are these compari- 
sons of net sales to net working 
capital .. . and to net worth.” He 
believes “they should be watched 


closely, particularly as sales ex- 
pand.” 


Net Profit Ratios 


There are three ratios to meas- 
ure profitability. They are: net 
profits on tangible net worth, net 
profit on working capital, and net 
profit on sales. These ratios are 
important in comparing the rela- 
tive profitability of companies in 
the same field. A study of their 
trend is also useful. Mr. Foulke 
warns that “if net profits are un- 
usually large, [they] should be 
carefully analyzed to ascertain if 
the result came from economic 
factors of a particularly favorable 
character which might be all too 
temporary, or from efficient op- 
erations and unusually capable, 
conscientious direction.” 


Other Considerations 


On the balance sheet, there are 
six items which can become too 
large. They are: receivables, in- 
ventory, fixed assets, current 
debt, funded debt, advances to re- 
lated companies or officers and 
employees. “There is one item,” 
Mr. Foulke says, “which can be- 


(Please turn to page 296) 
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For Self-tapping Screws that... 





Millions in savings made with P-K Screws since they 
were originated by Parker-Kalon have proved the 
Self-tapping Screw method reduces assembly costs. 


But it takes more than the right method to make 
sure planned savings pay off. It takes P-K quality 
standards to guard against defective screws that cause 
assembly trouble, costly damage to parts, and hidden 
weakness that shows up in customer complaints. 


















Only Parker-Kalon can offer P-K quality, the in- 
dispensable extra, along with the proved advantages 
of Self-tapping Screws. 

Plan your assemblies for lowest cost .. . a P-K 
Assembly Engineer will help you. Then make sure 
planned savings keep on paying off . . . when you 
purchase, order “P-K’’. Parker-Kalon Division, 
Genera! American Transportation Corporation, 
Clifton, New Jersey. 










PARKER-KALON 
ie SELF-TAPPING SCREWS | 


originated by P-K... and U0 today... 
the leading choice for fastening economy 


Bnend ox... OK 
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How to buy 
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UNITED CHROMIUM DIVISION 
METAL & THERMIT CORPORATION 





Headquarters for equapment, 


@ You can help save time and money in buying new plating 
facilities and equipment. United Chromium plans and sup- 
plies equipment for general plating . . . offering the benefit 
of years of close working experience with plating depart- 
ment needs. By working with United Chromium, you can 
be sure you’re buying equipment designed to meet your 
needs for efficiency, economy, long life. 


PLATING EQUIPMENT 


with assurance it meets your needs 





processes, materials for the finishimg of metals 





Unichrome equipment includes such typical items as 
tanks, rectifiers, pumps, filters, anodes, heat exchangers. 
In short, equipment for complete installations. 


We'll be glad to make a proposal on your needs... for 
a specific piece of equipment or a complete plating instal- 
lation. 


Chap METALLIC and ORGANIC FINISHES . . . EQUIPMENT 


100 East 42nd Street, New York 17, N.Y. 
Detroit 20, Mich. @ Waterbury 20, Conn. 


East Chicago, Ind. @ £1 Segundo, Calif. 
In Canada: Metal & Thermit-United 
Chromium of Canada, Limited, Toronto 1, 
Ont. 
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(Continued from page 294) 


come too small for the health of 
a business.” That is net working 
capital. 

Dun & Bradstreet publishes 
each year current operating ratio 
patterns for 88 types of business. 
A spot check of this book (which 
is available from D & B) can be 
an excellent guide in making 
sound buying decisions. Compare 
industry averages with ratios of 
your particular vendors. Though 
financial analysis is not an end in 
itself, it is useful tool for scientific 
purchasing. When properly ap- 
plied, it can help prevent a lot of 
mistakes. Often, it can do more 
than prevent losses, it can open 
the way to lower costs and higher 
profits. 


Packing Heavy Materials 
Safely and Rapidly 






. x + a 
SS 7 T 
“S. , a 


A new hydraulically controlled 
packing bench, which can be 
tilted to set boxes weighing up to 
1000 pounds on the floor after 
they have been packed, has just 
been announced by Valley Craft 
Products, Inc., 770 Jefferson 
Avenue, Lake City, Minnesota. 

Called the Hydra-Tilt Table, 
this new packing bench has a 
hydraulic cylinder that allows the 
operator to automatically tip the 
load from table to floor by a con- 
trol lever. 

With this packing table, a 
single operator can quickly move 
loads up to 1000 pounds to the 
floor rather than requiring assis- 
tance to perform this operation. 
Safety is another important fea- 
ture; it eliminates the possibility 
of injury when moving heavy 
boxes off the packing bench. 


For More Information Circle No. 377 
on Inquiry Card—Page 17> 


PURCHASING 


Wit 
eve: 
Be! 
pov 
and 
and 
to | 
all 
che 
po. 
red 
Inc 
red 
ste: 
res 
line 


fact 











Scandinavia increases steam 
capacity, cuts costs 
burning coal the modern way 


With its old power equipment overloaded by an 
ever-increasing demand for steam, Scandinavia 
Belting Co., Charlotte, N.C., took stock of its 
power situation. Boiler room efficiency was low 
| and maintenance excessive; pressure fluctuated 
and labor costs had become a problem. Deciding 
to modernize, Scandinavia instituted a survey of 
all available fuels. On the basis of cost, coal was 
chosen. Today, after modernization, Scandinavia’s 
| power plant has increased steam capacity 150%, 
reduced fuel costs 15% and cut labor costs 70%. 
Increased efficiency and automatic operation have 
reduced the work force and assured a dependable 
steam supply at steady pressure with ample 
reserve for load growth. In addition, the clean- 
liness of the new plant has been an important 


factor in raising the morale of the employees. 


facts you should know about coal 


In most industrial areas, bituminous coal is the lowest- 
cost fuel available ¢ Up-to-date coal burning equipment 
can give you 10% to 40% more steam per dollar 
e Automatic coal and ash handling systems can cut 
your labor cost to a minimum e Coal is the safest fuel to 
store and use e No smoke or dust problems when coal is 
burned with modern equipment e Between America's vast 
coal reserves and mechanized coal production methods, 
you can count on coal being plentiful and its price 
remaining stable. 


For further information or additional case 
histories showing how other plants have saved 
money burning coal, write to the address below. 


NATIONAL COAL ASSOCIATION 
Southern Building, Washington 5, D.C. 


Elevation of Scandinavia’s Power Plant 








CUT maintenance costs on tough welding jobs 


with the New UNIONMELT DSH welding head 


Trade-Mark 























the low cost, submerged melt welding head 
; maintenance costs on tough welding opera- 
new Untionmett DSH head combines the 
ff the lighter units with the ruggedness 
1eavy-duty welding machines. Large, sturdy 
bearings give long, trouble-free service 
rk may involve frequent starts and stops and 
ivy electrode wire. Simple controls and 
arrangements make the DSH head easy 
ind maintain. 
ELT welding joins thin metals at speeds up to 
minute or makes one-pass welds with a 
etration if desired. If you have a production 
r plant that requires high-quality welds made 
eeds, ask your nearest LinpE Office today for 
mation about UNionMELT welding. A LinDE 
vill be glad to help you plan your UNIONMELY 


n for high-speed, production welding. 


With the new Unionmett DSH head now. avail- 
able in five output speeds, you can select the best 
unit you need for making high-quality low-cost 


welds at the highest welding speeds. 


Linde Air Products Company 
isiton of Union Carbide and Carbon Corporation 


30 East 42nd Street ucC} New York 17, N. Y. 


Offices in Other Principal Cities % 4 
) Canada: LINDE AIR PRODUCTS COMPANY me: 
vision of Union Carbide Canada Limited, Toronto Se 





(formerly Dominion Oxygen Company) 
ide" and “Unionmelt"’ are registered: trade-marks of Union Carbide and Carbon Corporation. 
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Colson cures 


barrel-truck fatigue with 


* 
» 
* 
s 
o 
s 
° 
STRONGER BACKBONE FROM OSTUCO 
a 
~ 
. First experimental models of Colson Corpora- 
e tion’s barrel and drum handling truck strained, 
° twisted and snapped under loads below their 
° intended 1,000 pound capacity. Failures in- 
. creased when the Elyria, Ohio, manufacturer 
tested trucks with heavy loads over rough 


surfaces. 
Tracing trouble to the “Backbone”’ (the truck’s 


main structural member), Colson and OSTUCO 
engineers got together, came up with a 11,” 
square formed seamless tube to solve the 
fatigue problem. Since 1947, the redesigned 
drum handling truck has been serving Colson 
customers, handling loads up to... and above 
... its capacity. Successful? Colson has yet to 













hear of one failure. 














OHIO SEAMLESS TUBE DIVISION 
of Copperweld Steel Company « SHELBY, OHIO 


Unique Single-Source Service at OsTuco eliminates 
. another reason 

Birthpiace of the Seamless Steel Tube Industry in America 

SALES OFFICES: BIRMINGHAM © CHARLOTTE * CHICAGO (Ook Park} 


CLEVELAND © DAYTON * DENVER * DETROIT (Ferndale) 


HOUSTON ® LOS ANGELES (Beverly Hills) * MOLINE 
NEW YORK © NORTH KANSAS CITY * PHILADELPHIA 


PITTSBURGH © RICHMOND © ROCHESTER * ST. LOUIS 
ST. PAUL © SALT LAKE CITY © SEATTLE * TULSA * WICHITA 


CANADA, RAILWAY & POWER ENGR. CORP., LTD. 
EXPORT: COPPERWELD STEEL INTERNATIONAL COMPANY 
117 Liberty Street, New York 6, New York 
299 
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—Fabricating and Forging 
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interplant shipment and error 
why your product can be improved when components 


are made from 
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RUST-PROOF © 
METAL PARTS 


NEW 


heat 
sealable 


/ VAPOR 
WRAPPER’ 





























*PATENTED 








Instant acting Vapor Wrapper 
zs now available in the 


new Heat Sealable type 
(NO. 70 GRADE) 


suitable for automatic 
and semi-automatic 
preservative packaging 
of metal parts. 


SMALL OR LARGE 


Regardless of 

whether you produce 

tiny parts or 

huge machines, the 

use of Nox-Rust 

Vapor Wrapper 

will provide 

i positive protection 
of your products 

while in storage 

or in transit. 


Write on your letterhead to 
Daubert Chemical Co. 
for information, Dept.B-71 


_ Protective Packaging Div. 
A Q\ Daubert Chemical Co. 


formerly NOX-RUST CHEMICAL CORP. 
. (> 333 N. Michigan Ave. 
\ VA Chicago 1, Illinois 


Mfrs. of. RUST _PREVENTIVES, VCI PAPERS, 
WSs: OF ADHESIVES, AUTO UNDERCOATINGS. 
For More Information Circle No. 380 
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Economic Order Quantity 
(Continued from page 85) 
inventory up to $100. So you can’t 
use a fixed restocking cost F for 
just one lot when computing your 
total cost of carrying the inven- 
tory. You must multiply F for a 
single lot by the number of lots 

you actually need. 

Now let’s assume the value of 
the lot is $1000 and, as in the 
previous examples F — $10 and 
R=20%. The cost of carrying 
$100 worth of inventory for 12 
months is $100 + $10 + $1, or 
$111. Note that F costs but $1 in 
this case. Why? Because the value 
of the lot exceeds $100 so we 
must divide the $100 by the value 
of the lot to find what portion of 
the lot is needed to provide $100 
worth of inventory. In this case, 
obviously, we need $100/$1000 or 
a tenth of a lot. Since F is $10 for 
the entire $1000 lot, we allocate a 
tenth of this or $1 to the $100 
worth of inventory. A _ similar 
procedure is followed in all cases 
where the value of the lot ex- 
ceeds the $100 on which we base 
our calculations in the table. 









When the material is carried 
in inventory less than 12 months, 
obviously you must figure R for 
a fraction of a year. To do this, 
you calculate what it would be if 
the period were 12 months and 
then multiply by the fraction of 
the year in which the material 
is actually going to hold. Refer- 
ring to the example in the preced- 
ing paragraph, let’s suppose the 
period were 2 months instead of 
12 months. R would then be but 
1/6th the amount. Instead of $10, 
it would be $10/6 of $1.67. 


The number of calculations you 
actually need in your tables of 
inventory carrying costs depends 
actually upon what you buy and 
the range of the values of ship- 
ments with which you must cope. 
Though making up the tables in- 
volves a lot of tedious calculation, 
you’ve got one consolation. Once 
they’re made up, they’re a snap 
to use. If a supplier offers you a 
better price if you will agree to 
take a larger quantity, all you 
need do is look at the table to 
see whether it’s really a good deal 
or not. 











SPECIAL 


JIAE—M179—1255 


YOU'LL SAVE 


TIME and MONEY 


BY SPECIFYING 


CORRECTLY ENGINEERED 


AND LOAD RATED 


NN 
Wesy 


‘\ 


WORTH ASKING FOR-BY NAME 


@ No matter what your lifting prob- 
lem, MADESCO can supply 
stock—or make to specification—the 
most suitable load-rated tackle blocks 
for your individual needs. For over 
thirty years, Madesco has designed, 
engineered and built tackle blocks for 
countless uses. From this experience, 
you get load-rated blocks for maximum 
safety. You get blocks with precision- 
grooved sheaves that prolong rope-life. 
Lifting is easier, faster. Maintenance 
and down-time is minimized. Consult 
your industrial distributor and mean- 
time write for our catalog. Appraise 
the many exclusive Madesco features 
and you'll wisely refuse substitutes. 


MADESCO TACKLE BLOCK CO., Easton, Pa. 


from 


are also available too, we quickly furnish special block 
for varied needs. fittings and replacement sheaves. 
FORGINGS Write us. Remember 
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] **T stock $5 different sized sets of 


belts—how can Veelos help me?” 


With four 100’ reels of Veelos (O, A, B, C widths) you 
can replace as many as 316 different sizes of endless belts 
—and store your Veelos in inches of space! Veelos cuts 
your inventory to a minimum. No obsolescence or de- 
terioration, no worries about specific sizes. With Veelos, 
your storage and inventory problems are licked! 


wen 





LD ARE Kt [Rl OTL TO OES LE LTE EP 


me 


ae 


*) “How do I eliminate cost! 
= y 


belt vibration?” 


Install Veelos in place of ordinary belts! Veelos belts 

init are absolutely uniform; every stud and link is identical; 

every foot of the reel is identical and uniform; they’re 

perfectly balanced. Your Veelos salesman can easily 

Fay prove to you with a Veelos Vibration Analyzer (tested 

hec against any V-belt you might now be using) that Veelos 
cuts vibration up to 90%! 


REE Eo Se 





A purchasing agent asks’ 
> leading questions about V-belts 


OTOL: OEE TENE 








), **How does Veelos cut installation 
“= and down-time?”’ 


Veelos is an adjustable belt. With Veelos, there’s no 
tearing down outboard bearings, no resetting, tilting or 
moving motors to make belt replacement or repairs! 
And you don’t have to replace a complete matched set 
because of one loose belt—Veelos belts adjust to any 
length, can be altered by adding or removing links! 





. 


7 
Get your free Veelos Data Book; 


many pages of important infor- 
mation on belt drives. Write to: 


MANHEIM 


Manufacturing & Belting Company 
113 Stiegel St., Manheim, Pa. 


LINK V-BELT 


Veelos is known as 
Veelink outside U.S.A. 


“Industrial Belt 
Specialists Since 1911” 


©M.M.&B. Co. 1956 
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Morgan St. 


Costing no more than nuts produced by 
other, less accurate methods, Fischer 
precision-turned brass and aluminum 
nuts make possible important savings 
in assembly operations. Check these 
advantages: 


Countersunk on both sides for faster 
starting... , 


Tapped square with face to Class 2 toler- 
ances for smoother, easier running and 
superior bearing surfaces... 


Turned from stock under basic size so 
they're never tight on wrenches... 


Tapped through, eliminating ‘blanks’ 
or rejects... 


Cleaned and degreased before delivery 
to save you these operations. 


Specify Fischer on your next order. A com- 


plete range of standard types and sizes is 
maintained in stock... “specials” can be 
produced quickly and inexpensively. 


Write today for 
Catalog No. 55 








Economic Order Quantity 


(Continued from page 300) 


Here’s what you do: Suppose a 
supplier offers you a unit price 
of $1.00 if you will agree to take 
1,000 pieces and a unit price of 
95¢ if you will take 10,000 pieces 
in a given shipment. In the latter 
case, the value is $9,500 ($.95 x 
10,000) and, in the former, it is 
$1,000 ($1.00 x 1000). Let’s sup- 
pose your usage of the item is 
1,000 pieces per month. There- 
fore, you are comparing buying a 
10 month supply at lower price 
with buying a month’s supply. 


To find out whether the lower 
price for the greater quantity 
more than offsets the added in- 
ventory. carrying cost, you must 
find the cost of carrying inventory 
for both alternatives. In one case, 
the value of the lot is $1,000 and 
the period is a month, so you can 
find the cost of carrying $100 
worth of inventory from the table. 
In the other, the value of the lot 
is $9,500 and the period is 10 
months. Again, you can easily find 
the cost of carrying $100 worth 
of inventory under this condition. 


Take the difference between the 
two costs and you have the added 
inventory carrying cost resulting 
from buying the larger quantity. 
Since this is the added cost per 
$100 worth of inventory, you must 
divide this difference by the num- 
ber of units that can be bought 
for $100 to get the added inven- 
tory carrying cost per unit. Com- 
pare the added carrying cost per 
unit with the discount offered 
and you know whether the larger 
quantity is profitable or not. 


All this probably sounds aw- 
fully confusing Actually it isn’t. 
The difficulty is translating a 
series of basically mechanical 
operation into words. After you 
read this, try some of the sample 
problems in this article. When 
you've worked a couple of them, 
you'll agree that once you’ve got 
a table and chart worked up, 
EOQ is strictly a mechanical 
operation which can be performed 
in a few moments. You'll also 
agree that the cost savings make 
the effort more than worthwhile. 


(Please turn to page 304) 
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“Inever knew BRISTOL BRASS 
makes phosphor bronze, too’”’ 





This chance remark gave us a feeling that we may have been keeping a 
secret unintentionally. So for the public record: Bristol makes everything 
that can be made from copper, and makes it in that special way called 
“ Bristol-Fashion”’ 

In fact, our customers tell us that Bristol Phosphor Bronze is con- 
sistently dependable in its surface smoothness and hardness. . . in its 
resistance to fatigue and corrosion . . . and in its excellent behavior under 
forming and machining. They don’t tell us in those exact words, but in 


. including phosphor bronze that nobody can top. 


the form of repeat orders, year after year. 
Yes, Bristol makes phosphor bronze strip in all standard sizes. How 
are you fixed? Write, or phone Bristol, Connecticut, Ludlow 2-3161. 








THE BRISTOL BRASS 
CORPORATION 


has been makirg Brass strip, rod and 
wire here in Bristol, Connecticut since 
1850, and has offices and warehouses 
in Albany, Boston, Buffalo, Chicago 
Cleveland, Detroit, Milwaukee, New 
York, Philadelphia, Providence, Roches- 
ter, Syracuse. The Bristol Brass Corpor- 
ation of California, 1217 East 6th St., 
Los Angeles 21.. The Bristol Brass 
Corporation of Ohio, 1607 Broadway, 
Dayton. 





Cito Fahin, nant Bross otiteBest 


January, 1956 
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When ordering belting, 

don't overlook the 

important extras assured you 
by the G&K trademark. . . 


®\ 
/GRATON 


KNIGHT _—€¥ 


o - 
—= 5S ‘ 


Eo © ESTABLISHED 1851 


Consistent performance and greater production prove that 
Graton & Knight leather belts are better for your power 
transmission needs. That's because Graton & Knight 
Company is the acknowledged leader in the selection, 
tanning, and currying of top grade leather. 

Remember this when ordering leather products . . . be 
sure you specify G & K. 


GRATON& KNIGHT 


WORCESTER, MASSACHUSETTS 


World’s Largest Manufacturer of Industrial Leather Products 
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Economic Order Quantity 
(Continued from page 302) 


The sample problem should have 
helped resolve a lot of doubts 
about how EOQ works in prac- 
tice. Sometimes, special problems 
come up. Argus anticipated some 
of them when it worked out these 
sample problems. They will likely 
help you too. To work them out, 
refer to the chart and table shown 
in the article proper. 


PROBLEM: A screw machine 
part cost $80.00 per thousand. The 
release calls for 15,500 parts. 
EOQ works out at one month’s 
supply which is 11,400 parts. So 
the order is placed for delivery of 
11,400 at the beginning of the re- 
lease period and 4,100 parts three 
months later. The vendor com- 
plains that this means an extra-set 
up or carrying inventory. 


RECOMMENDED ACTION: 
First, find if the shipment of 4,100 
can be combined with a shipment 
of 7,300 pieces on a future release. 
If it can and the vendor will ac- 
cept this prediction without a firm 
commitment, allow the schedule 
to stand. If the 4,100 piece lot 
can’t be combined with a future 
release, schedule the entire lot of 
15,500 for a single delivery. The 
extra cost of this deviation from 


economic order quantity is but 
$1.75. 


PROBLEM: A low-priced part 
is needed in very large lots—say 
more than 100,000. The vendor 
complains that if he ships the 
whole lot at once, he risks rejec- 
tion of the entire quantity. On 
the other hand, by shipping par- 
tial quantities he can correct qual- 
ity problems before the order is 
complete. 


RECOMMENDED ACTION: 
Tell the vendor that since the or- 
der was placed for one lot, it will 
be inspected and paid for as a 
single lot. There is nothing to be 
gained from partial shipments. If 
the vendor is apprehensive about 
quality, have him submit samples 
for approval. Bear in mind, how- 
ever, that approval of samples 
does not constitute approval of 
the entire lot. 


PROBLEM: A plastic part has 
(Please turn to page 306) 
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ALL WRAPPED UP IN OUR WORK! 


We're all wrapped up in our work . . . making bet- 


ter cable tapes and electrical insulating materials. 


Chase cable tapes are made in a very wide range of 
materials to meet every requirement of the industry. 
Binding, insulating, ozone resistance . . . or whatever 


the requirements . . . Chase has tapes to fit the job. 


All Chase electrical insulating products are made 
to the highest specifications of the best materials avail- 
able. They are engineered to meet your electrical 
requirements by men who are specialists in their 


CHASE, 


ELECTRICAL INSULATING TAPES AND MATERIALS 


Attach the check list to your letterhead for more 
information on specific types of tape. Chase & Sons, 
Inc., Randolph, Massachusetts. 


CLIP TO YOUR LETTERHEAD 


AND MAIL TODAY! 

Pe =e Pay Ele, EPR a ETE: AES: 
Please send 

°™M espec; ally esta a 


O Insulatin 


ing T 
Binder Yon? * 


C) Neopr 


ene Tape 
OC) Jacket Tape C) Flame Retard 


i 
| Q a Seal bent 
ies C) peer Resistance 


ee 


! Insulation File. j 
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\ pee 2 LOW COST (Continued from page 304) 


a a usage of 8,000 pieces per month. 
j vA -_ Stainless Steel? Standard cost is $.35228 each. A 
rae : ma vendor quotes prices of $.3095 for 

lots of 2,500, $.3045 for 5,000, and 

ae $2.2995 for 10,000. What is the 
yy, N best quantity to buy? 


A RECOMMENDED ACTION: 


Looking at the chart, EOQ is one 
month’s supply when F is $17.50 


th 
e rs and the standard cost is used for 
| Wienokolda 430 Sheet figuring Vm. The value of the 


economic lot is, therefore, $2,818.- 





~~. 


... then you want —~™ 





MicroRold Type 430 is a straight chromium-stainless with a nominal com- 24. Now look at the table. In the 
tion of 17% chromium. Though it is less resistant to corrosion, it retains 


f the other desirable qualities of stainless and has proven very satisfactory one-month column interpolate be- 


| 
| wide range of mild corrosion applications, tween $2,000 and $3,000 sa tad 
| MicroRold 430 is the least expensive of all stainless types because it value for $2,800. This gives a 
does not contain nickel. This results in a 734c per pound difference in base cost of $101.33 per hundred dol- 
price between Type 430 and Type 302, the most popular higher grade stain- lars worth of stock. To buy in 
| : ss. A saving of $155 per ton is possible and is of merit to cost-conscious 10,000 piece lots means getting a 
abricators. 6 weeks supply worth $3,522.80 
MicroRold Type 430 sheets are available in thicknesses .005” to .109” with at standard cost. The table shows 


B or 2D finishes; and in thicknesses .010” to .109” in No. 3, 4 and 7 finishes. that the cost of carrying this stock 


is $101.54 per hundred dollars. 
The bigger lot, therefore, costs 


Send for your copy, “Care and Use of 430 Stainless”. 


Washington Steel Corporation an extra $.21 ($101.54-$101.33) 


wotiel neat . per hundred dollars. But the 
I.N N rarest . : 
we AVE. WASHINGTON, PENNSYLVANIA quantity discount saves $.005 per 


For More Information Circle No. 387 on Inquiry Card—Page 17 piece. Since $100 buys 2,838 
pieces at standard cost, the piece 


price saving is 2,838 x $.005 or 
$64 000 000 $1.42 per hundred dollars worth 
, , of parts. Obviously it is profitable 


GOVERNMENT to buy the larger quantity. 


BOWERS |] itr sere |eerseeecerees 


Like a lot of other things, un- 
derstanding of the economy of lot 
sizes comes with experience. Ex- 


BATTERIES a ws pensive parts, particularly, must 
@ fraction of cost be checked in detail to avoid 

at the 212th AAA ARMORY error. The economic lot formula 
recognizes a limited number o 

W. 62nd St. and Columbus Ave limited b f 
, vom York City bs factors. Values of the factors are 
based on averages. So when 

February 19th, 20th, 21st, 1956 factors like quantity discounts, 
FIFTH ANNUAL freight costs, and the like influ- 


ence the economy of the lot size, 





‘a--e 











All types of merchandise 





TRADE SHOW CONVENTION they usually outweigh the factors 
e in the formula. Normally the pen- 
INSTITUTE OF alties incurred by deviating from 
EOQ in any one case are small. 
SURPLUS DEALERS, INC. Thus EOQ doesn’t tell the 


A NON-PROFIT ORGANIZATION 


whole story. It provides a starting 





® point and assures that restocking 
A Few Booths are still available and inventory carrying costs 
Write, wire or phone inquiries to: aren’t overlooked. The formula is 
SOWERS BATTERY & SPARK PLUG CO." READING, PA FRED D. REDER really yams usetul tool. It serves 
ie eciieiee, ew ‘ich, 00.Y. to assist sound judgment—not re- 
Algonquin 4-4638 place it. 
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Safely 


hardest 
services 


Fig. 1138 (left) non-rising stem, Fig. 1140 (right) OS&Y... two of 29 OIC iron 
valves with steel valve features. Metals used for trim and pressure parts 


Reduce valve wear. Choose from 29 OIC iron 
valve numbers with 9 different trim and body 
metal variations. Depend on them for general 
use and process industry services handling 
alkaline liquors, creosote, sour crude, sul- 
phuric acid and caustics. 

Working parts design assures 

positive seating .. . long life 
Seat rings are end seated, reducing the prob- 
ability of loosening in service and affording 
streamlined flow from port to port. Body 
wedge guides and a flexible T-head stem- 
wedge connection combine to assure accu- 
rate wedge seating for tight shutoff. 


Extra strength adds safety to pressure parts 
High-strength iron castings assure pressure 


€ (9 


FOUNDED 1883 


ALVES| 


withstand 











in this line include: bronze, manganese bronze, nickel-plated steel, higher 
strength iron, nickel-alloyed iron, Monel, 18-8 stainless, 11-%2-13 chrome. 


parts made to a minimum tensile strength of 
31,000 psi. The body and bonnet, elliptical 
in shape, resist internal pressure with least 
possible distortion. Body-bonnet bolting 
provides uniform gasket loading and, con- 
sequently, a pressure-tight seal throughout 
the pressure range of the valves. Tie ribs, 
cast between the pipeline flange and the body 
bonnet flange, prevent distortion from 
excessive pipeline stresses. 


This line’s many added features, trim 
variations, dimensions and end openings 
are completely described in the new OIC 
specification folder, Form No. 1005. Write 
for it. 


Order valves from your OIC Distributor. 


THE OHIO INJECTOR COMPANY ¢ WADSWORTH, OHIO 


FORGED & CAST STEEL, LUBRICATED PLUG, 
BRONZE & IRON VALVES 
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NEW KIND OF 
eh 


For driving slotted screws 





MAGNA FINDER 


does it easier, cheaper 





The Magna Finder picks up the screw, 
positions it...so that with one-hand con- 
trol the bit automatically enters the slot 
of the screw and drives it home. Alnico 
Magnet has ten times ordinary “pull” and 
positively positions screw. Results? Pro- 
duction up, costs down. 

Interchangeable with regular power 


Model 606 


Forget old ideas about power 
sweepers! This new Wayne embodies 
features not found on any other sweeper. Dust-free clean- 


screwdriver finders. Available for all ing, outside or inside, with no dust bag to empty because of 
makes of power drivers and all kinds of Wayne’s exclusive “Filter-Vac.”” Hydraulic controls including 
screws. Thousands in use. Ask your power dumping. Automotive-type steering for better maneu- 





power screwdriver sales. verability and close-up sweeping. Safety shielding of mov- 


y i ing parts. Years-ahead design and operating features. 
bi man for a demonstration A : : 
. model and price for every need. A Wayne quickly pays 
CJ \) of the complete Magna for itself in labor savings. Ask for an “on-the-job” demon- 
Driver line. stration or write for literature. 





Magna Finder—U.S. Patent #2,671,484 











NEW manvel ready; wrife Dept.85-F, Complete infor- 
mation on Magna Bit Holders, Finders, Sockets and 

Hond Screwdrivers. Magna Driver Corporation, 779 Ae 
Washington Street, Buffalo 3, N. Y. 


WINE = are, 


or demonstration write: 


WAYNE MANUFACTURING CO.” 1224 E. Lexington St., Pomona, Calif. 
World's Largest Producer of Power Sweepers for Cities and Industry 
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Contract Work * Equipment For Sale * Employment and Business Opportunities 
RATES REQUIREMENTS 
indi : . Undisplayed (want-ad style), minimum charge 4 lines, prepaid. 
es displayed — i 90¢ line Figure forty-four letter spaces (five average words) to @ line. 
Positions Wanted Coe ee were reese sseseseesere 45¢ line Add one line for box number address; replies forwarded with- 
out charge. 
Datibied: .iccntnsincccn seacmnsieemenaen $8.50 inch Discount of 10% for twelve consecutive displayed insertions. 


Forms close 15th of month preceding date of publicetion. 





Ww 


nd orders to: CLASSIFIED DEPARTMENT e PURCHASING ° 205 East 42nd Street, New York 17, New York 














Positions Wanted 





FOR SALE: 2 used units, in excellent condition, 
hasing Agent or Assistant, 6 years purchas- CONVERT 70 Save up to $500 Model 2-C.W. Metco Wet Collectors, Manu- 


a iihieeitien tee ot te hmi ustries, | plete 
cain peeel, dediont Manatee ¥~ q year per truce sis 2000 Shan tae 3P-220/3/60 
perienced procurement raw materials, machinery Write to Motor, and push-button starting switch. De- 
snd equipment, operating supplies, electrical t ef) PEACOCK CORP tailed drawing available on request. Reply to 
equipment and supplies, steel, lumber, packag- L r AS ature ta. 3 . Price Brothers Company 

1g, office equipment and supplies. Three years ¢ hei 1932 East Monument Avenve, 





college, still attending nights, will receive B.S. Dayton 1, Ohio 


degree in Management in one year. Age 27, Purchasing Department. 
g 9 
married. Resume on request, will relocate. Write 


Box, 1469, Purchasing, 205 East 42nd St. WANTED ABRASIVES— 























New York. Sanding Belts, Rolls, 

~ ietinds - Sheets, omy nen. o 7” WANTED 

or most cash and a quic 
urchasing agent or assistant, 3 years ex- Call or Write ELECTRICAL SUPPLIES « WIRING DEVICES 
perience as purchasing agent, 1 year as assist- K & K SALES ANY QUANTITY 
int purchasing agent. 27 years olds, married, 595 West 7éth St. Chicago 20, Ill. ALL INQUIRIES GIVEN PROMPT ATTENTION 
willing a relocate. ~—wege na 8 on4 Phone: RA 3-1818 ELECTRIC-INDUSTRIAL CO. 
srenen years. ge ae ae , 60 EAST 25TH ST. CHICAGO 16, ILL. 
Purchasing, 205 East 42nd St., New York. : 
TT) AL ING 
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THE FOSTERMATIC 
“BULLDOG” GRIP 
*‘Dogs’’ are contoured to grip 
41% of plug locking surface. 


OsTERM lic I) 


COUPLERS 


@ “Floating Carrier’ holds dogs in 
position and absorbs vibration of 
pulsating air. Eliminates usual 
housing wear. 

@ Can Be Used Directly With Recipro- 
cating Air Tools Without The Use 
Of Lead Hoses 

@ Chrome Sleeve is Stress-Proof Heat- 
Treated Steel. Withstands Roughest 
Treatment. 

@ Greater Air Capacity —Small Di- 
ameter — Light Weight 


Here’s a coupling that’s 
suitable for 90% of all 
uses. Snaps on — snaps 
off. Delivers 49% more 
air. Write for new de- 
scriptive Bulletin FMC. 


FOSTER MFG. CO. Inc. 


6g 2850 Gravois 11-C 
tl /; St. Lovis 18, Mo. 
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FOSTERMATIC “DOGS” 
LOCK STEEL against 
STEEL at 45° 








Stic-Céoled Lighting 
by Dazor at 
Low 








Choice of 
Arm Extensions: 
31” (No. 1100) 
20” (No. 1101) 
Same Price 








Light up machines and benches at rock-bottom cost and get 
Dazor dependability besides. New Adjustable-Arm Lamps mount 
solidly, hold fast in any position set. Either top- or side-mounted 
reflector. Air-cooled housing is safe to handle despite continuous 
use. Gray baked enamel over bonderizing. Call your Dazor dis- 
tributor. Dazor Manufacturing Corp., St. Louis 10, Missouri. 


-»» Makers of 


Pazor FLOATING LAMp, 
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Whatever 
the job 
Southern. 


has a 
Machine 


Screw 
for you. . 








Southern Fasteners are precision 
built. Every screw or bolt is de- 
signed, manufactured, tested 
and inspected for Quality. Ma- 
chine Screws in round, flat, oval, 
pan, filister binding, truss, and 
hex head styles; Phillips or slott- 
ed; Steel, Brass, Aluminum, Sili- 
con Bronze, and Stainless Steel. 


Bulk and Packaged — Shipped 
Promptly 

WOOD SCREWS © STOVE BOLTS ® MACHINE 

SCREWS © A & B TAPPING SCREWS © ROLL 


THREAD CARRIAGE BOLTS ® DOWEL SCREWS 
WOOD DRIVE SCREWS e HANGER BOLTS 


For samples and stock list, write Box 1360-P/ 


we | 
q LZ 


@: 
SCREW COMPANY 


STATESVILLE ©S NORTH CAROLINA 





Warehouses: New York * Chicago * Los Angeles * Dallas 
For More Information Circle No. 395 on Inquiry Card—Page 17 
309 











WHAT'S NEW AT BRISTOL ee. 





Automation and Bristol 
through-Broached Screws 
cut assembly time at Burroughs 


BURROUGHS, DETROIT, reports that Bristol patented 

igh-Broached Socket Screws, hopper-fed to a 

screwdriver, eut in half the time required to 

set screws in critical stop dogs for their Sensi- 
Accounting Machine. 

THAT’S NOT Att. Machine-fed Bristol screws not only 
nate a tedious hand operation, but also cut loss 
rews due to dropping and cross threading. 

HOPPER-FEED is no problem with the double-ended, 
netrical Bristol Through-Broached Socket Set 

It has all the hold- 
ywer of a standard 
ket set screw but, to 
itate machine assem- 
socket is broached 
way through so it 
inserted from 

end. 

Write to The Bristol 

ny, Socket Screw 
ion. A5S5 


LARGE AND SMALL—WE MAKE THEM ALL 


Bristol’s Hex Socket Screws Bristol’s Multiple- 
SS) Spline Socket 
es Screws 











is 


n sizes as small as No. 0 in Alloy Steel and Stainless Steel. 
PHeeRistOL COMPANY, Socket Screw Divisio: t 
» Information Circle No. 396 on Inquiry Card—Page 17 





VALLEY 


BALL BEARING 
MOTORS 






cgay on THE ” 





When specifying the power unit 
for your machinery, bear these 
exclusive VALLEY features in mind! | 


@ Specifically designed for ‘round-the-clock’ duty in high 
temperatures. 


@ Drip proof and splash proof, semi-enclosed construction 
protects motor from harmful liquids and flying particles. 


@ Fully enclosed ball bearings reduce friction 75% to 
provide a saving in power. 


@ Built in 2 to 75 horse power sizes for wide adaptability 
in your power planning. 


VALLEY Motors, stay on the job 
longer, even under heavy and con- 
tinuous power demands. Thus for 
economical power that will last the 
life of your equipment — always 
specify VALLEY. 








TOTALLY ENCLOSED 
FAN COOLED 


Ball Bearing motors. Totally enclosed 
to assure protection against dripping 
or splashing liquids, metal chips, and 
damaging dust. 2 to 60 h. p. 


Write For Descriptive Literature. 


VALLEY 


3G tens tlemee) ete) 7 vated, 


4221 FOREST PARK BLVD. + $T. LOUIS 8, MO. 
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New Pittsburgh Red Center 
construction assures faster, 


better, easier brushing! 


Red Center Power 
Driven Brushes are 
built for heavy-duty 
operation. Wire gauge 
—hub diameter se- 
lected to give correct 
“fill” and flexibility 
for the job! 


Here’s how Red Center Brushes work 


Even distribution of wire is made around the hub. 
Naturally the hub size determines amount of wire 
used. The larger the diameter the more wire used 
and more rigidity obtained. Three diameter sizes: 
Flexible (Long Trim), Standard (Medium Trim), 
Heavy-Duty (Short Trim), all built with gauge 
wire you specify. 


What does Red Center mean to you 


Pittsburgh Red Center means precision brushing 
made by uniform “fill” of a specific gauge, quality 
wire—mounted in a specially designed hub to give 
exact brushing surface and strength required. 
With all these features you’re assured of longer 
brush life, faster cutting, finer finishing. 


GET THE FACTS: for information regarding your 
specific brushing problems, write: PITTSBURGH 
PLATE GLASS CO., Brush Div., Dept. L-1, 3221 
Frederick Ave., Baltimore 29, Maryland. 


PITTSBURGH 


Feuer Uriver 


BRUSHES * PAINTS * GLASS * CHEMICALS * PLASTICS * FIBER GLASS 
COMPANY 


PITTSBURGH PLATE GLASS 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
For More Information Circle No. 398 on Inquiry Card—Page 17 


January, 1956 











TYER-men can show you... 
no rubber problem is too tough! 





\ded e ad 
en Sesrused Parts 
oe 

Natural ond 
Synthetic 
| Rubber 


6 
poser snoineenit 
® 



























Shown here are typical 
components described in 
Tyer's new Rubber Engineer- 
ing Brochure. Each has solved 
a special rubber problem— 
for close tolerances, adhesion, 
low water absorption, resist- 
ance to heat, cold, grease, 
abrasion or weathering. They 
have cut production costs, too! 
If you like, a Tyer field en- 
gineer will call to show you 
samples of many other cus- 
tom molded rubber products. 
Let him prove to you that 
no rubber problem is too 
tough for Tyer engineers and 
technicians. 

Send for FREE Brochure today 


TYER 
Kidder Company 


ANDOVER, MASS., U.S. A. 


TYER RUBBER COMPANY 
Industrial Division, Dept. pl, Andover, Massachusetts | 
Gentlemen: 

C) Please send me the new Tyer Rubber Engineering Brochure | 
including technical specifications and relative properties | 
of natural and synthetic rubbers. 

(_] Please have Tyer field engineer call on_ 





No obligation, of course. (date) 
a x — - ~ | 
FIRM ees a ee | 
Se SM ve TS 
toy ot Pe i yy 5 aii 
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For ultra- orecision machining 
plus attractive finish 
Look 0) WESTERN 








Western makes dozens of component parts, of 
hich the above are a few examples, that play a 
part in making today’s homes more efficient 
nd more attractive. Home appliance and 
plumbing parts must work right and look bright. 


Y our requirements may be for smaller or larger 
pieces than those shown above. Western’s 
capacity ranges from 4” to 47%” round, with 
| necessary finishing equipment for secondary 
erations such as milling, drilling, threading, 
pping, heat-treating and grinding—also special 
ishessuchascadmium,zineandcopperplating. 


For fast, reliable delivery, precision quality, 
attractive finish and low cost, it pays you to 
put WESTERN on your production team. 


Why not send us your blueprints 
for quotation - - - today? 






The Western Automatic 


Machine Screw Company 
division of Standard Screw Company i 


378 Woodland Ave., Elyria, Ohio 


Precision Parts and Assemblies Since 1873 
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Where to get transformers 
for atomic submarines 


Like General Dynamics’ Stromberg-Carlson Division, 
you may at times need transformers that operate in 
a new circuit design under unusual and rugged 
conditions. 
The shipboard announcing equipment Stromberg de- 
signed for the U.S.S. Nautilus, for example, must be 100% 
trouble-free because of the sub’s ability to remain sub- 
merged indefinitely. It must also be able to withstand 
the terrific shock of depth bombs during battle. 
Stromberg asked us to design and produce trans- 
formers that fit the system's advanced circuitry. The 
transformers we supplied them meet all the high stand- 
ards of both Stromberg and the US Navy. They are now 
operating on the Nautilus and the second atomic sub, 
the U.S.S. Sea Wolf. 
Just off the press! 16-page, illustrated brochure 
describing Caledonia's services and facilities for 
custom-designing and manufacturing transformers. 


CALEDONIA 


[ ELECTRONICS AND iRANSFORMER CORPORATION | 








Dept. P-1, Caledonia, New York 
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COST REDUCTION is 


Product Designers’ 
NO. 1 PROBLEM... 


ZN \ CE CAN 


HELP LOWER COSTS 


Product Designers will find many cost 
saving advantages in the use of NICE Ball 

Bearings. NICE precision, semi-preci- 
; sion and unground bearings are 
designed to provide the func- 
tionally and economically 
correct answer to 
most application 
problems. 























WRITE FOR 
CATALOG NO. 150 


. 
NICETOWN« PHILADELPHIA * PENNSYLVANIA 
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“FEW OLDER IN 
EXPERIENCE- 
NONE YOUNGER 
IN FACILITIES 

AND DESIGN.” 


THIS IS THE M-F 


. F j Unt Tongue 


® A seasoned organization— 
@ Using the most modern facilities from labora- 
tory to tool room to production machinery . .. 
®@ Has developed techniques and methods which 
create in a simple low-cost product— 
NO SLOTS @ Reliability of torque never before thought pos- 


NO FIBRE sible. 
NO PLASTIC ®@ Try the M-F Uni-Torque for yourself. 
Te) Mac Lean-Fogg 


Excess cost; Lock Nut Company 


5535 North Wolcott Avenue, Chicago 40, Illinois 
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Compact 


NEW 
GAST 


rotary No. 6 
AIR 


MOTOR 


delivers 


TWO HORSEPOWER 
... weighs only 17 pounds 


Here's compact, light-weight power with many advantages as 
Original equipment or for plant use! With this new 2 h.p. Model 
6AM, the Gast line of rotary air motors now includes five pop- 
ular sizes from 1/20 h.p. to 4 h.p. 





Some models are available with either foot or flange mountings 
for horizontal or vertical direct, belt, or gear driving . . . special 
reversible rotation, etc. Gast Air Motors are exp/osion-proof, 
variable-speed, burn-out proof and low in first cost! 
Write for Model 6AM Bulletin 855 (or specify h.p. that interests 
you) and request ** Application Ideas’’ Booklet also! 

, Gast Manufacturing Corp., Box 117 X 
Benton Harbor, Michigan. 


-& 
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Original Equipment Manufacturers for Over 25 Years 


GAST @ Aik Motors To 4 H.-P. 


@ COMPRESSORS TO 30 P.S.I. 
ROTARY e@ VACUUM PUMPS TO 28 IN. 
See Our Catalog in Sweet's Product Design File 
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because they’re made 
better and cost less! 


You save two ways when you specify Freeway 

Washers. First. . . they cost less, thanks to our 

exclusive method of processing. And second... 

& they CONSISTENTLY “‘meet the specs”, to 

~~ minimize assembly time. We'll gladly 

0) quote on your next order .. . and prove 
these two BIG savings to you! 


Freeway semi-precision ball bearings give you 
positive anti-friction protection ... for just pennies 
per bearing. Patented design cuts installation time 
up to 78%. Send for descriptive literature today. 





Freeway “one-hit” stampings are blanked, formed 
and trimmed in a single operation. You're assured 
substantial savings on small parts adaptable to 
this unique type of production. Details available 
upon request, 














: : 
‘ i 
; P. O. Box 1756, Cleveland 5, Ohio i 
i Gentlemen: Please send us more facts about..... . 
5 ( ) Washers, ( ) Bearings, ( ) Stampings. ‘ 
i ON, aos cece etaceseesnady ebeses been I 
- Ra i ncevcevcnssescesosncewabeduwhaeauen a 
g Gity..... jie suena ete oo ecetek i 
| i inecahsersdbeseeesnas ianseereeeue ] 
% é 


% : 4 
Se cena cet ET 
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(aateles 


WELCOME BOOKLET 


npany is considering making up 


which wot 


ild describe our com- 


it makes, and what our pur- 


cies are. 
in our I 
and other 
making wt 
to study 


This booklet would 
lobby for reading by 
visitors. 
1p this 
samples 


booklet, we 
of booklets 


published by other companies 


saad 
1 samples 
my name 

a booklet 
villi ne to 
Jen 


purpose. If you do not have 
, would you be so kind 


s of companies who 
t and who vou feel 
send us a sample. 

France, Works P. A. 


anna Stellite Co. 
Kokomo, Indiana 


LSé of 
sing recept 
read, and 


“welcome booklets” in 


ion offices is fairly 
is expanding. A 


of representative samples 


een 


illustrated and described 


pages. Specimens and refer- 


sent.—Ed. 


CONSTRUCTION 


been our 


and 


assistance is 


CONTRACTS 


experience that legal 
probably 


rtant in the area of construction 


han in an 


industry. 


ibjects : (1 
mance bh 
| would 
u m ay be al 


y other phase of pur- 
We need assistance 
) waivers of lien, and 
mds for construction 
appreciate any refer- 
ble to give us. 
CS. ee 
Chicago, Ill. 


legal advisor cites the follow- 


rerence : 


Bronxville- Yonkers 


Bronxville Gardens, etc., 


Y.S. 2nd, 
as an acti 


893, May 16, 1955. 
on brought in the 


York courts to foreclose a me- 

’ lien where the construction 
pre vided : 

he contractor hereby specifically 


that 


no mechanics’ 


lien or 


1im or claims shall be filed or 
ined by it against the said 
s and improvements and real 
appurtenant thereto, for or on 


nt of any work or labor done or 


rials furnish 


ed under the con- 


yr otherwise, for, toward, in or 
the erection and construction 






of the said buildings and improve- 
ments.” 

In an application to discharge the 
lien, the court said: 

“The motion is granted to the ex- 
tent that such part of the complaint 
as makes claim for foreclosure of the 
mechanics’ lien be and the same is 
hereby dismissed with the provision 
that the complaint and cause of action 
shall stand insofar as it seeks recovery 
of money damages. In addition, the 
mechanics’ lien shall be discharged 
and cancelled.” 


DELAYED DELIVERIES 


Within the last two or three years you 
published an article on the legality of 
clauses penalizing a supplier, or builder, 
for failure to complete a job by a definite 
time. We would like very much to have 
that article if you can locate it. 

Paige, Dir. of Pur. 
The Ww elsbach Corp. 
Philadelphia, Pa. 


e September 1954 issue, p. 88. 
“Measures of Damages for Delayed 
Deliveries,” by Albert W. Gray. 


INFORMATION, PLEASE 


We have seen an item that attracted 
our attention some time ago, being used 
in an automotive machine shop. We now 
have an application to use this item, but 
cannot remember who manufactured it. 
The item is a gear tooth that can be in- 
serted ina gear having broken teeth. These 
pivot teeth are prepared for installation by 
first drilling or tapping a hole to receive 
the tooth insert. A different size pivot is 
used for each particular gear pitch. 

Do you have any way of checking this 
information so that you could supply us 
with the names and addresses of manu- 
facturers of items for this purpose? 

Ramsay 
John Ramsay & Son 
Allentown, Pa. 


@ We do not have information on 
the product described. If any reader 
can supply this information, we shall 
appreciate learning about it so that 
we can pass it along.—Ed. 





INTEREST IN MERGERS 

A few weeks ago you sent me the re- 
sults of a survey on industrial mergers. 
(Purchasing Opinion Poll, How do In- 
dustrial Mergers Help or Hurt Purchas- 
ing? November 1955 issue, p. 77.) When 
| read these figures, it pond it! to me 
that the National Small Business Men’s 
Association, of which I am secretary, 
might want to use these figures in our 
monthly bulletin entitled “Pulling To- 
gether.” 

Would it be satisfactory with you, if 
we use these figures, giving credit to Pur- 
CHASING Magazine of course, as our 
source? The information should prove of 
great interest to small business generally 

Frank M. Kruger 
Indiana Mfrs. Supply Co 
Indianapolis, Ind. 


@ PURCHASING is happy to have the 
data put to widest possible use.—Ed. 


NATIONAL PRICE INDEX 


Having read a recent article entitled 
“Purchasing Research” in PURCHASING 
Magazine (November 1955 issue, p. 71), 
we would appreciate your advising us 
where we may secure a “nationally known 
index.” (Reference is in the concluding 
paragraph of above article, p. 380.—Ed. ) 

S. Betman, Asst. P. A. 
Turner Hall Corp. 
New York, N. Y. 


e@ \Videly used governmental index 
is the Wholesale Price Index com- 
piled by the Bureau of Labor Statis- 
tics of the U. S. Department of Labor, 
Washington 25, D. C. This is obtain- 
able on a regular basis from BLS, at 
the above address, without charge. 

Representative of the reliable na- 
tional indexes commercially pre- 
pared is the Commodity Price Index 
issued by McGill Commodity Service, 
Auburndale, Mass., as a part of its 
service. This is obtainable on a fee 
basis, and is also published regularly 
in the Bulletin of the National As- 
sociation of Purchasing Agents. 

A comprehensive article elsewhere 
in this issue of PURCHASING deals 
with the interpretation and use of a 
price index in purchasing work.—Ed. 


PuRCHASING 
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RIVERSIDE 





Henry Disston & Sons, Inc. 


now a proud division of 


H. K. Porter Company, Inc. 


announces far-reaching advantages for you 


As your finest source of highest quality saws, cutting 
tools, and steel, the Disston organization is now greatly 
strengthened. It is fully backed by these great tangible 
and intangible assets of H. K. Porter Company, Inc.... 


@ outstanding financial stability 
@ young and vigorous manpower 


@ alert management policies soundly based on 
service to industry 


@ progressive engineering and scientific research, 
development and manufacturing policies 


@ reliance on and confidence in distributors as a vital 


Divisions of H. K. Porter Company, Inc. 
ALLOY METAL WIRE, PROSPECT PARK, PA. 
CONNORS STEEL, BIRMINGHAM, ALA. 


element in successful industrial marketing a Se 
The high quality and superior characteristics of all Henry DISSTON, PHILADELPHIA, PA. 
Disston products and lines will continue to be available ESECO, JOLIET, ILL. 
to you. LACLEDE-CHRISTY COMPANY, ST. LOUIS, MO. 
You can depend on vigorous attention being paid to your LESCHEN WIRE ROPE, ST. LOUIS, MO. 
service and delivery needs. McLAIN FIRE BRICK, PITTSBURGH, PA. 
If you would like further information or answers to QUAKER PIONEER RUBBER, SAN FRANCISCO, CAL. 
particular questions, please do not hesitate to write. QUAKER RUBBER, PHILADELPHIA, PA. 
Henry DISSTON DIVISION THE RIVERSIDE METAL COMPANY, RIVERSIDE, N. J. 
H. K. Porter Company, Inc., VULCAN CRUCIBLE STEEL CO., ALIQUIPPA, PA. 
133 Tacony, Philadelphia, Pa. W-S FITTINGS, ROSELLE, N. J. 
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A Denver-Chicago Trucking Co. L 
Corp Sit ad Detrex Crp. -srsesserssssneesensnssneneanens 
wer Transit Co. ............. 140 Detroit Stamping Co. Laminated Shim Co., Ime. cocccccccccccccecccesece 262 
Div., Railway Express Disston Div., Henry, Lamson & Sessions Co., The coecccccc....00 223 
Inc. .... BOE BRK 9 Sit La Company, STING. sdcsqivineuaisanbaaramenediovendaount : Linde Air Products Co., Div. of Union 
Ludlum Steel Corp. Dixie Leather Corp. : Carbide & Carbon Corp. ae . 298 
nae ie Dixon Crucible Co., “ Oe OE Sa ae 
“Co ris pS ao y Sn . 278 Link Belt Co. ......... 19 
- i erew Prodeacts Co., iac. Doerr Electric Corp. oo of don Sab eS 268 
1 Wire Div., H. K Driver Harris Co. ..........4 Lyon Metal Products, Inc 41 
In : du Pont de Nemours, 
npany of America ....286, Durkee-Atwood Co. M 
RB aire Shoe Co. 
Be CO. FFAG ovicecescccececseecce “22 E MacLean-Fogg Lock Nut Co. ............. 313 
Chain & Cable Co., Inc. 292, 293 Elastic Stop Nut Corp. of America .... 169 Madesco Tackle Block Co. ......0+.+- w 300 
Hoist & Derrick Co... 270 Winatomer Chemical Corp. scesccicsaco MaRRAR Driver CORR.  ccsccctctbscscess wore BOS E 
Jak ho 152 a: whet Co... Manheim Mfg. & Belting Go. sco OEE ft 
Saw & Mf ( . 22% Esterbrook Pen Co., The . Mz arkem SE cern ae nate & 
oe Ever-Ready Label Corp. Marsh Corp., Jas. P. ...... 151 x 
B. | cteteeesenene. . Exx-Cell-O Corn. .......ccc0.000.- Master Electric CO. sues we . 173 
Copper Mining Co. & Exide Industrial Div. The Electric MeLouth Steel Corp. .....: : . 199 2 
S rereaecseeenseesesesenens BROPMS TIRULOE CO. .ccccecccscsccrcesesosssonssesses 203 Midwest Piping Co., Inc. 209 - 
“ : Milford Rivet & Machine "Co. 268 j 
al Co 5 Mine Safety Appliance Co . 245 : 
nmed Minne apolis- Honeywell Regulator ¢ Co. é “ 
& Mfe Fairbanks Co. ..... scecaaie 208 Industrial Div. ..... Ececcsteaal é 
Fairbarks. Morse & Co. EE Minnesota Rubber & Gasket t Co. f 
B NS I ES 5 akc ketaacrnccssicsnaccnmnaenss, 0 Mittag & Volger, Inc. 
Hamilton Corp. ............ 141 Fischer Special’ Mf&. CO. cesssecssssessessnesneens 302 BEOERG CAE GG ocr digiimeneninionsceinisens 
“ : ‘ , 289 Sein | Siitatiacl 4 . a6 > 
inlight Paint Co. ............. 389 Follansbee Steel Corp. .....cccccccccscccscsrcesseeee & 5S Morse Twist Drill & Machine Co. ..224, 225 
The fe Fort Howard Paper Co. ....c0..8TA Comes 
mietenn iatedaniame im NIN ETS gi cccoinrinesesesessonienocesashes 
a oa Ce Ses: ts Co. Foster Mfe. Co. steseroreneese-e - steesesssecsessensenee 309 N 
rument Div Freeway Washer & Stamping Co. . . 313 National Cash Register Co., 
Steel Co. National Coal ASSOC.  ....cccoccesscccsssss 
r Mfg. Co j G National-Standard) Co.  ......cccccccssscssscescee sees 
C., H. O sesvesssevessnsssssacensnenenee sees f Gair Company, Inc., Robert .... cece. 36 National Supply Co., Spang-Chalfant 
Mfg. Co., Subsidiary Amer. Garlock Packing CO. cecccccccccsccsssseeseee 2 Sip ORE Ss ESE EC: ae 205 
Prod. Co. of EPOEPONS <icccticcesss 48 Garrett Co.. Inc., George K ¥ Newark Wire Cloth Co. ....... 31 
W OLKS sessssssssssrsercesssees sree seeeeee 247 Gast Mfg. Corp. ........ oe ee ss . 233 New Departure Div. of General “Motors 70 
te & Spark Plug Co. ...... 306 Gates Rubber Co. .... New York Belting & Packing Co. ......... 67 
I I uss A Oo. esualinlaieewess Gavlord Container Corp. Nice Ball age tae Swarr eons cectoussescecocsscoseoccosee 312 
ss_ Corp jevecahcnpnbudheniona General Chemical Div. Allied Chem. Norgren Co., C. e 
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Mfo ( Goodvear Tire & Rubber Co., Inc. ........ 9 > 
_e . Gould-National Batteries, Inc. ........:...< 193 Oakite Products, ING. .c.cccscccccccossscsscscsescees 168 
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Ohio Injector Co., 
Ohio Seamless Tube Div. of Copper- 


GravMar Wilectric Co., TNC. .....cscccccccoscsescocs 
Great Lakes Steel Corp. 



























RET ER OAR AT Greenfield Tap & Die Corp. a ote Pe, ES 

“ee ee es Sinseasad ae RE SI FING. nacdesmtenessdasrovenrcscnoscsonsentaith } ORONIT!] CO. ....--rsccsrvrsrvrrsrscressrcseneneneree sesseoceeces 66 

Co., The 165. 166 310" 256. Olin Mathieson Chemical Corp., 
H Froskraft Paper Prod. Div. ............... 251 
rie tric Co : - - 
- ae + ar > eeagaanaaece Hamilton Rubber Mfg. Corp. ....ccccccccceee 254 
01 : a te Co., ine = ears van Winkle-Munning Co. .... oar . 

- Ohio Ratan, ae STII  < sccsosnassiscacensasnanplncliitbtaeasersas esiohnieh Page Steel & Wire Div., American 
tawhide Mfa Co. He Heller Tool Co., Sub. Simonds Saw Chain & Cable Co. cccccsscsseseseseseess292, 293 
rhrift-Etching Corp ue BG Steel CO. werseceeesvesseesessennerseneanencsneeneersenenns 149 Parker-Kalon Div., General Amer. 

Moore Hoist Div. Columbus- Hill, Inc., R.O.H. ........ - 186 Cl Ue Lee eee 295 
on Chain Corp. ... 236 Hillvard Chemical Co. .. - 45 PAWRMCHOE BET. COs. caccinscicmasisiese sevens 160 
Gear C eee ieee Hinde & Daur on... secsecvesseeseeseeensenesneees ww 175 Peerless Steel Equipment = peeeaa 180 
olt 999 Holo-Krome Screw Corp. oes » 61 Pemco Wheel Co. ......... Scab fisnsoieseus 
a toe srehetuet Section ............ 308 Hoover Ball & Bearing Co. .............. at + Penberthy Injector Co., Div. of 
Container Co., The ................ 238 Hunt Pen Co. C. Howard Buffalo Eclipse Corp. cccccccccccscescesseseee 288 
Fuel & Iron Corp., Wickwire FEy-Pr0o TOO] CO, ooesessessesseeesnentensenteneenee Permacel Tape Corp. ........ . 279 
ee ie SOE ees 62 Philadelphia Gear Works ... 176 
Mast Purchasing | Pittsburgh Plate Glass Co. ..... mi S11 
ry Op hae a ee 210, 268, 290 ¢ ee es Ce OE ole 79 eo ks, on dee 
mts Barew OR. cnccdsdtiemnunse 22 ee i eel i . 3 Pratt & Whitney Co. Inc, nnccccccscecee 58 
ul Ste el. COLD. seresssssereeessereee w- 170 Institute of Surplus Dealers Inc. .......... 306 
& Brass Research Assoc. ........ 195 International Packing Corp. ........... 202, 304 Q 
gi gs ee 16, 299 
SEAETID ise vicstinentadcncecciehenken eases 14 Quaker Rubber Div. of H. K. Porter 
Steel Co. of America J COMBO TRI... sccccirccicsvcntstcdtietaiosionermornrnes 33 
34, 35, 157, 265 Jenkins Bros. 4th Cover 
D Johns- Manville sae R 
NT FOI oe ge aie DOMAC, INC. .....crrcroscocesscocsrercsncerecsocssoreraccoesees Railway Express Agency, Inc. .......167, 273 
; t Chenttonl Cis 300 K Rathborne, Hair & Ridgway Box Co. .. 260 
1 Rubber Co. ....... s 207 RA =O< Vas | CO... ccccctapreisiamnsenne 172 
Miia. COPD. * ecoceccssvesosensesees B09 BMATAREOD TARDE] CO, oss seis scsscsssecevesveisciossse 317 Reliance Hlectric & Engineering Co. .. 277 
Laval Steam Turbine Co. . 88 Kearfott Co. Inc. Remington Rand, Div. of ory 
Mile WOPKE, TG, sisccssdinccccicsncs ee Kurz-Kasch, Inc. tand Corp. weoreee 183 


PuRCHASING 














..TEAR OUT HERD........... 


a ralaenatanstecslecalecalanslanstanstecstecatenslansiecsiacslecalecslecsians 
SRS ILSA E SS ES ESR OS ESR ES ER SER SIR SS SESS SS 








| YES , 


SC Please quote us on 


~ LLAMAZOO 


325 West Ransom Street 
KALAMAZOO, MICHIGAN 


LABEL COMPANY 


thousand labels 





[] Like attached sketch 
€ Number of colors 


~! [| Delivery date (... 2. 20004 ) 
we [ ] We can furnish plates (number ot sets... .. . ) 


Company name 


[| Like attached sample, or 


wm [ Gummed ey Ungummed 








a Address 
y City 


Zone State 





Title 








¢ Name 
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Sure, this is an unusual ad. It is an invitation 
to share in the benefits of an unusual label 
designing and production service now observ- 
ing our 50th Year — our Golden Anniversary. 


You are interested in the economical produc- 
tion of superior labels. So are we. Whether 
you need 5,000 or 5,000,000 labels we dedicate 
ourselves to producing labels for you that 
have EYE APPEAL and SALES APPEAL and 
PRICE APPEAL. 


All sizes and shapes of paper labels pour from 
the ultra-modern and air-conditioned plant, 


KMALAMAZOO 12:51 


325 West Ransom Street 


COMPANY 


which has a daily capacity of six million labels. 


The staff, who meet the problems of label 
buyers, are expertly trained and can serve you 
from a background of wide experience. 


We can solve your label problems in this our 
50th Year, whether you need single or multi- 
color, plain or varnished, square or die cut, 
gummed or ungummed, heat seal or pressure 
sensitive labels, produced letterpress or offset. 
What is your label problem today? Tell us 
about it by filling in and mailing this quota- 
tion request to 


KALAMAZOO 


MICHIGAN 
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Get TEFLON that 
hefhaves as it should 















... With 
_ FLUOROFLEX-T 
products 








































d you know that Teflon comes in various “grades”? Grade 
governed by processing method and by purity. When you 
t the right grade for the job you will benefit by consistent 
rformance from Teflon. 


Premium grade is derived from virgin Teflon. That’s what 
uu get with “electrical grade” Fluoroflex-T. Conformance 
important properties is certified.* Its non porosity and 
ptimum tensile strength assure reliability in even the most 
xacting service. 
Economy is achieved without impairing chemical inertness 
“mechanical grade” Fluoroflex-T. Some physical features 
this reprocessed Teflon are even improved, since it offers 
tter resistance to elongation with better dimensional sta- 
bility the result, 


y 


In addition, uniformity of both grades is assured by a qual- 
control system approved by the USAF under MIL-Q-5923, 
by relieving of internal stresses in Fluoroflex-T rods, 
heets, tubes and parts. 
Send for more data—and for quotations on your needs. 
*Copies of test reports on file available on request. 


flex is a Resistofler registered trade mark for products from fluorocarbon 
Tefion is the DuPont registered trade mark for its tetrafluoroethylene resin. 


RESISTOFLEX 


CORPORATION Belleville 9 New Jercov 


Warehousing Distributors: Western Fibrous Glass Products Co., Los Angeles 
Cal. Colonial Kolonite Co., Chicago, Ill, F. B. Wright Company, Detroit, Mich. 
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Acid-resistance of 
PLEXIGLAS permits safe 
inspection through cor- 
rosion-proof shields, like 


this hood over etching, 


equipment. 


Transparency of 
PLEXIGLAS provides all- 
around observation. Ex- 
ample is this tank for 
breakdown testing of 


Strength of PLEXIGLAS is 
reason for its use as 
safety guards on indus- 
trial machinery for pro- 
tection of personnel. 








Breakage-resistance of | 
PLEXIGLAS results in mini- 
mum replacement costs ae 
when material is used ' ‘ : 

for window glazing. 
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transformer coils. 
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exiglas —...'» 


PLEXIGLAS® acrylic plastic is a mighty handy material around a 
plant. Shown above are just a few of the many ways it is being 
used to provide safety, increase efficiency and reduce costs in 
industrial operations. 


PLEXIGLAS has crystal-clear transparency, great strength, and is 
light in weight. It is resistant to most chemicals. Electrical 
properties are excellent. The long-established reputation of 
PLEXIGLAS as “‘the outdoor plastic” indicates its durability under 
severe conditions of use, indoors or out. In addition, PLEXIGLAs 
can be heated and formed to almost any shape, can be sawed, 
drilled and machined like wood or soft metals. A brief investiga- 
tion will show you many places in your plant where a material 
with this combination of advantages can be used profitably. 


PLEXIGLAS R, the lower-cost grade, is especially suitable for 
industrial plant applications. Call your nearest dealer for informa- 
tion and quick delivery. Dealers are listed under PLExIGLAs in 
classified telephone directories of most cities. 








many ways around the plant 


Pa 


Stele ee | 


Rey 


Send for This Booklet 

Our “Design and Fabrication Manual” tells 
how to work with PLEXIGLAS. We will be 
glad to send you a free copy. 


Chemicals for Industry 
EN | ROHW HAAS 
COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


Representatives in principal foreign countries 


Canadian distributor: Crystal Glass & Plastics, Lid., 
730 Queen’s Quay at Jarvis Street, Toronto, Ontario, Canada. 
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* Panel Discussions by Bassick, World’s Largest Manufactur 


er of Casters and Floor Protection Equipment * 








195X clay mode Dodge 





Here's where Dodge brass get their 
ok at their future entries in the 
s derby. Foundation for full- 
lay model (above) is wheeled 
Dodge styling studios on spe- 
ly equipped with shock-absorb- 

sick Floating-Hub Casters. 


Reason for Floating-Hubs 


of handling these five-ton clay 
\dels.easily yet carefully goes to dual- 
Bassick Floating-Hubs for good 
Their built-in snubbing action— 
pring-controlled wheels offset from 
—absorbs shocks and vibration 

h could damage the models. 








Plaster cast can’t stop him! 


st (and happiest) use for Bassick 
we've come across lately is this 
cart used by 4-year-old Glen 


Pinned in a chest-to-knee plaster cast 

ire hip ailment that takes years to 

e, this Bridgeport boy goes places with 

ile on the caster-sled his father in- 

ed. Bridgeport’s Crippled Children’s 

Workshop is now building the same kind 
hicle for other children. 


om 


rides on Floating-Hubs 








State occasion for casters 





Cast iron gate of the Old State Capitol 


in Baton Rouge, La., 
ancient a caster (not Bassick, by the way) 
as you're likely to find in this country. 

Photo comes from industrial distribu- 
tor Dixie Mill Supply Company. Your 
industrial distributor can check you out 
on new production methods, latest prod- 
uct improvements, new ways Bassick 
casters can help you move materials 
quickly and efficiently. 





Caster load capacity 


Type of tread, motive power (hand or 
machine), floor conditions, distance and 
speed of travel all affect the load a caster 
will carry satisfactorily. 

Floor conditions, for example, are vi- 
tally important. On smooth concrete 
floors, loads roll twice as easily as on 
rough or littered floors. 

Load capacities given in Bassick cata- 
logs are based on average operating 
conditions. They’re sound, conservative 
estimates of what the caster will carry 
through long years of service. 





rolls open on as — 











New “brain” fast on feet 





IBM’s experimental all-transistor cal- 
culator features a computing unit that 
takes half the space—requires only 5% 
of the power—of a comparable vacuum 
tube unit. 

In keeping with this more efficient 
headwork is the new electronic brain’s 
footwork. Those are Bassick casters on 
both the high-speed punching and tran- 
sistorized calculating units. Couldn’t have 
been a better choice if the brain had 
picked its own casters. = 


Casters cut manufacturing costs 





Analysts of manufacturing costs have 
come up with two facts that can save you 
money! First: materials-handling gener- 
ally runs about 30% of total manufac- 
turing costs. Second: materials-handling 
is the One Cost item easiest to reduce. 

Bassick casters—like the precision 
MilSpec casters above—help you cut into 
the reducible 30% . Casters on equipment 
provide flexibility of economical move- 
ment—in any direction—immediately. 
They save wear on floors and dollies. 


THE BASSICK 






COMPANY 
Bridgeport 2, Conn. 
4 Bisex In Canada: 
Ss v3 Belleville, Ont. 


A DIVISION OF 


Bassick i 


MAKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE 
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~ TISSUE 





Then, for Softness, 


i always use 


FORT HOWARD 
TOILET TISSUES! 


Wise bird, this! . . . for Fort Howard quality control through every step 
of manufacture produces tissue unmatched for soft texture and gentle 
absorbency — yet economically priced to provide a superior tissue serv- 


ice at genuinely low cost. 


Whatever your tissue requirements, your Fort Howard distributor sales- 
man will recommend the right grade or fold for your requirements from 
among the 18 produced by Fort Howard. Call him today! 


en a 
Za HOw> 


AS a >N ° 
(2 "eS. FORT HOWARD PAPER COMPANY, creeNn BAY, WISCONSIN 






For 37 Years Manufacturers of Quality Towels, 
Toilet Tissue and Paper Napkins 
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